ponte es egg 


se et eee pation 


ae 












nh— 
What do you mea 
"4's the Best’? 













This is a question any dealer could ask and should ask. Here's 
how we'd answer for one outstanding Webster product 

our new DURAMETRIC Carbon Papers. There are several 
good brand name carbon papers your customers can buy. 
But we, and you, can recommend DURAMETRIC 
as really better than the rest for these solid 
reasons: 


@ It’s top quality carbon paper, inspected 
sheet by sheet, before leaving the Webster 
plant. 


@ It has a Shurflat treatment applied to 
every sheet. 


® It has crispness and durability built right in 


— for longer performance and easier handling 


@ It has balanced construction in each sheet for 
permanent flatness. 


© It has the space-measuring, finger-protecting 
Webster scale edge for accurate letter placement 


EVERY WEBSTER PRODUCT is tested over and over again 
— against other Webster products, against competing prod- 
ucts and against “self. This insures uniform standards that 
you and your customer can rely on... with every Webster 
purchase. 

Standards like these do more than build sales. They build 
confidence which makes repeat sales. Repeat sales build 


business! Stock the profit line 
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solving any disagreements which result from 
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T.. Service Bureau of Office Appliances 
is maintained for 
subscribers and advertisers 


the exclusive use of 
It answers by 


personal letters all inquiries upon matters 
germane to the field, supplies names of 





manufacturers of any office article wanted, 
puts man and job together 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge. 
land have made, and are making, good 
use of this bureau 
field have evidence of its 


aids foreign 


Subscribers in every 


Manufacturers in this 
proved value. 
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Bulletin Boards 
Acme Bulletin Co, 
Lit-Ning Products ( 
Business Forms 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
American Passbook Co 
Consolidated Rib. & Carbon ¢ 
Fredonia Litho. Co 
Western Paper Goods Co 
Calculating Devices 
Lightning Adding Mach. Co 
Victor Safe & Equipment Cc 
Calculating Machines 
Allen, R. C., Business Machines, Inc 
surroughs Corp 
Clary Multiplier Corp 
Hilner International Corp 
Marchant Calculating Machine Co 
Smith-Corona, Ine 
Victor Adding Machine Co 
Calculating Machines, Used 
International Office Appliances, Inc 
Office Equipment Corp 
Calendar Pads & Stands 
Columbian Art Works, Inc 
Stark Calendars, Inc. 
Carbon Papers 
see Ribbons & Carbons 
Card Index Boxes & Trays 
All-Steel Equipment, Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Berger Mfg. Div. Republic 
Cole Steel Equipment Co 
Columbia Steel Equipment C¢ 
Corry-Jamestown Mfg. Co 
Farber, Louis H., Co 
Globe-Wernicke Co 
Goodfrend Metal Prods. (« 
Guide System & Supply C« 
H-O-N Co., The 
Invincible Metal Furn. Co 
Metal Office Furn, Co 
Parker Steel Prods., Inc 
Peerless Steel Equip. Co. 
Rockwell- Barnes 
Shaw-Walker Co. 
Smead Mfg. Co. 
Weis Mfg. Co. 
Card Index Files, Expanding 
Smead Mfg. Co. 
Cash Boxes 
Art Steel Sales Corp 
Cole Steel Equip. Co 
General Fireproofing Co., The 
Guide System & Supply Co 
Peerless Steel Equipment Co 
Rockwell-Barnes Co 
Cash Registers 
Allen, R. C., Business Machines Co 
Burroughs Corp 
Regna Cash Register Co. 
Cash Tills 
Indiana Cash Drawer Co 
Regna Cash Register Co 
Casters, Caster Bearings, Slides 
tassick Co., The 
Colson Corporation, The 
Faultless Caster Corp. 
National Lock Co. 
Catalog Sheets, Stock 
Weeks, Frank A., Mfg. Co 
Center Drawer Desk Trays 
Art Steel Sales Corp 
Goodfrend Metal Products Co 
Chair trons 
Bassick Co., The 
Seng Co., The 
Chair Mats 
Hardboard Fabricators, Inc 
Office Furn. Whise. Distributors 
Service Products Div. Woodall 
Chairs, Folding 
Adirondack Chair Co. 
Farber, Louis H., Co 
Jonia Mfg. Co 
Krueger Metal Products 
Lyon Metal Products, Inc 
Royal Metal Mfg. Co 
Chairs, Office 
All-Steel Equipment, Inc 
Aluminum Seating Corp 
Art Metal Construction Co 
Cramer Posture Chair Co 
Emeco Corporation 
General Fireproofing C« 
Grand Rapids Lthr. Furn. Co 
Gregson Mfg. Co. 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair C¢ 
Indiana Chair Co 
Jasper Chair Co 
Jasper Seating Co. 
Johnson Chair Co 
Marble, B. L., Chair Co 
Metal Office Furn. Co 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Murphy Chair Co., Inc 
Murphy-Miller, Inc 
Niemann, Inc 
Precision Mfg. Co 
Royal Metal Mfg. Co 
Sturgis Posture Chair C« 
Taylor Chair Co. 
Upholstery Leather Groupe The 
Wells Chair Corp 
Chairs, Posture 
All-Steel Equipment, In« 
Aluminum Seating Corp 





Art Metal Construction Co 
Bright Chair Co. 

Cramer Posture Chair Co, 
Emeco Corporation 

General Fireproofing Co. 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp. 
Harter Corp., The 

High Pt. Bending & Chair Co 
Indiana Chair Co. 

Jasper Chair Co. 

Johnson Chair Co 

King Posture Chair Co 
Marble, B. L., Chair Co. 
Metal Office Furn. Co 
Metalstand Company 
Milwaukee Chair Co 
Milwaukee Metal Furniture Co. 
Ohio Chair Co, 

Royal Metal Mfg. Co 
Sturgis Posture Chair Co, 
Taylor Chair Co 

Toledo Metal Furn. Co, 

Chairs, Tablet Arm 
Adirondack Chair Co. 
Indiana Chair Co. 

Jasper Chair Co. 
Wells Chair Corp. 

Checks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co. 

Checkwriters and Signers 
Hall-Welter Co 

Checkwriters, Used 
Office Equipment Corp. 

Clipboards 
(See Arch & Clipboard Files) 

Coat and Hat Racks 
Precision Mfg. Co. 
Vogel-Peterson Co. 

Coin Bags, Trays, Wrappers 
American Passbook Co, 
Downey, C. L., Co. 

Continuous Forms 
Hano, Philip, Co. 

Copyholders 
Acco Products, Inc. 
Bankers Box Co. 
Curtis-Young Corp. 
Hall-Welter Co. 
International Office Appliances, Ince 
Rite-Line Corp. 

Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co. 
Haskell of Pittsburgh 
Imperial Methods 
Metal Office Furniture Co 
Metalstand Co., Inc. 
Peerless Steel Equip. Co 
Sengbusch Self-Closing Inkstand Co. 
Service Products Div. Woodall 
Shaw-Walker Co. 

Valeo Co, 
Weis Mfg. Co. 
Wells Chair Corp. 

Costumers 
Glaro Machine Products 
Globe-Wernicke Co. 
LaSalle Products Co. 

Metal Office Furn. Co 
Peerless Steel Equip. Co 
Quigley Furniture Co 
Royal Metal Mfg. Co 
Valeo Co, 

Vogel-Peterson Co. 
Wells Chair Corp. 

Covers, Loose Leaf 
Smead Mfg. Co 

Cushions & Pads, Chair 
American Latex Products Corp 

Dating Stamps 
Force, Wm. A., Company 
Rivet-O Mfg. Co. 

Stewart, R. A., & Co 

Desk Lamps 
Glaro Mach. Products 
Wells Chair Corp. 

Desk Name Plates 
Acme Bulletin Co. 

Force, William A., & Co. 
Heyer Corp., The 
South Bend Metal Products 

Desk Pads & Tops 
Chicago Desk Pad Co 
Office Furniture Wholesale Distr 
Wilson Jones Co. 

Desk Pen & Ink Sets 
Esterbrook Pen Co. 
Sengbusch Self-Closing Inkstand Co 

Desk Side Files 
Amberg File & Index Co 
Art Steel Sales Corp 
Cole Steel Equipment Co. 
Farber, Louis H., ' 

Desk Tops for Manufacturers 
Laminated Veneers Co. 

Desk Trays 
(See Correspondence Trays) 

Desk Work Distributors 
Advanco Products Div. ASB 
Art Steel Sales Corp. 
Globe-Wernicke Co. 

Lyon Metal Products, Inc 
Victor Safe & Equipment Co 
Wilson Jones Co. 

Desks 
All-Steel Equipment, Inc. 
Alma Desk Co. 
Arnot-Jamestown Corp., The 
Art Metal Construction Co. 


For the 
advertised 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


benefit of the subscribers the lines 


in this issue are here classified. 


Art Steel Sales Corp, 

Browne-Morse Co, 

Columbia Steel Equip. Co. 

Corry-Jamestown Mfg. Co, 

Farber, Louis H., Co. 

General Fireproofing Co. 

Globe-Wernicke Co, 

Harrison Steel Cabinet Co, 

Haskell of Pittsburgh 

Hillside Metal Products, Ine. 

Imperial Desk Co, 

Indiana Desk Ca, 

Jasper Desk Co, 

Jasper Office Furniture Co, 

Leopold Desk Co., The 

Metal Office Furn, Co., The 

Morval Corp, 

Myrtle Desk Co. 

Peerless Steel Equip. Co, 

Quigley Furniture Co. 

Spense Furniture Co. 

Victor Safe & Equipment Co, 

Wells Chair Corp. 

Worden, The 
Diaries 

(See Memo Books) 
Dictating Machines, Used 

International Office Appliances, Inc. 
Drafting Instruments & Equipment 

©-Thru Ruler Co, 

Cardinell Corp. 

Haskell of Pittsburgh 
Drafting Tables 

Stacor Equipment Corp. 
Drills, Paper 

Smead Mfg. Co, 
Duplicating Machines & Supplies 

Ames Supply Co, 

Avery Adhesive Label Corp, 

Bohn Duplicator 

Code Mfg. Corp. 

Curtis-Young Corp, 

Frankel Mfg. Co. 

Heyer Corp, 

Ink Specialties Co., Inc, 

Manifold Supplies Co, 

Old Town Corp. 

Peerless-Imperial Co., Inc. 

Print-O-Matic Co., The 

Smith-Corona, Ine. 

Speed-O-Print Corp. 

Technygraph Co,, The 

Victor Safe & Equip. Co. 

Wolber Dupl. & Supply Co. 
Duplicating Stencil Files 

Atlas Stencil Files Corp. 

Halverson Specialty Sales 


Envelope Openers 
MacKenzie, Arnold, Inc. 
Envelopes 


Justrite Envelope Mfg. Co. 
Northern States Envelope Co. 
Quality Park Envelope Co. 
Western Paper Goods Co, 
Wilson Jones Ca, 

Envelopes, Plastic 
Aigner, G. J., Co, 

Aigner Index Co, of N. Y¥. 
Markilo Co, 
Smead Mfg. Co, 

Erasers, Rubber 
Ames Supply Co. 

Roberts, Weldon, Rubber Co, 

Expense Books 
Beach Publishing Co. 

Eyelets & + agg ha Fasteners 
Rivet-O Mfg 

File Boxes, Flore. ‘Collapsible 
Bankers Box Co. 
Globe-Wernicke Co, 

Guide System & Supply Co. 

Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co, 
Meilink Steel Safe Co. 
Mosler Safe Co. 
Shaw-Walker Co, 

Victor Safe & Equip. Co, 

Filing Cabinets, Metal 
Advanco Products Div. ASB 
All-Steel Equipment, Inc, 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Berger Mfg. Div. Republic 
Browne- Morse Co, 

Cole Steel Equipment Co. 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 
Farber, Louis H., Co, 
General Fireproofing Co. 
Globe-Wernicke Co, 
Guardsman- Valentine, Inc 
Harrison Steel Cabinet Co. 
Hillside Metal Products, Inc. 
H-O-N Co., The 

Metal Office Furn. Co. 
Neiman Steel Equip. Co, 
Parker Steel Prods. Co 
Peerless Steel Equip. (o, 
Remington Rand Co, 
Rockwell - Barnes 
Shaw-Walker Co. 
Top-Flight Products Co, 
Victor Safe & Equip. Co. 
Watson Manufacturing Co., Ine 
Weis Mfg. Co. 

Filing Cabinets, Wood 
Globe-Wernicke Co. 
Imperial Methods Co. 

Weis Mfg. Co. 
Wells Chair Corp. 

Filing Supplies 

Acco Prods., Ine. 
Advanco Prods. Div. ASB 
(Continued on page 6) 
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(Continned from page 5) 
Aigner, G. J., Co. 
Aigner Index Co. 
Art Metal Construction Co 
Co. 


0. 
Corry-Jamestown Mfg. Co. 
Farber, Louis H. 
Guide System & Supply Co. 
Imperial Methods Co. 
Justrite Envelope Mfg. Co. 
Metal Office Furn. Co. 
Northern States Envelope Co 
Oxford Filing Supply Co. 
Parker Steel Prods. Co. 
Quality Park Env. Co. 
Rockwell- Barnes 
Security Steel Paes Co. 
Shaw-Walker ( 
Victor Safe & estemest Co 
Warshaw Mfg. Co. 
Weis Mfg. Co. 
ower, Grip Cream 
Lee Products Co. 
Fountain Pens (ine. Ball Pt.) 
Esterbrook Pen Co. 
Gathering Racks 
Evans Specialty Co. 
Gummed Cloth Rings 
Aigner Index Co. of N 
Dennison Mfg. Co. 
Reyburn Mfg. Co., Inc. 
Warshaw Mfg. Co. 
Gummed Tape & Sealing Machines 
Reyburn Mfg. Co., Inc. 
Hardware, Office Desk 
National Lock Co. 
Honor Rolls 
Acme Bulletin Co. 
In ym Out Boards 
Lit-Ning Products Co. 
Index Card Signals 
(See Signals, Index Card) 
Index Tabs 
Aigner, G. J., Co, 
Aigner Index Co. 
Amberg File & Index Co, 
Barkley, C. L., & Co. 
Globe-Wernicke Co. 
Graff, George B., & Co. 
Guide System & Supply Co 
Markilo Co. 
Master-Craft Corp. 
Reyburn Mfg. Co., Inc. 
Shaw-Walker Co, 
Sheppard, C. E., Co. 
Victor Safe & Equipment 
Warshaw Mfg. Co 
Inks, Adhesives, Etc. 
Fulton Marking Equip. Co. 
Higgins Ink Co., Inc 
Ink Specialties Co., Inc 
Marsh Stencil Machine Co. 
Rivet-O Mfg. Co. 
Inkstands 
Cushman & Denison Mfg. Co. 
Sengbusch Self-Closing Inkstand ¢ 
Labels 
Imperial Methods 
Oxford Filing Supply Co 
Reyburn Mfg. Co., Inc. 
Smead Mfg. Co 
Warshaw Mfg. Co. 
Weis Mfg. Co. 
Wells Chair Corp 
Labels, Pressure Sensitive 
Avery Adhesive Label Corp 
Ladders, Library, Store & Vault 
Card, D. R., Co. 
Cotterman, I. D. 
Leather Goods 
Bristol Mfg. Co 
Chicago Saddlery Co 
Library Equipment 
All-Steel Equip., Inc 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
Lithographed Continuous Forms 
Hano, Philip. Co. 
Lockers & Storage Cabinets 
All-Steel Equip., Inc 
Art Metal Construction Co 
Berger Mfg. Div. Republic 
Browne-Morse Co. 
Chicago Lock Co. 
cquipto Div. Aurora 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Lyon Metal Prods., Inc 
Neiman Steel Equip. Co 
Parker Steel Prods., Inc. 
Shaw-Walker Co 
Loose Leaf my hn Devices 
Aigner, G. J., 
Aigner Index © ” ‘of N.Y 
Amberg File & Index Co 
Columbia Loose Leaf Corp 
Free Hand Binder Co 
Master-Craft Corp. 
National Blank Book Co 
Sheppard, C. E., Co 
Stationers Loose Leaf Co 
Wilson Jones Leaf Co 
Loose Leaf Metals 
National Blank Book Co 
Sheppard, C. E., Co 
Wilson Jones Co 
Loose Leaf Sheet Covers, Plastic 
Aigner, G. J., Co. 
signer Index Co. of N. Y 
Amberg File & Index Co 
Loose Leaf Tray Binders 
National Blank Book Co 
Posting Equipment Corp 
Sheppard, C. E., Co. 
Wilson Jones Co 
Mail Distributors 
Advanco Prods. Div. ASB 
Art Steel Sales Corp, 
Globe-Wernicke Co 
Victor Safe & Equipment Co 
Manifold Books & Business Forms 
Hano, Philip, Co. 

Western Paper Goods Co 
Manufacturers’ Representatives 
Long, Geo. 8S. & John A. 

Map Tacks 
Graff, George B., Co 
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Marking Devices 
Force, William A., & Co 
Marsh Stencil Mach. Co 
Marking Pens, Laundry 
Taubman, Samuel, & Co. 
— Office Suites 
ym Surrey 
na Desk ¢ 
eopold Co., The 
Morval Corp. 
Rishel, J. K., Furniture 
Reneranaue Books 
Enni Tag & Salesbook Co 
€ t Corr 


slank Books Co 








Me pmo Devices 
Ning Prod ( 
Mending ‘Tape 
Ife. ¢ 
Me stal Badges, ee "Tokens 
Dayton S Works 
Moisteners 
R t-O Mf ( 


=) h Self sing Inkstand ¢ 
Nameplates, Desks, ‘Changeable Letters 
s ser etal Products 


Numbering Meshiecs 
I m, A., Company 
Ss art, R. A., & Co 
Office Furniture 
of ek W hse Dist 
Otee Furniture Ball Bearings 


Omfie ‘Furniture ‘Custom Built 


ltor irrey, Inc 
Office Furniture Sectional Units 


Arnot-Jamestown Corp., The 
Art e€ 





G be W ~,s 


Peerless Steel juip. Co. 
Office Partitions a Railings 
( e-Wernicke Co 
Watson Manuf ng Co., Inc 
Office Printing Outfits 
I n & ¢ 
Pads ey 
National Blank Book ¢ 
Wilson Jones ¢ 
Paper 
Eaton Paper Cort 
Rockwell-Barnes Co. 
Paper Clamps 
Acco Prods., Ir 
Cushman & Denison Mfg. ¢ 
1 Pen Co 
Paps r Clips 
in & Der m Mfg. Co. 
Noesting Pin 1 ket Cc 
Oakville Company, Di Scovill 
Pittsburgh Cut Wire Co 
Vail Mfg. ¢ 
Paper Fasteners & Washers 
Oakville Company, Div. Sc 


Paper Fastening Machines 
Ace Fastener Cort 
Markwell Mfg. Co 
Victor Safe & quipment Co 

Paper Shredders 

Parcel Post & Postal Scales 
Hanson Scale Co 

Paste 

e Inks, Adhesives, Et 

Po é od —. 

Se & Ink Sets 

Pen Refills 
Fr Pen ( 

Pencil “Sharpeners 
; r Mfg. ¢ 
| Cc. H rd, Pen Co 

Pe neil, Mechanical 

; k Pe 











T! 
Pens, Steel 
Ec ( 
Seng Self -( ar ‘ 
Pens 
Watert P Ir 
Pin & Pin Containers 
N ng Ticket Co 
oO i ( , y. Div. Seovill 
V Mfg. ( 
Platens, Typeuriter, Ete 
ir Supt 
P« sting Trays ‘& Stands 
ose Leaf Tray Binder 
Presentation Covers 
Ar & Index ( 
Smead Mfg. Co 
Price & Sign Markers 
Force, William A., & Co 
Stewart, R. A., & Co 
Publications 
Office ADI 
Punches 
\ » Prod s, Ir 
Aigr ndex ( of N, ¥ 
{,; a 
I { & Pettis M ( 
V r Blank Book («x 
Sme Mfg. ¢ 
Wilson Jones (< 
Ribbons and Carbeans 
Ames Supt 
( o Mfg. ¢ 
Consol at & ( ( 
s-¥ ( 
M f s ( 
Old Town ¢ 
1. : ( tr 
R WT ‘ ) 
R R ( 
R Co 
S M Co 
- ioe ( 
S. Car & Ribt Mfg. ( 
i ~ ce 
\\ f ] 
Rubber 9g 
Bankers Me t In 
R r v Rubl 
bber Stamps & Plate Mfg Machines 
A ri E ype Corporat 
nkers & Merchants, Ir 


Rubber Type 
I A Company 
Stewart, R. A., & Co 


Rulers, Transparent Weis Mfg. Co. 
C-Thru Ruler Co. Store Fixtures & Equipment 
Safes All-Steel Equipment, Inc 
Art Metal Construction Co Strong Boxes, Fire Protected 
Brush-Punnett Co Art Steel Sales Corp 
( Steel Equipment Co. Herring-Hall-Marvin Safe ( 
General Fireproofing Co Meilink Steel Safe ¢ 





jardsman- Valentine, Inc Protectall Mfg. Corp 
Herring-Hall-Marvin Safe Co Victor Safe & Equipment ( 
Invincible Metal Furn. Co. Tables 


All-Steel Equipment, In« 
Mosler Safe Co. Art Metal Construction Co 
Protectall Mfg. Corp Art Steel Sales Corp 
Remington Rand, Inc Browne-Morse Co 

Schwab Safe Company Columbia Steel Equipment Co 


Meilink Steel Safe Co 





Shaw-Walker ¢ Corry-Jamestown Mfg. Corp 
Victor Safe & Equipment Co Farber, Louis H., Co. 
Sales Books Globe-Wernicke Co 
Ennis Tag & Salesbook Co Haskell of Pittsburgh 
Sand Urns Lyon Metal Products, Inc 
Glaro Machine Product Metal Office Furniture Co 
Loumac Supply Co Morval Corp. 
Valeo Co. Peerless Steel Equipment Cx 
Scales, Postal Royal Metal Mfg, ¢ 
Hanson Scale Co Shaw-Walker Co 
Scrapbooks Victor Safe & Equipment Co 
Globe-Wernicke Co Wells Chair Corp 
Weis Mfg. Co. Tables, Folding 
Wilson Jones Co Adirondack Chair ( 
Shelving Luxem, James P., Co 
All-Steel Equipment, Inc Midwest Folding Pr lucts 
Bankers Box Co. Tables, Steel 
Berger Mfg. Div. Republic Harrison Steel Cabinet Co 


Tabulating & Statistic Machines 
Browne-Morse Co Burroughs Corp. 
Corry-Jamestown Mfg. Corp. Remington Rand, In 

Equipto Div. Aurora Tags 

Estey Metal Products, In Ennis Tag & Salesbook C 
General Fireproofing Co Reyburn Mfg. Co., Ir 


Borroughs Mfg. ¢ 





Lyons Metal Products, Inc Tape, Pressure Sensitive 
Neiman Steel Equipment Avery Adhesive Label Corp 
Neubauer Mfg. Co Permacel Tape Cor; 
Shows & Exhibitions Telephone Accessories 
National Business Show Company Art Steel Sales Corp 
Signals, Index Card Glidex Corp. 
Ennis Tag & Salesbook Co. Neverknot Co. 
Graff, George B., Co Rest-A-Phone Co 
Victor Safe & Equipment Co Victor Safe & Equipment Co 


Signs, Changeable Letter Thumb Tasks 
Acme Bulletin Cx Graff, George B., C 
South Bend Metal Products Noesting Pin Ticket (x 
Smoking Stands, Office Oakville Company, Div. Scovill 
Glaro Machine Products Vail Mfg. Co, 
LaSalle Products Co. Ticket Holders 
Loumac Supply Co Aigner, G. J., & Co 
Royal Metal Mfg. ¢ Aigner Index Co, 
Smo-King Products mead Mfg. Co. 
Valco Co. Trimming Boards 
Wells Chair Cort Photo Materials ( 
Sorting Devices Type, Typewriter 











Amberg File & Index Co Ames Supply Co 

Art Steel Sales Cor] Typewriter Cleaning Materials 
Associated Industrial Designers Ames Supply Co. 

Evans Specialty Co Cardinell Corp. 


Norta Distributing Co 


Spindle Files 
Regal Typewriter ( 


Wells Chair Cory 


Stamp Pads Rivet-O Mfg. Co 
Force, Wm. A., & ¢ Webster, F. 8S., Co 
Rivet-O Mfg. Co Typewriter Cushion Bases é Knobs 
Stewart, R. A., & Co American Hair & Fel 
Stands for Office Machines Ames Supply Co, 
4ll-Steel Equipment, Inc Peerless-Imperial Co 


Ames Supply Co Speed Key Corp 

Art Steel Sales Corp Typewriter Cushion Keys 
Ames Supply Co. 

Typewriter Parts & Tools 
Ames Supply Co. 

Typewriters, Mfrs. of 


Cole Steel Equipment Co 
Farber, Louis H., Co 
General Fireproofing Co 
Harter Corp. 


H-O-N Co., The Allen, R. C., Business Machines 
Meilink Steel Safe Co Remington Rand, In 

Metalstand Company Royal Typewriter Co 

Midwest Metal Mfg. Co Smith-Corona, Inc. 





Tiffany Stand Co. Underwood Corp 
Toledo Metal Furniture Co Typewriter Pedestal Desk Mechanisms 
Wells Chair Corp Seng Co., The 

Staple Extractors Typewriters, Rebuilt & Used 





Ace Fastener Corp. International Office Appliances, Inc 
Staples & Stapling Machines Regal Typewriter (x 
Ace Fastener Corp a Furniture 
P ner Cort The i Upholstering ¢ 
rkwell Mfg. ¢ Bi ght Chair Co 
Vail Mfg. Co Grand Rapids Leather Furn. Co 
Wilson Jones Co Gunlocke, W. H., Chair Cx 





Stationery Racks er Seating ( 
Halverson Specialty Sales 
Stencils, Brass 
Dayton Stencil Ws mann, Ine. 
Nera : ' 
Shenae Metebooks Royal Metal Mfg 
Er Tag & Salesbook Co Stationers Mfg. Cx 
National Blank Book Co Stratford Furniture ‘ 
Rockwell-Barnes ¢ Thomas Furniture ¢ 
Stools Wells Chair Corp 
Harter Corp., The Upholstery Materials 
€ ~ ay pany, The 


Johnson Chair Co. 
Kenmar Mfg. Co 
N 















al Office Fur ture Co 
il Metal Co DuPont Fabrilite 
Wells Chair Cory on Ard In 
e : : hhe 
Storage Cabinets - 8. Rubber c . 
Anderson-Hickey Co., Inc Upholstery Leather Group, The 
Bay Products vem ‘c* 
Storage & Transfer Cases ard, a, ¢ 
Cotterman, I. D 


All-Steel Equipment, Inc 
Amberg File & Index C¢ 

Art Metal Construction Co 
Art Steel Sales Cort 

B ankers Box Co 


Visible Systems Equipment 
Aigner, G. J., Co 
Aigner Index Cx 
Art Metal Construct 
Art Steel Sales Cor 














& Co \ " : I 
tenublic Giobe ernicke Co 
Sapa Master-Craft Cor, 
ipment Co National Blank Book ( 
Columbia Steel Equipment Co Remington Rand, Ir 
Convoy, Inc Shaw-Walker Co 
Corry-Jamestown Mfg. Corp. Sheppard, C, E., Co 
General Fireproofing Co Stationers Loose Leaf Cort 
Globe-Wernicke Co \ tor Safe & Equip. ( 
Guide System & Supply Co Wilson Jones Co. 
Harrison Steel Cat t Co Wardrobe Racks 
Herring-Hall-Marvin Safe Co Vogel-Peterson Co 
H-O-N Co., The Waste Baskets 
Imperial Methods Co rt Steel Sales Cory 
Invincible Metal Furniture Co Cole Steel Equipme Co 
Metal Office Fu ire Cc General Fireproofing Co 
Oxford Filing Supply Co Globe-Wernicke ¢ 
Parker Sjeel Products, Inc Goodfrend Metal Products Co 
I ; rent Co. Haskell of Pittsburgh 
Loumac Supply Co 









Rockwell- Barnes Metal Office Furniture Co 
Shaw-Walker Co Shaw-Walker Co, 
Top-Flight Products Co. Wells Chair Corp 
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nts & For Sale 


EXECUTIVES AVAILABLE 





MAN V YEARS' Experience in all Phases of office furniture business 
’ to general manager desires responsible connection. Age 
sral manager. Box E- “144, care Office Appliances, Chi 

NEED A MANAGER for your office machine department? Salesman who 
r tw handled machines for leading stationer, six years operated 
wn t has traveled for manufacturer desires to locate with 
witt v tablished dealer who can use right kind of knowledge and 
f sles. Thoroughly acquainted with typewriters and adding 
NV jraph, Friden, Ozalid, Dictaphone, Niagara and others. 

W y location offering suitable opportunity. Address E-145, 


es, Chicago 6 
DESIGNERS AVAILABLE 


ARCHITI E »NER, specialized in commercial interiors, experienced in 
ff wishes connection or partnership with manufacturer or dis 
Box E-146, care Office Appliances, Chicago 6. 


MECHANICS 4 AND REPAIRMEN AVAILABLE 


NOT FAST ‘ST, COMPETENT, Office Machine Mechanic, all typewrit- 
er sh_ registers, Sundstrand trained, wants incentive position. 
Box E-I4 ffice Appliances, Chicago 6. 


EXECUTIVES WANTED 





PRO MO TION - MARKET RESEARCH MANAGER 
PENIN ELL-KNOWN STEEL office furniture company for man 35 
45 v sales record in this or allied industry. To introduce and 


ng methods of marketing admini stration such as quotas, 

earch, selection, training and supervision of field rep- 

ity for advancement. Company located in mid-Atlantic 

volume over 7 million, modern plants; established over 

jua ty of product and reputation. Address S-I!0, care 
Chicago 6. 


ALES MANAGER. Established Houston, Texas, firm needs man qualified to 
‘ handling office furniture, supplies, and equipment. The 
W ‘ must have thorough knowledge of these lines, plus a decora- 
J of office layout, and the ability to supervise others 


trect y r over-ride commensurate with experience and ability. 
Add to P. O. Box 14241, Houston 21, Texas. 

WANTED OFFICE FURNITURE STORE Assistant Manager; thorough knc 
edg f business required. Substantial salary and profit interest 
M ; a pany, Inc., 25 West 44th, New York 18. 





SALESMEN WANTED 


ATIVE WANTED to contact dealers and work with their 
ne of portable and electric stencil duplicator and sup 
basis. Apply to RoNEo Division, Addo Machine Com- 

st 57th Street, New York 19, N. Ta 

VANTE A Y NG S MAN who has had experience in selling Underwood 

Adding Machines, and one who can take charge of the 

e sales and do a good selling job himself. We will 
of man. Office Equipment Co., 527 13th St., Augusta, 


Al - . ke } 


PRINCIPAL DEALERS has opening for high class salesman 
epartment. Must have exceptional sales record and good 
pany specializes on best lines. Excellent earning opportuni ity 

“ fies. Box S-II1, care Office Appliances, Chicago 6. 





ER SALESMAN WANTED to serve as sales manager for manu 
M someone who knows the business and on short notice make 
enters from coast to coast. The job requires knowledge 
} expense and bonus proposition. Major items brief 
s. A good opportunity for the right man. Address S-112 
ynces, Chicago 6. 


EXPERIENCED in selling office supplies to commerci 
ints. Old established Chicago Stationer will supply leads 
sccounts now on our books to men who can qualify. 
fetime of success in this business. Drawing account and 
é aid in the industry. If you are contemplating making 
the time. Box S-113, care Office Appliances, Chicago 6. 


‘re 
f 


ALESMAN TIME, free to travel, selling well established popular line 
t Book ping Systems and Tax Record Books to stationers in severa 
East of Mississippi River. Liberal earned and repeat corm 
Jrawing account. Exclusive territory. Write Box S-I14 

es, Chicago 6. 





ALESMEN WANTED. Call on consumer trade with complete lines office, 

t stitutional furniture and equipment. Liberal commissions on 
Now assigning protected territories. Write giving sales 
§ are of Office Appliances, 100 East 42nd St., New 


ENVELOPES, BOX FILES & TAGS. Southern terri 
| retirement of long-time representative. Full time 
willing to travel extensively. Salary, expenses and be _ 
f y—sound retirement program. Dealer sales only. Write 
ye, experienc e, marital status, in strict confidence 

rstok Envelope Co., 2nd & Allegheny Ave., Phila. 33, Pa. 


Inside and outside, by leading office supply and furni 


ty of 300,000 population. An excellent opportur ty for 
>-116, care Office Appliances, Chicago 6. 
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The rate for classified advertise 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used. 
















































































STORE SALESMAN: 35 years or older with thorough knowledge of stationery, 
oose leaf and steel office equipment. Give full details in first letter. R. H. 
Llewellyn Co., Inc., Manchester, N. H. 


OFFICE MACHINE MECHANIC WANTED 


EXPERIENCED COMBINATION ADDING nag va and Typewriter Me 
chanic wanted, Must be sober and ambitious. ood wages and working 
conditions in Southwest. Give experience and A a rces, also starting salary 
expected. Leon W. White, 406!/, E. Sen Antonio St., El Paso, Texas. 


TYPEWRITER & ADDING MACHINE MECHANIC—Must be competent, re- 
liable, sober. Good pay, permanent position. Typewriter Service Company, 
218 Third Street, N.W., Albuquerque, New Mexico 


SALES REPRESENTATIVES AVAILABLE 


NEW ENGLAND REPRESENTATION: Equipment lines wanted by experienced 
representative with established contacts. Exclusives only. Stationery items 
also considered. Box E-148, care of Office Appliances, 100 East 42nd Street, 
New York I7, N. Y. 




















MANUFACTURER'S REPRESENTATIVE MAINTAINING OFFICE and show- 
room facilities centrally located in New York City. Three men in field. Con- 
centrating on department stores and commercial stationers. Covering states 
of New York, New Jersey, Pennsylvania, Delaware, Maryland, Washington, 
D. C. Seeking one additional line with merit. Best of references. Box any 
care of Office Appliances, 100 East 42nd Street, New York 17, N. Y 





LINE OF ESTABLISHED MERIT wanted for sale to dealers in several West 
Central states by sales agency havir 3 Kansas City headquarters. Two top 
salesmen both former senior sales representatives and branch man lagers. 
Well versed in office machines, loose leaf and supplies. Selling two lines 
now with ample capacity for a third. Prepared to give hard hitting selling 
effort. Address Box E-150, care Office Appliances, Chicago 6. 


SUCCESSFULLY ESTABLISHED REPRESENTATIVE carrying top lines in East- 
ern territory, is in position to promote volume business for chair manufac- 
turer who seeks capable representation. Box E-I51, care Office Appliances, 
Chicago 


MANUFACTURER'S REPRESENTATIVE covering Office Equipment and Sta- 
tionery Outlets six New England States, seeking additional Specialty Prod- 











uct. Box E-I152, care Office Appliances, Chicago 6. 

MANUFACTURERS REPRESENTATIVE calling on the office supply dealer 
Rocky Mountain area, desires one additional line. Hard worker. Excellent 
references. Box E-153, care Office Appliances, Chicago 6. 





WANTED: BROAD FACTORY LINE of good wood desks, also popular priced 
office accessories by established mar lecterers representative now doing 
business with office furniture dealers of ||! s outside Cook County, all of 
Missouri, Kansas, Nebraska and lowa. Soleneaaen, complete information 


available. E. J. MITCHELL, 329 Belt Avenue, St. Louis 12, Mo. 


MANUFACTURERS’ REPRESENTATIVE covering office equipment and supply 
dealers in Georgia, Florida, and Eastern Alabama interested in one or two 
repeat lines on an exclusive basis. Box E-154, care Office Appliances 
Chicago 6. 








MANUFACTURERS’ REPRESENTATIVE: Covering several midwestern states 
seeks one or two established lines. Prefer primarily supply items suitable for 
distribution through both office supply and college bookstores. Box E-155, 
care Office Appliances, Chicago 6. 





SALESMAN, FORMERLY RETAIL STATIONER, now traveling Denver west for 
steel equipment manufacturer, desires an additional line. Desks, chairs, or 
other furniture preferred. Resourceful and aggressive. Can give top-notch 
representation. Address E-156, care Office Appliances, Chicago 6. 





MANUFACTURERS REPRESENTATIVE TRAVELING TEXAS and three other 


states has disposed of part of his business and has a capacity for an addi- 
tional line whi ch can be stationery or furniture. Well experienced in both. 
E-157, care Office Appliances, 


Fifteen years’ experience in territory. Address 
Chicago 6. 





JOBBER ITEMS WANTED: Smaller office supply items and supplies wanted 
to distribute along with the Print-O-Matic machines in Minnesota, Dakotas 
and surrounding territory. Donald F, Rossin Co., 423 So. Sth St., Minneapolis 
15, Minn. 





SALES REPRESENTATIVES WANTED 


MANUFACTURERS REPRESENTATIVE wanted for reputable volume producer 
of utility grade filing and storage equipment shipped oom New York, Mid 
west and West Coast locations. We are a nservative yet progressive manu- 
facturer looking for responsible experienced representation in states of New 
York, Pennsylvania, New Jersey, Delaware and Dominion of Canada. Repre 
sentatives making inquiry should | be now traveling either these territories 
and carry two or three non-confl ng established lines. Your reply should 
include full particulars lecieding | trade financial and personal references 
Box S-li7, care Office Appliances, Chicago 6. 








MIDDLE WEST manufacturer of p pular priced spirit duplicator with exclu- 

ive, new features designed to sell on s ight seeks manufacturers’ representa 
tives for the Southwest, Southeast and Mi ddie West territories. Men with 
dealer contacts will find substantial profits in the sale of this equipment. 
Box S-118, care of Office Appliances, Chicago 6. 





MANUFACTURERS REPRESENTATIVE WANTED to call on office supply and 
stationery stores to represent nationally sold patented zipper ring binders 
and portfolios. Prefer man who handles related lines. Commissi ion. Give de 
tails. Reuben Company, 555 W. Jackson, Chicago 6. 


WANTS AND FOR SALE, Continued on page 8 
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WANTS AND FOR SALE, Continued from page 7 CATALOGS AND PRICE LISTS WANTED 








SALES REPRESENTATIVES WANTED, Continued APERIENCE MMERCIAL STATIONER 

THIS LINE OF FINE FURNITURE 

im many tie Repre entat po 

Arthur Rose | at STORE FIXTURES, USED 

Lehigh Fur ——____ — 

appointment k ALt M E RETAIL A - a 


DISTRIBUTOR FOR A N M 
Tax. Precision built pot met tract ! 

redit bDaliance t Fyt ‘ ; MMER ny NEEDY 
Office Appliances 59 New 








SALES REPRESENTATIVE WAD 

















facturer } juality w j f t 2s 
pror 4. Exce f f k j M M 
part suars and exe é é f ‘ f 
go 6, yht , fice Ag 
MANUFACTURER FF e PM ' t — : 
Interested in representat f . rs IN UNE RAN e 
Sherman. N A. § M M st t 
METAL CHAIR . } 8 W 3, V 
jue to a - 
yo J ; 1g ‘ 5 
nterview 5S 120 re T A ¥ . 
MIDWEST TERRITORY PEN 
now carryina { b.file C4 A rit — . . = 
Box S-121 are fice Aor SURROL h Y HOPKIN R 
WANTED distribut ; rg t ber te highest A 
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O43: Prers-“Time Bulletin 


Late and Important News for Our Readers 





DEATH TAKES PROMINENT MEN IN INDUSTRY: Harry Tehan, vice-president of the Hig- 

a gins Ink Co., died unexpectedly on April 7 at Mt. Royal Hotel, Toronto, 
Canada. Associated with the company since 1924 he was widely known for 
his gracious manner in selling andfor his help in building NSA under 
the late Charlie Garvin. Walter Paul Nichols, 63, eastern sales repre- 
sentative of the Weis Mfg. Co., died March 30 in his home in Concord, 
N. H., after a week of illness. He served the firm for 30 years. Walter 
J. Pickering, former official of the Remington Typewriter Co., and the 
Allen-Wales Adding Machine Co., died in Daytona Beach, Fla., April 4. 
He was at one time a developer of Harbor Oaks, Fla., was past president 
of the Kansas City Rotary Club. (Further details regarding the careers 
of these men will be published in our next issue.) 








A. C. HOWARD RESIGNS AS GLOBE-WERNICKE PRESIDENT: The resignation of Alfred C. 
Howard as president of The Globe-Wernicke Co. has been announced by the 
board of directors. Acting as chief executive officer is R. H. Hammer, 
vice-president, secretary and treasurer. Mr. Hammer states that any of 
the rumors concerning a change of status of The Globe-Wernicke Co. 
through merger, consolidation or sale are false. In fact, he points 
out, the company has plans for announcing several new products in the 
very near future including an impreved metal office desk. 








NOFA CONVENTION OPENS VARIED PROGRAM FOR LADIES: Attending the May 8-11 conven- 
tion of the National Office Furniture Association at the Hotel Sher- 
man in Chicago, women of the association will find an interesting pro- 
gram in store for them. The events, outlined by Miss Josephine Mutter, 
director of the ladies' activities, include character sketches by 
Lillian Brodhal Smith and a tea on Saturday, a Gray Line sightseeing 
tour on Sunday, a luncheon and fashion show at Carson Pirie Scott & Co. 
Monday and a Merchandise Mart tour on Tuesday. 





ELECT FOUR NEW OFFICERS OF DENNISON MFG. CO.—Dana C. Huntington was elected vice- 
president of the Dennison Mfg. Co. at a recent annual meeting. Other new 
officers chosen are Robert N. Wallis, treasurer; Calvin E. Josselyn, as- 
Sistant treasurer, and Francis E. Swisher, clerk. John S. Keir was re- 
elected president and John A. Garvey, vice-president. 





PRUDENTIAL AND DITTO, INC. IN PLANT DEAL—-—The Prudential Insurance Co. has agreed 
to 0 purchase an 18-acre tract at Pratt & McCormick Blvds. in the Skokie 
area of Chicago from Ditto, Inc. and erect a building of one and two 
Stories for the firm ona leaseback arrangement. Ditto will consolidate 
its Chicago facilities in the new plant, said Kenneth M. Henderson, pres- 
ident of the firm. 








NAME TAYLOR TO FRIDEN BOARD—Lawrence B. Taylor, vice-president of the Friden Cal- 
culating Machine Co., Inc., has been named to serve as a member of the 
board of directors. He has been with Friden since 1944. 








ETROIT FIRM MAKES PROMOTIONS—Albert B. Gregory, formerly vice-president, has 
been promoted to executive vice-president of W. B. Gregory & Son, Inc., 
Detroit, printing, office furniture and supply company. W. B. Gregory 
II, president, also announced the appointment of F. T. Albon as gen- 
eral manager of the company. He formerly was superintendent of its 
Korect Line Press Division. 
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The Big Market Tomorrow 


THE! A FAMILIAR advertising slogan, “People Make 
Market 160 million-plus population of the United 
yst that to the stationery and office equip- 


; it looks toward tomorrow for a clue to 


al of the American market backward to 
ard to 1975 prepared by the Associated 
stions has brought this comment by J. K. 


wn business analysist and tax expert: 


tions indicate the vast potential of the 
omy, if we will only stop talking short-term 


start working for long-term prosperity.” 


must be served and that means a MARKET. 
ation figures today and estimates for the 
some of the projections that chart the 


dustry serving the needs of offices: 


NAT JAL INCOME: 
er 400% between ‘35 and ‘53. Will reach 65% 
by 1975 — $119 billion. 


R FORCE 
» employable civilian population from 1935. Reaching 
lion by 1960 and possibly 93 million by 1975. 


MANAGERIAL WORKERS: 
m 3.9 millions in ‘35 to 6.4 millions in ‘53. Reaching 
f on in 1975. 


PROFESSIONAL WORKERS: 
pword in number by two million since 1935. Indicate 


nillion more by 1975 


NROLLMENTS: 
Elen school level rise of 50% indicated by 1975 over 


lion more pupils 
Hig ol level enrollment up 2 million since ‘35 and 3 mil- 
re on the horizon in the next 20 years. 


roliments have doubled since 1935 and 900,000 
vt count is projected figure for 1975. 


General Motors announcement that a billion 
spent in the next two years on expansion, 


Herald Tribune carried this editorial 


nited States has sometimes been astonished by its 
ow vomic growth; sometimes it has actually been scared 
by B here have always been men who realized that the 


2 respond is with bold planning and faith in the 


ery and office equipment industry, like 
thers, must lay ask itself if it has the vision, the confi- 


34 ence the boldness to make tomorrow what it can be. 


Marching Along Together 


THIS IS THE 50th anniversary year of both OFFICE 
APPLIANCES and the National Stationery & Office Equip- 
ment Association (formerly NSA). We salute a contem- 
porary which the founders of OFFICE APPLIANCES helped 
to organize because they saw the value of group action. 


NSOEA as it is known today has had a growth which 
is in many ways parallel to that enjoyed by this business 
journal. For 50 years we have marched along together 
and NSOEA and OA have helped each other over some 
rough spots on the highway of progress. 


Today, NSOEA enjoys the greatest membership in its 
history. Each succeeding convention outdoes its predeces- 
sors. The services extended from the Washington office are 
multiple and constantly increasing. Likewise, we like to 
think that OFFICE APPLIANCES is succeeding beyond the 
fervent hupes of its founders in providing service to the 
industry which it represents. 


To President Walter Miller, General Manager Paul 
Burbank, Editor Rose Cushman and the others who serve 
in NSOEA we extend our sincere congratulations in this 
golden anniversary year which we share. 


Fancy vs. Fact 


MATCHING BAD headlines against good in public 
press reports concerning the state of the nation’s business, 
Philip Salisbury, editor of Sales Management, makes this 
searching analysis: 


FANCY 
The unemployment situation is 
getting out of hand and soon 
we'll be back to bread lines and 
soup kitchens. 


FANCY 
With all this unemployment, and 
virtual elimination of overtime, 
there won't be enough income to 
maintain a high sales volume. 


FANCY 
People aren't buying because 
they're afraid of the future! One 
retailer was telling me that his 
sales last week were only half 
of last year’s figure. 


FANCY 
inventories are so high that there 
can’t be any substantial buying 
until they are worked down to 
the bone. The public can get 
along without new things and so 
can wholesalers and retailers. 


FANCY 
Construction, one of the nation’s 
top industries, will fall off rapid- 
ly because both home owners 
and corporations will wait for 
lower prices and generally 
brighter skies. 


FACT 
it's trve thet there are more 
unemployed than a year ago but 
59,778,000 are working and that 
figure is 95.2% of ‘53 total. 


FACT 
Department of Commerce figures 
for the most recent month put 
personal income at the rate of 
$284.7 billion a year. In 1953 it 
was 280.6. 


FACT 

Department store sales were 
down precisely 1% during the 
period Janvary 1 through Feb- 
rvery 20. There are high spots 
in every area. It is a selective 
recession and it calls for selec- 
tive selling. 


FACT 
Inventories are slightly higher 
than a year ago, but not par- 
ticularly high in relation to the 
dollar value of sales. 


FACT 
In January the value of building 
permits granted in 215 cities was 
$343.9 million, as against $306.5 
million in the same month lost 
yeor... @ gain of 12%. 








3. The Profit (and 
Loss) System 


IN THE UNITED STATES of 
America the economic system 
that has functioned with magnifi- 
cent success is accurately named 
a competitive enterprise free 
market economy. The cartel sys- 
tem of the European world has 
largely led to stagnation. The 
American competitive economy 
has often led to business failures 
and losses, but more often it has 
drawn the curtain back to reveal 
new vistas of opportunity for 


many new enterprises. 


The great material progress 
in the United States 
stems from and is made possible 


recorded 


by economic freedom. The privi- 
lege of choice of vocation ac- 
corded every citizen is precious 
to each individual and a factor 
of inestimable influence upon the 
character and degree of success 
of the American economic system. 
The urge to succeed is never 
stronger than when impelled by 
the decision of an individual to 
enter a certain field of endeavor. 


An individual's selection of a 
vocation is only one facet of eco- 
nomic freedom. Choice of pro- 
ducts to make, choice of markets 
to enter, choice of methods by 
which to operate are all involved. 
When judgment runs counter to 
basic economic principles or at- 
tempts to abrogate the rules of 


fair play as enunciated in the 


OFFICE APPLIANCES, MAY 1954 


= 


laws of the United States or by 
the regulations of the Federal 
Trade Commission, anticipated 
profits turn into losses and busi- 
ness failures are recorded. Be- 
that 


sound judgment and intelligent- 


cause the index reveals 
ly applied skills far outstrip the 
errors, the American economy 
has made spectacular advance 
from its beginnings a few hun- 


dred years ago. 


Out of the myriad decisions 
made daily by American busi- 
nessmen has come a stable econ- 
omy, one well adapted to the 
complication of the modern world 
of industry and commerce. The 
occasional excursions into pro- 
grams of planned economy under 
emergency conditions have not 


proved effective. 


A succinct outline of the Ameri- 
can economy is given in the fol- 
lowing paragraphs from a report 
of the Committee on Economic 
Policy of the U.S. Chamber of 


Commerce: 


“A free market private enter- 
prise economy provides an auto- 
matic, co-ordinated, productive 
economic system guided by hu- 
man self-interest through the 
agency of price change. Under 
a free market economy the free- 
choice consumer ultimately de- 


termines and guides production. 


“Such an 


leaves open the door of oppor- 


economy always 





— 


THE AMERICAN WA\ 


tunity to the man with a new 
idea, a new product, or a new 
method. It buttresses free govern- 
ment by denying io any private 
group or governmental bureau 
the power of economic life or 
death over the citizen. A free 
market private enterprise econ- 
omy, coupled with thorough- 
going freedom of human and 
other resources to move to oc- 
cupations and lines of endeavor 
which promise most, minimizes 
the growth of economic pressure 


groups and economic blocs.” 


The American economic sys- 
tem has proved its effectiveness 
pragmatically. It has won the 
battle for profits more often than 
it has lost. The entrepreneur con- 
tinues to operate and in the very 
process extends benefits to thou- 
sands of his fellow citizens. With- 
shared benefits the 
system would fall. 


out those 


There are profits in the Ameri- 
can competitive free market 
economy — and there are losses. 
The businessman who takes those 
risks is functioning in THE AMER- 
ICAN WAY, affording opportuni- 
ties to others as well as to himself 
to gain from the processes of 


manufacture and distribution. 


(Extra copies of ‘The American Way” avail 
able at following rates: Single copy, $0.05 
25 copies, $1.00; 100 copies, $3.00 


Next Month — 


“Pioneers—Yesterday and Today” 





— the 4¢d-Viser 


by Irving Settel, authority on retail advertising 
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GOOD WILL—IT REAPS A RICH HARVEST! 


8 TO BE A SUCCESS, it is necessary for your store to en 


joy the fullest confidence of your customers. If you are to 
sell ofce appliances, the public must believe every word you 
place in your advertisements, must feel that you are offering 
merchandise of good quality at a fair price. 

You must convince your public, also, that you are a rep 
utable citizen running a solid establishment. When you 
have done this, you will have acquired “good will” and the 
confidence of the town. 

Good will is something which cannot be built overnight. 
It takes years of honest and sincere business dealings. It 
takes car store-keeping, regard for the customer's view 
point and scrupulous adherence to the “customer-is-always 
right’ theory 


Make a Campaign 


\n important factor in the maintenance of good will is 
the periodic promotion of “good will campaigns.” They 
should be handled with all the effort put into a standard 
merchandise campaign and should contain the following 
objectin es 

|. The campaign should attempt to promote the fact that 
your store makes every effort to operate for the customers’ 
be nent 

5 | 

. The campaign should try to renew the acquaintances 
ol “old istomers. 

3. You should try to inform the public of the many ad 
vantages of trading in your store. 

+. You should indicate that you appreciate the customers’ 
patronag¢ 

5. You should attempt to uncover all cases of customer 
dissat stactiol 

6. You should promote the fact that you welcome sug 
gestions and will readily make changes if they seem rea 


sonandk 


Plan With Care 


Plan your good will campaign just as if you were planning 
any other. Use a week during which business is generally 
slow and devote all this period’s advertising to this promo 
tion, 

Use a edia including newspaper, radio, direct mail, 
window display and store display. It is important too, that 
your salespeople talk up the campaign to customers. A 
Suggestion Box should be installed and its use encouraged. 


Here are some suggestions as to the method of handling 
the campaign within the various media: 

NEWSPAPER: Cut down on the size of your ads but 
maintain the same lineage by running small ads more fre 
quently. Build up the theme, “we prize your good will,” 
“we make every effort to satisfy our customers,” “we sin- 
cerely believe that your good will is our most valuable 
possession,” “we want to please, let us know how you feel 
about us.” 

RADIO: A similar theme should be played on radio and 
hammered away with spot commercials. Emphasize the fact 
that “suggestion boxes” are available to customers. Urge 
everyone to take full advantage of this “democratic” way of 
doing business. Dress up the customer services you now offer 
and make known the fact that as time goes on, new im 
provements will be constantly added. 

WINDOW AND STORE SIGNS: Place large signs both 
in your windows and in your store. Announce the fact that 
“this week and every week is good will week.” With signs, 
direct your customers’ attention to the suggestion boxes in 
the store and urge their use. 

Not only must you preach good will, but you must 
practice it as well. One of the best ways to build the con- 
fidence of the community is to exercise honesty in your 
advertising throughout the year . . . and, of course, point it 
out during your good will week. 


Some Guide Posts 


Some of the rules to follow ail the time, are as follows: 

1. All your advertisements should always be honest. This 
means that they should be written clearly and factually and 
without distortion. 

2. Use only true price comparisons. It is far better to 
eliminate comparisons unless they:are truthful. 

3. Advertise and illustrate on/y the items you are actually 
selling and at the exact price. Do not promote items which 
you cannot supply in sufficient quantities to satisfy all re 
quests. 

4. Advertise your customer services as they actually are. 
There is nothing more disappointing to a customer than to 
be misled. 

5. Let the public know that you are extremely careful 
about honesty in advertising. 

Good will for a store is cumulative. It is built up over 
a period of years of integrity and service. Practice of it costs 


nothing; the dividends are tremendous. 





INSTANCES ARISE, sometimes daily, when the retailer may find it necessary to say “‘no’’ in answer to a 


request for credit that he knows he should not grant. 


Usually, the answer has to be ‘no’ but not a flat 


‘ 


no.’ The experienced retailer becomes accomplished in saying “no” in ways least likely to give offense. 


Usually, he briefly explains why the store cannot afford to grant the request, even though it is anxious to 


please the customer 
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Rock Island, Ill., 


Firm Discovers 


How to Profit 


on [rade-ins 





by DONALD C. TAYLOR 


special writer 


@ WANT TO HAVE trade-ins per- 
form a sharply marked out function? 
Want to look at them as a welcome 
division of the office machine business 
—not a “we have to but that’s all we'll 
do” adjunct? 

It’s been found by Lerch-Maloney 
Associates, Inc., office supply firm, at 
1720 Fourth Ave., Rock Island, IIL., 
that trade-in service and sales can be 
an exacting and profitable business. 

The firm bow knots its sales, service 
and accounting—makes it a package 
deal. 

Comes Out Even 


Take a used machine. If an office 
supply dealer allows $25 on the ma- 
chine, makes an unsupported transac 
tion out of it, sells the machine at the 
same price he paid for it—he’s coming 
out even. And, he obtains the usual 
profit on the new machine he sold. He 
sold that machine when he accepted 
the old. 

But that’s no used machine profit. 
In a way it can be figured as a loss. 

Here’s the way Lerch-Maloney fol 
lows through: 

They allow a $25 trade-in allowance 
to start eut. This is entered as full 
profit to the service department. The 
service department doesn’t reach into 
other departments for its rightful ex 
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Lerch-Maloney Associates, Inc., typewriter display set up for convenience 


of customers in Rock Island, Ill. 


istence. They put a complete rebuild 
job on every machine. 


Then, an important step follows. 


Twenty per cent is added to the trad- 
ing allowance plus rebuild. This com- 
plete price, trading allowance plus 
rebuild, has 20% added to it. 

This platform won't stand by itself. 
It requires other planks. If these are 
indisputably useful—the customer will 
go for the whole package. 

Suppose a dealer takes in an old 
machine and quickly disposes of it at 
the same price he paid with no service 
added. A logical result, Lerch-Maloney 
thinks, is numerous displeased cus- 
tomers. 


Customer Satisfied 


Instead, if the used machine is re- 
built to tiptop condition, then guaran- 
teed, there’s a wave of continual cus- 
tomer satisfaction rolling back. 

Mr. Lerch sold a farmer a used add- 
ing machine about 3 years ago. The 
other day the farmer called again. That 
time ‘he bought a safe, a desk and a 
file. About $385 worth of equipment 
in the one order. 

With cracking good 


service, cus 


tomers are sold on the value of the 
company that does the service, Mr. 
Lerch says. 

Then, also, it builds service depart- 
ment morale. When service employees 
know their work is viewed as a profit 
builder their own efforts quicken. The 
concern is more personal, 


Helps to Sell 


When you have the used equipment 
to sell, it can be helpful in selling the 
new equipment, says Mr. Lerch. To 
illustrate, in a pictorial fashion, new 
and used equipment, the company built 
a merchandising shelf. It also took 
pictures of it, for sales and promotional 
use. 

On the top row are new portables. 
On the second row, new Victor adding 
machines. The third row holds new 
and used cash registers. These are all 
placed together because of their large 
size. The bottom 2 rows are devoted to 
used typewriters and adding machines. 

Any prospective purchaser thus gets 
an excellent mind picture of how new 
and used equipment look together. 

Lerch-Maloney, Inc., believes that the 
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used equipment should be the recipient 
effort, similar to that 


ot good sel] ng 

new main ines receive. For the serv- 
ice department rebuilding they have 
three well trained mechanics. 

To implement rebuilding service a 
substantial amount of newspaper ad- 
vertising | been placed. Their com- 
plete advertising program is arranged 
on a planned schedule. They generally 
think it out one month in advance. 

It’s a three time per week schedule 

Tuesday, Thursday, and Saturday. 
Usually it’s about a two column-six inch 
ad. On Saturdays the ad usually is just 
a signature message—to keep the pub 


lic responsive to the name. 


In a good share of advertising used 


adding machines, rental typewriters 
and other equipment are stressed, to get 
the trafhe into the store. 

The store itself is ideal for the dis- 
play of office furniture and machines. 
It contains a large amount of space and 
the front part is a rather long narrow 
rectangle compared to the back. It 
creates a long aisle which seems im- 
pressive to a customer. 

The store was Klein’s—in Rock Is- 
land—until purchased by Lerch-Ma- 
loney Associates, Inc. The opening ad 
for the new store was November 27, 
1953. 

The joint owners are Don R. Lerch 
and Robert J. Maloney. Mr. Lerch pre- 
viously has been in business in Rock 


Island with the firm of Don R. Lerch 
Associates, business machines exclu- 
sively. 

They emphasize speedy, dependable 
delivery service as an important factor 
in used equipment. It creates a favora- 
ble response, Mr. Lerch says. He adds: 
“It’s surprising how many customers 
become new equipment buyers from 
initial purchases of used equipment.” 


And for new equipment, rapid, sure 
delivery creates a bond. This business, 
it is stated, sells all quality lines and 
the owners aim to have a complete 
store. They emphasize that a customer 
need never go elsewhere for anything 
from pen to calculator. 





Portable Typewriter— 





An Instrument of Entree Abroad 


by MARY JANE ERICKSEN 


feature writer 


Editor’s Note—The writer of this article, 
just returned from a European trip, pre- 
sents a new sales point for dealers of port- 
able typewriters. ‘ 

B® THE MOST GLAMOROUS acces- 
sory you can take along on a trip to 
Europe is a portable typewriter. For- 


get your ranch mink, but remember 
your Remington, ladies. You may 
think that 


liamond draw interested glances, 


1 gold lorgnette or a ten 
Caral ¢ 
but wait until you have strolled through 
the lounge of an ocean liner casually 
swinging a Smith-Corona! There evi- 


dently is no bird so intriguing as a 
brown, yellow, or red headed word- 
pecker. 


Three Reasons 
For many reasons I was delighted to 


have a portable typewriter along on a 


three months’ trip thru seven European 
countries this fall, but I will mention 
just three French lessons, 2—great 
Danes, 3—Gondola. 

The French lessons filled part of 
every afternoon on board the SS. Ryn- 
dam sailing from New York to 
Southampton. We were an intriguing 
coterie of typewriter-toters on the ship. 

One stout elderly man, bearded in 
true Hemingway fashion, walked a 
dachshund on deck by day and 
pounded out pages of a novel in the 
smoking room by night; a rock jawed 
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gentleman who had worked with dis- 
placed persons in Europe was returning 
there to complete a book about his 
experiences; | was writing letters home. 

One day as I sat on deck, typewriter 
in lap, a Charles Boyer type voice next 
chair asked whether I could take dicta- 
tion. Thus began my acquaintance with 
M. Unno, an elderly Frenchman who 
gallantly volunteered to tutor my three 
traveling companions and me in con- 
versational French. If, we were some- 
thing less than panicked by Paris taxi 
drivers two weeks later, it was thanks 
to him, and, of course, to the type- 
writer. 

The great Danes were people—a 
family of wonderful Danish people who 
boarded the Nord Express from Paris 
to Copenhagen at Hamburg and be- 
came my good friends long before we 
reached our destination. Again it was 
thanks to the trusty typewriter. 

I was pounding out entries in a long 
neglected journal, when the Danes 
bustled in and half filled the train 
compartment. Their little daughter 
stuck her finger into the machine to see 
how it worked and soon we were hav- 
ing a wonderful time, although they 
spoke no English and my Danish was 
limited to words from a pocket dic- 
tionary. 

Soon a Swedish woman, a Finnish 
man, and two Germans entered the 
multi-lingual compartment, and we all 


managed to understand each other and 
to share many laughs. It all started 
with the typewriter. 

Gondola riding was really bus rid- 
ing, but the bus happened to be gliding 
along inky canals mirroring the stars 
and moon above Venice. By this time 
the typewriter was traveling as a third 
piece of luggage, which made it prac- 
tically impossible for me to get out of 
a railroad station single handed. 

At the beginning of the trip, before 
I had purchased souvenirs and gifts, 
the machine had fitted nicely into one 
of my two small suitcases. 


Come to Rescue 

Two gallant Italian gentlemen came 
to my rescue as our train pulled into 
Venice. They carried my suitcases and 
typewriter, escorted me to the floating 
bus station, and even saw me to my 
hotel. 

If I hadn’t been helpless (thanks 
again to the typewriter), I might have 
missed the waterborne bus entirely. 

Here are a few pointers for the in- 
experienced tourist - with - typewriter: 
meditate in literary mood for a few 
moments in your stateroom before mak- 
ing an appearance on deck. Stand, 
machine in hand, near your mirror 
with intent gaze focused on the far 
horizon. An oceasional glance into the 
mirror will tell you whether you look 
sufficiently soulful. 

As you record your soul’s inmost 
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musings (or a letter to mother) all 
eyes will be drawn irresistably towards 
you. Don’t be self conscious. People 
are only wondering whether they'll be 
included in your forthcoming novel 

If you play the game right, through 
out Europe as well as on the ship, no 
one will fail to realize that you're a 


great writer traveling incognito. 
you start agreeing, see the nearest psy 
chiatrist. 

Your typewriter may win y 


than one kind of admiration. A young 
man graciously carrying my light look 
ing luggage in Garmisch, Germany, 
sighed, “You are a very witty woman, 
to carry so great a weight in so small 


i suitcase. 


\ volatile French railway porter put 


it differently. “Diable,” he muttered, 


taggering nearly to his knees after toss 


ng my petit bag onto his shoulder, 


‘These foolish tourists!” 


Designed | for Self-Service 


® IT HAS BEEN ESTIMATED that 
90 of the many thousands of items 
carried by the average office appliance 
and stationery store are adapted to sel! 
service selling. 

Certainly the remaining 10°/, consist 
ing of desks, chairs, typewrite rs, dupli 
cating machines and other items of 
office equipment, must be displayed 
and demonstrated to be sold. Even 
with these, the customer does his own 
selecting. 

Three Questions 

Thus, when Maverick-Clarke recent 
ly remodeled the main floor of its six 
story building at 215 E. Travis St., 
San Antonio, self-service was one of 
the principal factors taken into consid 
eration. And before any change or re 
arrangement was made _ the _ store 
officials asked themselves three ques 


tions: 
1—Will this make it easier for cus 
tomers to buy? 2—Will it make it 


11> , 
| 


easier for the salesperson to sell? 3 
Will it reduce the cost of 
sale? 

They realized that, in the long run, 


making a 


self-service is an economy measurt 
which, if it is to succeed, must enable 
the store to sell more merchandise at 
less expense. 

The first step in the Maverick-Clarke 
program was to remodel its store front 
This presented difficulties because the 
building, originally designed for the 
Southwestern Bell Telephone Company, 
and later taken over by Maverick 
Clarke, had a first floor level several 
feet higher than the street. For many 
years the company used old-fashioned 
display windows in front. 

But, in remodelling, it installed full 


view windows on either side of the 
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entrance, with full glass doors. And, to 
overcome the high Hoor level, it 
‘hacked” out the display space several 
reet. 

The result was an attractive store 
front, one that combined displays with 
a full view of the store. 

In rearranging the main floor, the 
wall space at the right was sectionalized 
into departments with illuminated signs 
across the top, visible from all parts of 
the floor. 

Space at the left was divided into 
several attractive alcoves, for wedding 
stationery, gift wrapping papers, greet 
ing cards and so on. 

Across the rear of the store, a wall 
of porous building board was installed, 
permitting “thumb-tacked” signs which 
could be changed daily, if desired, and 
placed high enough to be visible from 
all parts of the store. This unique ad 
justable bulletin board carries special 
features which are advertised and often 


displayed. 


Offset Columns 


The building also had another un 
desirable feature—a row of big, square 
supporting columns extending right 
down the center of the store! To offset 
this, Maverick-Clarke utilized each for 
advertising and display space. Display 
islands were especially constructed to 
ht the base of these columns—often 
built up in two or three steps. Placards 
attached above help still further to 
make these islands attractive and turn 
them into “selling posts.” 

To give customers a full view of the 
store, all islands were limited to a 
height of 30 inches. And to insure 
mobility, all are small and built so that 
iny number can be fitted together to 


“build up” an island to the desired 


size. Most of these islands are “flat 
tops.” 

Care has been taken to classify and 
segregate similar items and those which 
“go together” in customer demand. 
Manila envelopes, for example, of all 
shapes and sizes, occupy one display 
and-sales island. Paper clips are on a 
second. Desk accessories occupy a third 

a big one. A fourth carries memo 
randa and day record books. 

Each island carries a standard with 
a placard telling, not only what is on 
that particular island, but what the 
price range is on those items. 

Even the color-scheme came in for 
careful Maverick 
Clarke. Placards are all canary yellow 


consideration — by 


to match the walls. They are lettered 
in orange and the prices always are 
given in green. 


Prices Legible 


The color contrasts make the names 
and prices of the items legible and at 
the same time everything blends in 
with the general store color-scheme. 

Having selected the proper location 
for an island, the store keeps it there. 
It has been found that when a customer 
has become used to finding, say, note 
books in a certain place, he is annoyed 
if he comes in and has to hunt all over 


the store for their new location. 


Self-service, of course, does not give 
the sales force carte blanche to sit on 
their hands and let the customers wait 
on themselves. Even with 100°% self 
service operation, items must be 
wrapped, change made and the sales 
recorded. Often customers seek advice 
so salesmen are needed just as much as 


in the old-fashioned store. 

Sut Maverick-Clarke has found that, 
in an era when help is difficult to find, 
train and keep, self-service enables it 
to sell with fewer sales-persons, turn 
over the merchandise at a lower cost 
and speed up business. 

It believes self-service offers the best 
means of selling the thousand and one 
small and inexpensive items which a 
stationer must carry in stock. 

Its rules for successful self-service 
operation are few and simple. 

1. Put your items within the reach 
of customers. 

2. Tell your customers where to find 
what you have in stock. 

3. Give them the price—or the price 
range—on all items carried. 

Then they will be glad to make their 
own selections and simplify many of 


by J. H. Reed. 


your store problems 
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LEGAL PROBLEMS 
STUMP YOU? 


ROBLEY D. STEVENS 3 


Washington Correspondent 
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B® WHY YOU SHOULD, a dealer in 


the ofhce appliances industry, have a 


working knowledge of home-study 
law! Because you wiil be much better 
off if you understand your rights and 


duties which are given and imposed 
by law? Because considering how many 
opportunities there are for misunder- 
standings and even disputes to arise in 
the daily conduct of your business, you 
will find it to your advantage to settle 
them? Because such knowledge will 
heln you operate in conformity with 
the recognized rules, standards, and 


principles of our American free enter 


prise system? Because you will be 

more aw ol loose ethics or even ex 
ploitations that could prove costly? 

Affects Every Act 

Because you will enjoy more legal 

treeaon r you possess this knowledge. 

Because our people find legal expres 


Declaration of Independ 
ence, the Constitution, and in our Bill 


of Right Because the creation of law 
iffects your every act—both personal 
and business—and also, the fulfillment 
of your duties as a citizen? Because 
you ct as your own attorney in 
persona itters, and appear in court 
to prosecute and defend the action? 
Beca it will aid you to gather the 


OA—5/54 


evidence, weigh it, and draw your own 
conclusions? Because it can help you 
operate your business enterprise more 
efficiently and profitably? 


Authorized by Law 


How can you be reasonably sure that 
a course in home-study law is satisfac 
tory? The answer is simple enough. 
First of all, the private correspondence 
law school is authorized by state statute 
to confer a law diploma. Next, among 
its graduates or alumni are such solid 
citizens as—U. S. congressmen, U. S. 
judges, U. S. attorneys, U. S. govern 
ment officials, educators in resident 
schools, justices of the several state 
supreme courts, doctors, accountants, 
corporation executives, and countless 
numbers of successful businessmen, 
listed in “Who’s Who.” 

How about the authors? Who are 
they? Well, the home-study course in 
law has been prepared by men of na 
tional reputation. They include judges, 
legal authorities, and law professors in 
great universities. For example: Har 
vard, Fordham, Duke, California, Chi 
cago, Wisconsin, Stanford, Northwest 
ern, Michigan, New York, Tulane, 
Iowa, Columbia, including former 
Chief Justice William Howard Taft, 
and others. 


It has been said that more than 50° 
of the civil suits fled in the courts in- 
volve business disputes, and that the 
judgments rendered in such cases in- 
volve millions of dollars. Consequently, 
you can see that such expenses cut deep 
into the profits of businessmen, and if 
you acquire a knowledge of home- 
study law innumerable are the instances 
where it will enable you to steer clear 
of error, mistake and loss. 


Also, you may be able to grasp sit- 
uations and foresee and bring about 
profitable results which otherwise may 
be lost. 

Maze of Problems 


What can you learn? Well, are you 
interested in the origin of the Law? 
Do you plan to prepare a legal con- 
tract and its essential requisites? Do 
you have an Agency and understand 
the formation of relation of Principal 
and Agent? Know. the formation of 
the contract of sale and how it is 
affected by the Uniform Sales Act, 
along with the effect of Warranties 
both expressed ang implied? Know 
the classification of Bailments with 
rights and liabilities of bailor and 
bailee ? 

As a businessman you know the im- 
portance of Negotiable Instruments in- 
cluding promissory notes, drafts, checks 
and other instruments intended as 
money, and as practical credit aids. 
Consequently, you will be interested in 
the subject of negotiability and the 
Uniform Negotiable Instruments Act 
which has been adopted by all states 
except one, 

How much do you know about the 
term Suretyship and Guaranty as ap- 
plied to all contracts to answer for the 
debt of another? Does the topic of 
Liens and Pledges mean anything to 
you? Have you a mortgage on your 
property ? 

Knowledge Essential 


Have you a working knowledge of 
the legal conception of a Corporation 
and that of Partnership so important to 
every businessman? Are you making a 
Will? 

What about Insurable Interest, Fire 
and Accident Insurance problems? In 
addition to the legal points relating to 
Employer's Liability and Workmen's 
Compensation, do you understand the 
economic phases of these subjects? 

Have you ever been involved with 
Quasi - Contracts and fully understand 
the meaning of unjust enrichment, 
money paid out of threats and compul- 
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sion of law, and which such contracts 
are not enforcable? 

Many businessmen are landlords or 
tenants or both. Do you have to deal 
with leases, both written and oral? 
Have you a good understanding of the 
power of taxation? Are you dealing 
with railroads or other common carriers 
of goods? Are you interested in the 
appointment and election of good pub 
lic officials? 

Bankruptcy Angles 

Know anything about trusts which 
relates to the holding of legal title to 
property by one for the benefit of 
another on certain specific conditions? 

Since you are dealing with business 
and the law are you familiar with suits 
by and against receivers? Do you plan 
to go into Bankruptcy and have you 
any knowledge about the National 
Bankruptcy Act? What do you under 
stand about Damages? 

Have you real property? Do you 
expect to Patent anything or devise a 
Trademark for your business? Under 
stand just what constitutes unfair com 
petition and the remedies available to 
the injured parties? Doing any Bank 
ing business? 

Will the effectiveness of you business 
be increased by your knowledge in the 
preparation of various legal forms used 
in your everyday business transactions? 


Court Procedure 


Do you understand the Pleading and 
Practice of Lawyers? Are you aware 
that the right to personal liberty is 
guaranteed by the writ of “habeas 
corpus?” Are you ever called upon to 
interpret and construe the terms of 
your State Statutes? 

Have you a familiarity of the opera 
tion of the machinery of our Courts? 
Do you understand the principles of 
evidence as a businessman? 

As you can readily see, these and 
other subjects will provide you with a 
clearer knowledge of the law, otherwise 
you may be helpless. 

Can you, as a businessman, learn law 
by home-study? Well, many outstand 
ing and successful men and women, 
whose money command eminent legal 
assistance, are themselves commonly 
versed in the fundamental principles of 
law, especially, business law subjects. 
By this method, you can discuss your 
legal problems more intelligently with 
counsel, and act with more assurance in 
matters of the moment, where you 
might have little opportunity to consult 
with counsel. 


What, exactly, have others said about 
this training in law by correspondence? 
Well, after several years of dramatic 
and intensive research, this writer re 
ceived personal letters from many who 
actually endorse this “work in absentia.” 

Those who know, are convinced that 
my private investigations turned up 
some unusual facts and pertinent points 
which you may want to evaluate from 
those who study law at home. Are you 
getting interested? The following com 
ments made are indicative of its value 
to anyone. 

First, “With no reward in mind for 
saying so, I will give the law course 
ot my complete support. I have 
always been ready to suggest it to men 
and women who have the ambition and 
initiative to get down to correspondence 
study. 


"Course is Excellent" 


“The course is excellent in its cover 
ige of the common law and I am sure 
that anyone who takes the work and 
does all of the studying and review re 
quired will achieve much benefit in 
the knowledge gained. Since the com 
pletion of the work in 1947 I have had 
the pleasure of teaching hundreds of 
men and women in law and the satis 
faction of extending this knowledge has 
meant more to me than any other one 
accomplishment ever made. 

“The real tests of the course have been 
that throughout my teaching experience 
I have always been able to give legal 
and logical reasoning to every law prob 
lem presented in any of my classes. 
This is stated in consideration of the 
presence of a great percentage of men 
who have had much business experi 
ence and have brought some real prob 
lems for class discussion.” (From a pro- 
fessor of law in a resident school.) 

Next, “Success in studying law de- 
pends upon the man primarily. The 

study plan is certainly adequate 
to enable an interested and ordinarily 
competent student to pass the bar exam 
ination. I must give a great deal 
of credit for trying to encourage those 
taking their course.” (From a vice-pres- 
ident and attorney of an international 
corporation.) 


Pleased at Results 


Another one states: “I did take the 
course in law and was very 

much benefitted thereby. They are re- 
liable and well prepared to give that 
kind of a course. I think anyone can 
benefit from such a course of study.” 
(From a state Supreme Court justice.) 


What do you think of this comment? 
“I am happy to report that I derived a 
considerable amount of benefit from 
my course from which led to 
the LL.B. When I took the course | 
had no interest or intention of practic 
ing law, but since my basic engineering 
at and my post graduate course 
at University, were primary 
engineering or scientific in nature, | 
felt as though my education would be 
more balanced if I had the advantage 


of this legal training. 


Up to Individual 


“I found the course to be interesting, 
well prepared and thorough. It enabled 
me to have a better understanding of 
many things during my career as an 
Army Offcer and I believe that I ap- 
proach many of my problems with 
better understanding and solve them 
with better judgment as a result of it.” 
(From a commanding general in the 
U.S. Army.) 

Do these letters and _ testimonials 
mean anything to you? Are they inspir 
ing and encouraging? 

You know that learning the law is 
your problem, not a method of instruc- 
tion. There’s nothing at all wrong with 
that, because Abraham Lincoln studied 
law from books. Blackstone, English 
jurist, taught law for the layman as 
well as for lawyers. 

You see, it isn’t the school, as much 
as it is the individual. Many of our 
greatest and most successful business 
men were schooled unto themselves by 
this method. In the face of the fore- 
going evidence, you may be overlooking 
a good thing if you neglect home-study 
law. 

Broadens Life 

As a businessman, you can broaden 
your entire life, make it fuller, more 
meaningful, satisfying, and wiser if you 
obtain a thorough legal schooling by 
this method. 

Take a tip from former Chief Justice 
Taft who said: “Every man who ex 
pects to achieve substantial success in 
the business or professional world 
should be legally trained.” Also, from 
Theodore Roosevelt who said: “I look 
upon instruction by mail as one of the 
most wonderful and phenomenal de- 
velopments of the age.” 

Well, that’s the story about home- 
study law if you find that legal prob- 
lems stump you as a businessman. The 


verdict is now up to you. 


(Copyright 1954 by Robley D. Stevens) 
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Do You HAVE to be Spectacular? 


Sherer Brothers Believe that 
Fundamentals Outweigh Sales 


Gimmicks in Reaping Profit 


® GIMMICKS AND GADGETS, or 
catch-all advertising which appears to 
offer “something for nothing,” cannot 
build a business as effectively as quality 
products and a fair mark-up. This is 
the opinion of a successful Ohio office 
supply dealer. 


Started by Dad 


It sounds stuffy, I suppose, to sug- 
rest that we already may be back in 
an era where fundamentals count 
again—where the usefulness of his 
merchandise and the customer’s good 
will are basic. 

The dealer is Marshall Sherer, Bowl- 
ing Green, Ohio, who, with his brother, 
Glen, operates the Republican Press. 
\s Glen recalls, “It all started 14 years 
ago when Dad stocked a few typewriter 
ribbons in the ‘front office’ of the 
small printing slant.” 

[he Sherer brothers believe that the 
office equipment dealer is dealing with 
staple items, the value of which doesn’t 
materially change. Cut-rate prices can 
do much to damage the industry, be- 
cause the customer soon gets the feeling 
the advertised products aren’t worth 
any more than the so-called sale price. 

Although these dealers believe in 
newspaper advertising, they insist the 
selection of items for advertising should 
be of general, not limited, appeal. For 
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Marshall Sherer (left) chats with 
a customer, Dave Goodman. 
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Miss Charlene Bronson (left) and Marshall Sherer decide it’s time to 
change the window display. This Bowling Green, Ohio, dealer believes if a 
window display doesn’t draw customer inquiries within two days, it fails. 


example, they lean heavily on personal 
stationery, pens and pencils, rather than 
trying to drum up business on items 
with special uses, such as artist’s sup- 
plies. 

Solid advertising schemes such as a 
display booth at the county fair can pay 
off, but in a surprising manner, this 
dealer said. Although no visible effect 
was noted in the smaller consumer 
items, he points out that one random 
customer from out of town saw his 
office furniture display, was favorably 
impressed, and became a regular cus- 
tomer. “That one customer’s later busi- 
ness paid for the fair display perhaps 
100 times over. But this likely is an 
isolated example,” he said. 


Stresses Name Brands 


He believes that name brands should 
be emphasized in advertising for two 
reasons: national advertising ef name- 
brand products helps your own adver- 
tising, and reliable names back up their 
products with service to the customer. 

For example, Sherer has profitably 
used the services of a company which 
will analyze and recommend interior 


decorating for offices—this consists of 
assistance in selecting colors of paints, 
lamps, draperies, and floor coverings. 
The customer reaction to this service 
is excellent, attesting to the value of 
dealing with well-organized manufac- 
turers. And best of all, this manufac- 
turer's service is available to the small 
dealer as well as his metropolitan com- 
petitor. 


Keeps Eye on Profit 


This dealer does not believe that com- 
petitive bidding, “just to get the busi- 
ness,” really pays off. “I've known 
dealers who dip so low into price- 
cutting they barely pay the freight, and 
I find it hard to believe a man can stay 
in business without the fair mark-up 
which is his rightful compensation for 
overhead—or for being in business at 
all. Only when the order is really big 
can one be justified in lopping off part 
of the profit.” 

In serving both a large university 
and a high school student body, he has 
learned that the high school student 
wants “economy” items; the college 
group is more interested in quality. 

He cites as an example the fact that 


19 








sel 





most of the erasable bond is sold to the 
collegian because he feels the appear 
ance of his material may affect his 
grades. With these groups, his adver 
tising policy in their school papers is 
simple. It doesn’t try to sell shop worn 
items, or slow-moving items. Rather, it 
advertises what they want, at a time 
when they want it. 


Thefts at Minimum 


The use of new typewriters as rental 
machines, later reconditioning and sell 
ing them at a lower price, will net the 
dealer about 10 per cent more profit 
than if he sold the machine outright. 
Six or seven months is about the time 
to change, this dealer finds. In spite of 
much transient trade, he has lost only 
one rental machine through theft in 13 
years. On the other hand, he has had 
several long-term renters who later 
wanted the very machine they had been 
renting because it was a good machine. 
One of these had been paying $48 a 
year rental for three years, then when 
he was ready to buy a machine, he 
bought the rental. 

A firm believer in attractive window 
displays, Sherer believes that two days 
is the limit to test the display. 

“Unless we get inquiries about items 
in the window within two days after 
we stock it, we can be sure it is in 
effective and we realize it should be 
changed.” 

Variety is Essential 


“Why is it,” he reflects, “that office 
equipment firms get the reputation for 
handling ‘everything’?” Typical of these 
strange requests is the fellow who came 
in wanting a spring for a nasal atom 
izer! But the public’s view of such a 
store is variety—and stocks must neces 
sarily reflect that variety. Sherer esti 
mates that at least 60 per cent of his 
stocks are so-called “slow-moving,” but 
that this 60 per cent represents the dit 
ference between an adequately stocked 
store and the dealer who always has to 
apologize, “We'll get it for you.” As 
it is, he estimates that 5 per. cent of 
customer requests can't be filled. How 
ever, if two or three requests for an 
item come in, he'll stock it. 

It would be easy to rest in the false 
security that a nearby large city can 
provide him with off-trail items, but he 
fears the customer may soon decide to 
do his shopping in that nearby city 
where they always seem to have every 
thing. Sherer has about 1,200 different 
items in stock in this city of 8,000 


persons.—RAS 
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CASE HISTORIES REPORTED BY 


ALBERT WOODRUFF GRAY 





BUYER’S DAMAGES UNDER 
SALES CONTRACT 


m A MANUFACTURER sold a typewriter to 
an Oklahoma purchaser under a condi- 
tional sales contract. Later, when the pur- 
chaser was in default in the payment of 
four installments, the seller sued for pos- 
session of the machine. 

The purchaser set up in his defense to 
this suit that the manufacturer had failed 
to deliver a machine such as had been 
represented and as a consequence he was 
not liable for the unpaid installments. The 
lower court decided in favor of the pur- 
chaser and held that under such circum- 
stances the seller could not recover. In 
its reversal of this judgment the Supreme 
Court of that state said: 

‘Any breach of an implied warranty of 
the fitness of the machine did not consti- 
tute a defense to an action by the seller 
to recover possession of the machine for a 
default in payment of the _ installments 
thereon unless such breach resulted in 
damage to the purchaser. 

“The purchaser could only defeat a re- 
covery by proving a breach of an im- 
plied warranty of fitness of the machine 
for the purpose for which it was intended, 
resulting in damage to him in a sum equal 
to or greater than the balance unpaid 
and delinquent upon the purchase price.” 


This statement of the law by the Okla- 
homa court was followed as authority 
recently in an Ohio decision in which the 
court in that state supplemented the rul- 
ing laid down in the typewriter case: 


“By the weight of authority where the 
seller, under a conditional sales contract, 
has the right upon default of the purchaser 
in making payments under a contract, 
to repossess the property sold, the pur- 
chaser may as a matter of defense under 
the assertion of a counterclaim in such 
action, show that he is entitled to credits 
which make his contract current at the 


time the seller's possessory action is in- 
stituted. 

“The purchaser may show as such de- 
fensive credits, damages arising from a 
breach of warranty in the quality of the 
goods sold and if such credits equal or 
exceed the amount of matured payments 
on the purchase price the credits will 
serve to defeat the seller's possessury ac- 
tion. 

“But if such credits, including damages 
for breach of warranty, are less than the 
accumulated and overdue unpaid install- 
ments upon the contract the purchaser is 
entitled to succeed in his possessor action 
based upon the default of the buyer in 
making payments in accordance with the 


contract. 


“If in such conditional sale cases the 
seller is entitled to recover possession of 
his property notwithstanding there was a 
breach of warranty in its sale, it would 
seem that the seller in this case, not 
being liable to the purchaser for damages 
for breach of warranty in excess of the 
installments, due, could enforce his con- 
tract under the acceleration clause for 
the balance due thereon, whereby in the 
event of default in one payment all the 
remaining unpaid installments become due 
and payable. This is because the buyer, 
notwithstanding the credit for his damages 
for breach of warranty is still in default 
in his payments. 


“In the opinion of this court, since the 
purchaser's damages which he sought to 
have applied on the contract, were found 
to be less than the current installments 
due, the seller as a matter of fact, was 
not liable to the buyer and therefore 
could enforce the contract including the 
acceleration clause according to its terms.” 

+ - . 
Reference: 


Remington Typewriter Co. v. Rutherford, 
156 Pac. 166, Oklahoma. 








The Second ‘Halt’ 


Just how difficult it is to write the simplest instructions, and have their intent under 


stood, is illustrated by this story from The Wall Street Journal: 


A recruit was having his first session of guard duty. The commanding officer of the 


post appeared. The rookie halted him 
the sentry halted him again. 


The C.O. had gone only a few paces when 


What's the idea?’ the officer demanded. “I just did identify myself. 


I've got my orders,” replied the guard stubbornly. “! am supposed to holler ‘Halt!’ 
three times and then shoot. You’re on your second ‘halt’ now! 
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“Salesmen [| Would Not Hire” 


by JAY C. KIBEE 


special writer 


The author 


wide experience in the personnel field of the 


f the following article has had 


office equipment industry. We believe his sug- 
gestions, gained personally, merit the attention 


of employer 1 employment managers 


B® RUN AN ADVERTISEMENT in 


the newspapers—let it be known that 
youre loot g tor an addition to your 
sales for ind dozens of aspiring 
prospect t a path to your door. 

No tw re alike. They're a hodge 
podge < anity, every one of them 
with a fferent personality, back 
ground x perience, 

W hicl to hire? That’s the big 
questi And, it’s one of the biggest 
respons ties the sales manager has. 
For rig it the hiring point be 
gins th of influence which de 
termine great extent the volume 
of busi that’s to be taken from the 
partic lial t rritory or group ol Ac 
counts 1 I years to come, 

Training is Costly 

Changing salesmen constantly on a 
territory doesn’t make prospective buy- 
ers happy | there’s a sizeable invest- 
ment involved in the training of new 
salesmer 

The ige sales manager realizes 
this, and for the most part selects his 
new el mn a basis of searching tor 
prototypes of the most successful sales 
men he vith him. 

He kn what he wants, and like 
wise, he knows what he doesn’t want. 
With h at stake, one can hardly 
blame | veing a bit choosy. From 
the handshake and the first 
words of greeting, the applicant is “on 
Stage I ery move he makes, every 
word he iks, either strengthens or 
lessens | hances of employment. 

Based on the writer’s experiences in 
the hiring and supervision of salesmen, 
here at eral types of salesmen | 
would t FC: 

The “Hire Me by "Phone Type” 
He’s tl in who gives you the im 
pression that he is so sure he’s the man 
you're looking for that the interview 
can a handled over the telephone. 
He want the information about the 
iob gi that way. 
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This writer hasn't hired a salesman 
over the telephone to date, and I seri- 
ously doubt that I ever will. It has al- 
ways been my contention that if a man 
is interested enough, he will welcome 
an interview. Matters such as compen- 
sation and territory potential are not 
subjects to be discussed satisfactorily by 
phone. The same goes for the appli- 
cant who objects to filling out an appli- 
cation before the interview. 

The “Dishrag Handshake Type”— 
His kind is licked before he utters a 
single word. That “fish-in-the-hand” 
shake simply fails to indicate such de- 
sirable traits as strong character, de- 


termination and goodwill. 


The Furtive Type 


In this case, weakness seems to imply 
meekness, and it usually is not too 
difficult for the prospective employer 
to learn where the biggest weakness 
lies. Most often the answer is in one 
dominating trait—the lack of full faith 
by the applicant in his own capabilities. 
He just hasn’t gotten around to selling 
himself on his potential. 

This writer has yet to meet a success- 
ful salesman with the “Dishrag Hand- 
shake.” 

A close relative of his is the “Can’t 
Look You in the Eyes Type.” The in- 
terviewer would have to be a contor- 
tionist to keep his eyes in direct line 
with those of such an applicant—he’s 
gazing everywhere but at you—the 
man he’s hoping will hire him. 

The sales manager’s first thought is 
likely to be, “Why? What’s this man 
got to be ashamed of? What’s he try- 
ing to hide?” 

Danger Flag Up 

Yes, the danger flag goes up in the 
interviewer's mind—something’s wrong 
here—something’s lacking. What is it? 
He may never know for he may not be 
able to stand the strain of talking to 
the applicant long enough to learn 
what causes the evasive eyes. 

But say the applicant has passed the 
test up to this point. He has filled out 
the application and the sales manager 
looks at the space allowed for the list- 
ing of previous employers. 

What's this? There wasn’t room 
enough for the man to list all of the 
jobs he’s had? 


Immediately the igterviewer realizes 
that he has come into contact with 
still another type of sales applicant who 
finds it difficult to obtain employment 
these days—the “One of the Roving 
Kind Type.” He says he has had the 
experience, but you find it difficult to 
understand how—he hasn’t been in one 
spot that long! 

Oh, yes, he’s chockfull of reasons as 
to why he’s been on the move all the 
time—‘“they didn’t pay me enough”— 
“wasn’t the kind of selling job 1 
wanted”—“yot tired of their pushing 
me around”—"“too many customer com- 
plaints’—we could go on and on. 

Okay, we're willing to go halfway. 
Maybe some of his complaints against 
his previous employers were legitimate. 

But back in the manager’s mind is 
the unhappy thought that “it could 
happen here’—that regardless of how 
passionate the man’s pleas for the job, 
his avowal of going to stay put this 
time—there is still the fear that one 
might invest months of valuable train- 
ing in this man, only to have him 
scurry off again. 


The Rolling Stone 


“The rolling stone gathers no moss” 
applies to this business of selling in 
every sense of the proverb. The in- 
telligent person early realizes that one 
never finds a job 100% to his liking. 
Rather, we weigh the bad against the 
good, and so long as the good out- 
weighs the bad—we stick. 

All of us may complain occasionally, 
but it doesn’t mean that we don’t be- 
lieve we have the best job in the world. 

Maybe you have run into still another 
type of applicant. He’s been a desk man 
for many years, perhaps as a_ book- 
keeper, keeping records of company 
sales—and salesmen’s salaries! 


Eyes Only on Money 


As a result, he’s envious of the fel- 
lows who bring in the orders. Look 
at those terrific sales! And, look at the 
money those salesmen make! 

He’s the “Selling is a Game Type.” 
I had one of his kind come in to see 
me just the other day. 

“Want to get into the selling game,” 
he said. “I’m tired of handling all that 
I want to feel 





money just in figures 
some of it coming direct from the cus- 
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tomer, and going through my fingers 
as I spend it.” 

I felt as though I should tell him, 
“I wish you could spend just a half a 
day with any of our salesmen, and you 
would soon realize how much of a 
‘game’ this business of selling is!” 

I didn’t, however, but the interview 
came to an early close just the same. 

Folks in the know realize that selling 
is hard work, that it requires the best 
in a man to make good—that it is 
anything but a “game.” 

Then, there’s the applicant who 


wants the job because he is up to here 
in debt. I call him the “Hounded by 
Creditors Type.” 

The following ad actually appeared 
under the “Situations Wanted” column 
in a large city newspaper recently: 
“Selling job wanted. Need $1,000 in 
the next 60 days to keep my car and 
settle other debts.” 

Maybe this type applicant lists all of 
his obligations on the application blank, 
or maybe he doesn’t. But, you find them 
out eventually. And, you wonder how 
he does it. 


Getting | rade of the Graduates 
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Why is a sales manager interested in 
learning whether or not a man can 
live on his income? Ask the sales man 
ager friend of mine who had just 
learned that one of his new help sold 
$1900 worth of merchandise that took a 
shortcut into the salesman’s own pocket! 

Individual money worries can be one 
of a salesman’s biggest handicaps. One 
can’t keep his mind on company affairs 
when he is constantly worried about 
keeping the creditors away from his 


door. 





Appeal te Graduates in the window display of Rose City Press. 


@ “WE GO AFTER the trade of the 
graduates intensively,” said A. H. Col 
lins, manager of the Rose City Press, 
Charleston, W. Va. “Unlike most firms, 
we do not appeal to the graduates 
themselves, but to their parents. 


“Most young people at the com 
mencement season are not thinking of 
buying. This is the season when rela 
tives, friends and parents are the most 
interested in graduation gifts, so it is 
the parents we contact, sending them a 
letter on our best quality stationery, 
saying: 

ls spring a busy season { you 

No doubt it is the most hectic time of 

the year, with housecleaning and school 


activities, climaxed by the thr f a 
student's graduation. 

‘lf selecting a gift for the graduate 
is a problem, may we help you to 
choose one? 

"Wouldn't your graduate be happily 
surprised to receive a beautiful new 
Parker pen and pencil set, or a per 
sonalized Sheafer set enaray .d in his 
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r her very wn nanawriting 
haps the ideal gift would be a portable 
typewriter, so efficient and mpact 
that it could be used at home, away 
at college, or in business. For only $7.00 
Jown, and $5.00 a month, y may 
purchase any of the leading brand r 

but-rental plan. If you do not a 

ready have a charge account with 
we invite you to make applicat now. 

‘Whether y wish to buy or not, we 
welcome you t me in and browse 
around, and see for yourself all the 
new aift items we have for araduat 

‘A surprise JiTT awaits eacn student 
accompanied by a parent wt t 
our store during the mont} t May 


“Typewriters are a special necessity 
to high school students, particularly 
those headed for college. That is why 
we close our letter with the suggestion 
that the student and parent visit our 
store together. 

“In keeping the high quality of all 
of our merchandise we suggest a ball 
point pen for every girl and boy. When 
they come to the store they see our 
extensive display of fountain pens, book 


ends, student lamps, as well as all the 
leading makes of typewriters, and the 


impulse to own one is increased. 


“Many students have been using 
typewriters during their high school 
years. Now that they are ready for 
business or college, they would welcome 
a new one, so we suggest that they turn 
in their old machine on the purchase of 
a late model. 

“Typewriting is taught in most of the 
high schools of the larger cities, but 
hundreds of students from the smaller 
towns go to a business college in the 
city and most of them want a machine, 
so we suggest the rental of one for this 
purpose. 

“These rental typewriters are all re 
conditioned machines and we derive a 
good revenue from them. If the student 
decides to buy the machine, the rental 
paid is allowed on the purchase price.” 


—WBS 
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Order and System Can Improve 


* 


A Firm’s Service and Profits 


Vore Efficient use of Time, 
Labor and Space Put Many 


Extra Dollars in the Till 


by V.N. VETROMILE 


special writer 


@ IN VIEW OF THE fact that the 
merchandise mark-up required to pro- 
duce a sufficient net profit is determined 
principally by the overhead costs, it 1s 
self-evident that any practical economies 
that reduce the overhead will increase 
the net proht. 

That’s why order and system are 
such important basic factors in success- 
ful retail business management. It ex- 
plains why the more-progressive sta- 


tioners and office machine dealers, 
following the example of department 
store operating efficiency, pay so much 


more attention to these two factors 
today thar formerly. 


Opportunity There 


hardly a stationery and ap- 
pliance store of any considerable size 
survey of the routine activ- 
ities of which could not easily demon- 
strate the opportunity for still further 
betterment of the profit earnings. This 
can come through savings in space, 
time, labor, and delivery methods 
achieved by better arrangement of fa- 
cilities and better system. 

If an appliance salesroom and its 
adjoining stock storage and shipping 
facilities have been outgrown and there 
is no additional business space avail- 
able, not much can be done short of 
relocating the whole operational set-up. 

In most instances, however, the 
available space is adequate for the 
present status of the business, if it were 
utilized with maximum efficiency. Too 
many times, it is not, chiefly because 
the salesfoor layout and fixture installa- 
tion waste space by its arrangement or 
was poorly planned with regard to 
business-expediting requirements, and 


futur rowtn. 
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The correct plan of merchandising 
layout—the system that facilitates keep- 
ing the shelves, counters, and showcases 
stocked, in addition to providing stra- 
tegic display space and expediting the 
selling activities—is that of compact 
sectionalizing of related supplies and 
machines or furniture. It means the 
departmentized store, in other words. 

It is true, of course, that the small 
two or three-man stationery outlet can 
hardly be operated departmentally in 
the full sense of the term. In the first 
place, it could hardly be a full-line 
store, even though it may be as large 
an outlet as its locality can support and 
may be stocked sufficiently to meet the 
apparent demands of the locality. 


Teamwork Vital 

Though this is true, I am reminded 
of at least one medium-size and ap- 
parently prosperous stationery and office 
machine outlet (no furniture is han- 
dled) that has seven departments and 
five employees and two “extras” who 
come in for the week-end rush. 

In the larger full-time commercial 
stationery establishment, having 10 to 
20 employees and usually two delivery 
men, each department is strongly iden- 
tified, but of course, not actually seg- 
regated. It is necessary that these de- 
partments, though each has its specific 
and concrete individuality as a different 
section of the merchandising presenta- 
tion, be inter-related and operate 
smoothly together. 


Self-Glory Costly 


The only comparatively common 
exception to this arrangement that 
comes to my mind is the office furni- 
ture section of the large full-line estab- 
lishment which, because of the space 
required for the adequate display pro- 
motion of office furniture, is sometimes 
practically a showroom, quite apart yet 
opening into the main store or general 
salesroom. 

Any establishment in which these 
departments or major divisions are, 
perchance, in charge of competitive 
managers who are zealots for self-glory 
or selfish benefit—determined upon 


that self-interest by whatever means 
achieved—may be likened to a three- 
wheeled wagon. 

The fourth wheel—organization and 
harmonious co-ordination — will be 
needed to make that business operate 
smoothly. 


All Vital Cogs 


In the over-all picture of the success 
of the whole business investment one 
department is quite as necessary and 
valuable as any of the other depart- 
ments in the modern full-line com- 
mercial stationery and office equipment 
establishment. 

It is true, of course, that, variable 
with the type of merchandise and the 
relative selling ability of sales _per- 
sonnel, one department may chalk up 
a more-profitable seasonal or annual 
volume and profit record than some 
other department. 

But every department manager 
should be working constantly for the 
general welfare of the business as a 
whole, “feeding” trade from his sec- 
tion of the store to other departments 
whenever feasible. 


Advertising A Must 


The progressive dealer understands 
that his salesmen must have the work- 
ing background of an attractive mod- 
ernly equipped salesroom or showroom, 
with display. facilities of at least com- 
petitive potency. He knows likewise 
that he should support his sales per- 
sonnel with a reasonable amount of 
advertising—at least enough so that 
the identity of his store will never be 
overshadowed by competitive adver- 
tising. 

An important matter of system in 
personnel supervision is to know just 
what each salesman is doing for the 
business in the way of profitable selling 
and new buyer-contacts. Are two or 
three of the salesmen continually serv- 
ing more buyers almost every week 
than all the other men on the sales 
floor? Such an observation would seem 
interesting, but the facts would have 
to be examined on their merits in order 
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to determine the true explanation an 
significance of the situation 

One might almost say that system 
is a synonym for care in the man 
agerial detail of retail store operation 
Consider, for one familiar example, th 


matter of current price information fe 
writing orders or checking suppliers 
invoices. 

The value and importan e ot propel 
system and method in the filing ol 
manufacturers’ and jobbers’ catalogs 
and price-lists can hardly be overem 
phasized. 

Keep Up With Changes 

This may seem like an elementary 
admonition to any experienced office 
equipment merchandiser, but accord 
ing to the wholesalers, manufacturers, 
and jobbers, mistakes of this easily 
preventable kind are still being made 
here and there right along. 

As soon as new catalogs or price-lists 
are received, they should be dated, 
irrespective of any imprinted dating 
that may be on them, and they should 
immediately supplant the older catalogs 
or price-lists in the stationer’s price 
information folders. 

Another important matter is to ex 
amine and study carefully the contents 
of all new catalogs received so as to 
avoid writing such letters of inquiry 
as “Do you carry so and so in this or 
that size or model?” 

The receiving clerk should make an 
immediate, thorough, and careful in 
spection and count of the goods r 
ceived in each incoming shipment, 
checking the items against bot 


f 


firm’s order and the shipping receipt 
or invoice. 

Report Losses Promptly 

Should any losses, breakage, or 

spoilage of any kind be discovered, he 

should give the facts to the office at 


] ) 


once so that the necessary claim against 


either the supplier or the carrier, a 


cording to the facts, can be entered 


immediately. 


In those instances when the carrie 
delivers a shipment that. has obviously 
been damaged by mishandling in 
transit, the receiving agent of the sta 
tioner and appliance dealer should in 
sist that a declaration of this fact be 
written into the delivery receipt befor 
signing it. In some instances, of course, 
the basic cause of damage is inadequate 
protective wrapping or crating of the 
merchandise at the shipping point. 
This fault is comparatively rare in 
these days, not only because of the 
remarkable improvements that have 


24 


Pr FFF nF” ™ FF ™~— 


It's the Little Things 
That Count in a Store 

Maximum progress and profit require 
the full co-operation of every depart- 
ment executive as well as of every 
employee in the store for the over-all 
advancement of the entire establish- 
ment. 

There must be order and system in 
the work assignments as well as merely 
in the supervision and arrangement of 
the physical facilities and the handling 
of the merchandise. In the interest of 
time and labor saving, there must be 
inter-departmental co-operation aft all 
times and in all matters. 

The head of each department must 
understand, not only his immediate or 
sectional duties and responsibilities, but 
the relation of his work and his depart- 
ment to the other departments. He 
must see that he himself, no less than 
his co-workers, do all things in such a 
manner as to exoedite instead of to 
confuse or to impede the activities of 
other departments. 


SAPP PP Ee 


been made in shipping containers of 
all kinds and the fact that railroads 
and express companies will not accept 
shipments that have not been properly 
protected against the reasonable risks 
of handling in transportation. 


A good receiving clerk can save the 
proprietor of a large business a con 
siderable amount of money every year. 
\ “must” in the code of every experi 
enced receiving clerk is that any broken 
or opened carton or case shall be re- 
ported immediately to management so 
that, if the circumstances indicate 
evidence of theft, the stationer can be 
sure that the pilfering occurred in 


transit—not in his own stockroom. 

I have pointed out the importance 
or maintaining a correct information 
fle of current prices which suggests 
nother related matter the handling of 
which comes within the category of 
‘system.’ 


Watch Price Changes 


[he typical dealer is almost sure to 
ad and preserve for reference a list 
of revised prices, because he must have 
that information, not only for re-order 
ing, but also as a guide in re-pricing 
the merchandise when the next order 
comes in. On the other hand, how 
ver, the average dealer is usually not 
so careful and methodical in the at 
tention accorded bulletins or special 
notices telling about changes in rules, 
special services, dealer-aid demonstra- 
tions, traveling sales personnel, and 
similar matters. 


| have heard of extreme instances 


in which some of these hasty, careless, 
“too-busy-to-read-everything” dealers 
never woke up to the important degree 
of trade interest and user-acceptance 
that the new appliance had achieved 
until their nearby competitors began 
promoting it in their display windows 


or newspaper advertising. 


Keep File on Ideas 


Another important phase of system, 
in addition to keeping always up-to 
date on new products and prices-cur 
rent, is a file of ideas, suggestions, and 
information for store betterment or 
sales promotion. Worth-while sug 
gestions can be gleaned from customers, 
observations of the activities of repre 
sentative successful retail firms gen 
erally- not merely competitive stores 

and certainly from the pages of the 
international trade magazine of the 
stationery, office machines, and office 
furniture industries in which you are 
now reading this article. 

No dealer can depend upon his 
memory alone for recording all the 
constructive hints and suggestions that 
come to his eyes and ears. He must 
have a system for jotting them down, 
or they may elude him when he is most 
eager to give them a try-out in his 
store. 

One stationer, who is rather original 
in all his methods for taking care of 
the important details that make up 
that complex whole called store man 
agement, keeps a small book (he calls 
it his “idea book”) right in the upper 
left-hand pocket of the neat working 
smock which he habitually wears over 


his business suit. 
Has Eye on Future 


I learned about this one day when, 
in complimenting him on a floor aisle 
display scheme, I asked him: “How in 
the name of Heaven do you think up 
all these things?” 

He replied: “Well, the explanation 
is that I am not thinking merely of 
making this sale today or of closing 
that contract tomorrow, but rather of 
striving constantly to increase the in 
vestment value of my business. 

No intelligent person will dispute 
the statement that order and system 
can save a lot of time and labor, and 
perhaps space, in any large and busy 
Therefore, 
since time-savings and _labor-savings 


office equipment outlet. 


have a real money value in modern 
merchandising activity, order and sys- 
tem are important factors in improving 


profits, 
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Selling for Day When Dad ts King 


@® “EVERY DAD has his day,” and 
for the icts of the nation theirs 
omes tl rd Sunday in June. It’s 
ind observance of it car 


ries ut significance and warm 


Dad ediate family enters into 
the spirit it with zest and a whole 
some o make him “King for a 
Day The good little missus and the 
kids love to remember him with a suit 
able gift | more and more the ten 
dency to make it a practical one 


that ne 


njoy and appreciate. 


Gifts That Appeal 


It i this connection that the 
astute off equipment dealer enters 
the picture. He can concentrate a por 
tion of | promotional campaign on 
office it that make an appeal to dad 
and att ame time make the cash 
register y a merry tune. 

Schwabacher-Frey, Los Angeles, ar 
ranged a ndow showing a panel in 
a plai e with a Father’s Day 
poster ors. Shown also were an 


unabridg lictionary and six type 
writers of different makes. There also 


typew riter on W hich was 


Leather zipper cases, chair pads, and 
many s ather goods were scattered 


lisplay. A table near the 
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Schwabacher-Frey Co. puts Father's Day gifts on parade. 


front of the store held a wide variety 
of items for the desk, ranging from $1 
to $5. 

An ad calling attention to Father's 
Day gifts was headed “Father’s Day 
gifts need not be expensive, but they 
should be of the finest quality and of 
practical use.” Many of the suggested 


gifts were illustrated and all were priced. 














Cifts for Father’s Day exhibited at Lowman & Hanford Co. 
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A clever ad was run by Silverwoods, 
Los Angeles. Illustrating the theme 
“Balancing the Budget,” they showed 
the head of a seal balancing a big ball 
on his nose. On the sphere was printed: 
“Gift Show for the Greatest Guy on 
Earth.” 

A dozen items were illustrated and 
priced, and a coupon had spaces for 
name, address and items desired to 
handle mail orders. The ad concluded 
“Here are the most suitable presents 
for that great (family budget) balance 
artist, Father!” 

Down south the stationery firm of 
Roberts & Company, Birmingham, 
Ala., paid special attention to chairs as 
a Father’s Day offering. In many long 
established firms the relation of the 
chief to his employes is almost paternal, 


so the ad suggested: 
A Chair For The Boss. 


If it’s office furniture you plan to 
give, select it here. Whether the boss 
is young or old, he will appreciate 
the luxury and the practical utility 
of this chair, with big padded arms, 
leather upholstery and high back. 


Their window showed a completely 
furnished office, any item of which 
would make an appropriate Father's 
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Day gift. To focus attention on the 
chair as the most desirable offering an 
all-night spotlight was thrown on it. 

Linking up with the program of “the 
most typical Dad,” Stationers Corpora- 
tion, Los Angeles, displayed a framed 
painting of Dad and Son. On a stepped 
up fixture were shown pens, pencils, 
small leather goods. They had a special 
which they advertised and featured in 
their window—a billfold, $3.95. 


"The Write Gift’ 


In the store large wall cards said: 
“Add to the joys of life for Dad” and 
“Make him glad he’s your Dad.” A 
table covered with green, with stepped 
up fixture of black held pen and pencil 
sets. In the midst was a brown card 
saying “The Write Gift for Dad.” 

Lowman & Hanford, stationery and 
office outfitters, Seattle, Wash., had a 
big sale of leather goods early in June 
—brief cases, zipper ring binders, bill- 
folds and small leather goods. These 
were featured in a big window, with 
the card “Drastic reduction, due to 
overstock of quality merchandise—part 
of it featured in this window. Ideal 
gifts for Father’s Day.” 


Suggestions Galore 

Chess and checker boards also were 
shown, and the window was brightened 
by a number of Father’s Day greeting 
cards. This window was flanked by a 
pair of windows displaying gift sug- 
gestions, 

The first showed a big stump, to 
which was attached a card saying “Are 
You Stumped for a Father’s Day Gift?” 
A card suggested billfold, fountain pen, 
stationery, desk set, cigarette case, 
camera, poker chips, and small articles 
of leather. 

The other window played up chair 
pads. Shown were a series of pads, with 
the card “A good cushion makes a 
chair more comfortable, and the long 
work day seem so much shorter.” On 
the floor were a number of steel cab- 
inets, and desk files of different types. 


A Baseball Motif 


June being the heart of the baseball 
season, Jacquin & Co., Peoria, IIl., came 
out with a pair of windows suggesting 
gifts for Father’s Day, each with a base- 
ball motif. 

The first had a green background on 
the wall of which was a grotesque 
figure of a man holding a sign reading: 
“Don’t foul out on Father.” Several big 
signs on the wall, in the shape of base 
balls, said “Sure Hit” and “Be Safe.” 
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Office supplies of various sorts were 
featured, several of them wrapped in 
clear cellophane, tied with red ribbons. 

The second had in the rear a white 
picket fence upon which was painted 
in red letters “Over the Fence for 


“Over the Fence for Father” at Jacquin & Co., Peoria. 





Father.” Behind the fence was the cut- 
out figure of a youngster in red sweater, 
holding a baseball. Book ends, small 
leather goods, poker chips, checkers, 
chess, quality stationery and pen and 
pencil sets were shown.—WBS 
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MONTHLY MUSINGS ON SALESMEN 
AND THEIR PROBLEMS 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 


@ THE ATTITUDE of the salesman toward 
his task can determine to a great extent 
what he gets out of life in a material way 
and in a spiritual sense. 


The field of selling, especially in the 
office equipment field, offers a great op- 
portunity for fulfillment to any intelligent 
individual who wishes to make a career 
of it. Any salesman must decide whether 
he wants a career or just a job. 


If his selling effort is just a job, then 
he must prepare himself to accept medi- 
ocrity in all things of life. If his decision 
is to make a career, then there are certain 
sustained tasks which he must make daily. 
Some of the efforts are of the mind, some 
of the body. 

1. He must start each day believing 
that it will offer many opportunities to help 
others. 

2. He must have planned in advance 
the idea he intends to sell that day. 

3. He must have decided to whom he 
will present the idea. 

4. He must know that both he and all 
whom he contacts that day will be better 
off because of the association. 





5. He must help build up his company 
and his co-workers by a positive attitude. 

6. He must be alert, clear eyed, well 
groomed, pleasant, a good listener, take 
his career seriously, but not take himself 
too seriously. 


When he goes forth, the world will 
know whether he is a pro or a drone. 
Quality in salesmen is something people 
sense. It flows out to others and the sales 
value is that prospects and customers listen 
with respect and interest to the ideas and 
thoughts of the man who has decided to 
make a career of selling. 





The one thing worse than a 
quitter is a man who is afraid to 
begin. 


Wise men not only change their 
minds, but they know how to change 
the minds of other men. 


If you think it can’t be done, 
stand back and watch somebody 
else do it. 
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@ IT WAS A THRILL indeed for the 
coordinator your BUSINESS BUILDER 
page to welcome yesterday’s mail. In 
it was an item from a fellow office 
outfitter—what he considers to be one 


of the best tenders for the 


MR. 

I. 

WILL 
PEPPER 
UPPER 


awards. 





We'll flash it on your OA-TV screen 
ht after | tation identification and 
itement that a credit flash-line for this 
given to Advertising 

Her t he clipped for your 
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} il follow 
{ crowd 
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ways looking 
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And now OA-TV we bring you 
lash from: 


AN IDEA FROM UNDER MY HAT 


proud state of 
orgia c this idea from an im- 
ortant st He 


panama: 


gives you this 
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Broadcast over Station SALES Operating on a 
Wave Length of CONFIDENCE . . . COURAGE. . . CO-OPERATION 


ee ee ee 


“Never under- 
estimate the value 
of friendship with 
those in the in- 


terior decorator 
profession.” 





This distinguished Georgian further 
illustrated one of the many facets of 
his point by passing along a complete 
copy thought. This came from an in- 
terior decorator who thought it was 
just as applicable to our profession as 
to hers. 

We flash it on the OA-TV screen 
just as it came in over Uncle Sam’s air 
mail relay: 


“Time for a re- 
freshing change of 
scene to a decor at- 
tuned to the mod- 
ern tempo? While 
you're in a redec- 
orative mood, why 
not come in and 
talk it over? Our 
suggestions may 
point the way to 
some happy results 
for your office.” 
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Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE 
ASSURED! 
Remember 
the price— 





AN IDEA FROM YOU FOR EACH 
IDEA ORDERED 


(Always mention the idea number. 
Address the co-ordinator of this page 
care of Shaw & Borden Company, Box 
2153, Spokane 10, Wash. Use this 
same address in sending 
thoughts for our Mr. I. Will Pepper- 
Upper, An Idea from under My Hat, 


and Terse Trailer departments of sust- 


in your 


NESS BUILDERS’ monthly telecast.) 





« IDEA EXCHANGE » 


* Yours for your idea-exchanging: 
Here’s BusinEss BUILDER No, 5-54-1 
“Meeting Sales Force Everyday Prob- 
lems.” In this a North Dakota stationer 
gets right at the key point. It is rem- 
iniscent of a famous statement by 
Edward W. Ziegler: “It is a good rule 
to face difficulties at the time they arise 
and not allow them to increase un- 
acknowledged.” 


No. 5-54-2: “Sales Techniques We 
Are Developing for Our Own Office 
Outfitting Service Group.” Here is a 
powerful pep-packed generous set of 
ideas geared in a good humor. 


Office efficiently yours: 


Rabyh B. Ontel 
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W aste Basket display carries out 
“eye level” idea at Johnsons. 


Springfield, Mass., Store 
Puts Products in Limelight 








Sales Jump When Waste Basket 
Display is k aised to Lye-Level 


@ CONTRARY TO the usual suppo 
sition that any office furnishings item 
will sell best “in its natural position,” 
waste baskets sell best at “eye-level,” 
according to W. A. Egan, of Johnson's 
Book Store, office supply dealers of 
Springfield, Massachusetts. 

Mr. Egan, veteran employee, is man 
ager of Johnson’s large filing equip 
ment department. Since his department 
embraces such metal specialties as waste 
baskets, special purpose tables and cab 
inets, he has had plenty of opportunity 
to experiment with various merchan 
dising ideas. 


Experiments Begin 


When the over-crowded office sup 
ply department was relocated, Mr. 
Egan saw an excellent chance to ex 
periment. One of his ideas was to ele 
vate waste baskets “into the limelight” 
with the eye-level display shown here 
with serving to gain them far more 
attention and sales appeal. 

“The waste basket is usually about 
the last purchase when a businessman 
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begins refurbishing his office,’ Mr. 
Egan pointed out. “As long as a basket 
functions as a waste receptacle it is 
considered satisfactory, despite its ap 
pearance. Therefore, it is up to th 
alert retailer to dramatize his wast 
baskets in such a way that the offic 
holder will realize what a shabby im 
pression his old ones make and attempt 
to correct it by purchasing the proper 
replacement.” 

The elevated display shown her 
affords Springfheld businessmen plenty 
of opportunity to do just that. As illus 
trated, the shelf, well above the floor, 
and suspended from the overhead can 
opy, has space to display adequately 
some 20 numbers in waste baskets. 

Prices range from “$1.35 metal types 
up to $4 and $5 deluxe varieties with 
removable interior receptacle and 
spring-actuated lids. Across the width 
of the 16 foot display, all of the styles 
appear, with contrasting colors car 
fully spotted side by side. Atop the 
transfer cases, safes, hles, which occupy 


the space below, are longer cylindrical 


waste baskets Of giant size. 


Mr. Egan selects his stock to harmon 
ize with popular furniture styles. Many 
ot the lower priced waste baskets are 
enameled steel, but duplicate a popular 
wood grain so closely that they will 
harmonize with walnut, oak, mahog- 
any, maple and other finishes utilized 


in wooden office furniture. 


Sales Up Sharply 


Fluted, smooth finish, columnized 
and decoratively embossed metal bas- 
kets are offered in a wide range of 
colors. For the more utilitarian-minded 
customer, baskets are available in tough 


fiber and plastic. 


Sales have risen continually since the 
effective display went into operation, 
No businessman or stenographer shop- 
ping for office accessories can fail to 
notice them. Mr. Egan said: “It is 
noticeable that we are sending out 
many more re-orders than in the past 
for each model number waste basket 


in stock.” RAL 
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“Punch 


in Display 


@ PICKIN 


chines oO! 


OUT specihe office ma 
Ost commonplace type 
with highly 


and. “glam them” 


specialized orful displays, is a policy 


which has | off for Charles G. Stott 
Company, Washington, D. C. 
Charles G. Stott, head of the firm, 


feels that businessmen appreciate 


any of the ramifications which 


have developed in all lines of office 
supplies, and particularly, where small, 
hand-operated office machines are in 
cluded. Consequently, he utilizes a 
center-aisle table, past which all store 
trafic must move, plus the windows 
of the stor lend a little additional 


interest is office machines. 








Putting “Punch” into display at Charles G. Stott Co. store. 


Invariably, only one type of ofhce 
machine is featured during one of these 
promotions and the chances are that 
the store visitor goes away with a much 
greater appreciation of that machine. 

For example, during August, the 
Stott store devoted an entire window 
and a 10-section display table in the 
center of the store to “The Story of 
Punches.” 

Designed to catch the attention of 
those whose conception of punches 
means either the standard two or three- 
hole model, this display showed the 
products of 10 different manutacturers, 
ranging from $1.80 to $20.45. Included 


in the display were 1, 2, 3, 4 and even 





Nighttime Selling is aided by well-balanced illumination on this Clary dis- 
play at Schwabacher-Frey’s, Los Angeles. 
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6-hole models, a great variety of shapes 
and sizes, special-purpose punches for 
custom-size looseleaf binders, and even 
a punch reinforcer. The latter is an 
item which the majority of business- 
men could use, but the existence of 
which surprisingly is known to only a 
few. 

The display ranged down to small, 
inexpensive desk-top models selling at 
$1.80 up to elaborate, ball - bearing 
action punches above the $20 mark. 

Knowing human nature, the Stott 
management placed a few sheets of 
heavy paper on the open table display, 
well aware that the average person 
would test the punches. This “try it 
for yourself” appeal is pronounced with 
the Washington office supply store, 
which, incidentally, sells a lot of 
visitors. ; 

The store enjoys an ideal location 
with the Mayflower 
Hotel only a block away, and the 
Statler, Ambassador and other major 
hotels close by. 


world-famous 


Simultaneously with the table display, 
one window is devoted to punches as 
illustrated here. Five of the best- 
known names in punch manufacture 
were shown, with glass brick serving 
as “props.” 

Glass brick, incidentally, has proven 
itself a particularly helpful and adapt- 
able display accessory whenever small, 
hand - operated business machines are 
shown, according to Mr. Stott. The 
glass block needs no other decor other 
than its own modern, sparkling appear- 
ance to serve as an elevated platform 
for an attractive display of individual 
RAL 


small machines. 
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Program 


SATURDAY, MAY 8 
9:00 A.M. 

1:00 P.M. - 6:00 P.M. 
7:30 P.M. -9:30 P.M. 


SUNDAY, MAY 9 
9:00 A.M. 

1:00 P.M. - 6:00 P.M. 
MONDAY, MAY 10 
9:30 A.M. 


10:30 A.M. 


1:00 P.M. - 6:00 P.M. 
7:15 P.M. 


TUESDAY, MAY 11 
9:30 A.M. 


12:00 Noon 
1:30 P.M. - 6:00 P.M. 


|S to Chicago 


Registration, Lobby, Hotel Sherman. 
Exhibits on mezzanine and first floor. 


Round-Up party, Western style—Bal Tabarin room, 6th 
floor. 


Registration, Lobby, Hotel Sherman 
EXHIBITS 


NOFA Business Session. 
Election of Officers. 


Industry workshops. 


Dealers will meet in the Bal Tabarin room. William H. 
Bretzlaff, Jr., of the Detroit Office Equipment Mart, Detroit, 
Mich., as moderator. 


Manufacturers’ representatives will meet in the Orchid 
room, first floor. Earl Hanson, Chicago, as leader. 


Manufacturers will meet in the Louis XIV room. Gilbert 
Bosse, Imperial Desk Co., as moderator. 


EXHIBITS 
8th Annual NOFA Banquet, Bal Tabarin room. Speaker: 


George Denny, Jr., moderator of Town Hall of the Air. 


Office Furniture Management Clinic, Bal Tabarin room; 
Robert P. Holston, industrial psychologist with The Manage- 
ment Development Association, New York City, as moderator. 


Closing luncheon with Robert P. Holston as speaker. 


EXHIBITS 


Night view of Chicago, looking south from North Avenue—Photo Courtesy Chicago Park District 
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Exh shit ovrvs 


Advance Metal Products Corp..................... 142 


All-Steel Equipment, Inc.. 68-69 
a Cee 204 
Aluminum Seating Corp. idhiidiipacentiaes - 
American Latex Products Corp. AA ees 86 
American Leather Manufacturing Co. 95-96 
Arnot-Jamestown Corp., The 90-91-92 
Artistic Desk Pad & Novelty Co.................128 
Art Specialty Co 157 
Art Steel Sales Corp. ..Gold Room 


Ashtabula Hide & Leather Co., The eee. 95-96 


Atlas Stencil Files Corp. iantetianngee 
B 

Bankers Box Co a kiimaiuitiaeia 149 
Bassick Co., The laa —— 
Berkey Leather 206-207 
Bickett Co., L. M sinitentednmpiaineimmaae 
Blanchard Bro. & Lane............ cthieseineiual 95-96 
Brown-Morse Co 152-153 
Brunswick-Balke-Collender Co..... ae 
Buckstaff Co., The 12 
Cc 

Challenger Steel Products Corp............... 179 
Chase Co., J. L dmientiavainia: Ae 
Cole Steel Equipment Co........................-.... 193 
Columbia Steel Equipment.............. 137-138 


Corry-Jamestown Manufacturing Co...133-134 


D 


ne eee en 9 
Dolin Metal Products. .....0.......0......ccce--eeeeeeeee 129 
Doro Manufacturing Co. eS 
Dorset Stee! Equipment Co.......................-- 147 
du Pont de Nemours & Co., Inc., E. [......... 2 
Durable Metal Products .100-b-100-c 
E 

Eagle-Ottawa Leather Co. 95-96 
Emeco Corp ee 
Ever-Ready Electric Co , 10-11 
F 

Faultless Caster Corp ae: 
Filex Steel Products, Inc. hes oiaaale 156 
Flexolater Co 174 
Franklin Company, Inc., Bernard................ 22 
Fritz-Cross Co - i me 
G 

Garden State Tanning, Inc. 95-96 
RE EE Sein, 2 172 
Geyer Publications ee 
Giftcraft Leather Co Siceithatah kettles te 58 
Glaro Machine Products Co., Inc..............-.. 17 
Goodall Fabrics, Inc. ee 
Gregson Manufacturing Co. 197 
Gunlocke Chair Co., W. H. 112- 1120-113 
H 

Haeger Desk Co ia — 


Hamilton Manufacturing Corp... 164-165- 166 
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Chicago Skyline—Photo courtesy of Chicago Park District 


Hanes Chair & Furniture Co.........................197 
Harrison Steel Cabinet Co......................... 93-94 
kee 186-187 
ee ee ene 119-120 
Herring-Hall-Marvin Safe ee 105-106-107 
High Point Bending & Chair Co................. 204 
Hillside Metal Products, Inc........... 123-124-125 
Hollywood Office Equipment............... ...127 
Home-O-Nize ........... i scesinatsininaea 
Hoosier Desk Co............ sschetadalail 205 
Huntington Chair Corp. 194-195 
I 

Imperial Desk Co....... 131-132 
Indiana Chair Co....... a ; Ss 
I I A eeecsannienullaiian 196 
Industriade Screw a Bolt Ce. ' ..57-a 
Invincible Metal Furniture Co..... 79-80 
J 

PI I Gi sccitcscccccincescanensindniene veeee- 182 
Jasper Desk Co.. ..161-162-163 
Jasper Office Furniture RE: 74-75 
Jasper Seating Co.. ...161-162-163 
Johnson Chair Co..... ..64-65 
K 

Kalistron, Inc... En DRas eee a ae 
Kenmar Manufacturing Co... = 37-38 
Keystone Steel Equipment Co....................... 181 
Know-How .. 48 
L 

Lackawanna Leather Co........................... 95-96 
La Salle Products Co. ncdieainabeiiediaaal 
ON ee 176 
RIN Gi i scescsssicceineveninenteosnies .....35-36 
Lexington Metal Products, Inc.. siesdestenenhasinaat 56 
Loeblein of Kent... oa 150-151 
Lundstrom Laboratories ceanil ae 
M 

Marble Chair Company, B. L. 72-73 
Marnay Sales & Mfg. Co... 127 
Maso Steel Products.............................. 121-122 
McDonald Products Corp............................. 13 
Meilink Steel Safe Co... 1 
Metalstand Co... sitesinde 
Midwest Folding Preducts................ — 
Miller Furniture Co., Herman... 97-98 
Milwaukee Chair Co. a iistenieiibinadaa 201 
Milwaukee Metal Co. ao eee 200 
Modernize, Inc... ay 
Monarch Furniture Co., Inc. sce Soa 126 
Mosler Safe Co., The... ae. 87-88-89 
NN He iirc cctneseonssnsisecsionenmaine ae 
Murphy-Miller, Inc. 101-102-103 
IN INE ina sececcsccrnsvcscwtnsonveueee 204 
N 

National Lock Co.. simian 
Neiman Steel Equipment Co......................... 84 
rome ee 118 


e) 

Office — SI SL ot 
Office, The... St spansiadenanieipiiaiana an 
Ohioe Chair Co. a sicnedhesadeae 
Orna Metal Products Co. —) 
P 

EE Re iiekeecetaaiel 159 
Peerless Steel Equipment Co. — 203 
Perfect Rubber Seat Cushion Co................ 148 
Precision Manufacturing Co............. --- 146 
Protectall Safe Corp. ; 82-83 
& 

Radel Leather eee Co. 95-96 
Richard, Inc............. ieceostenhsiieeneaaaaiaae 46 
Rishel Furniture Co., ‘1. K. coumeh Te 
Rockwell-Barnes Co... 188-189 


Royal Metal Manufacturing Co...60-61-62-a-63 


Ss 
DO Bi Gig, BR ivensncceineoccnicenmeseoieninnn 99 
Scerbo & Sons, Frank............. .16-45 
Schwab Safe Co. inital aa 
Security Steel Equipment Corp... ..70-71 
Shelbyville Desk Co... 184-185 
Sight-Light Sales Div., M. G. Wheeler re 
a . 108-109-110 
Smokador Manufacturing CO... eeneee T9O-T91 
Smo-King Products i aneeee 43 
ee ae 
Stacor Equipment Corp................................. 160 
Standard Furniture Co. eee VID 
Steel Parts Mfg. Co. ia 
Steel Service Manufacturing Co............... 28-29 
Stratolounger ..... aime 14-15 
Sturgis Posture Chair Ce. iat 76-77-78 
T 
ka See 144-145 
Thomas Furniture Co..... 161-162-163 
2.) ee 66-67 
Toledo Metal Furniture Co. ..25-26 
Tubecrafters Sales Div... 155 
U 
Upholstery Leather Council... 95-96 
Vv 
Valco Co.......... ee eS 104 
a eee sicciideaisehetebdanea 52 
Victor Safe & Equipment Co. 140-141 
Vogel-Peterson Co. sdipcaipieeaaitil 198 
Ww 
Weber Brothers Metal Works — 
Wells Chair Corp. ian 100-1000 
Westcort Co., The pibbenpidicet decal 114 
Western Manufacturing Co........................... 7-8 
Wood Office Furniture Institute.....31-32-33-34 
Y 
York Safe & Lock Co............ ss 
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Wholesale Stationers Hold 38th Annual Convention 


in New York City: Re-Elect Blevins President 





They Attended Annual Meeting and Luncheon of Wholesalers’ Board of Control .. . 


Pictured are Robert G. Gemmell, Binney & Smith Co.; Mortimer H. Chute, 
Bainbridge, Kimpton & Haupt, Inc., New York City; Howard Gorton, Den- 
nison Mig. Co.; Harold Jacobsen, Associated Stationers Supply Co., Chi- 
cago; Harold C. Whittemore, Wholesale Stationers Assn.; Harry Litzberger, 
H. H. Tamman Co., Denver, Colo.; Harry t. Chandler, Adams, Cushing & 
Foster, Inc., Boston, Mass.; E. T. Macintyre, Defiance Calendar Co.; R. A 
Jonas, Oxford Filing Supply Co.; Max A. Goldstein, Rochester Staty. Co.; 


“Product Promotion Techniques” is 


Theme of Sessions—91 Companies 


Show Products at Trade Show on 


Two Floors in Hotel New Yorker 


® THE 38TH ANNUAL CONVENTION and trade 
show of the Wholesale Stationers Association of the U.S.A. 
and Canada was held March 1-4 in the Hotel New Yorker, 
New York City. The theme was “Product Promotion 
Techniques.” Registration reached 300. 

The ladies program consisted of a reception, bingo party 
and afternoon tea on Monday afternoon, a Dennison gift 
wrap pageant under the direction of Miss Elizabeth Boyle, 
gift wrap stylist, on Tuesday and a conducted tour of 
United Nations on Wednesday morning. On Wednesday 
evening “A Night in Hawaii” and the Honolulu Bazaar 
party was held and on Thursday night the annual banquet 
was enjoyed in the grand ballroom. 

Considerable activity was to be seen as 91 manufacturers 
concluded the finishing touches to their exhibits for the 
trade show which occupied the entire eighth and ninth 
floors consisting of some 140 rooms. Promptly at 9:30 a.m., 
Monday, the annual convention trade show was officially 
opened, permitting conventionites to inspect a wide variety 
of product displays. 


TUESDAY, MARCH 2 


1! 


The first general session was well attended when called 
to order in the grand ballroom by Harold C. Whittemore. 
President Edward W. Blevins, Caldwell Sites Company, 
Roanoke, Va., presided. After « ig greetings, he called 
upon J. Howard Shoemaker, Eberhard Faber Pencil Com 
pany, who gave the invocation. 

Reports of the various committees were then heard. Her 
bert C. Hooks, Moore Push Pu Company, pinch hitting 
Grifhths, Noesting Pin Ticket Company, 


xtending 


for George F. 
chairman of the auditing committee, was first to respond. 
He was followed by Herbert F. Held, Blackwell-Wielandy 
Company, St. Louis, Mo., chairman of the ne rology com 
mittee, who reported on the death of the following members: 

Hyman Epstein, Mystic Novelty Mills; Sidney Smith, 
Binney & Smith Company; A. I. Goldberg, A. I. Goldberg, 
New York, N. Y.; Carl Litzenberger, H. H. Tamman Com 
pany, Denver, Colo.; James H. Niedecken, H. Niedecken 
Company; Charles H. Ramsey, Ever Ready Calendar Man 
ufacturing Company, and Franklyn H. Eichhorn, Eberhard 
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Rochester, N. Y.; Edward S. Clayton, Sheridan, Clayton Paper Co., St 
Joseph, Mo.; Herbert C. Hooks, Moore Push Pin Co.; John G. Kolb, C. 
Howard Hunt Pen Co.; Ray J. Urmston, J. S. Staedtier, Inc.; John D. Horne, 
Eberhard Faber Pencil Co.; J. P. (Steve) Moriarty, E. Morrison Paper Co., 
Washington, D. C.; John H. Chipman, Brown Bros., Ltd., Toronto, Canada; 
Herbert F. Held, Blackwell-Wielandy Co., St. Lowis, Mo.; Charlies W. Lof- 
gren, Sanford Ink Co.; Edward W. Blevins, Caldwell Sites Co., Roanoke, Va 


Faber Pencil Company. All stood with bowed heads in 
respect to their memory. 

President Blevins then gave his annual report in which 
he reviewed conditions during the past 39 years, comparing 
the growth of the Wholesale Stationers Association with 
that of the industry. Recalling that the association has 
served the industry through two world wars, through both 
good times and bad, and contributed to the nation’s economy 
in various ways, he called attention to its valuable services. 

He added that despite wars and depressions, the associa 
tion has grown from a small beginning to the present status 
and stated that, in his opinion, it will continue to grow 
because of the service it renders. 

In stressing the value of the trade show to wholesalers, 
he called attention to the increase in number of exhibits 
each year and declared it is now one of the important ex 
positions offering an opportunity for wholesalers to inspect 
a great number of lines in a short period of time. In con 
clusion he thanked exhibiting manufacturers for their co 
operation with the association. 


Hear C. H. McGuire 


The first subject on the program was, “New Techniques 
tor Wholesaling,” with chairman of the national marketing 
committee, Clarence H. McGuire, Hoover Bros., Inc., Kansas 
City, Mo., presiding. Mr. McGuire reviewed the problems 
ot the committee in making an analysis of the factors in 
volved. He discussed the difficulties of marketing economics 


that have to be faced day after day 


Remarking that both manufacturing and distribution 
appear to be the biggest problems, he opined that the solu 
tion may lie in closer co-operation between manufacturers 
and wholesalers to the ultimate end that both might benefit. 
In conclusion he announced that the next marketing com- 
mittee meeting will be held on April 29 in Chicago, the 
group will endeavor to formulate plans that will be mutually 
beneficial. 

“Tomorrow's Goal—Doubling Present Distribution Vol 
ume through Wholesalers,” was the next topic with program 
chairman Marion E. Springer, American News Company, 
New York, N. Y., as moderator. He introduced the first of 
two speakers, Harold Jacobsen, Associated Stationers Supply 
Company, Chicago, whose topic was, “How It Can be Done 

the No. | Philosophy of Wholesale Distribution.” 

Reminding his listeners that the industry is one of the 
oldest in the country, Mr. Jacobsen pointed out that it, like 
other industries, is going through the process of evolution 
and the jobber should be one of the most important factors 


OA — 5/54 








| 
( 
} 
F 
m 4 
A 
. 
3. F 
A 
4. ¢ 
T 
5. L 
K 
Cc 
6. #H 
k 
~ 2 
Li 
St 
F 
8. G 
H 
Ww 
OA - 


evolving. At this point he defined the 
esaler according to Webster's dictionary 

of the functions and the numerous 
» both manufacturer and retailer. 
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He covered such factors as, warehousing, distribution to 


medium and small retailers, packaging, handling and trans 
portation costs, simplified credit problems and other services 
equally as important which go to make the wholesaler an 



































Cg 


m tt yt 


7 


All Dartmouth 1918 classmates except Tracy Higgins who was class of 
1921 at Dartmouth—SEATED: L. C. Stowell, Underwood Corp.; Ernest 
H. Earley, N. W. Mutual Life Insurance Co.; Tracy Higgins, Higgins Ink 
Co.; Carl Ray, Underwood Corp.; STANDING: Robert Colwell, realtor; 
Cortland B. Horr, Associated Stationers Supply Co., Chicago; Edward 
M. Ross, National City Bank; Paul Miner, Underwood Corp.; Carlton 
P. Frost, American Telephone & Telegraph Co 

Charles H. Kuehne, Fred Christenson, William D. McCully, George 
Millican, A. O. Cole, Karl Koops and Carl H. Carlson, all S$. E. & M 
Vernon, Inc 

F. J. Jordan, Rockford Show Case Co.; Charles A. Granath and Bernard 
Atkins, Waterman Pen Co 

Chris J. Tomford, Carter's Ink Co.; G. Fred Griffiths, Jr., Noesting Pin 
Ticket Co 

Leslie Madens, Standard Diary Co.; Mortimer H. Chute, Bainbridge, 
Kimpton & Haupt, Inc., New York City; Bernard Saltzman, Wilson Jones 
Co.; William Wharry, The Wharry Co., Lindenhurst, Long Island, N. Y 
Herman M. Levy, Herman M. Levy, Flushing, N. Y.; Mrs. Donald Stry- 
ker, Strykers Office Equipment, Bethel, Conn. 

Donald Stryker, Strykers Office Equipment, Bethen, Conn.; Irving M 
Levy, Donald Lipshutz, Samuel Katz and Sidney D. Pellman, all Art 
Steel Sales Corp.; Mortimer L. Reisfeld, Richard & Gunther, Inc.; Martin 
F. Burger, Art Steel Sales Corp 

Gordon M. Steinmetz, Sanford Ink Co., vice-chairman, and Herbert C 
Hooks, Moore Push Pin Co., national chairman, Sales Society Division, 
Wholesale Stationers Assn 
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OA Camera Visits Wholesale Stationers Assn. 38th Annual Convention . . . 


9. Herbert C. Hooks, Moore Push Pin Co.; John G. Kolb, C. Howard Hunt 


Pen Co.; Harry Litzenberger, H. H. Tamman Co., Denver, Colo.; Cort- 
land B. Horr, Associated Stationers Supply Co., Chicago; J. P. (Steve) 
Moriarty, E. Morrison Paper Co., Washington, D. C.; H. B. Van Horn, 
Joseph Dixon Crucible Co. 

Walter Conrad, Lovis Wachtel and Leonard A. Hener, all American 
Pencil Co.; Robert E. Gooley, Cushman & Dennison Mfg. Co.; Robert 
C. Denver, McFarlane Son & Hodgson, itd., Montreal, Canada; J. R. 
Chipman, Brown Bros., Ltd., Toronto, Canada 

John H. Chipman, Brown Bros., Ltd., Toronto, Canada; Harold C. 
Whittemore, Wholesale Stationers Assn 

Carl W. Priesing, Charles Schoen and Richard Lewisohn, all American 
Pencil Co. 

Sam Jason, Sam Jason Associates, Montreal, Canada; Edward M. 
Blevins, Caldwell Sites Co., Roanoke, Va.; Rupert Austin, C. Howard 
Hunt Pen Co. 

Wholesale Stationers Assn. new officers: Harry Litzenberger, H. H. Tam- 
man Co., Denver, Colo.; Edward W. Blevins, Caldwell Sites Co., Roa- 
noke, Va.; Charles W. Lofgren, Sanford Ink Co.; Harold C. Whittemore, 
Wholesale Stationers Assn.; Herbert C. Hooks, Moore Push Pin Co.; 
John H,. Chipman, Brown Bros., Ltd., Toronto, Canada. Herold Jacob- 
sen, Associated Stationers Supply Co., Chicago, wos not present when 
the picture was taken. 

H. lL. Chandler, Adams, Cushing & Foster, Inc., Boston; E. Eriksen, 
Eriksen’s, Inc., Toledo, Ohio; John W. Henn, Joseph Dixon Crucible 
Co.; Herbert F. Held, Blackwell-Wielandy Co., St. Lowis; B. C. Dewschle, 
Acme Shear Co. 
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important and economical distribution factor. At this point 
he gave some examples of wholesale operation in other fields 
to show that a greater percentage of business is done 
through wholesalers to the satisfaction of all concerned. 

The second speaker was Dr. Herman C. Nolan, McKesson 
& Robbins, Inc., New York, N. Y., whose subject was “Sales 
and Marketing Formulas for Wholesalers.” Declaring that 
we have gone through a record prosperity era during the 
past number of years he warned that the time has come 
for revaluating, to take stock of sales and sales prospects 
and develop a new marketing formula to inczease sales 
volume in order to overcome decreased pronits. 

He went on to tell of how his firm is coping with the 
problem by the use of two basic formulas, namely: Increas 
ing the number of new customers and selling more to 
present customers. 

At the conclusion of the morning session the convention 
luncheon was held in the grand ballroom. After luncheon 
a piano recital was given by Fredric Vonn, piano virtuoso, 
star of stage, screen, radio and TV. 


WEDNESDAY, MARCH 3 


The second general session began at 9:45 a.m., with Vice 
President, Mortimer H. Chute, Bainbridge Kimpton & 
Haupt, Inc., New York City, presiding. 

The first speaker was Philip Cummings, prominent com 
mentator and news analyst whose topic was “Tomorrow’s 
Headlines—today!” Mr. Cumming’s talk was concerned 
with the Soviet threat throughout the world and the coming 
Geneva meeting. Declaring that the Soviet pattern will not 
be changed, no matter who rules the country, his opinion 
was that any change is in the pattern of our hopes, just wish 
ful thinking on our part. 

The next subject was “Tomorrow’s Sales Ideas—Today.” 
The manufacturer’s viewpoint was stressed with vice-presi- 
dent of the association’s manufacturers’ division, C. W. 
Lofgren, Sanford Ink Company, as moderator. J. W. Brooks, 
Scrpto, Inc., whose topic was, “Promotional Responsibilities 
and Opportunities for Wholesalers,’ declared that many 
manufacturers have good effective promotional material 
which will afford distributors the opportunity of doing a 
terrific job if they will avail themselves of the opportunity 
to use it. 


Urges Use of Material 


He went on to tell of the cost, time and planning in 
preparing the promotional material and urged more distribu 
tors to make full use of it. 

It should be stimulating to the wholesaler when he is 
convinced that something worthwhile can be accomplished. 
His salesmen can be stimulated through meetings, by giving 
them a good optimistic outlook and training them to be pro- 
motional minded as well as all members of the organization 
so that each employee reflects an enthusiastic attitude and 
thus promotes the welfare of the firm. 

The second speaker was, B. C. Deuschle, Acme Shear 
Company whose subject was, “Selling in Today’s Markets.” 

The next feature was “A Panel Review” in which the 
vice-president’s digest of the program subjects was given 
with Clarence H. McGuire propounding the questions. On 
the panel were Mortimer H. Chute, Bainbridge, Kimpton & 
Haupt, Inc.; New York City; John H. Chipman, Brown 
Brothers, Ltd., Toronto, Canada; Charles W. Lofgren, San 
ford Ink Company; Harry Litzenberger, H. H. Tamman 
Company, Denver, and Herbert C. Hooks, Moore Push Pin 
Company. Numerous questions from the floor were satis 
factorily answered by members of the panel. 

In the evening an exotic, entrancing program of fun, 
frolic, feasting and entertainment featuring “A Night in 
Hawaii and the Honolulu Bazaar” was staged in the grand 
ballroom from 8:30 p.m. until midnight. As guests strolled 
along the midway of the bazaar, attractions were in evidence 
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on both sides such as the Hawaiian Souvenir Shop where 
they were presented with a lei, also orchids for the ladies, 
courtesy of Modern Retailing. Other attractions were: The 
Penny Wise Ala Moana Pavilion, the Coco Palms Club, 
Waikiki Beach Hula Festival, Honolulu Auction Bazaar, 
Pineapple Hawaiian Cafe and Oriental Gardens where food 
and refreshments were served while a stage show was in 
progress. 
THURSDAY, MARCH 4 

The concluding session was called to order on March 4 
with President Edward W. Blevins presiding. The first 
speaker was, John H. Chipman, Brown Brothers, Ltd., 
Toronto, Canada, vice-president of the Canadian division of 
the association, whose topic was “The Outlook for the Indus- 
try in Canada” in which he gave a report of the wholesale 
stationery business in Canada for which the outlook is good 
because of the expansion of industry and the rapid develop- 
ment of natural resources. 

A Sales Representatives Division Forum had Herbert C. 
Hooks, association vice-president and national chairman of 
the Sales Representatives Division as moderator. Members of 
the panel were Taylor Kellogg, C. Howard Hunt Pen Com- 
pany; Gordon M. Steinmetz, Sanford Ink Company and 
Robert T. Gimmell, Binney & Smith Company. 


Make Nominations 


Chairman of the nominating committee J. P. (Steve) 
Moriarty, E. Morrison Paper Company, Washington, D.C., 
placed in nomination the following slate of officers: 

President—Edward W. Blevins, Caldwell Sites Company, 
Roanoke, Va.; first vice-president—Harold Jacobsen, Asso 
ciated Stationers Supply Company, Chicago; second vice- 
president — John H. Chipman, Brown Brothers, Ltd., 
Toronto, Canada; third vice-president—Charles W. Lofgren, 
Sanford Ink Company; fourth vice-president—Harry Litzen 
berger, H. H. Tamman Company, Denver; fifth vice-presi 
dent—Herbert C. Hooks, Moore Push Pin Company; secre- 
tary-treasurer—Harold C. Whittemore. 

All were unanimously re-elected except Harold Jacobsen 
who is a newly-elected officer to the post of first vice-presi- 
dent. After the officers were introduced the convention was 
declared adjourned. 

The Sales Representatives Division re-elected the following 
officers: 

National chairman, Herbert C. Hooks, Moore Push Pin 
Company; national vice-chairman, Gordon M. Steinmetz, 
Sanford Ink Company, and secretary, H. C. Whittemore, 
Wholesale Stationers Association. Martin M. Moldow, presi- 
dent of the Metropolitan Travelers Club of New York, was 
introduced. He informed the group of the aims and purposes 
of the newly-formed travelers club and extended a cordial 
invitation to attend the next meeting on March 29 in the 
Hotel New Yorker. 

350 Attend Annual Banquet 


A reception was held in the North Ballroom prior to the 
banquet where guests assembled for an hour of cocktails 
and social good fellowship. At 8:00 p.m. the doors of the 
grand ballroom were thrown open and some 350 guests 
partook of a whole-boned squab chicken dinner with all the 
trimmings. 

At the conclusion of dinner convention co-chairman 
Herbert C. Hooks introduced the elected officers of the 
association and their wives seated at the head-table. He 
announced that Mr. & Mrs. Harold C, Whittemore were 
celebrating their 38th wedding anniversary and after hearty 
applause the happy couple lead the next dance. He then 
presented a gift to President Blevins on behalf of the associ 
ation as a token of esteem in recognition of his services. 

Entertainment was provided by “The Vikings” and good 
music was furnished by Bert Knapp’s entertaining orchestra 
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for dancing between courses and for the balance of the 
evening. 

exhibitors at the convention were: 
Ace Art ¢ Ketcham & McDougall, Inx 
Acme Brief e Co., Inc. Koh-I-Noor Pencil Co. 
Acme Shea! Lee Art Co., Inc. 
All-Rite Per Le Page's, Inc. 
American Lead Pencil Co Magicolor Pencil Co., Inc 
APSCO Products, In¢ Majestic Stationery Co. 
Art Steel Sales Corp Marsh Stencil Machine Co 
Avery Adhesive Label Corp May Co., Inc., J. L. 
B-B Pen C Inc Mayer, Inc., A. G. 
Baehr & Sor Eugene B Minnesota Mining & Mfg. Co 
Ben-Mont Paper Inc Montag Brothers, Inc. 
Bernay Products Co Mystic Novelty Mills 
Bert Manufacturing C« Mystik Adhesive Products 
Binney & Smith Co National Leather Mfg. Co 


slaisdell Per ( Inc. 

Carter's Ir ( Noesting Pin Ticket Co., In« 
Cel-U-Dex ¢ Norma Pencil Corp. 
‘ellulose & P Papercraft Corp. 

Co Paper Mate Eastern, Inc 
Chatham Plymouth Rubber Co. 
Chicago Printed String Co Prudential Paper Prod. Co 
Cooke & Col ( Inc. 

Crystal T ( Puritan Stationery Co., In 
C-Thru Ruler C¢ Rainbow Ribbons & Fabrics, 
Cushman & De n Mfg. Co Inc. 
Dennison Mfg. ‘ Reliance Pencil Corp. 
Dixon Crucible C« Joseph Rendoll Paper Corp. 
Dome Publishing C« Inc Sanford Ink Co. 
Doppelt, M. A Scripto, Inc. 
E ( Siris Prod. Corp., A. J 
| Smith-Stewart Paper Prod 
Ed-1 irds, I Inc. 
Elam-Elkhart Stationery Co Speed Products Co. 
In Standard Diary Co. 
rth M Co Stratford Pen Co. 
Printing Co Strathmore Co. 
Faber-Cast« Pen Co., In¢ Taubman Laundry Marking 

4. W Pen Co. 
Faber ! Eberhard Testrite Instrument 
Feldco Loose I] f Corp Tuttle Press 
I Ball Pen Cory United Leather Goods Corp 
Fulton Markir I lip. Co Vernon, Inc., S. E. & M 
} 
| 


flancock Pen ‘¢ John Wallace Pencil Co 
fassenfeld | e! Inc Waterman Pen Co., In¢ 
Higgins Ir ! Westcott Rule Co., Inc 
Hodgman R er ( Western Novelty Co 

Hunt Pen C ‘.. Howard Whiting Paper Co. 

Jaymar Spe ( Will & Baumer Candle Co 
Kahr In¢ AY Inc 


Kenner Pr Wilson Jones Co., Inc 








Kenneth M. Moody, sales manager for Stile-Craft Manu 
favored Orrice AppLiANces with a visit 
March 3. He had driven up to Chicago from St. Louis the 
day preceding a blizzard and planned to return as soon as 
the roads were clear. Mr. Moody brought with him a copy 


tacturers, Inc. 


ot the “Copper and Brass Bulletin,” in which appeared an 
illustrated story telling of the company’s operations in which 
ore than 300,000 pounds of brass rod each 
inufacture of brass screw machine products. 
He reported favorable acceptance by large businesses of Stile 
pencil sharpener known as Electro-Pointer. 


consumes 


month in the 
Craft’s electri 


Lyle H. Van Dyke, proprietor of Rest-A-Phone, was a 
March 4 visitor with Orrice Appiiances. He had flown to 
Chicago from his headquarters in Portland, Ore., to attend 
the Specialty Advertising Institute convention. His itinerary 
included Detroit, where he was to acquire a new car, and 
then cities in the East and South before return to the home 
base. He reported excellent sales volume on Rest-A-Phone 
ind encouraging interest in his new product, Cig-A-Douse. 


Cal Long and Jerry Devitt of Cal Long & Associates were 
OA visitors March 4. The purpose of their trip to Chicago 
ipate in a sales meeting of Stein Brothers Manu 
facturing Company, whose brief cases and related products 


was to partic 


OA—5/54 


they sell to dealers throughout the Fifth District NSOEA. 
Besides the Stein line they sell Cramer posture chairs and 
upholstered furniture of Thomas Furniture Company. They 
work out their schedules so as to provide frequent coverage 
of all the more important cities in their territory. 


Henry Goudge of Fort Wayne, Ind., dropped in at our 
offices March 4. After serving as a stationery salesman in the 
early part of his career Mr. Goudge entered the accounting 
held. He has the urge to get back into commercial station- 
ery and probably will do so before many months roll by. 


Max E. Muller, sales manager of Technical Novelties Ltd., 
Binningen-Basle, Switzerland, signed Orrice APPLIANCES’ 
Guest Book March 8. He had been in New York a month 
before coming to Chicago and expected to return to New 
York by way of Pittsburgh and perhaps see Chicago again 
before sailing toward home April 14. This company serves 
as manufacturer, jobber and representative. Besides Switzer 
land its sales organization operates in various other European 
countries. The company handles a widely diversified assort- 
ment of products, classified into divisions, the office equip 
ment division being quite new. Mr. Muller was spending 
most of his time conferring with manufacturers besides at- 
tending the annual business show staged by the Chicago 
Office Management Association. 


H. S. Robinson of Robinson Reminders was an Orrict 
AppLiANces visitor March 8. He was in Chicago for a few 
days to attend the convention of the Advertising Specialties 
Institute of America at the Morrison. In the course of the 
conversation he made some interesting comment as to the 
value of special sales promotion in building up sales volume, 
a practice that has had much to do with the popularity of 
Robinson Reminders through the years. 


M. G. Gains, sales manager of Anderson-Hickey Com- 
pany, dropped in at Orrice Appiiances March 15. He had 
come up from Nashville for appointments with various per- 
sons, Chicago being selected because of its convenient loca- 
tion. A former resident of Geneva, he moved to Nashville 
when the company’s plant and offices were transferred there 
from north Aurera. He is sold on the present location for 
manufacturing advantages and for the personal comforts 
of the Tennessee climate. 


Rudy Lang of the National Business Show Company 
called at Orrice Apptiances March 19. He was enthusiastic 
about the New York show to be held during the week of Sep- 
tember 27 at the 69th and 7Ist Regiment Armories. Like 
Orrice Appiiances, the show will be observing its 50th 
anniversary. The founder of this journal had a prominent 
part in the first national business show. Orrick APPLIANCES 
participated in the initial exposition and all that followed. 
Mr. Lang has in mind special promotional work suitable for 
such a noteworthy occasion. 


C. B. Acox of Decatur, Ga., visited Orrice APPLIANCES on 
March 23. He is well known throughout the southeastern 
states, where he has represented Vicor Adding Machine 
Company for the past seven years. Previous to that he was 
associated with Victor in the Midwest. Mr. Acox plans to 
cover the southeastern states as a manufacturers’ representa- 
tive. His wealth of experience in the office equipment in 
dustry should provide him with ample background for suc 
cess in his new venture. 


Forrest H. Walters of San Francisco dropped in for a visit 
at Orrice Appiiances on March 29. He is representing 
Zel-Tex Company, Vallejo, Calif., manufacturer of Techni- 
lube, a new combination cleaner and lubricator for office 
machines. He had interesting experiences to relate from 
areas where the product first was introduced. 
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District 5 Opens Regional Series 
at Sheraton-Cadillac in Detroit 


President's Prospectors Point Out 
Rich Vein In Merchandising—Klebba 
Pinch Hits as Governor—Register 
309—Diehl Becomes Head of Region 


® “DIGGING FOR GOLD” in this golden anniversary 
year, the members of the “President’s Prospectors” troupe 
found it during the Fifth Regional District convention of 
the National Stationery & Office Equipment Association at 
the Sheraton-Cadillac Hotel in Detroit March 22-23. 

The emphasis at this kick-off meeting of the regional con 
vention swing was on better merchandising and the troupers 
found any audience hungry for tips on new items which 
dealers could display and sell to advantage. In their talks, 
as well as in the panel discussion, there was an apparent 
awareness of the fact that selling might not be easy in 1954 
but it could be profitable. 

Registration was 309, drawn from dealers, travelers, man 
ufacturers and their ladies in an area composed of the rich 
heartland of the nation—Indiana, Kentucky, Michigan, Ohio 
and West Virginia. 

Like Father Before Him 

Succeeding to the Fifth District post as governor is 
William R. Diehl, Jr., Diehl Office Equipment Company, 
Columbus, Ohio. Just 25 years ago his father, present at 
this 1954 convention, held the office. Aiding the Colum 
bus stationer in management of district affairs are these 
lieutenant governors: 

Ohio—Elmer Kral, Buckeye Office Supply Company, 
Cleveland. 

Michigan—Gene Grenon, Leonard’s Office Supply & 
Equipment Company, Detroit. 

Indiana—George King, Office Engineers, Inc., South 
Bend. 

West Virginia—J. Hanly Morgan, Morgan’s, Inc., Hunt 
ington. 

Kentucky—M. J. Boone, Standard Printing Supply Co., 
Louisville. 

New Governor Diehl succeeds Reg Macdonald, Mac 
donald & Stingel, Saginaw, Mich., who was prevented by 
illness in the latter part of his term from directing the con 
vention activity. The best wishes of the industry went from 
the Detroit meeting to Mr. Macdonald, then recuperating 
in Florida. 


Klebba Gets Help 


Taking over as governor, Ed Klebba, lieutenant governor 
from Royal Oak, Mich., diligently spearheaded convention 
arrangements and earned the plaudits of the district for his 
efforts. He was ably assisted by convention chairman A. J. 
Mayer, Jr., Gregory, Mayer & Thom Company, Detroit, a 
committee of stationers and members from the Fifth Dis 
trict Travelers Club headed by president Scott Purvis, Joseph 
Dixon Crucible Company. Mrs. A. J. Mayer, Jr., was chair 
man of ladies entertainment. 

To get the 1955 convention off to an early start it was 
suggested at the business meeting that the incoming gov 
ernor appoint committees within 30 days. Groups to study 
phases of the industry relating to transportation costs, prac 
tices in the coarse paper industry and convention costs were 
suggested. 

Members of the President’s Prospectors troupe delivered 
their maiden addresses of the regional swing. Leading off 
was the NSOEA president, Walter H. Miller, on “Planning 
for Gold in Your Own Front Yard.” 

He predicted that the stationer who does increased busi 
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A New Governor Takes Over... 

Ed Klebba, Klebba‘s, Royal Oak, Mich., who acted as District 5 NSOEA 
governor after Reg Macdonald, Macdonald & Stingel, Saginaw, Mich., be- 
came incapacitated by illness, congratulates his successor, W. R. Diehl, Jr., 
Diehl Office Equipment Co., Columbus, Ohio. 


ness in 1954 will do it through better promotion, display, 
merchandising and improved outside selling. 

The future, he maintained, is bright because of the in- 
creased opportunities in office mechanization, the school 
market and home market potentials. 

“Have you told the housewife the convenience of having 
an office at home? Does the school child know your store?”, 
he asked the assembled dealers. 

“Too many of us have been content with the sale of desks 
and chairs and have forgotten hundreds of expendable prod- 
ucts on our shelves,” asserted the NSOEA president. “The 
alert merchant is one who has prepared his public by display 
and advertising. 

Speaking of his own experiences as a dealer in Buffalo, 
N. Y., Mr. Miller pointed out the opportunities in selling 


such products—via special merchandising—as binoculars, 


On the Opposite Page... 


1. Three convention leaders: Walter Miller, president NSOEA; Paul Bur- 
bank, general manager NSOEA; Ed Klebba, acting governor District 
5 NSOEA. 

2. A. J. Mayer, Jr., Gregory Mayer & Thom Co., Detroit; general con- 
vention chairman; John M. Wakeland, Esterbrook Pen Co., retiring 
secretary Fifth District Travelers’ Club; Scott Purvis, Joseph Dixon Cru- 
cible Co., retiring president Fifth District Travelers Club; Art Frey, 
mfrs. rep., elected first vice-president Fifth District Travelers Club. 

3. Son Succeeds Father: W. R. Diehl, (right) Diehl Office Equipment Co., 
Columbus, Ohio, congratulates his son, W. R. Diehl, Jr., on election 
as governor of Fifth District NSOEA, a post he held 25 years before. 

4. Cort Horr, Associated Stationers Supply Co., Chicago; Sid Butterfield, 
Smith & Butterfield, Evansville, Ind.; A. C. Burton, Associated Sta- 
tioners Supply Co. 

5. Fred Smart, Stationers’ Guild of Canada, Inc.; Charlie Lipman, George 
B. Graff Co 
K. L. Boyer, Newell B. Newton Co., Toledo, Ohio; Harry Balch, Quality 
Park Envelope Co.; Charles Gilbert, OFFICE APPLIANCES. 

7. C. T. Mumma, Dennison Mfg. Co.; Jerry Devitt, Cal Long & Asso- 
ciates, Cincinnati, Ohio; Arthur Schaefer, Sengbusch Self-Closing Ink- 
stand Co.; Jack Luke, mfrs. rep.; Cal Long, Cal Long & Associates, 
Cincinnati, Ohio; Gene Grenon, Leonard's Office Supply, Detroit; A. J. 
Mayer, Jr., Gregory, Mayer & Thom Co., Detroit; Ed Klebba, Klebba’s, 
Royal Oak, Mich. 

8. Ed Hadden, mfrs. rep.; Frank Curtiss, Neva-Clog Products, Inc.; Ted 
Hale, mfrs. rep.; Billy Kane, Oxford Filing Supply Co 

9. Robert Marsh, Marsh Office Supply, Ypsilanti, Mich.; R. P. Lewis Sr., 
R. P. Lewis Co., Flint, Mich.; John Langer and Thor Marsh, Marsh 
Office Supply, Ypsilanti, Mich. 

10. Bill Thomas, mfrs. rep., and Pat Patterson, Mohawk Tablet Co., at 
travelers’ registration desk. 

11. Harry D. Jessee, president Stationers Association of Detroit, welcoming 
the conventioners. 

12. Harry F. Haller, Blaisdell Pencil Co.; Robert Reynell, Billy Kane and 
Charles Reynell, all Oxford Filing Supply Co. 

13. Larry Phelps, Nestor’s Office Supply, Detroit; M. H. Golden, Mohawk 
Tablet Co.; Jack Harris, Service Office Supply, Detroit; Clarence Clemen, 
G. J. Aigner Co. 

14. Carl Fernyak, Mansfield Typewriter Co., Mansfield, Ohio; Henry lL. 
Chesick, The Century Press, Newcastle, Ind.; Norman A. Gerth, Im- 
perial Desk Co 

15. Ray Schumacher, S. E. & M. Vernon Co.; Jack Clarke, W. A. Schaeffer 
Pen Co. 

16. Fred E. Reuter, Redeker & Dick, Inc., Cincinnati, Ohio; Fred A. Skoog, 
Gibson-Perin Co., Cincinnati, Ohio; Jack K. Schafer, mfrs. rep.; 
Robert A. Riehl, Columbus Blank Book Mfg. Co., Columbus, Ohio. 

17. General Fireproofing Co., breakfast presided over by Larry Miller. 

18. The open forum discussion panel: Harry D. Jessee, Gratiot Office 
Supply, Detroit; Sid Butterfield, Smith & Butterfield, Evansville, Ind., 
panel chairman; Harry Morton, Indianapolis Office Supply, Indian- 
apolis, Ind.; Ellen May, May Office Service, Beckley, W. Va.; Art 
Frey, mfrs. rep.; Harry Balch, Quality Park Envelope Co 
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tape record all expense books, “Paint by Number’ 


sets, and ball | refills 
In “plannit g 


he concluded 


st include: 
Product quality. 
A complete line. 
National advertising. 
Sales representation. 
Lines packaged to sell. 
6. Use of dealer aids. 


Fifth District 


or gold,” the elements of a successful store, 


[ravelers Club president, Scott Purvis, de 


livered the Field Division talk, “Our Industry—Why Is It 
So Wonderful?” The answer, he asserted, lies in “the people 
in it”’—the dealer, the manufacturer, the traveler, and 
NSOEA. 

He spoke of the friendship which exists beyond the bonds 
of business between dealers and traveling salesmen. The 
association growth to 3,250 members was sketched. 


W. Brewster Towne, National Blank Book Company, dis- 
cussed “The Golden Age of the Vertebrate,” this subject 
concerning the loose leaf industry which has a volume of 
from $10 to $12 annually per office worker. His speech 

(Turn to page 106, Please) 
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CASH REGISTER 


R. C. Allen Business Machines, Inc. 


678 Front Ave., NW 
Grand Rapids, Mich. 


A new version of the garage a 

tion cash register has been 

company states it offers a 

record and ring-up and an instant 
control figure to which pump met 
attached quickly. Ga ale 
recorded in visible dia 

handles cash, charge, paid 

on-account transaction t ) 
hand or electric models 





INK ERADICATOR 


Sanford Ink Co., 
Bellwood, Ill. 


Combining improvement 
packaging of ink eradicat 


the company is introd 
new type applicator and 
proof bottle. The new apr 


tor is shaped like a miniat 
oar. The tip has fluted 
whith permit the prod 

pick up the desired an 

fluid and contro! the flow. The 
bottle is of a new pater 
construction to allow withdrawa 
of the desired amount 

on the applicator and to pre 
vent spillage. 
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CARBON PAPER 


Underwood Corp., 
One Park Ave., New York 16, N. Y. 





new plastic DOack arbon paper aesigqned tor ea 
andiing and availadie in three rresponaence weignt 
tive aGegrees of Inking has been placed on the market 
x new feature ave been added to provide greater 
jurability, sharpness of copy and erasing ease. The 
plastic backing is said to minimize curling, increase type 
biow resistance and eliminate slippage. Price of the 

er quality Topper carbon paper has not been 





IN-and-OUT BOARD 4 


Lit-Ning Products Co., Pe 
2694 Elm Ave., Fresno, Calif. : 


ac 
Illustrated tt Lit-Ning und t board a) 
t recora the absence presence r expected 
return Tt aliesme Jé very me } tors and 
ther w 2 ac trom tne +h, 
auty ST Tt 1? name 
- ibs 4/3 s ’ P ; 
f wl The x ra ] 3 ana pbiue m é 
SMMMEEEEEE = able plastic signal turned out by the Anchor ty 
P : Plastics me j / : 
ge ae estics © N.Y el 
whicn matcn ft Tw rea name ard ar r 
of TALE each end of the ) The product in b ui aa 


and operated from bott Je Model !I2HB te 





hown here, as we 3s the 24 and 36 name 
ards. can be obtained directly from the 
pa ar Tt >| >| 


MENDING TAPE 


Minnesota Mining & Mfg. Co., 
900 Fauquier St., St. Paul 6, Minn. 


A transparent perma t mending tape 
°| im t f rds ana ¢t K 
ve of the any atest de r 
The nearly ble Scot and 
810 tape can be q taping rider 
na ement n A and 
c es and 0g m a 
ation, the tar sma r : 4 
>| nr K-pr tT @ >| 'e t 





WALK-UP WINDOW ste | 


Mosier Safe Co., sis 
320 Fifth Ave., New York I, N. Y. 7 ( 


A new pede triar walk t wind 3 been ge macr 
veloped TO provide greater conve ence tor cus adie 
tomers and bank tell« and security against night ete 
time thieves, the npany report t features 8 
steel desk-like shelf which open tront of the 
window, and whict an be pulied fiusnh witn The 
build ng wall at the : f fF r The window 


Oullet-pr 


OA—5/54 OA- 








PHOTOCOPIER 


Cormac Industries, 


41 E. 42nd St., New 


f a desk." Called 
hes extra pie 
ew seconds. The 


fa 


" 


He ; nart ; ed 





TECHNILUBE 
Zel-Tex Co., 


425 Bush St., San Francisco 


ame 

3 q. The 
obvi- 
lubrica- 
being used 
npanies for 
and other 
be suit- 
and cther 
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NEW PRODUCTS continued 





MASTER FILE 


Mim-E-O Stencil Files Co., 
1219 W. Chestnut St., Chicago 22, Ill. 


Larger size offset masters now may be sately stored 


n a new heavy gauge, all-steel file, reports the 
mpany. advanced design has patented 
pring clip nangers, each accommodating Two 
masters vertically to prevent pressure or scratch- 
ster r masters. Built-in ventilation 

é nate rr and nickel-plated tracks per- 
mit easy sliding of hangers. The file is streamlined 


and finished in gray baked enamel. 


York 17, N. Y. 
ightest phote 
ere s the claim 
mpany for their 
tate iT is @ 
small enough 


necessity of re 





sketches, plar 
tively finished 
tic with stainle 


to retail at $359 


ACCOUNTING MACHINE 
National Cash Register Co., 
Dayton 9, Ohio. 


The company recently released a 


new accounting machine, the 
Class 34, designed primarily for 
small or medium-sized offices. 
Features of the No. 34 include: 


direct subtraction from every 
total, a reverse key which permits 
immediate correction of any error 
and the ability to clear all totals 
automatically. The machine has 
five totals and both 
typewriter and  non-typewriter 
models. 


comes in 


aim that 








TIPPA-BOY 


Tippa Products Co., Ltd., 
9348-50 Santa Monica Bivd., 
Beverly Hills, Calif. 


The “Flying Office at r tinger tips aptly de 
cribes this new product recently released to the 
American market. The special t contains 
the compact Tippa typewriter and compartments 
traveling compar tamps, eraser, pen 

letterheads, envelopes. The typewriter weiak 
nly 83/, p nds and comes in two 
eather model at $118.50 list and the hard fiber 
board at $82.50 


riefcase 
tor its 


models: the 





SOLDERING TOOL 


Pearl Engraving Corp., 
36 W. 29th St., New York 1, N. Y. 


Designed for precision Jering for factories and 
shops this new tool has a wide variety of uses. The 
heating unit consists of a hand grip, actuating 
lever, fixed electrode and vable electrode. The 
jrip and lever are made n-conducting plas 
tic. The company states the tool is useful for heat 
treating, annealing, tempering, brazing and butt- 
welding of small parts. 


PEN HOLDER 


Country Cousins Co., 
307 S. Farwell St., Eau Claire, Wis. 
Dizzy Duck 


A new desk accessory is this 
recently offered to the trade. The item is 
finished in bright nickel and comes in- 
dividually gift boxed. It measures 4!/> inches 
high, 4 inches in depth and 7 inches in 
ength. 
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TYPEWRITER STAND 


Toledo Metal Furniture Co., 
1100-1200 Hastings St., Toledo 7, Ohio 


A new typewriter stand 
t Toledo « A f 
rcnangeabie j 3 

raised. One ba 

are 26 inct t and 4 
neer | {r 

enee ! T 

wit 1d ] A 


BALL POINT REFILLS 
Fisher Pen Co., 

757 Waveland Ave., 
Chicago 173, Ill. 


all Retractable 


pALL POINT P 








ASH TRAY 


Mayer Mfg. Corp. 
3130 W. 51st St., Chicago 32, Ill. 


A 


COPYHOLDERS 


Curtis-Young Corp., 
110 W. 18th St., New York 11, N. Y. 


The firm anr . $ 5 r rn new 
Stand-b 
Each >| 

yicat 

ynon 3 
with kn 4 } 
Rubber 

} } 
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NEW PRODUCTS continued 


ADDING MACHINE 

Friden Calculating Machine Co., Inc. 
2350 Washington Ave., 

San Leandro, Calif. 
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GREETING CARDS 


Guild Sales Organization, 
4543 N. Wolcott, Chicago 40, III. 


A 





Aibert VV am Ferry, writer and paint Ww é Is The tirn nas 
“ create de 3 a 
cara f rd 
K wn @ ag 
ed epia w 
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CARBON PAPERS HECTOGRAPH 


NECTOGRAPH 


# ... 





‘Futian is not just 
born. Upon markets as upon 
nations, it has to grow. 
Whereas, today, American 
business regards PANAMA- 
BEAVER Ribbons and Carbons 
as traditionally fine — 
they did not get that way 
all of a sudden. Rather, 
their prestige evolved 
through decades of careful 
planning and production. 
Their steadfast quality and 
staying properties merited 
—and won-—da fair repute 
which we shall guard, what- 
ever comes. No, you cannot 
buy tradition ... yet it is 
yours as a bonus, free with 


every PANAMA-BEAVER 
purchase. 


PANAMA-BEAVER 


MANIFOLD SUPPLIES Co. 
19 Rector Street New York 6, N. Y. 


rx a 


bd 


——— 
a N= ANS ra {t 
we %. a \\ | ¥ f 


eaqelesieleyy. 
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NAILING MACHINE 


Arrow Fastener Co., Inc., 
I Junius St., Brooklyn 12, N. Y. 


A one-hand 
taples five times faster thar 
mer anda na method 
vanced by the tirn 

They report the tacker drive j 


nailing mac! 


staples ot steel wire wherever 
be driven. It is nstructed 
naraenea steel w 
and shatter-proof handle. It is designed 


for the heaviest tacking jobs 


steel, with 





DUPLICOPY 


Duplicopy Co., 
224 W. Illinois St., Chicago 10, Ill. 


Available to the trade 
new A-44 automat t 
features an easy turn hand 
to eliminate whip and ter 
mechanism new and f 
ures wrinkle-free copie 
New dual cam principle 
registration and bearing area 


' 
increased to assure longer 
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NEW PRODUCTS continued 


FILING SYSTEM 
Posting Equipment Corp., 
1026 Niagara St., 
Buffalo 13, N. Y. 


mplitied mbdination bookkeeping and vertica 

na y Terr Tor tirr tering mited reaift nas 
been prodguced by the mpany. ystem con 
ts of register tray ndexes and printed filing 
ders for the accommodation of forms of 


tickets. The company reports the product has been 


expressly designed to simplify handling of records 
nd to minimize err 


CARBON PAPER 


Rose Ribbon & Carbon Mfg. Co., Inc., 
1000 S. Fourth St., Harrison, N. J. 


mpany recently has made available to the trade a new 


master units and spirit carbons Ultra Sta-Clean wit! 
netallic protective [aTiInNd. The prog icf, The tirm states 
, ' ' 
ean To nandie, w clothes and provide ng ruf 
' 


1 shart pies. mes in blue and purple. 


ACCOUNTING MACHINE 


Columbus Office Supply Co., 
1405 W. Broad St., Columbus, Ohio. 


A new bookkeeping machine for credit establist 
ments, banks and loan companies is being 
ffered to the trade. A roll of traveling journa 
tape records al! entries and t and can 
be maintained unde ck and key until closing 
time. Postings can be handled in one opera- 


n and the machine can accommodate all 
7e< t standara torm trom 6 x 8 # 7 x 10 


BALL PENS 


David Kahn, Inc., 
North Bergen, N. J. 


introduced are the new Wearever Slim 
tyle ball pen and a purse and pocket size version 
named Miss Slimstyle. Both models are all-meta 
tractables and retail at 98 cents with refills 25 


ent 


REFOLDER REGISTER 
Philip Hano Co., 
Holyoke, Mass. 


ntroduced by the company is its new desk and inter 
type autographic register tor which the company claim 
two distinct features: the HUR models automatically 
accommodate any length ticket with perfect alignment 
and there is no threading through of forms in loading 
as the torms are merely laid over the table. The carbon 
paper can be advanced for renewing the writing surface 
thout 


OL opening the case, The register remains »cKed 


; are needed. 


w 


ew Torr 
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Vow uibining 


PRE-WAR Quality and POST-WAR Design! 
















Demand for this all-new Smith-Corona 
Office Typewriter is terrific. It really has the 
rugged qualities of pre-war construction and materials 
—plus the many advantages achieved by post-war engineering, design and 
other improvements. Secretaries love this all-new ‘‘Eighty-Eight’”’—for its many new 


and exclusive features— for its brand new tireless “touch,” its speed and its fine “write.” 


And this is another brand new model... 


the Smith-Corona Carbon-Ribbon Typewriter 


You'll be amazed at the Carbon-Ribbon “write” of this new 
Smith-Corona Carbon-Ribbon Typewriter. For very special 
orrespondence and reports, and for reproduction by offset, 
phocolith, etc.— its print-like “write” is really handsome. 


Interchange with regular ribbon is easy and quick. 





SMITH-CORONA INC SYRACUSE 1 N Y_ Canadian factory and offices: Toronto, Ontario. Makers also of 
fam th-Corona Portable Typewriters, Adding Machines and Cash Registers, Vivid Duplicators, Ribbons and Carbons. 
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BURROUGHS CORP., DETROIT 32, MICH.— 


he tirm recently has released a colortul mer 





handising package timed to aid dealers in pr 


ting the new Director 200° adding machine 

HOOSIER DESK CO., JASPER, IND. ne. Among the many sales aids the package 

An attractively edited ntains are rad plugger newspaper and 
trated catalog has bee mimeo mats, truck deca direct mail piece 
the firm's latest promotional d Selected display intormation and ideas and attractive cat 


quality woods and DuPont slog sheets. 
only a part of the story at + + 1 
which provide the busy exe 

tool that carve it ar 


a minimum ot physica 


pany reports. ‘ 
HOOSIER DESKS 


MYRTLE DESK SOUrANY, HIGH 
POINT, N. C.—Attractive catalogs have 
been issued to describe the Pacemaker 6000 
the Champion 5200 in rift oak and the Ex 





pediter in four-leg nstruction, a saturing 
new types of Myrtle Desk Company con- 
struction. The stalogs are accompanied 
by a new pr e tT wi oe pe ame ettect ve 





March | 


BANKERS BOX CO., 720 S. DEARBORN If 
ST.. CHICAGO 5—The company has ri J. R. GELLER CO., 1133 BROADWAY, : 
nt mpleted sending their catalog N NEW YORK |0—A Buyer Guide to 


25 ¢ every dealer ana aiesmer n tne Better Value n Office Ea oment' has : 
is 
J The catalog fully istrates and been released recently to the trade by s 
Jescribes each iten andied by the the compa The atalog No. 701, ee 
na gone if sTTractive ¢ rs. Fea WONG wit! ar yttacnea price + ¢ - 

t 7 THK doa pr 1 
| ' NAS 


- habeas punety , sh, La vancteas r 4 } strik 
Red 
beti 
gene 
Date 





SANFORD INK CO., 2740 WASHINGTON BLVD., BELL- 
WOOD, ILL.—The nf e up with a shelf self 


ervice 


and effects a time-savir f slesme The cabinet 
wea ta Ira | 
5] agozen Cc 300 
Cc r 

tection aga 





* 
NAS 





CHARLES C. rena EXETER, NEBR.—The new wn ing a 
ire steel signa 1d Table tag nd allied Gas, 
A ° recor 
3 new distinctive display aobinet tor dea 

Red 
The atte the company ware ar e re ne tT the play 
abinet Dy keepina Sm tn-made tery r constant TOCK. retail 

tir hed in a aht natura! tin + srmonize with moa- 

T 
Ina come n tw ze ne mpany 
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“HOT ITEMS” 


in NASCON’S Best-Selling Line! 


Turnover proves it: Nascon record books are making 
new sales records right down the line. Nascon features 
over twenty different popular items, styled by Eaton, 
many in e choice of sizes, colors and page 
arrangements. Even in this fast-moving come 
pany the items shown here are outstanding. 

Nascon’s new Day-At-A-Glance Desk Cal- 
endar is styled and planned for fast-moving : 
und er business days. Nascon’s Day-, Week-and- 
Month-At-A-Glance books are a boon to businessmen 


a (, Mascon 
(ATA GLANCE ») 


pat 


and women — helpful accessories with wide favor in the 
home as well. Nascon’s popular Auto Record book, a 
top re-order item, fills a special need handsomely for 
every car-owner. Salesmen find it indispen- 
>) sable. 
p 
Check your stocks. Be sure your supply 
is ready to meet any demand. We'll be glad 
to answer your inquiries and send along the 
brand new and complete 1955 Nascon Catalog listing 


all titles and prices. Write us today. 


Nascon Products Division 


EATON PAPER 


CORPORATION 






















AY, 
NASCON DAY-AT-A-GLANCE DESK CALENDAR No. 810-DC, in 
triking two-to ated leather bindings? Blue, Brown, Maroon and 
Red, with gol ead panel. Added feature — gold-stamped alpha- 
tical t for listing names and phone numbers. Each 
generous 5 e has present and following month’s calendar. 
date I | lly boxed. Retail $2.50. 
Gas and Oil | Consumption 

| 

| 

| 

; 

t, 

UO RECORD 
“TA -Quanee 
NASCON AUTO RECORD No. 130-AR has indexed pages for record- 
ing all automotive expenses. Smartly planned pages make it easy to list 
Gas, Oil, Mile Repairs, ete. Good as a trip diary. A necessity for 
recording tay le items. Fine simulated leather in Black, Saddle, 
Red, B Re each. Of special interest: the self-selection dis- 
ty ur tl nt 130-AR: 12 books (3 each in 4 colors) with 
NASCON PRODUCTS ARE CREATED AND 
PRODUCED BY EATON 
54 OA—5/54 


MASSACHUSETTS 


PITTSFIELD, 















£ a % aoe 


NASCON MONTH-AT-A-GLANCE is the ideal work organizer. Good- 
looking, too, in handsome simulated or fine genuime leather. Wire-O 
bound 9 x 7” pages lie flat when open and are arranged to conform 
with standard wall calendar. Generous memo section included. Both 
refillable and non-refillable types available. Retail from $1.50. 





fom aay 3 





NASCON WEEK-AT-A-GLANCE No. 100 provides a full week of 
engagements or memos on the double page spread. Cushion edged 
covers of fine simulated leather in Black, Saddle, Blue, Red. Indexed 
address section. Desk size, retail $1.75. Small size (100J) retail $1.25. 
Aso IN PasTeELs — new and appealing tones of Beige, Turquoise, 
French Blue and Rose in simulated Cordova grain. Desk size P 100, 
retail $1.75. Pocket size P 100J, retail $1.25 

Available in Assortments: No. 1 — 12 each (100 and 100J) assorted 4 
colors, total retail $36.00; No. Pl — 24 pastel books assorted, 12 each 
large and small, total retail $36.00 
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SALES STIMULATORS continued 


SPEED PRODUCTS CO., INC., 32-01 
QUEENS =ye., LONG ISLAND CITY, 








N. Y.—A depa sndard cata 
, rmat measanted in the t aa 
a 20 
5 4 de 
a 
Ww 
a T ana 
ray 
ear 
i a L 
T ata 
S a 
d 


W. A. SHEAFFER PEN CO., FT. 
MADISON, |OWA—The coms 
spring Skrip display features a large 





window card with accompany — 
cards designed to hold two or f CUSTOM MADE COVERS TOLA SPECIALTIES, 554 W. ADAMS ST., CHI- 
bottles of ink. The side CAGO, ILL.—A hand Jisplay card w é } 
be used for counter pea being offered the trade with every order 


48 maaazine 

and 12 Wisplay 

] re ae ered 3 w ter n 
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STAR LOOSELEAF CO., INC., 165 
DUANE ST., NEW YORK 13, N. Y.— 





ALL-STEEL sp eombengrid INC., AURORA, Th ann arity siact catelon tn. t6e 
I1LL.—tThe firn y has released t n black and white, has been released 
Two cata e. Every handled is 
a arly ted, ft Jescribed and 
SWIFT BUSINESS MACHINES COR- pment ang a 2 progucts a4 F eat eq s tI 
PORATION, GREAT BARRINGTON, rea } ea by getailed ighly alog wh 
MASS.—A forceful point-ot } sGaGINAG ' na .] ) 4 oinger 
machine display just released 
company is sturdily b 
finished in bril! ant 
Swift adding machines and : MILWAUKEE METAL FURNITURE CO., 
lighted by a smiling girl who d 101 N. CAMPBELL AVE., CHICAGO 12 
strates, pictoria ly, the portat ty ee Th, : walt re oe 


machine. The display é 
20 x 22 inches 2n be 
accredited dealer 
above address. 


mply 


MAYER MFG. CORP., 3130-40 
W. 5IST ST., CHICAGO 372, ILL 
— The company ann nce 
troduction of new pack 
their memo pads and desk 
izers. The packaging is differ 
in basic design and enable 
ers to display Mayco prod 
their windows and 





CLAROTYPE CO., 261 BROAD- 
WAY, NEW YORK 7, N. Y.—Illus 


nodern- 


Each container is printed 
colors of black and 
The firm also recent! 


1954 No. 600 catalog wi type srt executed 

tures ten new prod 

a cigaret box, ast e 

pads, thermometer na 

wall calendars. Jen d 
er 





ploys three c 
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My number is L-1514 C.* I was one of the first members of a new family to go out into 
the business world. In shape and size I was a twin to millions of my predecessors but there 
the similarity ended. I was given a new finish called .. . leather-like. 


MUCH was expected of me. Not only did I have to present a better appearance than 
my predecessors but of more importance I had to wear much longer—repel ink, perspiration, 
moisture, grease, oil, dirt and finger marks. In warm and humid climates I was forbidden 
to run off on clothing. 


During the years of 1952, 1953 and the early part of 1954, I was in constant use during 
office hours. I was in and out of the files, on desks, under the arm, and occasionally in transit. 
I was handled by secretaries, salesmen and the boss. I contained correspondence, specifica- 
tions, contracts (worth millions of dollars), instructional manuals and on one occasion on a 
rainy night in 1953 a secretary used me as a carrying case for some personal purchases. 
I worked hard at a cost of less than 15c per year. 


| have recently been called back to Smead’s laboratory to have my record of accomplish- 
ment checked. I was told that I passed with all my color. 


Iam TIRED yet PROUD. 


Write us on your business stationery 
fora sample. Smead Manufacturing *The above file and date of usagé 
Co., Inc Hastings, Minnesota; 


Logan.Ohio may be seen in the Smead office. 
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Speaking of Safes 
and Willie Sutton— 

Man to Man, the house organ of 
Guardian Printing & Lithographing 
Corporation, New York City, features 
Mosler safes in a recent article, first 
of a series on companies which are 
customers of the firm. 

The story says, in part: 

“When it comes to cracking safes, 
Willie “The Actor” Sutton is prob- 
ably the world’s foremost (unofficial) 
authority. Of course, at the moment 
he’s at leisure, sojourning at Sing 
Sing on the Hudson. 

“But when Willie was at liberty, 
there was hardly a safe that could 
resist his specialized talents. There 
was one Saturday night in Scranton, 
Pa., however, when Willie was com- 
pletely nonplussed. 

“He and two companions had se- 
lected a jewelry store, the largest of 
its kind in the city, as the object of 
their affections. They estimated that 
the safe contained a_half-a-millon 
dollars worth of gems. And for the 
occasion, Willie had brought along 
a brand new set of burglar tools. 

“Getting into the store through the 
skylight, they easily by-passed three 
separate burglar alarms. And when 
they finally got into the inner sanc- 
tum—there was the safe. As a matter 
of fact, there were two of them! But 
as soon as Willie saw them, as he 
says in his book by Quentin Reynolds, 


48 
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. my heart sank. These were Mos- 
ler safes. 


“He says they worked through the 
night for five solid hours on those 
safes but couldn’t do a thing with 
them. It was Sunday morning, with 
daylight streaming through the win- 
dows, when they finally gave up. The 
Moslers had beaten them at their 
own game! They did manage to scoop 
up some costume jewelry from the 
showcase but, as Willie says, he was 
very depressed about the failure of 
the operation. 


“Officials at the 105-year-old Mos- 
ler Safe Company gratefully accept 
Willie Sutton’s reluctant commenda- 
tions concerning these safes. But 
many and varied are the other prod- 
ucts of their craft equally deserving 
of praise. Not only Willie but thou- 
sands of businessmen and private 
home-owners throughout the world 
can testify to the ‘safeness’ of Mos- 


lers.”’ 


Vame Brown & Bigelow 
Man “Boss of Year” 


Ernest C. Pe- 
terson, executive 
vice-president in 
charge of admin- 
istration and 
finance for Brown 
& Bigelow, St. 
Paul, Minn. ad- 
vertising special- ¢ 
ties firm, has 
been named 
“Boss of the Year.” The distinc- 
tion came by action of the St. 
Paul Chapter of the National Sec- 
retaries Association. Mr. Peterson, 
who received a plaque to com- 
memorate his selection, was nomi- 
nated by Joy Johnson, his secretary 





who was recently named the na- 
tion’s “Secretary of the Year.” 





Recall Campaign Made 
by Cole Against Graft 

Residents of Chicago during April 
read considerable about the late 
George E. Cole, former owner of 
George E. Cole Company, stationery 
store. Like the famous Citizen Paine, 
“the conscience of the American Rev- 
olution,” Citizen Cole became the 
conscience of the Chicago revolution 
against grafters. 

“Citizenship Week” was observed 
in Chicago April 5-12 and Citizen 
Cole was selected by the Citizens of 
Greater Chicago as the inspirational 
figure about whom they could rally. 

Irv Kupcinet, Chicago Sun-Times 
columnist, wrote about this stationer: 

“He was a short, stocky, bandy- 
legged dynamo and he sported the 
popular goatee of his day. His story 
really begins late in life, after he had 
discharged his responsibilities to mem- 
bers of his family. 

“It then dawned on him that he 
had not discharged his responsibili- 
ties to his community. Politically, he 
had contributed nothing more than 
his vote. ‘Mine was not a sin of com- 
mission,” he later wrote, ‘but a sin of 
omission—of laziness and indifference 

. and hope ‘the other fellow’ some- 
how will do something about it.’ 

“Cole’s problem was how to oust 
the ‘boodlers’ as the grafting alder- 
man were known. He hit on a simple, 
yet effective plan: To fight each 
crooked, entrenched alderman in his 
own ward. With the help of a few 
who rallied to his support, Cole set 
out to get the facts on each alderman 
and to show how his vote had been 
dictated by Yerkes (Charles T., trac- 
tion magnate ) 

“Once equipped with the truth, 
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never cakes 


Whether the B D C was used a week, a month, or even six months ago, this 
unique mimegraph is always ready to print instantly—without any special prepa- 
rations whatever. There is no drum to clean, no ink pad to change. The ink never 
cakes or hardens, nor can it leak. The B DC is the perfect answer for irregular 
or infrequent mimeograph requirements. Whether used twice a week or twice 
a year the B D C is always clean, always ready to give inexperienced office 
workers professional looking copies that are printing press quality. Get the 
whole story on this revolutionary mimeograph design—write for complete B D C 
dealer information. Bohn Duplicator Corp., 444 Fourth Ave., New York 16, N. Y. 


REX-ROTARY 
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Cole had large placards printed, show- 
ing how mo alderman voted. These 
placards then were distributed in each 
ward. At the top of the placards he 
printed: ‘A hundred years ago if men 
were knaves, people called them so. 
Then followed the alderman’s name 
and his vote on each franchise grab. 
It was a damning record . . . 

“Inumerable pressures were applied 
on Cole, but he refused to buckle. 
Tried and trusted friends, linked in 
one way or another with the traction 
grab, asked him to lay off. His life 
was threatened. . . . An aroused 
citizenry, caught up in the spirit of 
Citizen Cole, went to the polls and 
turned out 27 of the 36 aldermen 
then sitting in Chicago’s City Council. 
It was a smashing victory.” 


Firm “Plays Taps” 
for Seeing-Eye Dog 

Dawn’s Office Supply Company in 
Baltimore, Md., was closed March | 
in respect to the memory of its name- 


sake—a German shepherd seeing-eye 


dog. 

The store was opened in 1945 by 
Thomas J. Kennedy, a veteran who 
had been blinded in New Guinea in 
World War II. He had been provided 
with the seeing-eye dog, Dawn, for 
which he named his business. He 
claimed that she deserved the honor, 
for he could not have opened with- 
out her. 

Dawn “stood with” Kennedy when 
he was married; “sat out” with him 
the arrival of his two sons, and once 


saved Mrs. Kennedy from drowning. 
Dawn died February 28, after hav- 
ing been “retired” by arthritis.—JHR 


Lest You Forget: 
Poppy Day With Us! 

The nation once again will mar- 
shall its forces and purses to pay 
honor to its gallant fighting men, 
many of whom gave their lives that 
our nation might survive. 





The occasion is POPPY DAY and 
the DATE is the week surrounding 
Memorial Day, May 30. 

The poppies are made by disabled 
veterans and the children of veterans 
as their contribution to a deserving 
cause. 

Make a note to give generously on 
Poppy Day. 


New York Men Head Up 
Office Furniture Group 
in April Cancer Crusade 


Bernard H. Nemlich, treasurer, Re- 
gan Office Furniture, served as chair- 
man and Irving M. Levy as commit- 
teeman of the office furniture division 
for the 1954 April Cancer Crusade. 

In conducting a personal appeal for 
funds in their division, the men 
pointed out that blood for transfusions 
is supplied to operable cancer patients 
without charge as part of the New 
York City Cancer Committee’s service 
program. 

Service is only one part of the Com- 
mittee’s three-fold program w hich also 
includes support of cancer research 
projects and public and professional 
education. 

As a division of the American Can- 
cer Society, the New York City Can- 
cer Committee, is pledged to raise 
$1,549,000 towards the national goal 
for 1954. 


Hugh Clary Named 
Industrial Director 

Election of Hugh L. Clary, presi- 
dent of the Clary Multiplier Corpora- 
tion, San Gabriel, Calif., as a director 
of the California Manufacturers Asso- 
ciation has been announced. R. A. 
Livingston, president of the state 
wide industrial group, stated: 

“The efforts of Mr. Clary and 
other top executives will be most 
helpful not only to the association 
but to business throughout the state.” 





It Sells . 
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. The attractive window pictured here rang the bell for Morgan's Inc., 1026 
Fourth Ave., Huntington, W. Va.—it stimulated sales. The smartly planned layout featured 
Webster's carbon papers and ribbons and also served to introduce Webster's new Dura 
metric carbon paper. 
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Look what 
they’re doing in 
California, 
Missouri, all over! 


CALIFORNIA! ‘A customer walked into the store last week carrying 
a copy of our LIFE ad and said he wanted a Royal Portable. I started 
to demonstrate it to the customer and was told that wasn’t necessary. 
He said he knew what he wanted. He paid cash.” 


MISSOURI! ‘“The 96-year test is hot. It’s the biggest selling point ever 
on any portable.” 


INDIANA! “‘The word ‘rugged’ is catching on with me. The slogan ‘the 
typewriter of a lifetime for a lifetime’ is great.” 


ILLINOIS! ‘Every time another ad in LIFE comes out, I get enthu- 
siastic all over again about the rugged Royal promotion. It makes a 
very impressive story.” 


OHIO! ‘The rugged Royal promotion continues to dominate the 
market. I feel this is the best idea to date.” 


PENNSYLVANIA! ‘““The continuity of the LIFE advertising for rugged 
Royal is excellent because it does not allow our customers to forget 
about this portable. Prospective customers actually are asking to see 
the portable they saw advertised in LIFE.” 


GYAL 


ELECTRIC + STANDARD + PORTABLE 
Roytype Typewriter Supplies 





Now is the opportunity of a lifetime 
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NOMDA News 


National Office Machine Dealers Association 
Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 


Announce NOMDA Window Contest Winners 
“Excellent windows.” “Very well done.” “They're getting 
better all the time.” Such were the remarks of the judges ol 
NOMDA’s third annual Christmas window trimming con 
test recently concluded. 
The W. AA. Johnston Sales Service Company of Knox 
ville, Tenn., won first prize of $50.00 with H. E. Steinke of 
, 


Upper Darby, Pa., taking second prize of $25.00. Third 





=. . P 
; ; 
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place went to Pound & Moore of Charlotte, N. C.; fourth to 
Wilshire Typewriter Company, Los Angeles; fifth to Ray’s 
Office Machine Service, San Rafael, Calif.; sixth to Guaran 
teed Typewriter Company, Los Angeles, and seventh to 
MacFarlane’s of Miami, Fla. Honorable mention went to 
the E. E. Noekes Co., Sacramento, Calif. Those from third 
to seventh place received checks for $5.00 each 


H. E. Steinke prize-winning display 


Added Incentive 


The display directors of three of Los Angeles’ biggest 
stores were judges of the event. They were William Lam 
bert, Barker Brothers; Paul Smith, J. W. Robinson Com 
pany; and Henry Jampol of Haggarty’s. 

From remarks made by the judges it is apparent that those 
entering their windows in NOMDA’s annual contest are 
doing a better job of dressing their displays than would be 
the case if no contest was being held. Thus, the main pur 
pose of this activity of the association is being attained 
that of raising the standard of windows throughout the 
membership. 
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President Romano Presents Trophy 
for NOMDA’‘s Membership Campaign 


The beautiful trophy pictured here 


will be taken home from NOMDA’s 
St. Louis convention by some member 
of a local association. The distinction 
can be earned only by signing up the 


most new members in this year’s mem 
bership drive of the National Office 
Machine Dealers Association ending 
May 15. 

This is the first time that the hand 
some trophy has been offered to stimu 





late deeper interest among members of 
locals. Each year NOMDAA presents an 
award to some member outside of local 





a 

“ ; 
associations but 1954 also sees a member 
of a local so honored. 

“IT know that we must constantly add - 

to our list of members,” stated President E | 
J. D. Romano, “and when it was sug : = 
gested that it would be fitting to reward - 
the hardest working local member | 
was only too happy to offer a trophy as 
a prize for our men to work for. Besides, it’s always more 
interesting when a prize is available to try for.” 


Golf Tournament on NOMDA Program 

All NOMDA golf bugs are to finally have their day. A St. 
Louis convention tournament has been arranged for golfing 
members of the association and manufacturers representa 
tives. It will be held on one of the many wonderful golf 
courses that abound in St. Louis. One course has already 
been signed up, and an effort is being made to secure the 
services of another location as well. 

This is the first golf tournament in NOMDA’s history 
and promises to be a humdinger. News has leaked out that 
there are some very high-powered followers of the pastime 
and it has even been said that some of them swing a mean 
club. How good or how bad a game these fellows play will 
be determined on Sunday, June 20, the day of the match. 

A foretaste of what is to come took place in San Antonio 
in February when NOMDA Vice-President Wilbur Walker 
of Wichita and the ex-president of NOMDA, Liston Jack- 
son, hooked up in a duel, the outcome of which has not 
yet been made known. 

Entry blanks are available from NOMDA headquarters. 
Suitable prizes will be awarded to the winners at the top 
of the heap and at the bottom. 

H. B. Rumsfeld is chairman of the arrangements at St. 
Louis and Liston Jackson of Fort Worth is NOMDA’s 
perpetual golf chairman. 


Exhibitors Show Interest in 
NOMDA’s St. Louis Convention 
While exhibit space at previous NOMDA convention 
and trade exhibits has sold quickly, never have manutfac- 
turers been so eager for reservations as for the St. Louis 
Turn to page 244, Please) 
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200— 
ADDING MACHINE 


BRINGS YOU 
GREATER PROFITS! 















Selling is easy when you offer a product with customer 
appeal. And, the sensational new Burroughs Director “200” adding- 
subtracting machine really has it—eye-appeal and buy-appeal. 


Its flowing lines have the style to grace the office of your most 


particular customer. Its ease of operation sets a new high 3 
in efficiency. And it proudly carries the Burroughs x 
. a ieee * 
name, famed symbol of dependability. 4 
¥ 
All-electric, the Director “‘200” also has a special feature that permits 
. . . . . a 
hand operation at any time. Available in four models. . . : 
had M : p 
8- and 10-column capacities, with or without minus total . . . the $ 
Burroughs Director ‘‘200” series has just the right adding machine 4 
to meet your customer’s needs. : 
Yes, the Burroughs Director “200” is today’s smartest, newest ; Wherever There's Business There's 


full-keyboard adding machine—a product with customer appeal 
that will give you new opportunities for sales and profits. 





Burroughs helps you sell Burroughs— not only by providing you with a superior product — 
but with a complete promotional program, including Burroughs advertising in The 
Saturday Evening Post, Life, Time, Newsweek, Business Week and many 
other leading national publications; local newspaper mats, direct mail material, 
special displays, and many other valuable sales-building aids. 
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OTHER LANDS 


Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, April 1 


@ IT WAS SOME 12 months ago that Powers-Samas Ac 
counting Machines, Ltd., announced a link with the power 
ful Underwood Corporation of New York for the sale and 
distribution of a rapidly-growing range of punched card 
machinery and auxiliary equipment. 

Already, most sanguine hopes of securing a valuable 
dollar market in what is, of course, a highly competitive 
field, are showing some signs of fulfillment. 

On March 15, representatives of the office equipment 
industry in Britain saw the loading of the first of the com 
pany’s electronic multiplying punches, the “EMP,” being 
hoisted aboard the U. S. vessel, “American Planter.” 

Robert Wonfor, Managing Director of Powers-Samas, said: 
“This machine, we hope, will prove an important addition 
to the dollar-earning Powers-Samas punched card equipment 
being sold by the Underwood Corporation throughout the 
U.S. A. and Canada.” 


* * * * * 


As I write this, there is to be a big office equipment dis- 
play at the British Industries’ Fair. Last year, the office 
equipment industry set up its eighth successive export record 
since the war. Forty firms are to take part with an aggre 
gate of 20,000 square feet of space between them, one of the 
biggest sections of the Fair in London. 

Abbot Bros., will show a secretary's desk of unpolished 
mahogany, adjustable for heights between 29 and 30! 
inches, with a retractable typewriter shelf. Also on show will 
be three side chairs. 

Adana (Printing Machines), Ltd., will show a small ma 
chine costing from £5 upwards, including hand, treadle 
and power-operated models; Amsel, Ltd., will display rotary 
card files in single and twin form for the desk; Blick Time 
Recorders, Ltd., three improved recorders; British Olivetti, 
Ltd., a portable typewriter weighing less than nine pounds 


/ 


and only 3% inches high when closed; British Typewriters, 
Ltd., a portable typewriter standing no higher than a match 
box, with a four-bank keyboard, all parts bonderized, to 
make it suitable for use in humid climates, and affording a 
writing line of 9% inches. 

F. C. Brown will display steel file cabinets which link 
together; Burroughs Adding Machine, Ltd., a microfilm 
camera which will photograph both sides of a document 
simultaneously; Byron Business Machines, a_ typewriter 
which can be bought with two spare carriages of varying 
widths; Definac, Ltd.,a new range of posting equipment and 
trays in light alloy designed to house cards or sheets, and 
am accounting system which reduces to one operation as 


54 





British Brain in an American Ship . . . An electronic brain sup- 
plied by the British firm of Powers-Sumas to Underwood Corp. is 
ready for loading aboard the United States Line’s vessel ‘““Ameri- 
can Planter’ in the Victoria Docks, London. At the punch of a 
button, the machine, known as the electronic multiplying punch, 
will deal with calculations and check the answer itself at the rate 
of two calculations every second. It can be operated in the nor- 
mal business office by the ordinary office staff. 


many as six writings; Finney, Smiley and Co., Ltd., a wide 
range of steel equipment including cabinets and cupboards 
suitable for office furnishings in hot countries; Fonadek 
(Branson), Ltd., an amplifier for the telephone receiver, and 
Gestetner, Ltd., a fast electrically-operated duplicator with 
synchronized self-inking designed so as to deliver the ink 
required as the sheet passes through. 

Chubb & Son’s Lock and Safe Co., Ltd., will display two 
new safes, one of which is oxy-acetylene blow-pipe resistant; 
the Guardian Safe and Steel Furniture Co., Ltd., a wide 
range of designs; Hartley Electromotives, Ltd., a tape dic- 
tating machine, the type of which is easily fitted in a matter 
of seconds through its cartridge container; G. A. Harvey 
& Co., (London), Ltd., plan cabinets which are not only 
fire-resistant but also rot, damp and vermin proof; James 
Howden & Co., Ltd., a secretaries’ new steel desk for secre- 
taries with a spring balance operated typewriter platform; 
J. J. Huber, Ltd., photo-litho equipment and methods of 
photo-copying together with aluminum plates for office 

(Turn to page 268, Please) 
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.-. to write and 
keep handwritten 
records... 


an outstanding addition 
to the Hano line of 
recordkeeping forms 
and devices. 


Spectacular! That’s Hano’s new Autographic Register . . . 2 to 7 part sets 
- . @ universal throw to handle any length form without adjustment . . . improved 

carbon shields for smoother form flow . . . carbon advance without opening lid. 
An engineering and design triumph, the new Hano Register features all nylon gears, 
shafts and rollers to end wear or oiling worries, a streamlined appearance to match 
modern office and store decor, and a lacquer finish in two shades of hammertone gray. 
Available in standard widths of 4-5/16”, 5'/2”, 6'2” and 8'2” with form lengths from 
32” to 8'/2"". Electrically operated models are also available. 
PHILIP 


Some Southern, Southwestern and Mid-Western dealerships 
open for established stationers or printers. 


HOLYOKE, MASSACHUSETTS 
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Mexican Firm 


Prides Self on 


Work in Wood 


By Mabel F. Knight 
Correspondent 


®@ IN THE OLD part of Mexico, 
around the Zocalo or main square, 
specially on the street called Donceles, 
there are many stores and shop win 
dows displaying office appliances. The 
store at 65 Donceles seemed the most 
promising, for the huge sign over 
head announces—“Muebleria Moderna, 
Muebles Finos para Oficina” or in 
plain English, “Excellent furniture for 
any office.” 

Show Rooms 

On either side of the broad entrance 
there is a completely equipped office 
used as a show room. The head of the 
firm is Sefior Janeiro and the capable 
sales manager is Ubaldo Gomez. No 
one speaks English. 

Senor Gomez was quite distressed 
that so much of their stock had been 
sold and that even their advertising 
booklets were all gone. 

Senor Gomez said frankly that they 
only manufactured articles of wood, 
that when they needed anything of 
steel they bought it of Rogil, on Calle 
Lerdo 321. 


have a 


For their products they 


sizeable factory in Colonia 


Moctezuma where 120 employees are 


kept busy. 





Modern swivel chairs swell output. 
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{ttractive and serviceable desks are Mexican firm’s specialty. 


They are proud of their office desks, 
big and little. There is the giant one 
for the head of any office and the wood 
of it is so highly polished it resembled 
a glass top. Sefor Gomez explained 
they used an American lacquer. 

Near the large office desk in both 
showrooms there was a tall attractive 
wooden book case with glassed in 
doors. 

Variety of Items 


Also displayed were comfortable 
swivel chairs of wood and leather in 
front of the large desks, easy chairs 
of the same material and an extraordi- 
narily large davenport. Then 
were swivel chairs without leather for 


there 


minor offices and smaller desks too. 
Filing cabinets, waste baskets and small 
tables were a part of the useful and 
ornamental display. 

The firm is up against what every 
office appliance store has to contend 
with, and that is the high import tax. 
At present they are content to export to 
South and Central America and to 
many states in the Republic of Mexico. 


Low Prices 


The prices are tempting. For a large 
office desk they charge only 1875 pesos, 
a little over $200; 1600 pesos for a large 
bookcase; the wood and leather desk 
chairs 750 pesos and for that com- 
fortable davenport, 2500 pesos. 

They have a big business partly be- 
cause they are in the old part of 
Mexico. They have been in business 
since 1936. 


Whoever arranges their show rooms 
has an eye to beauty and comfort—for 
on entering a visitor is tempted to rest. 


The first floor extends way back 
with more articles of wood, and with 
only those of steel that are absolutely 
necessary to complete their exhibit. 


But as Sefor Gomez said: “Always 
we come back to our office desks, book- 
cases and chairs.” Those are their 
specialties. But if they haven't just 


what the customer wants, make a 
drawing of it and the young factory 
designer will duplicate that drawing 


in wood. 


The fame of this establishment has 
spread throughout Mexico and most of 
those who enter these spacious rooms 


come as buyers. 

The export tax has been reduced 
from 15 to 3 per cent with a possibility 
of it being eliminated completely. 


(Note: a peso today is worth about 
Il cents, with 8.60 pesos for one 


dollar.) 
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The office Crvupress uses Nylon i ee 


that's why 
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profit line for dealers 
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FORMULA: Take Mr. DuPont’s Miracle Nylon—add PeEeRLess 
IMPERIAL’s superior inking formula—then offer EMpREss NYLON 
Ribbons to the Queens of the Keyboard. 


RESULT: A big business for Dealers in an ever-growing market. 
EMPRESS NYLON gives greater ink dispersion and retention, 
produces prestige in correspondence. 





PROFITS: Dealers who sell EMpREss NYLON are too busy mak- 
ing money to worry about business “conditions”. Handsomely 
packaged, you'll be proud to offer it. Write for samples and 
prices—today! 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 13, 108 Franklin St. ¢ Chicago 2, 179 W. Washington Street 
Detroit 18, 37 linden Street, River Rouge, Michigan 





6“ — 3 
- real ame tu eo Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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R. J. Sanders Walter Miller Earl Opie 


President’s Prospectors 
Launch Regional Programs 


® IN OBSERVANCE of the 50th anniversary of the Na 
tional Stationery & Office Equipment Association, the troupe 
of speakers currently appearing at the regional conventions 
has been named the “President’s Prospectors.” 

Pictured above in action at District No. 5 meeting in 
Detroit, these men are “panning for gold” in the industry, 
delving into selling opportunities as seen by dealers, manu 
facturers and field men. 

In addition, the appearance of President Walter Miller 
and General Manager Paul Burbank brings to each of the 
regional meetings information of a national nature. 


Most of the “Prospectors” will appear at all of the con 


ventions. “The Golden Age of the Vertebrate” will, however, 


be presented by William Lindenberger and Sam J. Orr at 
those meetings where W. Brewster Towne of National 
Blank Book Company can not attend. 

Several presidents of travelers’ clubs will present the field 
division talk, “Our Industry—Why It Is So Wonderful” at 
the conventions were Vice-President Jim W. Cooper and 
Vice-Chairman Art Pfister are unable to appear. 

In addition to members of the troupe, each regional 
program will have speakers from that particular area. 

Prospectors and their subjects are: 


Walter H. Miller, Otto Ulbrich Company, Inc., Buffalo, 


N. Y., president of NSOEA—“Planning for Gold in Your 
Own Front Yard,” all districts 

Paul E. Burbank, general manager NSOEA—“Opportu 
nities are Golden in an Association,” all districts. 

Earl F. Opie, Weber-Costello Company, vice-president 
manufacturers’ division—“Golden Opportunities in Three 
Dimension Selling,” all districts 

Robert J. Sanders, Burroughs Corporation, “The Case of 
the Plot of Gold,” all districts. 


W. Brewster Towne, National Blank Book Company, 
“The Golden Age of the Vertebrate,” Districts 5, 6, 7, 8, 10, 


) 


11, 12, 14. The same talk will be given by William Lin 
denberger at Districts 1, 3 and Sam J. Orr in 
Districts 4 and 9. 

Field division representatives are: 

Jim W. Cooper, manufacturers’ representative, Atlanta, 


Ga., vice-president field division—Districts 1, 2, 3, 4 and 9. 


tea 
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Scott Purvis 


Paul Burbank 
—Office Appliances Photos 


Art Phster, Smead Manufacturing Company, vice-chair- 
man field division—Districts 8, 10, 11 and 12. 

George Hatten, Eaton Paper Corporation, Altadena, Calif, 

District 14. 

W. Scott Purvis, Joseph Dixon Crucible Company, Detroit 
Mich.—District 5. 

Walter S. Lennartson, Orrice AppLiances, Chicago—Dis- 
trict 6. 

Melvin L. Sowell, Esterbrook Pen Company—District 7. 

Martin M. Moldow, manufacturers’ representative, New 
York City—District 13. 


Ryan Heads Forms Institute 

W. N. Ryan, president of the Ameri- 
can Register Company, Boston, was 
elected president of the Business Forms 
Institute at the annyal meeting held 
recently in New York. The Institute is 
an association made up of manutac- 
turers who turn out business forms in 
101 styles. 

Additional officers elected were: first 
vice-president—R. S. Daugherty, Shelby 
Salesbook Company, Shelby, Ohio; second vice-president 
T. A. Taylor, Schwabacher-Frey Company, San Francisco 
and H. M. Meloney, executive secretary with headquarters 
at Greenwich, Conn. 





W.N. Ryan 


Metropolitan Travelers Club Meets in N. Y. 

The third meeting of the newly-organized Metropolitan 
Travelers Club of New York City was held March 29 at 
the Hotel New Yorker with President Martin M. Moldow, 
manufacturer’s representative, presiding. Secretary Herbert 
Grayson, Ace Fastener Corporation, announced that 11 
new members have joined, increasing the total to 81. 

President Moldow introduced Carl C. Judkoff, Cantigny 
Printing & Stationery Corporation, New York City, Gov- 
ernor of the NSOEA 13th Regional District. After con- 
gratulating members on their success in forming the Metro- 
politan Travelers Club, he spoke on the coming NSOEA 
13th regional convention. Stressing that this year the con- 
vention is to be sponsored by NSOEA, New York Sta- 
tioners Association and the Metropolitan Travelers Club, 
all of whom have a stake in its success, he went on to 
outline the splendid program prepared by the convention 
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committee. He called upon the Metropolitan Travelers to 
carry the word to dealers, create interest and thereby pro- 
mote a greatly-increased dealer attendance at the conven 
tion. 

Ralph A. Maish, Jr., Dennison Manufacturing Company, 
spoke on the National Stationery & Office Equipment 
Association, its purposes and benefits. Beginning with its 
inception 50 years ago, he reviewed NSOEA progress and 
went on to tell of the beneficial services now available to 
members. 

President Moldow appointed Fred G. Steinhilber, Geyer 
Publications; Sigmund H. Engleberg, Eagle Pencil Com 
pany; Leo J. Cohen, manufacturer’s representative, and 
James Zitta, Speed Products Company, to serve on the 
program committee. 

The following members were appointed to serve on the 
empleyment clearance William Lowenthal, 
Joseph Dixon Crucible Company, chairman; J. Howard 
Shoemaker, Jr., Eberhard Faber Pencil Company, and 
George Nicklaus, National Blank Book Company. 


commiuttee: 


Chicago OFA Stages Dinner-Dance 

The Chicago Office Furniture Association held its annual 
birthday dinner-dance Saturday night, March 6, at the 
Furniture Club located in the American Furniture Mart, 
Chicago. 

The party was one of the most successful in the associa- 
tion’s history with the banquet room filled to overflowing. 
After the usual cocktail hour, guests enjoyed a dinner fea- 
turing filet mignon and all the tritmmings. A delightful 
floor show followed by several hours of dancing concluded 
the evening. 


New England Dealers Visit G/W 

A group of New England dealers journeyed to Cincin- 
nati for the special purpose of visiting The Globe-Wernicke 
Co. to learn more about the G/W products they are selling. 

During their two-day visit at Globe-Wernicke’s head- 
quarters, they attended a sales clinic and made extensive 
tours of the plant’s steel and paper divisions. An important 
part of the sales clinic was the demonstrations of Techniplan 
equipment, Streamliner metal desks, Visible record equip 
ment, and the Safeguard system. 

Pictured herewith are the dealers from the territory of 
Mal Derry, G/W district representative for New England, 
who attended the two-day sales clinic. Left to right are: 
R. W. Sprott, Globe-Wernicke’s assistant director of sales; 
Henry Sellstone, W. B. Mason Co., Brockton, Mass.; 
Harold Lemay, Lemay Office Equipment, Fitchburg, 
Mass.; Joseph Greene, W. B. Mason Co., Brockton, Mass.; 
Leonard Welch, The Carnegie Co., North Attleboro, Mass.; 
Warren Andrews, W. E. Andrews Co., Waltham, Mass.; 
Ray Long, Long’s Office Supply, Bridgeport, Conn.; James 
McAdam and Frank Haines, John R. Rembert Co., New 
Haven, Conn.; Paul Lemay, Gardner Office Supply, 


Gardner, Mass.; and Elmer G. Rahe, Globe-Wernicke’s 
vice-president and director of sales. 


Visitors from New England at The Globe- 
Wernicke Plant. 


ICRDA Prepares for Convention 

The next semi-annual convention of the Independent 
Cash Register Dealers’ Association is scheduled to be held 
at the Governor Clinton Hotel, New York City, on Friday 
and Saturday, April 30 and May 1. 

For the first time the ICRDA will make exhibit space 
available to suppliers to the cash register trade. The exhibits 
will be open for public display and inspection on Saturday, 
from 9:00 a.m. to 6:00 P.M. 

The exhibitors have promised to show and demonstrate 
many new items to increase dealers’ sales. Following is a 
list of exhibitors who will participate: Federal Cash Register 
Co., Kansas City, Mo.; Whitco Sales Co., Columbus, Ohio; 
R. O. Allen Business Machines, Inc; T. & T. Japaning 
Corp., New York City; International Cash Register Parts 
Co., Mt. Prospect, IIl.; National Service Supply Co., Detroit, 
Mich.; Burroughs Corp., Detroit, Mich.; Kay Instrument 
Sales Co., New York City; McKenna & Phelps, Inc., New 
York City; Pearl Engraving Corp., New York City; Regna 
Cash Registers, Inc., Sweden and New York City, and 
Guardsman Safe Co., LaPorte, Indiana. 

The ICRDA agenda for the two days at the 
Governor Clinton follows: 


I lotel 


FRIDAY, APRIL 30 


Board of Directors meeting in Room F, from 2 to 5 p.m. 

Membership meeting in Gramercy Room, from 8 to I] 
p.M. This is the only regular business meeting to be held and 
only members can attend. 


SATURDAY, MAY | 


Exhibits in the Florentine Room 9:00 a.m. to 6:00 P.M. 

Banquet in the Chelsea Room at 7:00 p.m. to be open to 
members and non-members alike at $8.00 per person. 

All room reservations should be sent directly to Shepard 
Henkin, sales manager, Hotel Governor Clinton, 7th Ave. 
at 31st St., New York 1, N.Y. When making reservations 
the hotel has requested that you mention it is made in con- 
nection with the ICRDA meeting. 

All banquet reservations should be mailed, together with 
check for $8.00 to Stanley Hayman, secretary-treasurer, 2019 
l4th St., N.W., Washington, D.C. 


300 Attend Texas OMDA Convention 

The seventh annual convention of the Texas Office 
Machine Dealers Association attracted an attendance of more 
than 300 at the two-day meeting in the Plaza Hotel of San 
Antonio February 21-22. Twenty-eight exhibitors displayed 
the latest products in the office machines field. 

A number of panel discussions were held during the 
convention. One of these, led by Rocky Jones of Shipman- 
Ward Manufacturing Company, had as speakers, Ken 
Adams, Clary; S. E. Durand, Reliable, Chicago; Mike 
Leishen, Gra-Mont, Los Angeles; R. L. Sanders, Burroughs; 
and W. H. Steiner, Underwood. 

Harold Mann, executive secretary of NOMDA, addressed 

Turn to page 70, please) 
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CABINET 


Ideal for any office 
where space is limited 


filing cabinet, typewriter stand and storage cabinet all 
one. Just what you need if your space is limited. A ball- 
saring, retractable typewriter desk is built in and pro- 
cted by a locked outer door. The touch of your finger 
ili glide the ball-bearing carrier back after use, ready 
lock up your typewriter safely. Also has three Cole 
fter size, ball-bearing drawer Plus two storage compart- 
ents under lock and key. Made of heavy gauge steel, 
ll last a lifetime. Size 37" wide, 40” high, 17°’ deep. 


live green or Cole gray baked enamel finish. 


No. 379 LETTER SIZE $5495 


units available with 


inger type lock that automatically " LEGAL SIZE 


ks all drawers at add'l. : . : 
The above with legal size instead of 


letter size drawers. 40’’ wide, 40” high, 
17” deep No. 879 $57.95 


Similar to above No. 379 but with two double 
index drawers added, replacing the top letter 
size drawer. Index drawers are designed for 3x 5 
or 4x6 cards (6400 capacity). Can also be used 
for leases, contracts or cancelled checks. Olive 


green or Cole gray baked enamel finish. 


No. 479 $5995 





Typewriter and supplies 
out of sight, safe, 
under lock andkey. —>» 


Available in Grained Walnut, Mahogany or Knotty Pine finish — $12.50 additional. 


Above are two fast-moving “Combination Units’... 20 other models available. 


4 COL STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, New York 
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FREE 


A set of interlocking stackers 
furnished FREE with each Pronto f 

They interlock securely for stacking 
as high as the ceiling. 


sy 
save with PRONTO 
Ruggedly built of 275 |b. fibre board, 
reinforced with steel on the shell 
and the four corners of the drawers. ; 
Beautifully finished olive green stee! drawer fronts Fi 
match your regular active files. 
Single Carton 
Used for Width Height Length File No. Lots Lots 
*Letter Size 12%” 10%" 24” | 1210L | $4.45 ea. $4.35 , 
*Legal Size 15%” 10%” 24” | 1510L 5.60 ea. 5.50 
Check Size 9%” 4%" 24” 1941L 3.00 ea. 2.90 Ss 
8x5 Forms (2 rows) 107” 8%" 24” 108L 4.25 ea. 4.15 | . 
Freight Bills 9%” ged 24” 1971L 3.55 ea. 4 FOLLOW BLOCKS | 





90c¢ ADDITIONAL 


made for any size file 
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5x8 Forms 8%” 5%" 24” I1851L 3.30 ea. 3.7 LETTER SIZE $4 








4x6 Cards (2 rows) 127%” 5” 24” 1245L 3.95 ea. 3.8 $660 
*Ledger Sheets 12%” 12%” 18” 1212M 6.70 ea. 6. LEGAL SIZE 5 
*Packed 6 to a carton — All others, 12 fo a carfon CHECK SIZE $300 | 
WRITE 7 SANITARY BASES — Available for every size Pronto .... $36 
STORAGE FILES PRONTO FILE CORPORATION, 285 Madison Ave. NA” 
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OLD TOWN CORPORATION DEPT. OA-5 
345 Madison Ave., New York 17, N. Y. 












Gentlemen: 


Send me full particulars on the new OLD TOWN Dealership Plan. | am 
interested in 
DUPLICATING MACHINES | CARBON PAPERS 
DUPLICATOR SUPPLIES [] INKED RIBBONS 


















Company Name 









Your Name 


Address 







City 





.-efor YOUR Share in the Biggest 
6-WAY PROFIT DEAL in the Office 
Supplies and Equipment Field 






010 Town 


Duplicating Machines 
Electric pi pense Machines for OLD TOWN Assures You of a Bigger Share 


systems work, school use, rapid communication of Sales and Profits Because... 
@ You handle a line that is complete —exactly right for 


? 
Spirit and Hectograph ' 
every job. 


Carbons and Master Units 
Super-Kleen * Jet-Rite ° Hi-Test e You handle a line that is more profitable and at no 
e ' increase of price to the consumer. 

Duplicating Supplies 

For speed, efficiency, economy — Old Town 

Fivid, Copy Paper, Dupliforms, Cleansing Cream. 


e You handle a line that gives you control of your terri- 
tory on a fully protected basis. 
e You handle a line with a repeat business formula that 


s “¢ ° . 
Carbon Papers works like a lifetime annuity. 
All-purpose, long-lasting, non-curl 


e You handle a line where factory-trained sales engi- 
Dawn, Stratosphere, Sable, Eighty, Notack. d 


neers and hard-hitting advertising helps mean more 
* big accounts for you. 
Inked Ribbons 
For all typewriters and business machines 
Dawn °* Pure Silk * Nylon + AF 
Hermetic * Old Town * Typal 


e You handle a line that, once sold, stays sold, because 
continuous research and improvements have made 
OLD TOWN products the standard of quality the 
world over. 


OLD TOWN CORPORATION 
345 MADISON AVE NEW YORE 2 Y 
Manufacturers of OLD TOWN Carbons and Ribbons for every purpose 


CORPORATION 





Duplicating Machines and Duplicating Supplies 
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H.C.Allen sives you today’s 


SH REGISTERS 


... by R. C. Allen combine protection 
and information with adding machine 
convenience. Sixteen specialized mod- 
els to serve every cash registering 
need range from all-purpose low cost 
Model 100 to multiple-total check-out 
models for supermarkets and drug 
stores. Illustrated is the 4-total Model 
355, an efficient economical register 
for every store where sales are item- 
ized and receipts issued. With all its 
advanced features it is surprisingly 
low in cost. 





ADDING 
MACHINES 


... by R. C. Allen are available in both 
hand and electric models from 6 to 13 
column capacity. There is a model for every 
business use to take the work out of all 
figuring operations. All are built in the 
R. C. Allen tradition of unrivalled quality. 
They embody advanced features that as- 
sure the exceptional speed, ease of opera- 
tion, and unfailing accuracy found only in 
the R. C. Allen VisOmatic adding machine 
line, 
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oreatest office machine values }= =" j- - 
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awWvRi FrERS 


. by R. C. Allen are making history. 
The brilliant new VisOmatic type- 


writer with 38 points of superiority 
gives you the only margin that is both 
visible and automatic plus the exclu- 
sive “Quick-Switch” platen to trans- 
form it into a specialized machine in 
a flash. The superb styling blends 
with the decor of any office... and 
the VisOmatic costs no more than or- 
dinary standard typewriters! 


The famous “R. C.” Model type- 
writer is a full-size standard type- 
writer now available at the lowest 
price in history. Has scores of fea- 
tures, famous R. C. Allen rugged con- 
struction for every typing job. 
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6B OK KEEPING 
) ~ tiN eee 


. by R. C. Allen are designed and built for 
utmost service, maximum dependability and : Ss 
low cost. The economical desk Model 1302 >= =e > A Se 
has modern front-feed carriage, automatic SSS Z 
tabulation, automatic credit balance and is 
fully carriage controlled. Here is the ideal 
machine for accounts receivable, payroll, all 
commercial bookkeeping. 


@ full details are yours FREE! 


Write today to the factory sales division for 
full information and colorful free literature 


on the complete line of R. C. Allen business 


machines. There’s no obligation. RE illep 
- USINESS ; 


MACHINES = 5 








R. C. Allen is the only manufacturer of business : - 
machines selling such a complete line through B.C. Allen Business Machines, Inc. 


independent dealers everywhere. 680 Front Avenue, N.W., Grand Rapids, Mich. 


the choice 3401 


ever all other 


2 « s ic e Honeycombed with millions of 


tiny air holes the C-Foam 
‘ literally breathes fresh cooling 
€ b fs | i r¢cus » ions air with every movement to 
provide long lasting, restful 
comfort. Made with pure, molded 


C-Foam, and C-Foam Moltex are 5 
latex foam rubber. 


the largest volume, fastest selling 
cushions in the world today. 

And for one good reason—they’re the best. Office workers 
find that in C-Foam they get the longer lasting comfort 
so important to peak efficiency. They like the wide 
range of style too. For C-Foam and C-Foam Moltex are 2” thickness 14x15” 

a cs 2 gs femme sizes with a choice of 2" thickness 16x18" 


Special 17’x19’'x2” 


Beautiful Woven Saran in brown or green; 
Smart corduroy in brown or green fabric; 
brown, red, grey or green plastic or fibre; 
some with removable covers, some reversible. 








SPECIAL! 


Handsome, durable Saran 
covers now available in 
brown or green for both 
C-Foam and Moltex 
cushions. No extra 
cost! 


our new brown corduroy covers! 


Lustrefile Fibre 


_— 


AMERICAN LATEX PRODUCTS CORP 
3341 W. El Segundo Bivd., Hawthorne, Calif. 


| want more information about C-Foam cushions. 


Name 
Firm. 
Address 


a 





300 Attend Texas 
OMDA Convention 


Continued from page 60 
the convention on the subject. Bringing You Up-to-date on 
N¢ IMDA.” New officers elec ted are as follows: 

President—Leonard Strealy, Leonard Strealy Typewriter 
Company, Fort Worth, Tex 

Vice-President—Russell D. Brewington, Brewington Type- 
writer Company, Houston, Tes 

Secretary-Treasurer—]. W. Kirven, Kirven Office Ma- 
chines Company, Fort Worth, Tex. 


“4po0 MACHINE COMPA 


Exhibitors were: 


Add-O Machines Co 

R. C. Allen Business Ma- 
chines, In¢ 

Burroughs Corporation. 

Clary Multiplier Corp. 

Facit, Inc 

Gestetner Duplicator. 

Gra-Mont Corp 

Hennus Co 

Cc. W. Kuss 

F. A, Lyon, Lyon Business 
Machines 

Magnus Chemical Co. 

Maso Steel Products 

Morse Typewriter Co., Inc. 


Olivetti Corp. of America 

Pearl Engraving Corp 

Precisa Calculating Machine 
Co., Inc. 

Rediform Division, Moore 
Business Forms, Inc. 

Regna Cash Registers, Inc 

Reliable Typewriter Co. 

Remington Rand Inc 

Rex Rotary Distributing Co 

Rite Line Corp 

Royal Typewriter Co., Inc 

Smith Typewriter Exchangs 

Tiffany Stands Co 

Victor Adding Machine Co 

Underwood Corp 
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Old Town Corp 


ACH BURROUGHS ADDING MACHINECO 
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@ PEARL ENGRAVING CORP 
| 





Texas OMDA Exhibits 


. Addo Machine Co. 

R. C. Allen Business Machines. 
Burroughs Adding Machine Co 
Facit, Inc. 

Gestetner Duplicator Corp 

C. W. Kuse 

Morse Typewriter Co., Inc 
Old Town Corp 

Olivetti Corp. of America 
O.T.A. Business Machine Div 
Pearl Engraving Corp 
Remington Rand Inc 

Smith Typewriter Exchange 
Underwood Corp 
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The simplicity of single-action operation introduced by Art 
Metal in the Speed-File effects savings you can multiply at 
every desk wher 
World S fastest 


fling labor t 


papers are needed for reference. 


gh Art Metal’s ingenious drawer construc- 

tion and indexing. Papers arrive faster where they are wanted. 

Misfiling, whi 
] 


pets qone 


eads to costly delays, is minimized. Work 
rhout the office with less fuss, less delay, 


more spe er 








these helpful Art Metal aids 
in developing increased office efficiency .. . 
(_} Simplified File Analysis 


Faster Filing and Finding with Speed-Files 





down needless office delays ™ 


files to use, Speed-Files save a4 full third of 





Art Metal Speed-Pile drawers 
are full height, with guide 
rods. They use standard-size 
index guides, permitting 

direct transfer of contents 
from ordinary files. 


Art Metal’s 66 years of file improvement service will pay 
you further dividends in reduced floor space requirements... 
actually a 40% saving when you use 5-drawer Speed-Files in 
place of conventional 4-drawer files. 

Why not let Art Metal equipment and experience in office 
planning help you achieve maximum efficiency in office 


paper handling ? Your local Art Metal dealer is listed in the 
Yellow Section under Office Equipment. Or write Art Metal 
Construction Co., Jamestown, 8, N. Y. 


For 66 years 
the halimark 
of the finest 
in office 
equipment 
and systems. 


GEWERAL OFFICE AMD EXECUTIVE DESKS - CORRECT-SEATING ALUMINUM OFFICE CHAIRS - FILING EQUIPMENT - WABASH FILING SUPPLIES - POSTINDEX VISIBLE INDEX CABINETS AND SYSTEMS 
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Head Table Folks at Washington Stationers’ Dinner Dance in Shoreham Hotel . . . 


Pictured are those seated at head table of recent Washington Stationers 
Assn. annual dinner dance held in the Shoreham Hotel. Left to right they 
are: STANDING — Gilbert Major, Stockett-Fiske Co., Inc., Washington, D.C., 
vice-president Washington Stationers Assn.; Mr. & Mrs. Walter B. Mallorey, 
Mallorey Office Supply Co., Washington, D.C.; Mrs. & Mr. James F. Bryan, 

ryan Co., Washington, D.C., secretary-treasurer, Washington Sta- 
tioners Assn., Mrs. Graff; Mr. & Mrs. John A. Busch, Baltimore Staty. Co., 


Washington Dinner Dance Attracts 276 


The largest attendance ever experienced for this event, 276, 
was the record set at the annual dinner dance of the Wash- 
ington Stationers Association held recently at the Shoreham 
Hotel in Washington, D. C. 

Entertainment was confined to talent of employees of 
local organizations with the addition of a can-can chorus 
through the courtesy of the Penn-Mar-Va Travelers. 

Guests at the head table included the governor of the Third 
Regional NSOEA, Tom Stout, E. W. Curry Company, 
Pittsburgh, Pa.; president of the Baltimore Stationers Asso- 
ciation, John Busch, Baltimore Stationery Company, Balti- 
more, Md., and Mrs. Busch; M. Valentine, Virginia Sta- 
tionery Company, Inc., Richmond, Va., president of the 
Richmond Stationers Association; Dick Graff, Esterbrook 
Pen Company, president of Penn-Mar-Va Travelers, and 
Mrs. Graff. 

Officers of the Washington Stationers Asociation are M. 
A. Smart, Capitol Office Supply Company, Washington, 
D.C., president; Gilbert Major, Stockett-Fiske Company, 
Washington, D.C., vice-president and James F. Bryan, E. M. 
Bryan Company, Washington, D.C., secretary-treasurer. 

Walter Mallorey, Mallorey Office Supply Company, Wash 
ington, D.C., served as chairman of this enjoyable affair. 


Prepare for District No. 3 Regional 


Plans are being formulated for the largest convention ever 
of District No. 3, National Stationery & Office Equipment 
Association. The area will hold this regional meeting in 
Atlantic City, N.J., at Haddon Hall Hotel, one of the most 
distinguished hostelries in the world. Dates are June 21-22. 

Governor Tom M. Stout, E. W. Curry Company, Pitts 
burgh, Pa., has appointed Irving A. Roth, Roth Bros., Phila 
delphia, to handle publicity for the region. Mr. Roth, who is 
a past president and present chairman of the executive board 
of Philadelphia Stationers Association, has promised to 
double dealer registrations in the district including New 
Jersey, Pennsylvania, District of Columbia, Maryland and 
Virginia. 

Mr. Roth states that not only members but also non-mem 
bers of NSOEA are not only invited but urged to attend the 
convention. In fact he stresses that no dealer can afford to 
miss it because the program, the speakers and the forum 
scheduled are all of vital importance to the successful carry 
ing on of business in 1954. 

Further information and hotel and convention registration 
blanks can be secured by writing Irving A. Roth at 1230 
Spring Garden St., Philadelphia 23, Pa. 
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Baltimore, Md.; president Baltimore Stationers Assn.; P. M. Valentine, Vir- 
ginia Stationery Co., Richmond, Va., president Richmond Stationers Assn.; 
Richard M. Graff, Esterbrook Pen Co., president Penn-Mar-Va Travelers Club. 
SEATED—Unidentified, Mrs. & Mr. James A. Smart, Capitol Office Supply Co., 
Washington, D.C., president Washington Stationers Assn.; Tom Stout, E. W. 
Curry Co., Pittsburgh, Governor 3rd Region, NSOEA; Leon Dunn, guest; 
Rose Cushman, NSOEA. 


NOMA Set for May 23-26 
Sessions in St. Louis 


The program is nearly complete for the National Office 
Management Association’s big 35th International Confer- 
ence to be held in St. Louis May 23-26, according to a report 
from John W Dameron, program committee chairman. 

Mr. Dameron reports that the banquet address at the 
conference will be made by one of today’s most colorful 
speakers, Calvin D. (Cal) Johnson, former member of the 
U.S. House of Representatives, from Illinois, now an execu- 
tive with Remington Rand Inc. 

Theme of the conference is “Equation for Progress.” On 
the basis of the large number of early registrations and the 





James Thomson 


C. D. Johnson Wesley Wiksell 


fact that St. Louis is centrally located, an attendance of 1,800 
is anticipated. Delegates will be drawn from all parts of the 
United States and Canada, as well as some foreign countries. 

The most extensive ofhce machinery and equipment expo- 
sition ever undertaken by the association will be held in 
conjunction with the technical sessions and other conference 
meetings. 

Thousands of office aids—many of them to be displayed 
for the first time—will be demonstrated by some 100 sup- 
pliers of office machines, equipment, furniture, supplies 
and systems. Nearly 90°4 of the 40,000 square feet of ex- 
hibit space has already been spoken for by leading office 
machinery and equipment manufacturers. 

Both the exposition and most conference sessions will 
take place in Kiel Auditorium, with elevators connecting 
the display and meeting areas. Some conference functions— 
the opening session, banquet and closing luncheon—will be 
held in the Jefferson Hotel, a few blocks from the audi 
torium, which will serve as conference headquarters. 

Here are the technical session speakers and topics to be 
featured in the three day conference program: 

Dr. Cylvia A. Sorkin, widely known management con- 
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b Clary, 
eaperned: The World's Fastest 


you | 
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Clary has the reputation, 
the beauty, the exclusive 
features and the long life 
your customers want. So 
isn't it just good business 
to feature these re 


business machines? 
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CLARY MULTIPLIER CORPORATION 


San Gabriel, California 
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* More than 150,000 U.S. businesses now use 
Clary. Many firms have several hundred units. 

















sultant and employment counselor, of St. Louis and Chicago 
—‘Progress Is Made by People.” 

Jack C. Staehle, Director of Industrial Relations for 
Aldens, Inc., Chicago—“Teaching, Learning, Leading.” 

Walter Reilman, of Ernst & Ernst, St. Louis—“Madness 
in Your Methods—or Method in Your Madness?” 

Wesley Wiksell, Professor of Speech, Louisiana State Uni- 
versity, Baton Rouge—‘Progress Through Better Communi- 
cation.” 

James Thomson, Special Staff Assistant, Accounting De 
partment, United States Steel Corp., Pittsburgh—“Machines 
—A Solution or a Problem?” 

Following the conference keynote address on Monday 
morning, May 24, the NOMA annual business meeting will 
take place, at which new national officers and directors 
will be voted into office. The annual banquet is scheduled 
for Tuesday evening and the annual luncheon for Wednes- 
day afternoon. A complete program of sight-seeing and 
other entertainment has been planned for the wives of the 
delegates. 

As a means of guaranteeing delegates ample opportunity 
to brief themselves on all the late developments in office 
machinery and equipment while they are in St. Louis, the 
exposition will remain open one day following the confer 
ence. Together with conference delegates, an estimated 
100,000 business people from St. Louis and surrounding 
areas will be invited to visit the display. 


Observe Penn-Mar-Va Night in Philadelphia 


Philadelphia Stationers Association held a Penn-Mar-Va 
night at the regular monthly meeting on March 18 at the 
Alpha Club, Philadelphia. President Charles A. Newcomet, 
The C. F. Heller Bindery, Reading, Pa., presided at the 
session attended by 56 members and guests. 

L. B. Herr, L. B. Herr and Son, Lancaster, Pa., chairman 
of the trade customs committee, called for suggestions on 
trade ethics. Irving A. Roth, Roth Brothers, Philadelphia, 
spoke of the NSOEA third regional district convention to be 
held on June 21-22 at Haddon Hall, Atlantic City, N. J. He 
announced that non-members, as well as members, are wel 
come and urged a large attendance. 

All who are not members of NSOEA were urged to join 
and participate in the numerous benefits provided by the 
association. Ben Wachtel, Parker Pen Company, suggested 
that those who are planning to attend make their hotel 
reservations as soon as possible. 

John J. Kerns, Stationers Loose Leaf Company, announced 
that George E. Harscheid, National Blank Book Company, 
was recently presented with a gold pin on the occasion of 
completing 50 years with his company. 

The meeting was then turned over to the Penn-Mar-Va 
Travelers Club whose members presented a panel discussion 
on “Selling and Salesmanship” with President Richard M. 
Graff, Esterbrook Pen Company, as moderator. The panel 
consisted of Edward F. St. George, Oakville Company; 
Frank Sheehan, Eberhard Faber Pencil Company; Wil 
liam D. McCully, S. E. & M. Vernon, Inc., and James W. 
Curran, Eagle Pencil Company. 

The discussion was based on the ten commandments for 
salesmen with the first member of the panel William D. 
McCully covering the subjects of Optimism and Enthusiasm. 
Frank Sheehan stresssed knowledge of product, prices and 
other details. He urged selling of the benefits a customer 
will receive instead of using high pressure methods. Ed- 
ward F. St. George advocated intelligent sales planning and 
presentation with thorough knowledge of product and com- 
pany. The last member of the panel James W. Curran, 
covered the subjects of closing the sale and asking for the 
order, the follow-up, and consistent calling on customers. 
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Stein Salesmen—TOP ROW: Clinton F. Levings, Northwest; Ray Aul, Eastern 
states; Manny Goldberg, Midwest; C. J. Jensen, Rock Mountain states; Wil- 
lian L. Puntil, factory superintendent; Cal Long, Mideastern states; SECOND 
ROW: Jerry Devitt, Mideastern states; Sam Dicktns, South Central states; 
Arnold Ulinick, Southwest; Daniel F. Nigro, Harold Segall, Edwin W. Kues- 
ter, New York and New Jersey; BOTTOM ROW: Donald V. Pryor, New 
England states; Fred Storlie, North Central states; Leo Stein, president; 
Margaret H. Small, secretary; Edward B. Stein, treasurer. (Photo by Dave 


Stein Conducts Sales Meeting 

A recent general sales meeting of Stein Bros. Mfg. Co. 
had all of the firm’s representatives present with one excep 
tion. It was a three-day session packed with release of 
sales information, exchanging of ideas, discussions on the 
company’s products and plans for 1954 operations. A num- 
ber of new items were introduced. 

The meeting was addressed by Phil Abrams of the Phil 
Gordon Agency, who told the group about the doubling 
of advertising expenditures and explained the expanded 
program of dealer helps. 

Another speaker was William E. 
Associated Display Services, an expert on identification and 
display units. He explained how these have been made 


Herber, president of 


available to dealers. 

With the larger expenditure of advertising funds and 
program of dealers’ helps it was the feeling at the meeting 
that a large increase in business would result in 1954. 


Chicago Machine Men Hear Bill Brown 

Special effort in the way of meeting notices and phone 
calls resulted in an attendance of 60 at the monthly meeting 
of the Chicago Office Machine Dealers Association at the 
Beach Steak House, Tuesday evening, March 9. 

President Harvey Miner, Miner Business Machine Com- 
pany, Kankakee, Illinois, called the meeting to order after 
a pleasant meal and conducted a brief business session. He 
presented guests from Milwaukee, several northern Indiana 
towns and from down state Illinois cities before introducing 
the speaker of the evening, Bill Brown, sales promotion man- 
ager, of Remington Rand Inc. 

Asserting that dealers and manufacturers are of equal 
importance to each other, Mr. Brown made some inter- 
esting statements about the potential market for portable 
typewriters. From the present annual production of 600,000 
units Mr. Brown expects the figure to be 1,200,000 five years 
hence. He bases his prediction on the anticipated population 
increase. 

Before World War II, according to Mr. Brown, office 
machine dealers handled about 20 per cent of the portable 
typewriter business. At present such dealers are handling 
50 per cent. 

Both dealers and manufacturers have definite responsibili- 
ties in serving this market, he stated. In 1954 manufacturers 
will spend about $24,000,000 to advertise portables to com 
sumers. They will serve as clearing houses for merchant 
dising ideas and will provide trained field representatives 

(Turn to page 231, please) 
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**Easy View’ curved 
window shows each 
amount rung up. 














New ribbon printing me- 
chanism provides single 
and double cash receipts: 
one for your customer, 
one for your records. 


**Greased Lightning’’ 
push button operation 
with keys scientifically 
designed and numbered 
for minimum finger and 
eye fatigue. 


A masterpiece of stream- 
lined design with gleam- 
ing enamel finish, 
chrome plated rust-re- 
sistant trim. 


THE REGNA 
IS THE MOST 
BEAUTIFULLY DESIGNED 
CASH REGISTER TODAY! 


Here at last is the all-purpose 

machine specifically designed for 

those small and average-size merchants 
who comprise the bulk of your volume market! 

A machine so versatile, so magnificently engineered and designed, it's destined to tally up the 
biggest sales record in your experience! Exaggeration? Just compare Regna feature for feature, 
Price for price with any other similar machine on the market today. You'll be convinced that 
with Regna you have the trump card, the shot-in-the-arm your business needs! 


Nationally advertised to millions of retailers in every field... 
fully backed with dealer promotional material. Easy 
time-payment plan for your customers. 









Regna Cash Registers, inc. 
175 Fifth Avenue New York 10, N. Y. 
Gentlemen: 

Please rush more information on the new Regna and tell me 
how | can become a Regna dealer. 


| 

| 

| 

Name 
| 

all 








CASH REGISTERS, 
175 Fifth Avenue 
Now Vor emma 





Company 
Address 
City Zone State 
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Henry L. Junge, controller of Under- 
wood Corporation, has been promoted 
to the position of executive vice-presi- 
dent, according to an announcement by 
Philip D. Wagoner, chairman of the 
board. 

In making the announcement, Mr. 
Wagoner commented that “Mr. Junge’s 
intimate knowledge of all the various 
details, phases and ramifications of our 
world-wide business, together with his wide experience and 
his human and likable qualities, all serve to equip him most 
admirably for the very important post to which he has now 
been appointed.” 

A former mayor of Millburn, N.J., Mr. Junge is chairman 
of the finance committee of the consolidated police and fire- 
men pension fund of the state of New Jersey, and is active 
in community affairs in Millburn where he has resided since 
1930. 

A native of Clinton, Iowa, he served with the United 
States Army during World War I and in 1920 joined the 
staff of Touche, Niven & Company, certified public account- 
ants. He joined Underwood Corporation in 1928 as assistant 
controller, in which position he served until his appointment 
as controller in 1948. 





H. L. Junge 





C. B. Pearman Named Domore Vice-President 


Charles B. Pearman has been ap- 
pointed a vice-president of the Domore 
Chair Company, Elkhart, Indiana. Mr. 
Pearman is vice-president of the Seating 
Service Corporation and manager of 
the Chicago office. Further duties will 
include some management of all Do- 
more branch offices as well as policy 
making as part of the executive com- 
mittee. 





C. B. Pearman 


Mr. Pearman started with the Company in 1947 as mana- 
ger of the Atlanta branch. He moved to the Chicago office 
in 1950 and served as the manager of Domore Seating Serv- 
ice in Chicago. 





Armando Campesino Back with Y and E 


Armando Campesino has been re-appointed manager of 
the export department of Yawman and Erbe Manufacturing 
Company, Rochester, N. Y. The announcement was made 
by H. P. Rockwell, vice-president in charge of wholesale. 

Mr. Campesino spent more than 20 years between World 
War I and World War II with “Y & E” as manager of the 
export department. When hostilities broke out in the last 
big conflict, the company devoted all its energies to pro- 
ducing war goods and Mr. Campesino left the company. 

For the past few years he has conducted his own private 
export business. With his experience and intimate knowl- 
edge of “Y & E” products, the company feels he is excep 
tionally well fitted for the position. 

Headquarters of the export department have been estab- 
lished at 9 Rockefeller Plaza, New York City. 
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A. B. Dick Announces Four Promotions 


A. B. Dick Company has appointed E. P. Jordan Jr. 
regional sales manager in charge of key markets, Myron G. 
Stolp midwest regional sales manager, Norman H. Vanek 
eastern regional sales manager, and Kenneth B. Marble, sales 
promotion and advertising manager. 

The appointments were announced April 1, by C. M. 
Dick Jr., vice-president of sales. 

Mr. Jordan’s position is a newly-created one in which he 
will supervise sales in 16 large cities. He was formerly mid- 
west regional manager, and has been with A. B. Dick 
Company for 17 years. 

Mr. Stolp was sales promotion and advertising manager 
for the past five years, and has been associated with the 
company for 13. He will headquarter in Chicago and super- 
vise district sales managers and distributors in 17 states. 

Mr. Vanek will make his headquarters in New York City 
and supervise sales in New England and Atlantic Coast 
states. He has been with the company 10 years, and manager 
of the Texas and southern Oklahoma district since 1950. 

Mr. Marble joined A. B. Dick Company eight years ago 
and was assistant to the general sales manager for the past 
year. 





Marchant Moves Two Offices 


New locations for two district offices have been announced 
by Edgar B. Jessup, president of Marchant Calculators, Inc. 

New and enlarged quarters for the Denver branch have 
been secured at 941 Bannock St. Nate J. Knittle and 
Frank A. Celus remain agency and service managers re- 
spectively. The new home for the Kingsport, Tenn., branch 
is at 1032 E. Center St. Berl C. Ogle is agency manager 
and Virgil V. Elliott in charge of service. 








a et 


S. Jack Tayor of Gary Office Equipment Company, Gary, 
Ind., vice-president of the Chicago Office Machine Dealers 
Association, was incorrectly listed in the February issue as 
being with a Hammond, Ind., Firm. Jack has been associ- 
ated with the Gary concern for the past 15 years and his 
name is synonomous with typewriters in the area it serves. 
We're sorry, not willfully meaning to displace him. 


On page 84 of our April issue, we carried an article re- 
counting Harold T. Avery’s outstanding career for 25 years 
with Marchant Calculators, Inc. We regret that the title in- 
correctly stated that Mr. Avery was retiring. This is not the 
case, most emphatically. 
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BUSINESS WEATHER FORECAST ~ 





at the Golden Jubilee NATIONAL BUSINESS SHOW 


EXHIBITORS: get results * —literally ‘‘showers of gold"’. Full attention is directed 
to their products with no distracting or competing events—in an ideal 
atmosphere for their sales message and demonstration to produce actual orders. 


VISITORS: get what they came for—the purchase of new equipment that saves 
them ‘‘showers of gold"’ in time and money. The largest, most interested and 
most important group of business executives, gather together in one great 
show for only one purpose—to see, test, compare and buy the latest and best in 
everything needed to construct, maintain and operate the modern office. 


* PROOF: The National Business Show has enjoyed the highest rate of space 
renewals every year for 50 years! 





For reservations call or write 
RUDOLPH LANG, Managing Director 
33 West 42nd Street, New York 36, N. Y. * PE 6-6760 


The world’s most important management show... 


that makes and is news! 








September 27th to October Ist 
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C. R. Sheaffer New Pen Company Chairman; 
John Sheaffer Becomes Vice-President 

Craig R. Sheaf- 
fer, former Assist- 
ant Secretary of 
Commerce, was 
elected a director 
and chairman of 
the board of the 
W. A. Sheaffer 

Or Pen Company at 
C. R. Sheaffer a meeting of the 
board of directors 

recently. 

At the same time John D. Sheaffer, a director and a mem- 
ber of the executive committee, was elected vice-president in 
charge of foreign manufacturing, a newly-created post. He 
will supervise foreign manufacturing, formerly handled by 
Grant F. Olson, killed in a Singapore plane crash March 13. 

Foreign sales, which also were handled by Mr. Olson will 
be taken over by Karl F. Dinnauer, who was named manag- 
ing director of foreign sales. Dinnauer, who joined the com- 
pany in the advertising department in 1945, had been 
assistant to Vice-President Olson. 

Craig Sheaffer, who fills the board vacancy created by Mr. 
Olson’s death, has been associated with the company since 
it was founded by his father in 1913. He was elected presi- 
dent in 1938 and headed the company until February 1953 
when he became Assistant Secretary of Commerce. He was 
succeeded as president by his son, W. A. Sheaffer II. Craig 
Sheaffer resigned from the Commerce Department last 
August, and since then has been a consultant to the pen 
company. 

John Sheaffer, son of the new board chairman, has been 
with the company since leaving military service in 1946, 
working summers until his graduation from the University 
of Colorado in 1950, when he joined the firm on a full-time 
basis. Since then he has been associated with the company’s 
export, development and sales departments. 





J. D. Sheaffer 


Firm Adds Office Equipment 

The Review store of Athens, Tex., has increased its mer- 
chandise line with the addition of office equipment. The 
move coincided with removal to new quarters. 
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Pitney-Bowes Occupies Toledo Home 

Pitney-Bowes, Inc., is now occupying its new home in a 
$40,000 building at 2010 Madison Ave., Toledo, Ohio, con- 
taining 3,200 square feet of floor space. The building is 
completely air-conditioned, has asphalt tile floors, and acous- 
tical tile ceilings. 

The display and sales space extends across the front, with 
mahogany-paneled office for Paul Bertke, branch manager, 
in the center. The storage and repair space is at the rear. A 
parking lot for customers is behind the building —AK 





Brown-Morse Opening Chicago Offices 

Brown-Morse Company this April is opening Chicago dis- 
play and salesrooms at 590 Pure Oil Building. The export 
division will have space here and the factory will maintain 
a permanent display of a complete line, using the office as 
demonstration headquarters for dealers. 





Erickson Heads 3-M Division 

Appointment of Willard P. Erickson as assistant manager 
of the tape division central merchandising department was 
announced recently by Minnesota Mining & Manufacturing 
Company. 

Mr. Erickson joined 3M in 1936 and has been associated 
with the tape division since 1940. He has served as sales 
statistician and product merchandiser. Prior to his new ap- 
pointment, he was supervisor of retail tape merchandising. 





Open New Dundas Store in Great Falls 
Reported by Ken Dickensheet 


The Dundas Office Supply Company opened a store 
on March 5 at 514 Central, Great Falls, Mont., with special 
ceremonies attended by many customers and friends. Hosts 
for the occasion were the joint owners, Les Christison and 
Eugene Von Dieck. 

Featured on the first floor of the store are gift items, 
greeting cards, books, leather goods and commercial sta- 
tionery. The balcony is used for furniture display in special 
office groupings. 

Peg board masonite is used for many display units, pro- 
viding flexibility of arrangement. 


Well Lighted .. . Any particular area can 
be spotlighted for emphasis in the new 
store of Dundas Office Supply Co., Great 
Falls, Mont. 
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CR Seat 


GF improves your firm's TF” 


* IMPRESSION FACTOR 


A distinguished GF MODE-MAKER desk in your Reception 
Room impresses visitors, clients and customers 


It's simply a matter of good business 


to look for charm, as well as good looks, 


in a receptionist. The same holds true of 


your reception room and its furnishings. 
That’s why so many progressive com- 
panies have their charming, good-look- 
ing receptionists sitting at charming, 


good-looking GF Mode-Maker desks. 


The Mode-Make 


lines of functior 


has all the fresh, clean 
il beauty that speak so 
Because most 
the 


well tor any company. 
receptionists double in brass”, 
roll-away typewriter shelf (shown above 
at the girl’s left 


+++ Out of sight when not being used. 


there when needed 


The modern design of GF’s Mode- 
Maker, its colorful finish and ultra- 
smooth, stainproof Velvoleum top fully 
reflect the prestige of your organization. 
All this plus economy . ..for its cost comes 
to less than half of 1% of its user’s 
salary over a span of 15 years and more. 


Try out a handsome Mode-Maker in 
your reception room for a free 10-day 
trial. But we warn you...it will literally 
sell itself to your company’s callers, to 
your own personnel...yes, and to you, 
too! Just call your nearest GF distrib- 
utor or write The General Fireproofing 


Co., Dept. X-30, Youngstown 1, Ohio. 


NATIONAL SECRETARIES WEEK: MAY 23-29 « Better Secretaries Mean Better Business 
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GENERAL 
FIREPROOFING 


Foremost in Metal Business Furniture 


MODE-MAKER DESKS « GOODFORM 
ALUMINUM CHAIRS «+ SUPER-FILER 
MECHANIZED FILING EQUIPMENT « 
GF ADJUSTABLE STEEL SHELVING 
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Announcing an 


PH BOS I OS 


New 


A Giant 
Step Forward in 


Contemporary Chairs 


Fine Contemporary Chairs to give zest and 


interest to your private office installations. 











Outstanding Achievement 





In 1950 we announced the tremendously 
popular Ranger line. In 1953—the highly suc- 


cessful Champion line. 


NOW .. 


achievement, a complete new family of superbly 


. we announce another outstanding 


styled office chairs... The Gunlocke Swingline! 


FEATURING: 
DISTINCTIVE DESIGN-—Styling with flair, yet designed 


for complete comfort. Exciting contemporary styling that 
allows freedom of movement with no interference from 


arm supports. 


LEATHERS—Seven dramatic new leathers 
for Gunlocke’s Swingline. The new 


EXCLUSIVE 
created exclusively 
Ortholite finish on Swingline leathers preserves appearance 
by resisting abrasion, scuffing and the action of perspiration. 


PROFIT-PRODUCING PRICE—Surprisingly low prices 


permit you to make a full profit on these fine chairs. 


A complete stock is assembled ready to go. Order now! 


7D 
LOOK AT THESE Sell, FEATURES: 








‘ 7 
q STYLE NOTE: The Swingline back- 
\ post steam bent to form. 
} 
| 
| } 
— — COMFORT NOTE: > | 7 


the full size seat and | 
| 











i aieicceteiniesinaendbiiin cradle back rest. 5 
| ret 


4q CONSTRUCTION NOTE: coil springs 
on webbing, tied eight times. No short 





Finel ee cuts. 


WAYLAND, NEW YORK 
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GibW HM. GUNLOCKE CHAIR COMPANY F 
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Royal Plans Expansion in Youth Market 
During Celebration of 50th Year 


Confident of a constantly expanding market, Royal Type- 
writer Company will spend $1.5 million during the next two 
years on a plant modernization program designed to in- 
crease over-all production capacity by 28°/ and at the same 
time offset rising manufacturing costs, Allan A. Ryan, chair- 
man of the board, announced recently at the company’s 50th 
anniversary celebration for the press at Hotel Plaza. 

The world’s largest producer of typewriters, Royal is bank- 
ing heavily on the youth market for increased sales. 

“Currently an important share of portable sales is made to 
senior high school and college students or, more accurately, 
to parents, relatives and friends who present them to stu- 
dents. This growing market has hardly been tapped,” Mr. 
Ryan stated. “Today there are 12 million boys and girls 
between the ages of 15 and 19. The figure will increase each 
year. By 1975 the 15-19 age group will total 18 million. 

“Add to this natural growth the prediction that a greater 
percentage of our youth will enter senior high school and 
college plus the growing tendency of schools to award extra 
points for work done on typewriters, it is obvious that there 
is no saturation of the youth market.” 





Fortune P. Ryan, president of the Royal Typewriter Co., points 
out features of first Royal machine produced 50 years ago to 
Gwenn Rosenfeld, dressed as Gibson Girl. Miss Rosenfeld ap- 
peared at 50th anniversary celebration for the press at the Plaza, 
New York City, recently. 


The company official pointed out that the growing pop- 
ulation will force building of new high schools and addi 
tions to existing ones. Current high school enrollment is 
estimated at 744 million with 9 million predicted for 1960 
and 12 million by 1965. 

“The expansion of schools will mean more typing classes 
and the growing emphasis of touch typing as an aid to 
classroom work is expected to increase the percentage of 
students taking courses. Since the Royal Standard is the 
most popular typewriter in schools, this should give us addi 
tional office machine volume,” he declared. 

Mr. Ryan pointed out that the growing popularity of 
electric typewriters is prompting some schools to install these 
machines. He predicted that this trend will accelerate. 

“The greatest volume of standard and electric typewriters 
is sold for commercial use to industry. It is our experience 
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that modernization starts in plants and takes a long time 
to filter to offices. It is our job to convince industry that 
modern typewriters can do an important share in reducing 
the cost of doing business.” 

Mr. Ryan added that Royal has recently inaugurated a 
new budget replacement program and Royal plan for mod- 
ernization. Both are contractual agreements providing reg- 
ular replacements of office typewriters at specified intervals. 
Old typewriters are taken in trade at figures above trade-in 
values. 





Westwood Office Supply Wins Award 
for Outdoor Advertising Campaign 

The outdoor advertising campaign of Westwood Office 
Supply, Los Angeles, has won third award in the flash 
poster division of the second annual creative local outdoor 







BUY FROM THE 


WESTWOOD 
OFFICE SUPPLY 
WESTWOOOS LARGEST 


10954 SANTA MONICA BLVD. 


Striking . . . Westwood Office Supply Outdoor Ad. 


advertising awards contest. The competition was sponsored 
by the Outdoor Advertising Association of America, Inc., 
Chicago. 

The contest was established as an annual event in 1952 
by the Outdoor Advertising Association to give recognition 
to local outdoor advertisers for outstanding campaigns. 


Ames Promotes Roller Week 

The Ames Supply Company, 564 W. Randolph St., Chi- 
cago 6, announces it is sponsoring National Futuristic 
Roller Week, June 21-26, for distributors of Futuristic 5-Star 
platens. 

A publicity release has been prepared by Ames for the 
office machine dealer to submit to his local paper. Booklets, 
advertising pieces, newspaper mats, platen demonstrators 
and store banners also are included in the material available 
to the dealer. 

The campaign is planned to help the dealer stimulate 
summer business. 


Marchant Calculators, Inc. Expands Offices 

Edgar B. Jessup, president of Marchant Calculators, Inc., 
recently released several statements affecting company per- 
sonnel and expansion plans. 

He announced the establishment of an agency in Ft. 
Dodge, Iowa, and the appointment of Frank L. Perkins as 
office manager and Edward N. Larson as service supervisor. 
The office is located at 816-18 Ist Ave. S. 

Mr. Jessup also stated the Long Beach, Calif., office has 





acquired full district status with James A. Love agency man- 
ager and Carl H. Dybeck in charge of service. The branch 
is at 43] E. Ist St. 

The Charleston, W. Va., district office of Marchant, it was 
announced, will be managed by William H. Muehleib with 
Vivian Sprague continuing as service manager. It is located 
at 1404 Washington St. E. 
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Want | an overall picture of your industry . . . past and present? 


Such a picture can be very helpful to you . . . and not a bit less so because it is also 
interesting. Our editors will bring you such an issue. 


What lies ahead for you and your industry is often clearly understood and evaluated 
only when you know what has happened and is happening now. So the 50th Anni- 
versary Issue will bring you a carefully compiled summary of the most important de- 
velopments in the past 50 years — and a report on what they have meant to the 
industry's progress and growth. 





Want |to know what may be ahead in the stationery and office equipment 
industry? 
Obviously, you must know, if you and your company are going to keep abreast of 


the industry’s growth. Authoritative material, written exclusively for OFFICE APPLI- 
ANCES will give you an insight into offices of the future and their equipment. 





Want |a comprehensive reference volume covering every phase of the 
industry? 
OA’s editors will bring it to you. Stationery, machines, furniture, equipment, and all 


types of supplies for office use will be covered . . . a thorough merchandising review 
for your entire stoff. 





ti 
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PP lances 50th Anniversary Issue 1 


THE BUSINESS JURNA 


84 OA — 5/54 OA_ 5, 











WHEN THE JUNE 
ANNIVERSARY ISSUE 


REACHES YOU 


9” read it... 
@e keep it... 
ME «use it... 





because ... this year you benefit more than ever from your OFFICE APPLIANCES subscription. You 
will want each of your key employees and also your best customers to own a personal copy of 
this momentous issue. There will be only one printing, so please let us know now how many extra 
copies you will need. 


mail it “JF today 


OFFICE APPLIANCES, 600 W. Jackson Blvd, Chicago, Illinois 


= Gentlemen: 
5 | want to make sure that all of our key personnel and best customers have their own reference copies ° 
on of the June 1954 issue of OFFICE APPLIANCES dedicated to “A Half Century of Progress.’’ Here are 
- my instructions: e 
fe) Ship in a special wrapper as soon as published _. copies of the June 50th Anniversary Issue, 
= at the following prices: 1 to 9 copies—$2.00 each; 10 to 24 copies—$1.50 each; 25 or more copies— ° 
= $1.00 each. 
> Plan A _ Ship in bulk to company address below. e 
rT) Plan B z Ship to individual names and addresses listed on attached sheet. 
7 9 
‘4 . 

YOUR NAME — i 
r 7 
1 COMPANY a sides BILL LATER 0 
rn . 
Q ADDRESS — —. . 
7 9) 

CITY mo pincnaeeteeesenasnesnsi acne iestesiccliiauectimes” | 

. 7 . > . > . . > > o * a > we od > °. 


THE OUTSTANDING PUBLISHING EFFORT IN THE HISTORY OF THE INDUSTRY 
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Attractive Display keynotes store arrange- 
ment in new quarters of the Valley Staty 
Co., Eugene, Ore. 


Valley Stationery Opens New Store 
Reported by Ken Dickensheet 

Another new store in the Pacific Northwest area has 
been opened by the Valley Stationery Company, moving to 
a location at 865 Willamette St., Eugene, Ore. The new 
quarters, at an advantageous location, are 115 deep and 
occupy two floors plus a balcony. 

The main floor is given over to offices and selling space 
with 75 feet of the depth in actual sales area. The balcony 
houses reserve stock for supplies and stationery while the 
second floor is used for an offite furniture showroom. 

Color has been used freely in the new store. Walls are 
salmon pink and old rose combined with a restful green 
topped by a yellow ceiling. The effect is warm and com 
fortable for shopping. 

Store fixtures were designed by the local architect, Frank 
N. Hitchcock, and built by the Eugene Cabinet Works in 
Eugene, Ore. The fixtures are birch with natural finish. 

Valley Stationery is an old firm in Eugene but started 
as a print shop. Mr. Cruikshank has been with the concern 
for the past 25 years and his partner, Dave Knox, started 
as a “printer’s devil” while in high school. The latter had 
much to do with the design of the fixtures for a good 
appearance as well as easy housekeeping in the store. 


1 
| 
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W. AA. Johnston Opens New Firm 

W. AA. Johnston, for more than 40 years engaged in the 
office machine business in Knoxville, Tenn, and a charter 
member of the National Office Machine Dealers Association, 
has announced plans for a new business venture. 

Operating from 1718 St. Mary St., Knoxville, is the 
W. AA. Johnston Ribbon & Carbon Company, exclusive 
dealers for a full line of Columbia Ribbon & Carbon Com 
pany products. “W. AA.” has two young men calling on the 
trade, selling Columbia products alone with the exception 
of adding machine paper. One of the assistants is Earl E. 
McGinnis, who worked for Mr. Johnston nine years while he 
operated W. AA. Johnston Sales & Service Company in 
Knoxville. 

Already operating the W. AA. Johnston business broker 
age business selling office machine and office supply firms 
all over the nation, the proprietor will conduct the new rib 
bon and carbon business from his residence where he has 
set up a complete office and other facilities. 
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Add National Business Show Space 


The National Business Show, due to an unusually heavy 
demand, has taken steps to accommodate as many exhibitors 
as space and the law will permit. By a judicious use of 
footage, a further division of choice center exhibit sections 
has been made possible. 

The extravaganza will be held in the 69th and 7st 
Regiment Armories in New York City during the week of 
Sept. 27. Last year demands for space were so great that 
51 firms could not be accommodated. 


E. V. Lee, manager 
of The General Fire- 
proofing Company’s 
Washington, D. C., 
branch, retired Feb- 
ruary 26. He was suc- 
ceeded by Frederick 
P. Stewart, former as- 
sistant manager. 

F. P. Stewart Mr. Lee has been E. V. Lee 

active in the office equipment field since his return from 
service in the Tank Corps during World War I. He was a 
salesman with Wolcott-Taylor Company, GF’s dealer in 
Washington, D. C., and when the GF branch office was 
opened in 1930, he joined as a salesman. In January 1931, 





he was made manager of the Washington branch. 

As branch manager in Washington during one of the most 
hectic periods in our country’s history, Mr. Lee’s service to 
The General Fireproofing Company was invaluable. For the 
present, he and his wife plan to remain in Washington. 

Mr. Stewart, who succeeds Mr. Lee, is a native of Hanna 
City, Ill. He began his business career as a salesman for The 
Ray Defenbaugh Company, GF’s Peoria, Ill., dealer. He 
worked there until shortly after the outbreak of World War 
I! when he joined the Merchant Marine. 

In 1946, Mr. Stewart returned to the Ray Defenbaugh 
Company and continued to work there until April, 1947, 
when he joined GF as a salesman in the San Francisco 
branch. In September 1952, he was named district managet 
otf District No. 7, and one year later assistant manager o 
the Washington Branch. 
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HOUSEWIFE . . 
the solution to filing 
bills, insurance pol- 
icies, receipts, checks, 
‘ete. 











BUSINESSMAN .. 
ideal for filing memos, 
cancelled checks, and 
other correspondence. 


& Aa 


GROCE R. cose 
perfect for keeping 
all bills, receipts, can- 
celled checks, bills of 
lading, etc. 











In the HOME... in the OFFICE. . 
the 410 Note Case is a useful item. Ideal for filing checks, 
receipts, bills, insurance policies, etc., the sturdy lock 
presents the 410 as a safe, secure filing compartment. 
And a space saver too, the top is completely removable 
and out of the way when not in use. The 410 is finished 
in gray baked enamel and the lock and handle are nickel 
plated. The 410 can be obtained with or without Cell- 
U-Seal pressboard guides. For further information and 
literature write to The Weis Manufacturing Co., Monroe, 


Michigan. 


STEEL LINE] a 


. or in the STORE, 
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R. C. Allen Receives Advertising Award 

R. C. Allen Business Machines, Inc., Grand Rapids, Mich., 
has been awarded a bronze “Joshua” plaque for the most 
distinguished use of match book advertising in the office 
equipment and supplies field in 1953, Charles Furcolowe, 
director of the Match Industry Information Bureau has 
announced. A repeat winner, R. C. Allen took top group 
award in the 1952 competition. 

A panel of outstanding leaders in advertising selected the 
company’s match book as best in its field among the nearly 
300,000 American business concerns which used the medium 
last year. 





Match book advertising of R. C. Allen. 


Certificates of award were voted by the judges to Codo 
Manufacturing Company, Coraopolis, Pa.; The Baltimore 
Stationery Company, Baltimore; The Hiss Stamp Company, 
Columbus, Ohio; A. B. Dick Duplicating Products, Chicago, 
and Cloud Employment Service, Dallas, Tex. 

Richard Kowalkoski, R. C. Allen advertising manager, 
was responsible for the winning match book. The judges 
chose it on the basis of clean design emphasizing display 
of the products with attention-value that prompts the user 
to read the entire message. Close-up pictures inside the cover 
detail five major sales features of the R. C. Allen line. 


Dixie Firm Expands Business 

The Twin City Publishing Company, Inc., located on Cos 
grove Ave., North Charleston, S. C., recently announced the 
opening of its office supply department, which will feature a 
complete line of office and school supplies and office equip 
ment. James K. Davis has been named manager.—EEG 


Southern Travelers Publish New Roster 

An ultra-complete new roster has been issued by the 
Southern Travelers Club, one of the most comprehensive 
ever furnished to dealers of the stationery and office equip 
ment industry by such an organization. 

New features include photographs of most of the mem 
bers, home telephone numbers, the telephone number of the 
manufacturers represented in the membership, and listing 
of members’ hobbies. 

Prefacing the roster is a history of the organization. Ofh 
cers of the club are A. C. Lampkin, president; Archibald 
Ryan, first vice-president; Frank J. Link, second vice-presi 
dent; Sam J. Orr, third vice-president; Charles H. Hucke, 
secretary and treasurer; Glen D. Moak, Jim W. Cooper, Jr., 
and Jess Haralson, members of the executive committee. 

A full page with pictures is devoted to the designation of 
Mrs. Charles (Alma) Hucke as the “Sweetheart” of the 
Southern Travelers Club. A gold membership card pre 
sented her is reproduced. 


Third Generation Carlisle Heads Firm 

Burlington Carlisle, Jr., was elected 
president of A. Carlisle & Company, 
pioneer San Francisco printing, litho 
graphing and stationery firm, at a re 
cent meeting of the company’s board 
of directors. 

Mr. Carlisle succeeds his fathes, the 
late B. M. Carlisle, to the position. He 
is the third generation Carlisle to guide 
the destinies of the firm which observed 
its 100th year in 1952. 

A graduate of Lawrenceville Preparatory School and the 
University of California, Mr. Carlisle began his career with 
the company in 1933. Except for five years since, during 
World War II, when he was serving overseas as an officer in 
the U.S. Army, he has been actively engaged in all phases 
of the San Francisco concern’s operations. 

Mr. Carlisle has been associated in an executive capacity 
with both the San Francisco Employing Lithographers Asso- 
ciation and the San Francisco Employing Printers Associa- 
tion, of which he is now president. He is also a director of 








B. Carlisle, Jr. 


the San Francisco Employers Council. 


Maverick-Clarke Chosen Brand Name 
Retailer-of-the-Year in Its Field 

Maverick-Clarke, San Antonio, Tex., has named 
Brand Name Retailer-of-the-Year in the office equipment 
and stationery section of the annual nationwide competition 
sponsored by Brand Names Foundation, Inc. 

The Texas firm has received this honor for outstanding 
presentation of manufacturers’ advertised brands during 
1953, according to Henry E. Abt, Foundation president. 


been 


. Five top winners in the previous Brand 
entry. Leff 
to right: Ray Howard, The Howard Co., Midland, Tex.; Horace 
Eckman, Eckman’‘s Atlantic Station, Mt. Holly, N. J.; Leo Meéisler, 
Roger Wilco Liquor Store, Palmyra, N. J.; Arthur See, Saks-34th, 
New York City, and Karl Haugen, Schlafer’s, Inc., Appleton, Wis. 


Picking the Winners . . 
Name Retailer-of-the-Year competition discuss an 


The blue ribbon judging panel of 17 retailers named four 
other firms in this field as winners of Certificates of Dis 
tinction. They are: General Office Equipment Corp., Pitts 
burgh; H. W. Clopp & Co., Trenton, N. J.; Business Equip- 
ment Corp., Boston; and Lucas Brothers, Baltimore. 

Winners will receive their honors before 1,700 industry 
leaders at the annual Brand Names Day dinner in the Grand 
Sallroom of the Waldorf-Astoria Hotel in New York City 
on Wednesday, April 28. Lewis L. Strauss, chairman of 
the United States Atomic Energy Commission, will make 
the keynote address. George Jessel will act as master of 
ceremonies of a variety show. 
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the most COMPLETE line... 
highest QUALITY tine... 
in the LOW PRICE range! 


) Announcing a NEW series of Non-suspension Files... 
NEW 3 and 5 drawer Cradle-suspension Filing Cabinets 
...NEW One-drawer File... NEW Conference Desk 


the greatest values we've ever offered... 


for unlimited volume and profit potential ! 


HARRISON POLICY IS THE CONSTANT EXPANSION OF 
OUR MODERN MATCHED LINE OF OFFICE DESKS, 
TABLES, FILING CABINETS, TRANSFER CASES, ETC. 
see our display ... booths 93-94 


NOFA show 
May 8 through 11 








Peacock Heads Lincoln Paper Company 

The board of directors of Lincoln Paper Company, sub 
sidiary of Ditto, Inc., has announced the election of M. H. 
Peacock as president, and R. M. Bowen as vice-president. 





R. M. Bowen 


M. H. Peacock 


Mr. Peacock started in the paper business as a mill hand 
in 1923. In 1937, he became asssociated with Lincoln as 
vice-president in charge of sales. He will continue to direct 
the merchandising activities of the company in his new role. 

Mr. Bowen, originally with Ditto, joined Lincoln as gen 
eral manager in 1951. He will continue to manage the 
company’s operating activities. 


Dun & Bradstreet Offers New Film 


“Of Time and Salesmen,” is a new 16 mm. sound film put 
out by Dun & Bradstreet. It is a picture about selling and 
possibly the first to deal with the day-by-day management of 
the salesman’s selling time. Produced as part of the credit 
agency’s own sales program, the film has wide application 
for sales training generally and it is being made available, at 
no charge, to sales managers, and service and educational 
groups. 

The theme is sales planning to make each call count. The 
story is told through a young salesman who finds himself 
running hopelessly behind schedule because of time he loses 
calling on “leads” who have liquidated, moved away, 
changed their lines, or become dead ends because of any 
number of reasons he did not know about in advance. 

At the hotel, he meets a seasoned old pro who listens to 
his tale of frustration with understanding, and offers to 
show him how to make his time pay. “Each call I make, 
costs my company $17,” says the older salesman, “and I can’t 
afford to miss very many.” 

After several coaching sessions, the young salesman learns 
how to plan his calls, using the five basic tools of the trade 
catalog, road map, telephone directory, customer and pros 
pect lists, and the Dun & Bradstreet State Guide. He re 
gains his morale and his sales begin to climb. 

This sales training film which runs 32 minutes, can be 
borrowed from the Dun & Bradstreet Public Relations De- 
partment, 99 Church St., New York City 8. Reservations 
may also be made at any of the agency’s 140 Offices. 


SoundScriber Appoints W. H. Fox 

R. W. Davidson, vice-president of the SoundScriber 
Corporation, has announced the appointment of W. Hubert 
Fox as distributor for SoundScriber dictating and recording 
equipment in the state of South Carolina, exclusive of the 
counties of Cherokee, York, Chester, and Lancaster. 

Mr. Fox, a native of Charlotte, has been associated with 
the office equipment business for several years, most recently 
as a district manager in the dictating machine field. 

The distributorship will be operated under the name of 
the W. H. Fox Company, with offices at 2120 Rosewood 
Drive in Columbia. Branch offices and service centers are 
set up in principal South Carolina cities. 
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Albert B. Abrams Retires After 
34 Years in Trade Publishing 

March 15 marked the retirement as a trade paper pub- 
lisher for Albert B. Abrams, long a familiar figure at 
conventions of the stationery and office equipment industry, 
It was just 34 years before that he and his associates brought 
out the first issue of The Modern Stationer. 

Retiring from active duties with the Adoma Publishing 
Company, Inc., “Bert” Abrams is thus concluding a career 
which made him widely known to the industry. Prior to 
the establishment of the company for which he served as 
president for many years, Mr. Abrams had been connected 
with the stationery business in another publishing capacity 
and earlier was editor and publisher of local newspapers 
both in Pennsylvania and New York. 

Mr. Abrams will be 85 on his next birthday. He remains 
on The Modern Stationer payroll as editor emeritus and 
thus will be available to the publication’s staff for future 
advice and consultation. 





Expand Letter Writing Week Competition 

An expanded display competition has been announced for 
the 17th annual National Letter Writing Week scheduled 
for the period of October 3-9 and sponsored by the Paper 
Stationery & Tablet Manufacturers Association, Inc., 527 


Fifth Ave., New York 17, N.Y. 
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National Letter Writing Week 





Under the new plan two cash prizes of $50.00 and $25.00 
each are awarded in five separate classifications of stores. 
This is in addition to the display window competition. Some 
store owners wished to have the prizes apply to interiors 
because all stores are not able to command widow space 
and virtually any firm can do something in its show cases, 
on its counters or on brackets, platforms, ledges or islands. 

Stationers will compete in Group B with the following 
prizes available out of the $1,375.00 total appropriated: 

Windows—First prize, $100; second prize, $50.00; third 
prize, $25.00. 

Interior—First prize, $50; second prize, $25. 

Similar awards are given for department stores, variety 
chain stores, drug stores and gift shops. 


NCR Appoints New Dealer 

E. C. Winter, who recently retired after representing the 
National Cash Register Company in Pensacola, Fla., for 3 
years, has been appointed company dealer there. He wil 
handle the complete line of NCR products. He is locate 
at 212 E. Garden St., Pensacola. 
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THE JEWEL WRITER 
NOW WITH 3-POINT 
___ SELECTION 
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Now your customers have not one, 
but three points to choose from 
with the beautiful Waterman's 
Sapphire. Unlike any other point, the 
synthesized jewel point takes to 

ink naturally, feeds it evenly and 
effortlessly to any writing surface 
without skip, smear or clog. Nothing 
writes as smoothly as a Sapphire! 
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eT 





Its Endura Ink, though washable, is 
permanent on paper . . . perfect 
for checks. 


NOW 
_, get the profits 


of °5 sales 
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Best of all, this elegantly styled 
pen gives you the ideal jewelry 
gift item for Mother’s and Father's 
Day, graduation, birthdays and 
other special occasions—with a 
profit margin that really pays off. 


Order your assortment of fine, 
medium and bold Sapphires today 
. .. and be sure you have an ample 
supply of Jewel-Writer cartridges. 
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~ Waterman's 
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Greater Demand, Greater Production 
enables us to offer this beautiful Sapphire 
at a new, easy to sell, low price. 


s foto) 


TAX INCLUDED 


Heavy gold ( warranted 22 K) electroplated 
by Sel-Rex process. Also available in sets 
with matching pencil from $10.00, in 
Rhodium Plate, Sterling and Gold Filled. 





cate 


WATERMAN PEN COMPANY, INC., # De Forest Street, Seymour, Conn. 
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New Appointments 


Appointed by Monroe... 

Joseph L. Dougherty has been appointed by the 
Monroe Calculating Machine Co. as industrial 
relations director to succeed W. W. Fisher, who 
has retired. Mr. Dougherty, who is at the 
company’s Orange, N.J., plant, has been 
with Monroe for 17 years. He started as an 
assembler, then went into advertising and 
later into sales. In July, 1947, he went to 
the company’s personnel department in Orange 
and since 1949 has been assistant industrial 
relations director. 





Serves Plus Computing Machines, Inc.... 
Norman Niemi has been appointed general 
manager of Plus Computing Machines, Inc., 
Chicago branch office opened April 1 at 127 N. 
Dearborn St. The new branch, of which Paul 
Heche (not pictured) is sales manager, provides 
factory-controlled and operated training school 
and sales and service for Plus users in the 
Greater Chicago metropolitan area. Both Mr. 
Niemi and Mr. Heche were formerly with the 
Comptometer Division of the Felt & Tarrant 
Mfg. Co. 





Old Town Appoints Sales Chief 
Lawrence Avanzino has been appointed gen- 
eral sales manager of Old Town Corp., accord- 
ing to an announcement by E. T. Waters, 
vice-president of sales. Mr. Avanzino previously 
was eastern sales manager for Eberhard 
Faber Co., and has had more than 20 years 
experience in marketing and in general man- 
agement. 





New Smith-Corona Appointment... 
The appointment of Nathan H. Jacobson as 
home office field representative for Smith- 
Corona Inc., was announced recently by J. B. 
McCormick, vice-president. Mr. Jacobson has 
been working as a retail salesman in the firm’s 
Dallas branch. He joined Smith-Corona in 
1938 and has been with them since that time 
except for wartime service in the United States 
Air Force during World War II and again in 
Korea. He will make his headquarters in 
Dallas. 


Maurie Dacy Joins Heyer... 


The appointment of Maurie Dacy to the sales 
staff of the Heyer Corp., was recently an- 
nounced by T. R. Heyer, vice-president. Mr. 
Dacy is a veteran of the office supply and 
equipment business, including 18 years in the 
duplicator field. He has traveled extensively 
and has a wide acquaintance among dealers 
and manufacturers. He will work out of the 
Heyer general offices in Chicago, where he 
makes his home 
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Expand Ennis Tag Space G. G. 
Dunkerley, president of the Ennis Tag & 
Salesbook Co., has announced the addi- 
tion of 20,000 square feet of warehouse 
space adjacent fo its factories in Ennis, 
Tex., in order to expand service to cus- 
tomers in the Southwest. The new quar- 
ters are here pictured.—CAP 


Underwood 
Promotes 2... 


Underwood Corpora- 
tion has announced 
the appointment of 
two new managers, 
according to J. D. 
Donovan, general 
sales chief. Jack O’- 
Callaghan has been 
named regional man- 
ager of the Birming- 
ham, Ala., branch of- 
fice with home offices at 2019 First Ave., N. He formerly was typewriter 
division manager at Oklahoma City. Don McLaughlin will assume con- 
trol of the branch at Butte, Mont. McLaughlin, who was discharged 
from the air force with the rank of major, will base at 27 E. Broadway. 





Jack O'Callaghan 


Don McLaughlin 


Name Moore Representative .. . 


Verle W. Lee has been chosen by Moore Push- 
Pin Company as representative to the station- 
ery trade in western United States. Mr. Lee, 
who is a manufacturers’ agent, is covering 
the territory west of Denver for the Moore 
firm. He has complete charge of Moore’s sta- 
tionery sales in that area and makes his home 
in Bakersfield, Calif. 








Within-the-Ranks Promotions 
Highlight Setup at Victor 


Promotions from within-the-ranks was the keynote of the 
day recently at the Victor Adding Machine Company of 
Chicago. 

Changes affecting personnel and their new assignments 
follow: 

William Remington of New York has been named director 
of Champion sales. He replaces Ernest Himebauch, who was 
recently promoted to sales manager of Victor's McCaskey 
Register Division. Mr. Remington has been with Victor only 
three years, but was chosen for the record he made as a 
district manager in developing accounts in his New York 
territory. Last June he won the President’s Month award. 

Bernard Swerdloff will replace Mr. Remington. He has 
been serving as a salesman in the Newark branch for the 
past few years. 

Another change in the Champion organization is the 
promotion of Walter C. Riley, Jr., to district manager for 
the New England states. Mr. Riley has filled several positions 
at the home office prior to going into sales work. 

Jacques d’Arlin has been named manager of Victor’s new 
branch in New Orleans. As head of the company’s 3lst 
branch to be opened, d’Arlin can call on a vast amount ol 
training and experience to speed a sales program there. 

Joseph Raso has been active at the Chicago branch for 4 


number of years, primarily as a sales trainer. He now 1s 
(Turn to page 255, please 
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better sell Borroughs 


because Borroughs 





sells better 
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SLIDING DOOR 
STORAGE CABINETS 


Finger tip gliding, sliding doors.. 
sliding shelves adjustable without 
bolting. Units available in 3 heights 
29”—42”—78” 12”. and 18” 
deep ..38” wide outside. Choice of 
glass or steel doors on the 29” and 


42” units. 





BOOKCASES 
AND STORAGE UNITS 


Available in 4 heights (29”—42”— 
78”—84”) ..2 depths (12” and 18”) 
.. all units 38” wide outside. Single 
or double-face units with open or 
closed backs. Backs or end panels 
may be omitted if desired. Sliding 
shelves adjustable without bolting. 








LIBRARY SHELVING 


Here’s real efficiency and flexibility. 
Single or double-face units, with open 
or closed backs, in 3 heights (42”— 
84”—90”) .. width of unit 36” out- 
side. 914” deep sliding shelves ad- 
justable without bolting. No unsightly 
cross sway braces. Book stops on 


open back units. 


BORROUGHS 


3002 NORTH 
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Whop racks 


Your choice of 3 sizes to accommo- 
date 6, 12 or 24 coats and hats. Note 
clear hanging space for coats. Hats 
rest on non-dust-collecting rods. Dou- 
ble-face units and umbrella accessory 
available. Borroughs also produces 
Wrap Check Racks. Shall we tell you 
more? 


MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


BURDICK ali KALAMAZOO, MICHIGAN 
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Claflin Joins George B. Graff Organization 

Roger Thurber, president of the George B. Graff Com 
pany, has announced that David S. Claflin has joined his 
organization as manager. 

During the past war, Mr. Claflin was in the Merchant 
Marine with experiences and responsibilities ranging from 
third mate to master. Since returning to civil life in 1946 
he has been in both production and sales in the paper indus 
try and most recently in government contract work with 
Raytheon Manufacturing Company. 


Utility Store Pushes PocketRef 

The Utility Stationery store at Wacker Drive and Wells 
St., Chicago, has been carrying on an active promotional 
drive on Wilson Jones’ PocketRef loose leaf memo books. 
Use of a window sign, especially designed to advertise the 
PocketRef, has more than tripled sales, according to Sam 
Soposi, store manager. 





Eye-catching . . . Chicago salesmen weigh merits of window dis- 
play in Utility Stationery store at Wacker Drive and Wells St., pro- 
moting Wilson Jones PocketRef loose leaf memo books. 


He reports sales increased daily and that in the first month 
more than 200 were sold to salesmen. 

The display stresses a single selling point: the convenience 
of a compact and handy loose leaf book using the ring 
visible system for recording any kind of sales activity. 

Headline copy urges salesmen to see for themselves how 
PocketRefs put daily route lists, customer-prospect infor 
mation, price and order data, and address and territory 
breakdowns at their fingertips. 


Class D Label Added to Victor Safe Line 


Additional certification against the danger of fire is now 
available in the Victor Fire Master file and fire drawer line 
with the inclusion of the Underwriters Laboratories Class D 
label. 

The label certifies that the Victor Fire Master of Victor 
Safe & Equipment, Dealer Sales Division, Remington Rand 
Inc., has passed rigid tests of fire and stress, and meets the 
strict specifications of the Underwriters Laboratories and the 
Safe Manufacturers National Association 

1. Paper contents must be protected for one hour in fires 
reaching 1700 degrees F. 

2. Exposure of the file on all four sides to extremely 
quick, hot fires will not generate explosive gases within. 

3. Aging of the file will not decrease the effectiveness of 
its insulation or metal parts. 
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Old Town Strengthens Sales Staff 


Old Town Corporation of Brooklyn, N. Y., has made sev- 
eral moves lately designed to strengthen its sales organization, 

George S. Donaldson assumes new duties as western divi- 
sion sales manager and from his Chicago headquarters will 
direct company operations in the city and in ten states. Eddy 
C. Talbert becomes his assistant. 

Alfred B. Smith takes over as southwestern division chief 
with offices in Dallas, John B. Ware becomes southern divi- 
sion manager with Atlanta headquarters and Willard C., 
Kalbfleisch assumes Pacific Coast control out of San Fran- 
cisco. All have had wide experience in the supplies and 
business machine industry. 


Executives in Overseas Trip 


Two business executives, one from Chicago, will journey 
to Europe this spring to study business conditions abroad. 

Edward Mancini, president of the Chicago Cash Register 
Company, and Thomas E. Clemmons, Atlanta district man- 
ager for International Business Machines, Inc., will make the 
trip as members of the New Orleans International House 
18th Trade and Travel Mission to Europe. 

The mission was to leave New Orleans April 15 by 
chartered airliner, paying an extended visit at the British 
Fair in London following stops at other major European 
trading centers. 


New Firm Locates in Wabash, Ind. 

The Wabash Office Equipment Company recently was 
formed to do business at 408 Manchester Ave. in Wabash, 
Ind. The newcomers, Quincy F. Kraft and James F. Winter, 
are agents for Remington-Rand products. The company will 
provide services for all makes of office equipment and will 
sell office furniture. 

The partners are both ex-servicemen and will move their 
homes from Ft. Wayne to Wabash. Claude Newton is the 
service manager. 


Royce Appointed by Marchant 

Appointment of Fred H. Royce as agency manager of 
the Beaumont, Tex., district office has been announced by 
Edgar B. Jessup, president of Marchant Calculators, Ine. 
Service for the Beaumont district from the offices at 2247 
Calder St. will continue under the direction of Claude M. 
Carruth. 











New Pen Shop .. . Interior of the Kentucky Pen Shop, recently 
opened by Goldblatt, Bader, Buckner & Co., Inc., at 607 §. 
Fourth St., Louisville, Ky., under the direction of Ted Goldblatt, 
president. Story appeared in the April issue of Office Appliances. 
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| Chicago Dealer Finds Easy 
=)Way to Sell Office Chairs 


“We just demonstrate comparative features 






of the leading brands. Cosco gives you so much more 


value, sales almost clinch themselves." 


says Mr. Henry Krol 
Krol Office Equipment & Supply Co. 
Chicago, Illinois 
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Above: Mr. Krol's letter reprinted... 
proof again that It Pays to Give the 
Customer What He Wants 


FEATURE NATIONALLY ADVERTISED 


COSCO Ss 


See the Exciting Cosco Display 


NOFA SHOW 


Spaces 164, 165, 166 
Sherman Hotel 
S. May 8-11 





Hamilton Manufacturing Corporation, Columbus, Indiana 
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Anderson-Hickey Reorganizes Sales 
Department Under New Dealer Plan 

The Anderson-Hickey Company, 
Nashville, Tenn., recently completed 
the reorganization of its sales depart- 
ment as announced by H. V. Anderson, 
president of the company. Sales will be 
handled directly from the factory to 
dealers. 

As explained by Mr. Anderson, the 
revamping of the sales department will 
give faster and more sufficient service 
to the dealers handling Anderson 
Hickey products. These consist of a complete line of moder 
ately-priced steel filing cabinets which are made in all 
standard and combination card files in several price ranges. 
The company offers round-edged, heavily-constructed steel 
storage and wardrobe cabinets. 

Under the new set-up, M. D. Gains will act as sales 
manager. 

Salesmen representing the company are: 

Carl H. Schmits, Milwaukee, Wis.; Jack Prisant, Chicago; 
Cal Long, Cincinnati, Ohio; Hart K. Johnson, Kansas City, 
Mo.; Ray S. Froeba, New Orleans, La.; R. M. Docking, 
Levittown, N. Y.; Paul C. Harris, Los Altos, Calif.; A. C. 
Lampkin, Atlanta, Ga., and Johnny Garcia, Mayaguez, 
Puerto Rico. 





M. D. Gains 


Open Duplicating Products and Service Center 

Opening of the first duplicating products and service 
center in the Trenton, N. J., area has been announced by 
the Duplicating Products of Trenton, Inc., 1604 Pennington 
Rd., exclusive distributor for A. B, Dick Co. 

Factory-trained specialists will assist business firms, schools, 
churches, and other institutions in the selection and use of 
equipment and supplies, and in training office workers in 
duplicating machine operations. 

Robert C. Dodson, president, was a duplicating specialist 
on the staff of A. B. Dick for more than 16 years prior to 
his organizing Duplicating Products of Trenton, Inc. 

The firm will emphasize service and counseling, Mr. 
Dodson said. He explained there are more than 2,000 
products in the duplicating field. 

“For this reason, the average user needs an experienced 
advisor on duplicating problems,” he declared. “We have 
seen many business firms increase efficiency as a result of 
our counseling. Our goal will be to help them get maximum 
benefits from their duplicating equipment and to select the 
products and processes which fit their needs.” 

A feature of the firm will be in-the-store instruction, with 
users of duplicating products, including office executives and 
stenographers, offered individual training and counseling. 
The firm will serve Mercer and parts of Middlesex, Mon- 
mouth, Ocean, and Burlington counties, New Jersey, and 
Bucks County, Pennsylvania. 


Oakville Division Appoints Russell Gates 

The Oakville Company Division, Scovill Manufacturing 
Company, has announced the appointment of Russell Gates 
as its representative in the states of Missouri, Kansas, Ne 
braska and Iowa, effective March 8. 

Mr. Gates succeeds Neilan N. Short of Harry L. Short & 
Son, who recently relinquished the Oakville line in this ter 
ritory because of the lack of time necessary to carry out his 
extensive responsibilities. 

Mr. Gates, who is well known to the stationery trade in 
his area, is maintaining headquarters at his home, 7309 Ash 
St., Kansas City 15, Mo. The telephone number is Hedrick 
3948. 
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Appoint Roberts Numbering Distributor 

Realizing that better service can be given to the dealer 
through a distributor having national coverage as well as 
a thorough knowledge of its products, Roberts Numbering 
Machine Company has appointed R. A. Stewart & Com- 
pany, Inc., 80 Duane St., New York 7, N. Y., exclusive dis- 
tributor for their numbering machines. 

The New York firm has had more than 100 years’ 
experience in servicing the marking device and in stationery 
helds. 

Starting April 1, 1954, all purchase orders and inquiries 
for Roberts numbering machines are to be directed to R. A. 
Stewart & Company, Inc. 





Ful-Vu Winner . . . Tom Burke (second from left), display mane- 
ger of Schwabacher-Frey Co., Los Angeles, receives a check for 
$250 from Ful-Vu's Frank Rising (second from right). This repre 
sents first prize in the recent window display contest sponsored by 
Cooks’, Inc., makers of Ful-Vu albums, binders and protector 
sheets. At the left for the check presentation is Philip M. Redford, 
vice-president of Schwabacher-Frey and Willis Clark (far right), 
another West Coast Ful-Vu representative. A total of 22 cash 
prizes aggregating $950 went to winners. Second prize was 
awarded to Commercial Office Furniture Co., Washington, D. C., 
and third prize to Thomas Groom & Co., Boston. Pictured is the 
winning Schwabacher-Frey display in which Ful-Vu's “Mister 
sellsem” with slogan “Sell More Goods . . . Sell ‘em Faster” is 
prominently featured. 
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VERY box of carbon paper that goes out of 


your place carries your name. That means 
FREE advertising for you — that means repeat busi- 
ness for you! Why? Because many customers 
order from habit. After they have bought carbon 
paper from you, and they’re pleased with it, they'll 
continue to buy the same carbon paper month 
after month — year after year. 

Now, what does this mean in terms of benefit 
for you. Simply this—that when repeat orders 
come in for Carbon Paper that carries your name 
—orders come in also for other items that are 
allied with carbon paper—and in that way you 


Manufacturers of 
the complete line 
.. + that stands the 
test of time. 


H. M. STORMS 


Storms Building, Brooklyn 38, N.Y. 


‘y rr 


benefit from the sale of other items as well... 
Inked Ribbons, Carbonized Rolls and other mer- 
chandise. 

But just as important is the fact that this carbon 
paper will be bought ONLY FROM YOU — not from 
another dealer, as frequently happens when you 
handle nationally-advertised brands which may 
also be carried by many of your competitors. 

Dealers all over the country are now successfully 
using the STORMS PRIVATE BRAND PROGRAM. It 
will pay you to investigate this plan today. Please 
use the coupon for complete details or write on 
your letterhead to Dept. OA-5. 


COMPANY 






“ones are 





H. M. STORMS COMPANY 
Storms Building, Brooklyn 38, N.Y. 
Gentlemen: 


Company Name 
Address... 


We are interested in the STORMS PRIVATE BRAND PROGRAM. Please send us complete information and samples. 


OA-5 
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Office Supply Company Expands 

The latest addition to the constantly expanding chain of 
stores owned by the Office Supply Company of Jackson, 
Miss., is its branch established at Clarksdale, Miss. 

The store is 30 feet wide and 130 feet deep with a parti- 
tion in the center. Displayed in the front is the general office 
supply line and in the balcony is office furniture. The rear 
of the main floor houses a modern printing plant. A store 
room and office machine repair shop are located on the sec- 
ond floor. 





Baby of Chain 
The latest link in the 
Office Supply Co. chain @ 
is their Clarksdale, ® 
Miss., store pictured 
here. Lower photo 
shows, left to right, 
R. H. McGarity, store 
manager, and C. Guy 
Lowe, vice-president 
and general manager. 


The Clarksdale branch was born through the purchase of 
the printing division of the Delta Democrat, the M & M 
Printing Company and the Clarksdale Office Supply Com- 
pany. New equipment and fixtures have been added by the 
current owners to dress up the store. 

R. H. McGarity, manager, is a graduate of the University 
of Alabama and has been with Office Supply for several 
years. His assistant is W. R. Smith who has been connected 
with the company for about five years. The store has a per- 
sonnel of 16 and will cover all of northern Mississippi and 
five counties in Arkansas. 

Office Supply now has stores in Jackson, Laurel, Green- 
ville, Vicksburg and Clarksdale, Miss., with headquarters in 
Jackson. 





Change Name to Copease Duplex 


The name of the electric photocopying machine now dis- 
tributed nationally by Copease Company has been changed 
from Develop Combi to the Copease Duplex, it was an 
nounced by Charles E. Hallenborg, president of the firm. 

Mr. Hallenborg also made known that the subsidiary 
models had undergone a name change to conform with an 
identification of the firm name. The Copease executive 
pointed out that as national distribution of the photocopier 
and its subsidiary models has grown, they have been more 
often referred to as “Copease machines” than by their 
original names. 

The other machines are now called Copease Developer 
(hand and electric), Copease Exposing Unit, and Copease 
Plate Maker. 

The Copease Duplex is claimed to be the most versatile 
unit in the line. About the size of a typewriter, it reproduces 
in a combined operation of developing and printing black- 
on-white duplicates in a matter of seconds, permanent and 
fadeproof on paper of any weight. 
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Honor Two Underwood Managers 

F. M. Abernathy, New Orleans regional manager, and 
G. E. Guindon, regional chief at Jacksonville, Fla., have 
been awarded the President’s Trophy for outstanding sales 
achievement. The announcement came from J. D. Donovan, 
general sales manager. 

Mr. Abernathy, who joined Underwood in. 1945 as a 
salesman in New Orleans, received permanent possession 
of the award for achieving 151.3 percent of his machine 
and supply quota during the last three months of 1953. 





G. E. Guindon 


F. Abernathy 


He was appointed divisional manager in 1948 and 
regional manager in February, 1953. His office is at 750 
St. Charles St., New Orleans. 

Mr. Guindon, who joined Underwood in 1934, received 
permanent possession of the silver cup for producing 141.5 
percent of quota during the last three months of 1953. He 
became a sales representative in 1940, and has served as 
manager of the accounting machine and adding machine 
divisions. The branch is located at 1328 San Marco Blvd., 
Jacksonville. 

The awarding of a President’s Trophy for sales achieve- 
ment was instituted by L. C. Stowell, president of Under- 


wood. 





Savannah, Ga., Firm Reorganized 

Reorganization plans for the Joseph M. Byck Company, 
dealers in office equipment in Savannah, Ga., have pro- 
ceeded smoothly, it was reported recently. 

The firm suffered by the sudden death due to a heart 
attack of the owner, Joseph M. Byck. His firm had been 
associated for years with the printing and office equipment 
business in Savannah, 








“It's a Deal” . . . An unusual plan to promote its “Jetleaf Nop- 
Curl Carbon” paper is being offered dealers by the Curtis-Young 
Corp., 110 W. 18th St., New York. The firm is giving free a 
12-inch Curtis-Young Copy-Right copyholder to every distributor 
who purchases 100 boxes of the non-curl carbon within any 90- 
day period for the duration of the offer. The firm states the 100 
boxes need not be purchased all at once and may be ordered in 
any assortment of weights and finishes. Both items are shown here. 
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This Esterbrook Pen was cleaned 
the hard way—in an automatic 
clothes washer. It was all acci- 
dental, of course. But the lady 
just didn’t notice the pen was in 
the pocket when she put her 
husband’s shirt in the machine. 


The long bath in hot water, 
together with all the tumbling 
and spinning bent the pen barrel. 
But in spite of this ordeal, the 
pen still wrote perfectly. It still 
could be filled in the usual way. 
And the cap still screwed on and 


off like it always had. Even a of service. 

P.S. 

Incidentally, when the lady’s husband bought a new Esterbrook Pen barrel 
to replace his damaged one, he insisted on putting the point from the pen 
that went through the washing machine in the new barrel. At last report, 
the old point was still writing perfectly. 


Osterbrook 
FOUNTAIN PEN 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY © The Esterbrook Pen Company of Canada, Ltd., 92 Fleet St., East; Toronto, Ontario 
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trip through a washing machine 
couldn’t keep this Esterbrook 
from doing the things it was 
built to do! 


Most Esterbrook Pens are never 
subjected to such severe torture 
as this one. And we don’t recom- 
mend that they should be. How- 
ever, it’s nice to know that the 
quality and the workmanship 
that go into Esterbrook Pens are 
such that you can recommend 
them for the very hardest kind 









“Choose the 
right point 
for the way 
you write 
—hby number” 








Clary Rewards Top Salesmen 

The 22 top sales producers of the Clary Multiplier Cor- 
poration in 1953 were awarded a week-long California vaca- 
tion as a grand prize for their achievements. The business 
machine company hosted them in San Francisco, Yosemite 
National Park, Los Angeles and Hollywood. 





Alvin Dugan 


Norman Leppo 


Sales and service representatives from 13 cities won mem- 
bership in the Clary Producers Club as the result of their 
high selling records. They were greeted by Hugh L. Clary, 
president, J. W. Stallings, general manager of distribution, 
and other executives from the San Gabriel, Calif., main 
office upon their arrival in San Francisco by plane March 29. 

Norman Leppo of San Francisco, who captured “Salesman 
of the Year” honors, was installed as president of the 1953 
club. Alvin Dugan of the Los Angeles branch was “Service- 
man of the Year” and automatically became vice-president. 

A total of 41 Clary salesmen and service men qualified 
for Producers Club membership. 





Florida Firm Changes Hands 

Pinellas Printing and Stationery Company, 262 Central 
Ave., St. Petersburg, Fla., has completed another step in its 
reorganization which followed an ownership change. 

E. G. Slothus, who with W. F. Reese bought controlling 
interest in the firm, has moved to St. Petersburg from New 
York City to take an active role as vice-president and treas- 
uer. Mr. Reese is president and George K. Kickliter is 
secretary. Both partners formerly were with the New York 
sales organization of International Business Machines Cor- 
poration. 

Pinellas recently entered the business machines field by 
buying out the Pinellas Business Machines Company, and 
moving the business to its downtown location. Arthur 
Hayes came with the new owners as equipment service 
manager. 

Mr. Slothus, who has taken charge of the business ma- 
chines department, announced the firm has further expan- 
sion plans. Harry S. Randall, former co-owner of the firm, 
remains as manager of the stationery department—DMM 





Double Flo-Ball Production Capacity 

The opening of a new and enlarged high-speed assembly 
line for its automatic pens has doubled the production ca- 
pacity of Clary Multiplier Corporation’s Flo-Ball Pen divi- 
sion, George Morgenroth, general manager, has announced. 

R. C. Ballard has been named production manager. 

Mr. Morgenroth said a gain in sales—which were up 50% 
last year and are expected to increase another 50%, in 1954 
—necessitated the expansion. 

In another major move which has centralized all Flo-Ball 
production activities under one roof in San Gabriel, Calif., 
the ink research laboratory has been moved there from New 
York City. 

Paul Heinzel, product design engineer, will co-ordinate 
the over-all pen development operations in ink, points and 
pen functions in the new experimentation department. 
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75-Year-Old Toronto Firm Expands 
Under New Management Group 
Dye & Durham, one of Toronto’s oldest commercial sta- 
tionery firms, is enjoying expanded retail activities under 
new partners who, between them, have served for 95 years 
with the firm. 
These proprietors are Frank Dixon, sales 
years’ service, and Jack McQuillen, office manager, 
worked 31 years with the company. Associated with them 
is Art Chartrand, an employee of the company for the last 
16 years, now in charge of the order department and stock, 


manager, 3] 


shelves. Art Steel Equipment is used advantageously in merchan- 
dising and display. 


Other staff members include Doug Stewart, formerly of 
Gibbs & Mast, famed law stationers of London, and Jimmy 
Oliver of the sales staff. 

Dye & Durham was founded more than 75 years ago, i 
1875, and first opened its doors for business under the name 
of Dominion Blank Form Company, owned by a Toronto 
stationer named Brown. S. H. Dye went into partnership 
with S. D. Durham, who left Willson Stationery. 

Mr. Dye later took over complete control of the business 
and worked in it until he was 85 years of age. Today, a 
90, he is still in good health. 

The present owners purchased the business on June 11, | 
1951. They took 3,500 square feet of factory space at 52} 
Adelaide Street E., modernized the building, constructed al 
new and modern store front and added a number of station- 


ery and office equipment lines. Special emphasis was olaced | : 
. : 


on the law form business directed by Harry Harding. 


OA — 5/54 





who | 








Old Warehouse Front for the new home of Dye & Durham, 
Toronto. Pictured below is part of the store interior with sundries 


in center display fixtures, staple stationery products on side | 
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No. 260 
Smoking Stand 
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No, 408 No, 1500 
Costumer Costumer 





No. 17-C 
Costumer 


An outstanding group of modern 
accessories in satin-spun aluminum 
.. . combining beauty, smart styling, 
and durability. Enhances either modern 
or traditional interiors. The VALCO 
line is meeting with proven customer 
preference wherever shown. 


He VALCO combany 


1311 Ann Ave ° St. Louis 4. Mo 
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Underwood’s Amazing Elecom 
Takes Kids to “Outer Spaces” 

The Elecom electronic digital computer made by Under- 
wood Corporation to solve highly technical problems in 
business, industry, science and engineering, recently went 
“out of this world” at the American Museum-Hayden Plan- 
etarium in New York City. 

The electronic brain reached into its bag ol calculating 
tricks to answer complicated lanet-travel questions for 
space-struck youngsters. 





. The Elecom electronic digital computer, 
the brain child of Underwood Corp., recently went “out of this 
world” to the amazement and delight of the juvenile set. 


A Journey to Mars. . 


Then, as the March 15 income tax deadline drew near, 
Elecom came down to earth and completed individual long 
(1040) forms in approximately 12 seconds 

Elecom’s venture into astro-navigation amazed the “small 
fry.” New York school children, Who showed a decided 
preference for Mars, filled out “space travel application 
forms” listing their names, weight, destination and the super 
sonic space line on which they chose to travel. 

Transportation included the Galactic Central Lines, Trans 
Solar and Western, the Milky Way, Planetways, Inc., and, 
speediest of the lot, the Elecomet Route. 

The object was to match wits with the computer by se 
lecting the fastest route. For example, Galactic Central 
travels 200,000 miles per hour; TSW, 1,200,000 miles pet 
year, and Planetways, 3,000,000 inches per second. None ot 
these was as fast as the Elecomet Route, 15 miles in the time 
it takes the computer to add 1,000 numbers 

Necessary formulas for the computations were stored on a 
magnetic tape in the brain’s “subconscious mind” or high 
speed “memory,” a bronze drum approximately 10 inches 
in diameter which revolves 3,600 times a minute. Electric 
pulses are put on the drum, erased, shifted to other loca- 
tions on the drum or inside the computer as required by 
the problem. 

The human operator transferred the data from forms into 
the computer through a typewriter keyboard. Through 
control buttons, he then instructed Elecom to prepare for 
the space travel calculations. The very elementary—for 
Elecom—problem was solved in eight seconds. A typical 
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reply on a souvenir “space travel permit” read: 

Dear Mary Jane: Your space travel application for 
passage to Mars has been approved. The flight on the 
space line you chose will take nine days. Since on earth 
your weight is 100 pounds, on Mars your weight is 38 
pounds. 

All the information is provided by the electronic brain 
which also remembered the traveler’s name, typed it on the 
permit and gave the fastest and slowest route. 

The same process of probing its subconscious for informa- 

tion was used in computing income tax returns. It took 
approximately 11 seconds for Elecom to find the digest tax 
rates, rules, regulations, tables and instructions for storage 
and immediate use in the high speed memory. 
Priced at $62,500, the computer “speaks” English words 
as well as numbers. All the computations at the Hayden 
Planetarium in New York City were so rapidly carried out 
that Elecom spent most of its time loafing. 

Other Elecoms made by Underwood’s Electronic Com- 
puter Division in Long Island City, N. Y., are doing com- 
plex problems in the field of guided missiles, ballistics 
research and classified assignments. 





Newark NOMA Discusses Training 

The Newark, N. J., chapter of the National Office Man 
agement Association, held a get-together March 18 at the 
Military Park hotel in Newark. The program, a panel dis 
cussion, featured training programs as practiced in the 
Newark area. 

The topic was “From Diploma to Paycheck” and the 
speakers were: 

Mrs. Phyllis Boynton, a NOMA member and a 
ot Indiana and Northwestern Universities. She has had wide 


graduate 


experience in the insurance field and at present is employ- 
ment manager at the Short Hills office of Chubb & Son. 

Betty Ann Duval, De Pauw University grad who has 
spent her entire business career with RCA. Five years ago 
she was brought to RCA headquarters at Camden and now 
is training manager. 

Albert N. Webster, alumnus of Harvard and Harvard 
Law School and a member of the bar in both Massachusetts 
and New York. He chose personnel work for a career and 
now is personnel director for the Mutual Benefit Life In- 
surance Company. 
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MEMBER 


aa een. 


May 6-7. District 6, NSOEA, Hotel Moraine, Highland Park, Ill. 

May 8-II. National Office Furniture Association, Hotel Sherman, Chicago 
lohn R. Gray, executive director, 327 S. LaSalle St., Chicago 4, Ill. 

May 13-14. District 7, NSOEA,. Russell-Lamson Hotel, Waterloo, lowa. 

May 16-!9. Stationers’ Guild of Canada convention and trade exhibit, The 
King Edward Hotel, neg Canada. Fred R. Smart, secretary manager, 
Suite 306, 19 Richmond St. , Toronto, Ontario. 

May 17-18. District 14, NSOBA Westward Ho, Phoenix, Ariz. 

May 21-22. District 12, NSOEA, The Ahwahnee, Yosemite National Park, 
Calif. 

May 24-25. District 10, NSOEA, The Broadmo Colorado Springs, Colo. 
May 24-27. National Office Management Association's annual Office Ma- 
chinery and Equipment Exposition, Jefferson Hotel-Kiel Auditorium, St. Louis, 
Mo. W. H. Evans, executive vice-president, 132 W. Chelten Ave., Philadel- 
phia 34, Pa. 

May 27-29. District 11, NSOEA, Sun Valley, Idaho. 

June 4-5. District 1, NSOEA, Poland Springs House, Poland Springs, Me. 

June 18-19. District 2, NSOEA Whiteface Inn, Lake Placid, N. Y. 

June 21-22. District 3, NSOEA, Hadden Hall, Atlantic City, N. J. 

June 20-23. National Office Machine Dealers Association annual convention 
and exhibit. Chase-Park Plaza Hotels, St. Louis, Mo. Harold Mann, ex 
ecutive secretary, 1267 N. Wilton Place, Los Angeles 38, Calif. 

September 18-22. National Stationery & Office Equipment Association's 48th 
annual convention. Conrad Hilton Hotel, Chicago, !II. Paul Burbank, gen 
eral manager, 740 Investment Building, Washington 5, D. C. 

September 27-October |. Golden Jubilee National Business Show, 69th 


Regiment Armory and 7ist Regiment Armory, New York City. Rudolph i 


Lang, managing director, 33 W. 42nd St., New York 36, N. Y 


OA—5/54} 





a 


now ma 
gray an 





When you think 


Of SULCESS Mr. Dealer: Sell the Line That 
r think of Sells for You—Stock SUCCESS! 


bileeliiinin Your selling job is easier... your profits 
are greater...and your stock is complete 


when you sell SUCCESS. Here is a truly 



















distinctive, modern line of desk and wall 


(hen YOU think calendars—designed to keep pace with 


your needs and sold with a policy that 

af CALENDARS protects your profits. Your customers can 
. rely on SUCCESS quality...and you can 

eee think of depend upon SUCCESS sales .. . because the 


| loyalty of our dealers is as important to us 
z as the perfection of every SUCCESS calendar. 
33 = - Write for Your Copy of the New 1955 
SUCCESS Catalog Now ! 


COLUMBIAN Att WORKS, INC, 


2300 West Cornell St. * Milwaukee 9, Wis. 






new made in both metallic 


gray and walnut plastic. 
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District 5 NSOEA Convention 
Continued from page 37 





title springs from the “backbone” feature of record-keeping 
books essential to progress of an America which depends 
on knowledge of business transactions past and present. 

Among the advantages of “pushing” loose leaf as a dealer 
line, Mr. Towne pointed out, are: 

1. No installation or special handling costs. 

2. No highly-specialized sales force needed. 

3. High gross margin and high dollar utilization. 

“Golden Opportunities in Three Dimension Selling” was 
the subject used by Earle F. Opie, vice-president of the manu 
facturers’ division, in a talk which opened up new mar 
ket vistas for the dealers. The 3-D factors for profit, he 
stated, are: 

1. Changing times. 

2. Product education. 

3. Depth selling. 

The smell of popcorn distributed to his audience filled 
the convention hall as Mr. Opie flashed color slides on the 
screen to illustrate his points. He quoted from the “Profile 
of a Dealer” compiled by Orrice Appiiances showing that 
stationery and office equipment dealers doing dollar vol- 
ume of under $50,000 annually achieve this by 26°/ inside 
sales and 74°{ outside the store. By analyzing sales, costs 
and opportunities for better profits, he asserted, the inside 
store volume can be increased. 


Times Are Changing 


Changing times bring changing markets, said Mr. Opie, 
pointing to the population shifts from urban to suburban 
from crowded Main Street to wide-open shopping centers. 

The speaker urged recognition of the fast-developing farm, 
Negro and educational markets. He spoke of the new rec 
ognition of “Do-It-Yourself” craze, the increasing travel 
which stimulates purchase of maps and globes and the de 
velopment of the chalkboard market in industry, ofhice and 
home as a means of visual expression 

Robert J. Sanders, the sparkplug of dealer sales for Bur 
roughs Corporation, told his audience that “Your potential 
in office machines could be called the ‘plot ol gold,’ “ Using 
props in dramatic manner this expressive speaker kept the 
attention of his audience as he unfolded facts about a tre 
mendous market now existing. Adding machine sales, he 
stated, were over $70 million in 1953, typewriters over 
$165 million, and basic computing machines more than $285 
million. 

There is no mystery in the s: 
clared Mr. Sanders. “The training and product knowledge 
used is the same as for the other products.” 

In fast-moving demonstrations he disclosed how it is 
possible for an office machines salesman to dramatize, gain 
proper audience reaction, capitalize on mistakes and handle 
hecklers. 


ile of office machines, de- 


"Mining For Gold" 


Concluding the President’s Prospectors presentations was 
General Manager Paul Burbank of NSOEA who discussed 
“Opportunities are Golden in an Association.” 

“You are afhliated with an organization that has been 
mining for gold like the old miners,” said the NSOEA 
official holding aloft a pan such as a 49’er might have used 
along Sutter’s Creek in California. (See page 58 for pic- 
ture. ) 

Association services were discussed and new projects on 
which NSOEA is at work. were disclosed. 

District No. 5 had several top-notch speakers on the pro 
gram who were not members of the association troupe. 
These included Orville Reed. direct mail specialist on the 








subject “People Buy from People”; Edgar A. Guest, Jr., son 
of the famed Detroit Free Press poet and himself a talented 
radio show conductor; and Charles E. Ervin, professor of 
speech at Michigan State University. 

Prof. Ervin asserted, “Management is as good as its 
words.” Communication in the form of letters and inter- 
office memos, he said, should stress accuracy, brevity and 
clarity. “Say what you mean and mean what you say,” the 
professor advised. Some of his paragraphical gems in the 
witty address included: 

“There are too many Jericho speakers. They walk 
around a subject a few times, blow hard and expect 
the walls to cave in.” 

“Management is the art of accomplishing work 
through the efforts of other people.” 

“The best letters are those that are never written. . . 

“A child is an object that stands three feet between 
his parents and a television set. . .” 

“Golf is a game in which a little white ball is chased 
by men too old to chase anything else. . .” 


” 


One of the highlights of the Detroit convention was the 
panel discussion on the closing afternoon. Past governor 
Sid Butterfield, Smith & Butterfield, Evansville, Ind., pre- 
sided over the panel consisting of Harry D. Jessee, Gratiot 
Ofhce Supply, Detroit; Harry Morton, Indianapolis Office 
Supply, Indianapolis; Ellen May, May Office Service, Beck- 
ley, W. Va.; Art Frey, manufacturers’ representative and 
Harry Balch, Quality Park Envelope Company. 


Discuss Many Subjects 


Among the subjects thoroughly discussed were the best 
time for sales meetings, climbing freight rates, the minimum 
order for free delivery, operation of self-service stores, profit- 
able handling of small orders and the meeting of chain store 
competition. 

The Detroit Stationers Party on Sunday evening in the 
Sheraton-Cadillac Grand Ballroom proved an enjoyable one 
as did the Fifth District Travelers Club “Night in Hawaii” 
party the following evening. 

Delightful music by the “Singing School Teachers” and 
a delectable prime ribs of beef dinner featured the closing 
banquet. During the latter event Harold Stingel was called 
up to receive the NSOEA plaque for his ailing partner and 
governor, R. A. Macdonald. Ed Klebba was praised by 
General Manager Burbank for his work as a substitute and 
will receive a similar plaque. 

Robert A. Beekman, manufacturers’ representative of All- 
Steel Equipment, Inc., and Hall Safe Company in Indi- 
anapolis, was elevated to the presidency of the Fifth District 
Travelers Club but unfortunately could not be present. He 
was taken ill while en route to the convention and was 
rushed to a hospital. 


Pioneer Firm Elects Officers 


The Gregory, Mayer & Thom Company of Detroit, one of 
the nation’s oldest and largest office equipment firms, held its 
54th annual meeting recently and elected the following slate 
of officers: 

Chairman of the board—Charles A. H. Thom; president 
and treasurer—George L. Watson; vice-president and general 
manager—Alfred J. Mayer, Jr.; vice-president and secretary— 
George H. Thom and vice-president—Edward S$. McCombe. 

The firm is quartered in a nine story building which in- 
cludes a large printing and binding department as well as a 
completely equipped engraving department. 

[wo entire floors are devoted to furniture and the com- 
pany employs more than 200. A huge, modern warehouse, 
company owned, is operated within a short distance of the 
store. Its branch office is Lansing, Mich., has been completely 
modernized. 
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na tte! YOU MAY KNOW 


THE HASKELL 


BUDGET LINE BETTER! 





6? 3" 

PR 230 
CLERICAL DESK 
with or without 
center drawer. 





HASKELL 

PUTS THE 
MAGNIFYING GLASS 
ON ANOTHER 
HASKELL BEST SELLER 


Reinforced Top 





PR-230 Clerical Desk 
(Single Pedestal) 


Haskell proudly invites comparison! The qual- 


ity is unbelievably high for its low, budget 

price range. Only Haskell gives you heavy PR-230 

office steel, strong electric welded construc- . 

tion and other features at moderate cost. Clerical Desk 

Plus factors include modern design — (from Haskell’s PR Budget Line) 


rounded corners and legs, Glidden baked 
enamel finish, Armstrong linoleum tops with 
aluminum banding, smooth noiseless opera- 
tion, DuPont nylon bearings, rubber bump- 
ers and fine hardware. 


WRITE TODAY 


for Haskell’s New Catalog featuring complete 
line of quality-budget steel desks and tables. 














ce 6094 CAREee STREET PROVEN PIONEER BUDGET LINE 


PITTSBURGH 19, PA. 
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TAKEN FROM NET CLUB NEWS 
EDITED BY JOHN J. DUNNE } 








wl 


’ ae Travelers and stationers were saddened by the death of | 
without sacrificing salas! Albert F. Rebhan on February 9. He was on his way to 

ens . Florida for his annual vacation and had stopped to spend the a 
night in Williamsport, Pa., when he was stricken and died | 
in his sleep. Funeral services were held in his home city of 
Rochester, N.Y., on February 11. 

Stock only two basic sizes to meet ALL your Al was a co-founder of Blake & Rebhan Company, Boston, 
calls for Business Machine Stands. Shelves are retiring three years ago. He was known for his loyalty and 


Interchangeable oun be mounted olther devotion to the Boston Stationers Association, NSOEA, and | 
the NET Club. He served as a governor of this region of | 


“flush” or “‘raised’”’. NSOE A. 





* * * * * 


Regional Governor Phillip A. Rooney has been recuperat- 
ing at St. Anthony’s Hospital, The Mayflower, Room 532, 
/ St. Petersburg, Fla., from a slight heart attack suffered while 
in Florida. 
rl ** * #* &@ 
Ben Richman, Moody Stationery Company, Waltham, 
Mass., moved to new and larger quarters at 368 Moody St, | 
April 1. 
* * * a * 
Arthur and Helen Xavier, two popular owners of F. §, 
srightman Company of New Bedford, Mass., are being con- 
gratulated on their new store, “Lewins” of New Bedford. 
The address is 1128-1130 Acushnet Ave. The manager is 
Sylvester Xavier and the greeting card department is being 
handled by Miss Anna Xavier. 















x 17% * * * * @f 


x 24” 


Tables 14” 


and 17” ‘ — . 
Charles Scripture of Concannon & Scripture, Portsmouth, 


N.H., and his son-in-law, Donald W. Wade, who has been 
operating Wade’s in Rumford, Me., have purchased the store | 
owned by William F. Francis and formerly known as Shurt- 
leff’s in Gloucester, Mass. Wade’s in Rumford, Me., has been 
closed out and all stock and fixtures moved to Gloucester. 
There, the store will be operated by Donald W. Wade and 
will be known as Wade’s. 


This new and versatile 
Toledo Metal Furniture 
stand features a unique 
Interchangeable Shelf, 
which is easily and 
quickly assembled on 
the left, right, or on 
two sides, either flush 
or raised. (Raised Shelf 
eliminates eye-strain by 

bringing copy to cor- at the old location. oi nea 


” ~ * * a 

R. S. Sawyer Company of Manchester, N.H., moved about 
the middle of February to Stark & Commercial Sts., Man- 
chester, where the firm has much larger headquarters than 








rect eye level.) ' 
You stock just one basic shelf for each model... 
IT DOES ALL JOBS! 1 
J 
( 
SEE IT AT THE SHOW! | 
f 
See this NEW Toledo stand .. .and our complete line ‘ 
of Industrial Seating at the NOFA Show in Chicago, 
May 8, 9, 10, 11, at the Hotel Sherman. 
WRITE FOR CATALOG & SPECIFICATIONS é 
B 
New Dealer . . . John F. Kennedy of Utica Office Supply 
The Toledo Metal Furniture eae Co., Utica, N. Y., recently appointed exclusive dealer for the 
© © © © 0 e « oe Established 1897 « «© © © « Rex Recorder in his area, uses the first unit shipped to his 
firm by the exclusive national distributor, American Dictat- : 
1100 HASTINGS STREET « TOLEDO, OHIO | ing Machine Co., New York City. i LIGHTN 
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What ual do with 
an expensive adlding machine! 


' LIGHTNING- 


IS PERFECT FOR MY BUSINESS! 


“I've got too much figuring to do with pencil and paper .. 

to warrant an expensive machine. With my Lightning I can add 
check invoices .. 
check book and do any number of such jobs both accurately and fast. 
My Lightning is one of the best buys I've ever made!” 


Mist 7. 






Fe leg e: 









. yet, not enough 






.total up weights...balance my 







~o  7 


rou wee 
aes — 4 
3 2 a e 
‘ *\ : nn S. 
By. ro *. 
. ; o 
-_* 





7” 


: ° 8 








"SELL THE 


, VALUABLE 
MANY DEALERS SELL OVER an exclusive factory servicing an LZ 
100 A YEAR replacement guarantee, means clear IGHTNING- 
Yes, Lightnings move and move profits on every Lightning you sell! FEATURES 
fast! Many dealers sell over 100 a © Quick and Easy Addition 
year. Some sell fewer...some sell HUNDREDS OF PROSPECTS AMONG © Direct Subtraction 


way more. But there’s one thing for 


sure... Those dealers who have sold Companies big and small buy Light- , , 
Lightnings the longest, sell the nings. They’re handy for auto parts e Visual Totals at All Times 
most! counters @ Contractors, builders, ac- e Totals 99,999.99 


5% TO 11% MORE GROSS PROFIT 


Lightnings retail for only $14.95. 
Dealer discounts are set up to give 
you at least 5% to 11% MORE 
GROSS PROFIT than other office 
appliances. This extra spread, plus 


ALL METAL WORKING PARTS 
® PRECISION BUILT AND 
DURABLE * GUARANTEED 

A FULL YEAR! 





“1 
1 
‘ 
' 
' 
' 
' 
1 
ADVERTISING : CD Please ship Open Acct., credit references attached ; 
ae CD Please ship C.0.D. ' 
h ; (CD Please send display material with order ; 
ave been expe 
of the Nation q Busir Name ; 
Ta and Newspap: Company ; 
y - - Address ' 
(Member of NOMDA) : City Zone State ' 
LIGHTNINGS ARE A STANDARD ITEM WHEREVER OFFICE MACHINES AND SUPPLIES ARE SOLD w. o =] 
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MR. DEALER! 
S/GHINING-® 


WHEREVER YOU CAN’T SELL AN EXPENSIVE MACHINE! 


FREE! 






MACHINE 


YOUR REGULAR CUSTOMERS 


countants, engineers and salesmen 
use Lightnings for at home or on-the- 
job figuring @ Farmers, hotels, gro- 
cers, cafes and manufacturing plants 
use Lightnings for inventory and bill- 
ing work. Every business category 
from A to Z is your prospect! 


DISPLAYS, MATS, WINDOW 
BANNERS, LITERATURE 





POWERFUL NATIONAL 


os 


* 


hs 
“A 


A! 















READ 
THESE 













e Automatic one-stroke Clearance 


e Add and Subtract TWO SEPARATE 
GROUPS of figures at the Same Time 
(Example: Units at one end...Dollar value 
at the other.) 


¢ Briefcase Portability 


DEALERS WANTED—Join the 1,000’s who al- 
ready are making real profits with Lightning's! 
Discounts are tops and sales are fast. SEND 
FOR A SAMPLE ORDER AND SEE FOR YOURSELF! 





Lightning Adding Machine Sales Co., Dept. 4-144 
234 West 37th Place, Los Angeles 7, Calif. 


Please send me______Lightnings @ $14.95 LESS 
REGULAR DEALER DISCOUNT. (Maximum Discount on 1 Oz. 


F.0.B. Los Angeles.) 
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47H District Notes 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C, 








Florida Ofhce Supply, Inc., Winter Haven, Fla., has 
moved to a spanking new home at 171 West Central Ave. 
Formal opening was held March 5-6. The new layout is 
as modern as they come. 

The private offices are set up in modern Techni-Plan 
style so, of course, Ronnie Rumph was much in evidence 
on opening day. Seems that Paul Jenkins of Bainbridge- 
Southern was there too. Bet he had something to do with 
passing out flowers to the ladies. 











* * * * - 





Along with the modernization program recently carried 
out by Office Equipment, Tampa, Tommy Charlton wound 
up in a swanky new private office. See what long, hard 





work will do, boys? 
* 7 oe * = 


Harold Mitchell, Mitchell-Dixon Ofhce Supply Co., 
Greensboro, N. C., finally got all the rabbits off his lot 
2 ’ and his building constructed. He is to start moving just 
Office mania ers secret about the same time us “plutocrats” are basking in the 

9 Florida sunshine and enjoying the fellowship of the fourth 
Regional at St. Pete. 
bd The new store will be located at 1011 Arnold St., near the 
of keeping floors Summit shopping center. It will measure 50 x 100 feet 
with plenty of room for expansion and parking. The beauti- 


ful furniture show rooms in his present location will be | 


® * 
i moved en masse as they were planned with that in mind. 
a Congratulations, Harold. 


* * . . * 

















¢ Scuffed floors, worn rugs, screeching furniture Seems that Office Supply and Equipment Co., Knoxville, - 

are no longer problems to this office manager. Tenn., is to take over the building next door and modernize 

Not since he put Bassick “Diamond-Arrow” the whole setup into one of the most modern stores in 

casters on his chairs and other movable office Knoxville. The move will about double their space and | E 

furniture, anyway. permit them to display adequately their furniture and equip- Sh 
These efficient Bassick casters make either lines. Will be looking forward to “inspecting” the new deal, Ww 

wood or metal furniture roll smoothly, easily, Bob. oe oe Ww 

quietly. Swiveling is easier, too, with double ball- Vv 

bearing action and soft rubber or hard phenolic Things have been happening out at the U of T, too— : 

plastic treads that provide safe, sure floor Knoxville, that is. The book store is now operated by the - 

protection. university and they cordially invite the Travelers to pay a fa 
That’s why more and more smart office man- visit. 

agers are asking for Bassick casters. Make sure Se oe 

you're ready to supply them with the world’s Lloyd Cox, long time operator of the firm of Lloyd S. 

largest and best-known line. The Bassick Com- Cox, Inc., Daytona Beach, Fla., hung around the mountain sc 

pany, Bridgeport 2, Conn. /n Canada: Belleville, country of Hendersonville, N.C. so long that some of that 

Ont. “mountain sand” got into his shoes. The Office Supply bug 





had long ago bit him, so the combination was too much 
for ole Lloyd. What does he do? You askin me? O.K.— 
he up and opened himself an office supply store in Hender- g 
sonville at 218 N. Main St. The young “cub” who sent me 

this dope failed to reveal what Lloyd was to call his new 

store. Lloyd asks that all the Travelers put him on their AC 
calling list. 

Lloyd’s moving into Hendersonville must have lit a fire 

under “Unc” Barber because he got busy and gave a “new § 
look” to his place too. 





For wood-base chairs For tubular-base chairs 





* * * * * 


- ° . 
STEWART Memphis busted out in a rash of big badges with a large 
“75” on ’em recently. The gang at A. R. Taylors wore ‘em 


A DIVISION OF to celebrate their 75th year in business. Nice going, boys, 
and best wishes for at least 75 more. 





MAKING CASTERS DO MORE 


MAKING MORE KINDS OF CASTERS * * * * 


75 YEARS OF CASTER LEADERSHIP G. K. Walters, head man at School & Office Supply Co., 
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How To Moke An EXTRA Profit On Every Stapler You Sell! 


Every time you sell an ACE Stapling Machine be 
sure to include an ACE Staple Remover . . the 
For, no Stapler sale is complete 
without this useful tool. 


world’s finest! 


Millions of ACE Staple Removers are now in daily 
use. Their smooth, efficient performance never 


tearing papers or finger nails. Handsome, colorful 
plastic moldings form a perfect fit for fingers. 


Like all ACE Stapling Equipment, the ACE Staple 
Remover gives TOP quality and TOP value. For 
greater satisfaction to your Customers .. greater 
profit to yourself, cod and feature the complete 
ACE line! 


fails! Staples snap out quicker, easier, without SOLD THROUGH DEALERS EXCLUSIVELY 


SOME OF THE STAPLING EQUIPMENT MANUFACTURED BY ACE 


ae 


ACE LINER ACE CLIPPER ACE STAPLES 





ACE PILOT ACE STANDARD ACE SCOUT 





CHICAGO 


ACE FASTENER CORPORATION 
IN CANADA: ACE FASTENER (CANADA) LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 * 770 DU PONT STREET, TORONTO 4 


3415 NORTH ASHLAND AVENUE -s 
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ponT OVERLOOK 
Sdled.. 


LOOKOVER ATLAS 






ATLAS HAS THEM ALL— 
LARGE AND SMALL 


Filing Systems for Offset 
Plates, Negatives, Stencils 


NOW—Three Jumbo 
Models Available 


A Jumbo— 

52” high, 16” wide, 28” 
deep files 11%” wide 
hangers 

B Jumbo— 


52” high, 18%” wide, 
28” deep files 14” wide 
hangers 


C Jumbo— 

52” high, 22%” wide, 
28” deep files 22’ wide 
hangers 

Two drawer cradle sus- 
pension filing cabinets 
and hangers for standard 


and large size plates, 
negatives and stencils. 





THE ATLAS DELUXE MODEL IS ALSO AVAILABLE IN ALL THREE 
WIDTHS — Write for information on the other Atlas models for 


the small, medium and large offset plate and stencil user. 


ATLAS MANUFACTURES A COMPLETE LINE OF 
ATLAS HANGERS FOR ATLAS FILING CABINETS 


SH series—For serrated edge plates (11%, 14”, 22” 
wide hangers) 


PSC series—For plates, stencils, x-rays, etc. (11'%2”, 


14”, 22” wide hangers) 
DNP (Nega-Plate)—For plates and negatives 
DSH—For standard stencils 
DGR—For foreign heading stencils 
GIH series—For group filing (11%, 14”, 22” wide 


hangers) 
SEE Atlas Vertical Filing Systems at the May Shows 
NOFA — Chicago — Booth 111 
NOMA — St. Lovis — Booth 149 











Atlas Stencil Files Corp., 16716 Westfield Avenue * Cleveland 10, Ohio 
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Knoxville, Tenn., is to have the pleasure, and much needed 
help of his son Bob beginning about June 1. 
* * * * @ 


Saw Jack Cooper in Asheville during the “big snow” and 
he told me that his dad, “Big Jim” Cooper, was then on his 
first trip since his long illness. That was the best news I've 
heard in a long time. 

* * oe & = 

Have just learned of the passing of Joe Byck, of Joe Byck 
Co., Savannah, Ga. Joe had been in business there for many, 
many years. 

* * * * > 

Rowan Printing Co., Salisbury, N. C., has just completed 
a brand new warehouse and furniture sales room at 192] 
W. Innes St. The new deal will give them 8,000 feet of 
new space. 

* * * * . 

Hear that “Hank” Walden is now working in, and around 
the immediate area, of Atlanta for Wilson-Jones. 

* * * * * 


March 6 was the date, and Charlotte was the location 
of one of the worst head-on collisions of two cars in a long 
time. 

One of our most valued boys, O. G. Penegar, was the 
driver of one of the cars and he was the most severely in- 
jured. Both jaws were broken, which put him in the hospi- 
tal for two weeks. At last report Oscar was planning to 
keep his reservation at St. Pete. 

Just got my new Southern Travelers’ Club roster. Ain't 
never been nothin like it before! I’ve already had several 
dealers express their appreciation on receiving their copies. 
Charlie and Jim are certainly to be congratulated for the 
many hours they toiled in getting it out. 

* + * a » 

George Stuart has done it again. He has gone out and 
leased himself an ex-super market and converted it into one 
of the largest, over 9,400 feet, furniture and equipment dis- 
play rooms anywhere. 

About 6,400 feet of this space is unbroken and lends 
itself beautifully for display. An attractive parking area 
that will accommodate 27 cars is already there. With that 
kind of space, the Stuart clan should have no trouble han- 
dling any “rush.” 

Formal opening is March 29-30, just ahead of the Re 
gional, so I’m looking for a gang of the Travelers to attend. 


Congratulations to a nice guy. 
* * * * @ 


"Good Chompin T'nite" 


| had this one on my list to check a few weeks ago when 
[ was in Asheville but the “big snow” prevented me. How- 
ever, right behind me comes a glowing account from one 
of my more “loyal” reporters, Johnny Floyd, on the identical 
restaurant so I am passing along his comments. 

He says the food is wonderful and the atmosphere ditto. 
In looking over their menu, it seems to me their prices are 
a bit above normal, but then most of the better class of 
restaurants are. 

The place is “Chez Paul,” located on the north edge of 
Asheville on U. S. 19-23-25-70, on the right side of the road 
two and one-half miles from Pack Square. 

All food is prepared to order. Prices range from $1.75 on 
the family dinner to $3.75 for the best steak. Such delicacies 
as frog legs, squab and Maine lobster are yours for the 
asking. Chez Paul is on my “must” list when next in Ashe- 
ville. 

The column is indebted this month to the following boys 
for their co-operation: Johnny Floyd, Paul (Son) Jenkins, 
Joe Maura and Dave Ogden, and a big “wonder what tha 
Sam Hill” happened to: Tommy (Groceries) Tompkins, 
Jackson (Station wagon) Miller, Jackson (Inky) Lydiard 
and Fred (Speedy) Pittman. 
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Creators of Fine Products for Every Copying Kequirement 


it (? {== 
a 


CURTIS-YOUNG 


CORPORATION 


NEW, IMPROVED COPY-RIGHT 4 
COPYHOLDER 


... for 30 years the “Most 
Wanted” typist aid in the 
world 


C-Y MASTER UNITS 
... finest on the market, C-Y¥ 
“SEALFAST” process guar- 
JETLEAF AND OTHER FINE C-Y antees absolute cleanliness 
NON-CURLING CARBON PAPERS 


... the “Finest” made, permanent, 
smudgeproof-with exclusive C-Y 
blue-black ink formula, and the 
“slip-proof” plastic backing 


...lanolin formula soothes 
hands, while quickly 
and safely remov- 

ing ink stains 


- C-Y TYPEWRITER 
= RIBBONS 
C-Y DUPLICATING FLUID 6 eniiemead DUPLICATOR PAPER 


..- formula meets all U.S. govt., fine quality, popular- ... finest *1 water-marked 
priced ribbons ‘ 
sulphite copy paper 


CURTIS-YOUNG CORPORATION Manufacturers 


Copyholders — Duplicating Supplies — Carbons — Ribbons 


110 WEST 18th STREET ° NEW YORK 11, N. Y. ° Cable: CURTYOUNG 


and other specifications 
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NOW 


the chair that meets the Z great needs 
of the important men in business 


comfort 
perfect posture 
seating for work 


relaxation 
reclining contour 
for healthful rest 







the world’s 
most luxurious office chair 





RELAXATOR-POSTURE CHAIR 


Most valuable office possession ever created for top 
executives, the MILWAUKEE Relaxator-Posture Chair is 
a custom-crafted masterpiece, unsurpassed for distinc- 
tion and lifetime comfort. Here is an unparalleled, 
self-adjusting posture chair for fatigue-free working 
hours, plus exclusive head-rest and proper recline- 
action for those precious minutes of rest so essential 
for busy executives. This is the chair with the unique 
dual advantages you can demonstrate dramatically 
and sell with ease. 


See us at the 
NOFA Convention 
Booth 200 





THE MILWAUKEE CHAIR COM PANY, Milwaukee, Wiscensin 
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StH District Nores 


ROBERT W. LAMSON, CORRESPONDENT 
89 N. 26TH ST., NEWARK, OHIO 





TRAVELERS, SCHEDULE YOURSELVES TO 
MAKE THESE GOLF OUTING DATES 
Cleveland Fifth District Travelers Club 
Sleepy Hollow, Brecksville, Ohio 
June 17, 1954 


All travelers are welcome to join us for 
golf and dinner. 


Motor City Fifth District Travelers Club 
Glen Oaks, Detroit 
July 21 
Golf, dinner, dealers-travelers annual softball, con- 


test, entertainment and dancing to Fenby-Carr orches 
tra who entertained at the Detroit banquet. 


Bring Your Ladies 











Congratulations to the new officers of the Fifth District 
Travelers Club, Inc., who are as follows: President, Bob 
Beekman, All-Steel Equipment Company; vice-president, Art 
Frey, manufacturers’ representative; secretary, Ray Carey, 
Esterbrook Pen Company, and treasurer, Larry Schubert, 
Miller J. Huggins, Anderson, Ind. If well-wishing makes 
for success, these men are off to a terrific start in their tenure 
of office. Our heartiest applause to the outgoing officers for 
their fine leadership in this past year. 

Chapter officers for the new year are as follows: 

MOTOR CITY—Chairman, John Méislan, Eberhard 
Faber Company; secretary-treasurer, Hal Foran, Joseph 
Dixon Crucible Company. 

CINCINNATI—Chairman, Ray Goosen, Wilson-Jones 
Company; secretary-treasurer, George Handorf, The Globe- 
Wernicke Co. 

INDIANAPOLIS—Chairman, Ed Northam, Copco; 
secretary-treasurer, Dave Morris, Art Steel Sales Corpora- 
tion. 

COLUMBUS—Chairman, Charles Malody, National 
Blank Book Manufacturing Company; secretary-treasurer, 
Paul Stosberg, Dennison Manufacturing Company. 

CLEVELAND—Chairman, Earl Maule, Reyburn Manu- 
facturing Company; secretary-treasurer, Don Bond, Bux 
ton, Inc. 

Please call your chapter officers for meeting dates. 


* * * * + 


Ray Dykema of The Dykema Office Supply Company 
of Kalamazoo, Mich., played host to several hundred guests 
at the occasion of a 10th anniversary of his business on 
March 19. 

Ably assisted by his entire personnel and a half a dozen 
or more travelers, and in newly-decorated display room 
for office furniture, Ray adjudged, and we heartily second, 
that the event was of great success and stimulation to all. 
Punch and sandwiches were served by Mrs. Dykema. 


* * * * * 


It’s a boy for the Russell Lewis, Jr. family of The Lewis , 
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Any time and 
ee ee 


the 


s RAE 


Time-tried... quality-proved...consumer-preferred ! 





Oakville’s complete Yellow Box Line of | From one source—with one order—on one 
paper fastening devices simplifies your invoice you get the merchandise your 
buying, streamlines your inventory, cuts customers want. One-stop buying-the 


your handling costs, saves you money! Yellow Box way-builds sales and profits! 


the line that’s best for you! 


OGAKVILLE COMPANY DIVISION 





m Read on Scovill Manufacturing Company « Waterbury 20, Connecticut 
Chrysler Building, East 1419 North Broad Street 1116 Great Ptain Avenue 4105 West Chicago Avense Charles R. Barry Co., 430 Brannan Stree! 
NEW YORK 17,N. Y. PHILADELPHIA 22, PENN. BOSTON 82, MASS. CHICAGO 51, ILL SAN FRANCISCO 7, CALIF. 

THE BROWN BROTHERS, LTD.: TORONTO 1 
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NEW SIZES—NEW FEAT 


LETTER - LEGAL-TAB CARD - CHECK 


A wide variety of forms can now be accommo- 
dated by a broader line . . . by new converter 
units. Double capacity TAB CARD drawer will 
hold over 4400 cards. With partitions removed, 
drawer is ideal for artwork, blueprints, etc. . .. 
‘measures 154% x 24 x 4% inches. Count on 
STAX ON STEEL for countless uses because every 
unit is designed to handle the weight load in- 
volved in multiple filing now possible with con- 
venient converters shown below. 

Make profitable use of these new STAX ON STEEL 
features. They’ll broaden your sales opportuni- 
ties—minimize your inventory. The new, eco- 
nomical converters allow you to steck and sell 
one STAX ON STEEL unit to meet many different 
requirements. 

























2-ROW CONVERTERS 
Partitions Legal 
Size drawer for 
filing Ledger Cards 
and the like. 
Makes eight cells 
6%" x 10"... pro- 
vides 48” of filing 
space. 


3-ROW CONVERTERS 
Partitions Legal 
Size drawer for 
Voucher or Docu- 
ment filing. Makes 
nine cells 414" x 
10”... provides 72” 
of filing space. 


I (hw meekeliil sli-tiema@eliel fete Mb Le) 


BANKERS BOX COMPANY « 
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STACKED TO CEILING- 


loaded to capacity—each drawer 
works perfectly—no sticking, 
no bulging with V4) 


@ INTERLOCKS FOR STURDINESS.. . bottom 
to top and side to side . . . forms framework as rigid 
and sturdy as steel shelving. 


@ WON'T SAG—DRAWERS OPEN EASILY. Tests 
prove perfect operation under 1250-pound pressure. 


@ EXCLUSIVE 4-POINT SUPPORT — in the rear 
as well as front guarantees performance. 


@ FRONT OFFICE APPEARANCE of fade-proof 
Bankers’ Gray finish enhanced by luster-steel parts. 


@ EASY TO STOCK .. . shipped knocked down 
in compact cartons—takes little space—convenient 
to handle. Packed in cartons of 2 or 6. 


ADDED ACCESSORIES FOR ADDED SALES 


FOLLOWER BLOCK COUNTER TOP 


Holds records erect until drawer 
is filled. All metal—fits letter or 


legal size files. fit all four STAX ON STEEL. 





1125 just off the press—write for it today 


720 SO. DEARBORN ST. 
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Makes useful counter. Metal top slips 
into sideplates—fits snugly. Size to 
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Business Furnit Company of Toledo. "Twas an event 











of March 25. ¢ tulations! . 
= . * _ = 
Bob Beekman, ent of the Fifth District Travelers 
Club, when the Detroit regional, was not able makes the posture chair in metal 
to be present iffered a heart disturbance on the — 
saturday pré the meeting but was reported to 
have been 1 n an Indianapolis hospital. Reg B 
McDonald, g: ould not be at the regional, either, ; oul 
as reported prc y, but was at that time enroute with vy 
Mrs. McDonald 1 orida, for a long rest. Best of luck, 
and a speedy ry to both of these men. 
Incidentally t help but mention here, that we be 
lieve that the D t convention was of great success, and 
praise is certa icting-governor Ed Klebba and his 
his conventiot in Al Mayer for the fine job that was 
done ther: re very ably assisted, and they cer 
tainly delegat rity to some very nice people. 
. * . * * 
West Virgil Equipment Dealers Association is 
scheduled t« \pril 24 at the Daniel Boone Hotel 
in (hariest 
. * * * * 
Governor-! Bill Diehl, Jr., Diehl Office Equipment 
Company, Co Ohio, made convention history in his 
acceptance sp Detroit. He acknowledged the intro 
duction giver y Toastmaster Al Mayer, waved his 
hand to the « blushed! 
In accepting tion, Bill was fitted out in a rented | 
tuxedo for tl et appearance, but the suit came 
WITHOUT rs! We have already informed Bill 
that we will ¢ our “support” in the future, right 
* * * * & 
The Cleve ipter of the Fifth District Travelers 
Club has an a Mr. & Mrs. Cleveland Traveler 
Stationer even ty at the Empire Room of the Hotel 
Cleveland on |] \pril 30. Cocktails will be served 
ind t 7 15. 
** * @ &@ 
Word reacl that Mr. & Mrs. Don Crile, Office 


Equipment Cx y, Canton, Ohio, are sojourning in ° 
the lr ly DI Hawall. Hu la la! The new METAL-LUX 
** * © ©) JUNIOR EXECUTIVE POSTURE CHAIR 


Pat Patterson neces that he has severed all former : ee ro 
onnections a that as of February | he is representing There's a touch of magic in the hee Porereamrary! 
Mutual Static Supply Corporation of New York City combines the perfect posture principle in metal 
ind Mohawk 7 t Company of Chicago Heights, Il. with unprecedented beauty. There are two unique 


accomplishments in this Junior Executive Posture 
Chair . . . first, the ultimate in individualized 
comfort provided by a completely 


Robert Shaw Succeeds G. J. Dunne 


| oe A. SI ha oe re manager : ony ae self-adjusting posture design . . . 
DUS, 0, Di ul ritney-bowes, inc., succeeding seor ge J. second, a new concept of beauty 
Dunne, who xtended leave of absence. Mr. Shaw : : 

, never before attained in a metal 
joined the con Toledo sales force in | 146, and man hair. A 1] 
wed compat in Buffalo and Pittsburgh—AK posture chair. Appearance sells 


this chair on sight; the experience 
of sitting in it clinches the sale. 


Business Opportunities The MILWAUKEE METAL-LUX Junior 


Executive Posture Chair belongs 





on your sales floor. Available in 





Expanded Lines Sought in North Carolina—Typewriter Inspection Company z : j 
ess St., Wilmington, N.C., is planning a wide range of covering materials. 
e business expansion. The concern wishes 
r to add a complete office furniture and See us at the Matching 
3 machine and cash register offerings. NOFA Convention Side Armchair 
been in Wilmington since 1917 and has Booth 200 
ad t . ne e that brand name appeared. 
Business Machines Catalogs, Price Lists Wanted—Accurate Business Ma 
8 M 32, Fla terested ceiving manu MILWAUKEE METAL FURNITURE COMPANY 
r } tyr f business machines 
Remington Rand Inc., for eight year 101 N. Campbell Avenue, Chicago 12, Illinois 
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StH Districr Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL 








Upcoming ... A regional convention, a sales rally and 
the first of the summer golf outings are on the calendar for 
Great Lakes Travelers Club members, dealers and manu- 
facturers of the Sixth District in the upcoming months. 

Currently, the emphasis is being placed on the first of 
of these events—“Give Yourself a Spring Break at Moraine- 
on-the Lake” May 6-7 when the regional convention is 
scheduled at the suburban hotel in Highland Park, Ill. 
Governor Bert Hallin has announced the preliminary pro- 
gram with these highlights: 

MAY 5, Wednesday evening—Preliminary registration, 
| informal party in ballroom from 9 p.m. to midnight. 

MAY 6, Thursday—Talks by President's Prospectors, 
luncheon meeting addressed by speaker furnished by the 























Illinois Booksellers & Stationers Association; ladies’ enter- “y 
tainment; evening party with IBSA host. wi 
MAY 7, Friday—Program reconvenes, GLTC luncheon 
g tra 
and business meeting; IBSA annual meeting; GLTC w} 
House of Friendship; annual banquet. ees 
The IBS headed by President Hugh Reeves, Jacquin & ons 
Company, Peoria, is meeting jointly with the Sixth District ore 
as has been the custom in other years thr 
* * * * ¥ th 
} , TT o9r, € 
Emphasis on Selling . . . After the convention, GLTC 
will look forward to a sales rally on Wednesday evening, THI 
May 26, at 7:30 p.m. in St. Jude’s Hall, 221 W. Madison St., G/ 
Chicago. This will be a night devoted to better selling, —_ 
QUICK, CLEAN, NEAT featured by a fast-moving program arranged by Chairman kn 
NO MESS, NO FUSS Ken Henderson, The Carter’s Ink Company; co-chairman sys 
pore ene ‘HI like j , Homer Smith, Ditto, Inc.; A. M. (Benny) Allen, American out 
NE The Hoes will ike st too — i Pencil Company; Rus Ragan, American Pad & Paper Com- one 
saves him time and money. Yes-— £ 7)! , : : = 
Avery Kum-Kleen Correction Tape pany; Gordon Kickels, C. L. Barkley & Company; Cort wo 
easily solves fiuid duplicator prob- Horr, Associated Stationers Supply Company; Earl Hanson, 
= _ yy a = need for a manufacturers’ representative, and Ray J. Eichenlaub, Serv- G, 
multitude of satished customers. ) . 
- ice Steel Products Corporation. 
There's no scraping, erasing or - PRESS ON a side - 7 ‘ kK ee a 
: . eT ove oP oO i 0 e ea. » = a ¢ > é > oO . 2 
smearing — for corrections of fluid {Over Part, to be corrected. A speaker of national reputation, a film designed to inspire es 
duplicator masters are quickly, LAID ON with a finger-touch. better selling and a clinic discussion are to be highlights on 
easily and neatly made. Avery the program. — 
Correction tape is a proven prod- Pickets are $1.00 each and one firm has already purchased 2. P 
uct — available in either sheet or Qn ail ' . id 
roll form for its employees guide 
: * * * * @ | thing 
Sheet form Avery Correction iW elcdes, _. New members of GLTC indude Sama 
Tape can be kept close at hand in : ’ | Eau; : “% WwW 3. A 
desk drawer for instant use. It’s Henning, Cole Stee Equipment Company; Lynn arner, Safes 
available in sheet form in acetate | Permacel Tape; Ronald G. Burns, Smith Metal Arts Com- in the 
— packages. are espa s WEGN oie a tds went pany; John J. Burke, W. A. Sheaffer Pen Company; William 
an — +r +1 > > “ ° with a ign oucn, " wt 3 9 ~ owe a * t 
widths 1/6" tor single line cor- * the same carbon. No need to. | Borhuer, The Carter’s Ink Company, and Thomas O'Leary, | 
rections and 2/6” for two line cor-  ;emove the master from the type- FE. S. Webster C OR , Pro 
rections. writer... no realigning Jr., os ebster ompany. ‘ b 
* & * * | —{t) 
Rolls of Kum-Kleen Correction mF ‘ a | 
. , DEALERS—Kex« > ade ate st k > ‘ Oo yf > me al 
Tape, ready for use in a handy DEALERS Keep adequate stocks | = On a First golf outing of the year for GLTC trail 
Kum-Kleen tape dispenser, are Tape. Build sales with Avery’s free. | is scheduled for June 3 at Rolling Green Country Club with 
boxed in 1/6”, 2/6” ene ee re Clarence Clemen, G. J. Aigner Company, chairman, and You 
and 5/6” widths. —or write for samples! William Murray, Geyer’s Topics, co-chairman. und 
* * ” * » l tt 
mm — ette 
) . j TT " ' > Oo 
AVERY ADHESIVE LABEL CORP., DIV. 153 Roster Ahead ae A — roster 1s 7” the making [or the 
117 Liberty St. New York 6 608 S. Dearborn St., Chicago 5 Great Lakes Travelers Club. It may be published before 
1616 California Ave., Monrovia, California the regional convention. 
Offices in Other Principal Cities ® 6 4 66 ~~ 
mples of Avery Kum-Kleen Correction Tape oe . . , y ' ~ VE ™ 
a — Ambitious .. . Gerald Berk of Berk Office Supplies, new iS 
~— president of the Stationers Club of Chicago, was a welcome 
ame — alin 
4 guest at the March 26 meeting of GLTC. He asked that 
Company —-- organization’s help in the recruiting of new members. 
' , ' Engineer 
Address___ . —_ SS * *£ *« * @ 
Of 
City aa State —— | Get Well, Ben... It is reported that Ben and Rose Powell, 
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“NAUGHTY BOSS! 


| -to sneak off with $248,321! —~ 
n : sale 


An 


















“You know you DID amble off 
with a $248,321 customer con- 


tract — just for reference!’ — 
while the office went crazy 
searching from sub-basement to 


roof. We finally found the con- 
tract in your ‘Hold’ tray —with 
three guys in sanitariums and 
the office in turmoil.” 


THAT COULD NEVER HAPPEN with 
G/W Safeguard Filing System! 
—as innumerable businesses 
know. Because the Safeguard 
system, with its efficient “charge 
out” procedure, doesn’t let any- 
one amble off with $248,321 


worth of documents. 


G/W Safeguard is exceptional 4. Fits any business system 


—in these ways: from 1-drawer file to a zillion cabinets. 


5. Same system for cards—documents— 


1. Simplest indexing ever devised—for 
end “ . or, what have you? 


easy filing, quick finding. 
6. Exclusive G/W Tri-Guard Suspension 


2. Positive control of cabinet capacity— 
ca lg os filing for superspeed—as desired. 


guide capacity—and cross reference. Every- 
thing is get-at-able! 7. Safeguard System prevents file raids 


3. Anyone can understand and operate the by unauthorized persons. 


Safeguard Filing System—even greenies 8. Premium filing service—strictly ordi- 
in the filing department, nary costs. 


Prominent businesses across the country request G/W Filing Surveys 
—by professional systems consultants, Safeguard installed, supervisors 


trained if necessary. 


Your G/W Dealer is easily found, listed in your classified ‘phone book 
under “Office Equipment.” Or request detailed information on your 


letterhead, addressed to Dept. 4-OA. 


Office Equipment, Systems > 
and Visible Records Cincinnati 12, Ohio 
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“ME, TOO! ME, TOO!” 
—is NOT selling! 


SAFEGUARD Filing Systems offer the 
dealers several unmatched sales advan- 
tages, not the least of which are the dis- 
tinctive operation and features of the 
system. There is nothing of the “ME, 
TOO!” tag-along character in Safe- 
guard; it offers PLUS advantages to 
your customers as well as to you: 


Anyone can master 
Safeguard quickly. 
Systematic checks 
FAST and against improper 
FAULTLESS filing. 
OPERATION Faster guides 
to contents. 
Positive tracing of 
removed papers. 


Fits any filing 
requirement. 
FLEXIBLE — Readily expandable. 
ADAPTABLE Four basic uniform 
indexing methods. 
Same system for 
cards — documents. 


[~ Established system in 
TESTED in innumerable offices. 
COUNTLESS << Every system installed 
INSTALLATIONS produces repeat 

L_ _ sales. 





The Safeguard story is told to leading 
businessmen in your market, repeatedly, 
forcefully, to help you sell Safeguard 
systems and reap the continuing profits 
on Safeguard supplies. This advertising 
generates INTEREST in the improved 
filing results Safeguard delivers. That 
interest is waiting to be sparked into 
ACTION by your salesmen, and the 
action can only result in profitable sales 
for you. No amount of “ME, TOO!’ 
promoting could give you such oppor- 
tunities to protect present customers 
and to attract new ones. 






Sincerely, 


Vice-President- 
Sales 
Globe-Wernicke 
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Wise buyers know... 


anned 


Purchasing” 


with R-B Products 


means higher profits 






LY 
ee 


Profits really begin with smart buying. And the 
Rockwell-Barnes line of office papers and paper specialties 
increases your profits by making it easy to maintain 
balanced stocks and buy at low prices 

through “planned purchasing”. 

“Planned purchasing” is easy and profitable— you simply 
order in carton lots totaling 10 or more, any combination of 
items in proper ratio to keep you amply stocked until 
your next order date. Thus, you obtain the same quantity 
prices on all items included in each order .. . and we pay 
the freight! 

The R-B line is a complete and convenient line, too— 
enabling you to buy from one source, receive shipment 

on one bill-of-lading and pay one invoice with one check! 
And it eliminates guesswork in markup because you know | 
the actual delivered costs! It’s designed for your benefit. 


Write today for full details and price list. See for yourself | 


how “planned purchasing” with the R-B line can save 


Se 


you money and increase profits. 


Rockwell-Barnes Company 


Specialists to the Stationer since 1903 » 35 EAST WACKER DRIVE - CHICAGO 1, ILLINOIS 





Adding Machine & Other Rolls * Desk Blotters, Embossed & Plain «© File Folders, Manila & Kraft * Memo Fillers 


Notebooks, Eye-Tint® & White * Pads, Plain * Pads,Ruled * Printed “Copy” Second Sheets * Bond & Suiphite Papers 
Manifold Papers * Mimeo Papers « Duplicating Papers * Manila Second Sheets 
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Pencil Company, are making a Florida 
trip through the rosity of Ben’s employers. This will 
alesman recuperate from his illness. 


It has been a ggle but Ben is definitely improved. 
* * * * * 
In the Arm} John Kickels, son of Mr. & Mrs. Gordon 


(C. L. Barkley) Kickels, is now stationed at Ft. Leonard 
Wood. He left Lat Junior College to help Uncle Sam. 


* * * * * 


Never Nappin Ed Napp, Napp Office & School 
Supply Company, Manitowoc, Wis., former governor District 
No. 6 NSOEA 1 elected presi 
dent of the Char Commerce in 


nis home city unother activity 
for this busy fell 

business, Mr. 
Nap] taught in t mercial depart 
ment of Lincol School. He left 


the educational { to travel for a 


Prior to rOINg 


~ 


typewriter compa 
im tne Middle V 


a stationery j 


ring four states 





1941, he opened 
supply store Ed Napp 
along with his « ,achine business. 
Besides being in Manitowoc’s civic life, Ed is an 
ardent fisherma nioys woodworking as a hobby. Oh 


ves, he s a worl ity sheriff, too. 
, * + * * 
In R ckjord 
Rockford, Ill.. 
ind Key West, | 


Other news fr 


Zane Grey of Mid-City Stationers, Inc., 
winter vacation at Daytona Beach 
ith his family. 
kford concerns Maynard Westring 
er District No. 6 governor. Maynard 
has purchased year-old chestnut gelding, “Bobby 
Socks of Cher The popular stationer now rides 
in the Shrine Hor Patrol. 
he courtesy of Ralph Blackburn, The 
Pulaski, Ill. Thanks, Ralph. 


of the same fir 


‘| he se notes 


Globe-Wernicl ( 


* * * * * 


Late Notes | in as new members of GLTC at 
were George Weygant, L. M. Bick- 
Howard Hunt Pen Company; 
salesman of C, L. Barkley & Co., 
dell Pencil Company . . . The July 
t for the 29th of that month at Cog 
Bob Cleary, Minnesota Mining & 
reaped Chicago Tribune publicity 
nt skiing vacation at Sun Valley, 


special meeting 
ett Co.; Larry Saunders, C. 
Herman Brockman, 
and Larry Conroy, | 
golf meeting has 
Hill Country ( 
Manufacturing (¢ 

and jarred bo 


Id: 


Houston Firm Names Sales Chief 

Sam M. Moor 
the Johnson R Carbon Company of Houston, Tex. 
he innouncel made by H. D. Johnson, firm 


tly was appointed sales manager of 


pres de nt 
Mr Moor l I late ol Oklahoma \. and M. and 


| 


has peen connect the office equipment industry since 


his arrival in H four years ago. The company has 
building for 22 years and Mr. 


pment veteran of 36 years service. 


been located in 1 Ay 
Johns nh is an ¢ 
Admiral Opens in Brooklyn 

Admiral Ofh«¢ 
cently opened 


l,N.Y. A grat 
Eugene L. | 


General Steel Pri 


lustrial Equipment Corporation re 
ness at 168 Livingson St., Brooklyn 
g was held to celebrate the occasion. 
who had been affiliated with The 
Corporation for 12 years, is in charge 


ol the 


new col 
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DON'T CHIP away 
at your PROFITS 


T\" WITH OldD- 
FASHIONED 
WRITING 
METHODS 


Modernize your 

ayroll with 

% Brand 

New MULTI- 

S NEW MULTI-RITE IS THE 

FIRST REAL IMPROVEMENT IN PEG-BOARD 
PAYROLL SYSTEMS IN YEARS. 




















THIS NEW Ce@6€0 MULTI-RITE PAYROLL 
SYSTEM GIVES YOU 7 BIG NEW EXTRAS - 


1. Six earnings and seven deductions columns. 

2. Provides weekly taxable and non-taxable F.1.C.A. figures. 

3. Provides “cumulative total” columns for gross earnings and 
Social Security tax. 

4, tn quarterly State & Federal taxable and non-taxable 
igures. 

5. Quarterly Sections are easily discernable by large “phantom” 
numerals. 

6. Forms are provided for either weekly, bi-weekly or semi- 
monthly pay periods. 

7. This new system is especially designed for either small or 
large payrolls. 


Now is the time to straighten out your pay- 


roll problems with Multi-Rite 
WRITE FOR CIRCULAR #200 


pases. AY ESTABLISHED 1900 
THE C.E. ? part 
L 


44-07 TWENTY-FIRST STREET - 








ONG ISLAND CITY 1, WN. Y. 
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GUMMED ADDRESS LABELS 


ComTewts: MERCHAMBDISE sours 
Lass man POSTMASTER 
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RETURN POSTAGE 
1 SUARANTEEE 


7TH District Notes 


ARNOLD E. BERGLUND, CORRESPONDENT 
4415 CHOWDEN AVE., S., MINNEAPOLIS, MINN, 
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THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 
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Your attention is again called to District No. 7 conven- 
tion of the National Stationery & Ofhce Equipment Asso- 
ciation at the Russell-Lamson Hotel, Waterloo, Iowa on 
May 13-14. 

As has been told before this will be an outstanding event 
for this region and especially as it is also the 50th anni- 
versary of NSOEA. 

Congratulations are in order for Mel Sowell, president, 
and Earl Collins, first vice-president of the Northwest Trav- 
elers Club, for the extremely fine work and efforts put 
forth along with those of committee chairmen. 


* * * * * 


Congratulations are in order also for the following good 
people of our industry: C. W. Lofgren, president of Stan- 
ford Ink Company, has announced the appointment of 
Fred Schaefer to the board of directors. . . . Frank Cooper 
has been made chairman of the board of Codo Manufac- 
turing Company. He recently visited with Charles Cordray 
in Minneapolis. Roscoe Benge was made assistant sales 
manager of Codo. . . . George Hegstrom of Grand Forks, 
N. D., is a newlywed of four months. McClain & 
Hedman Company of St. Paul are to be congratulated on 
the firm’s 50th anniversary. . . . W. S. Read has reached 
50 years with the industry. 

oe * * * * 

George Lazier of Sanford’s, Cedar Rapids, lowa, has 
taken a job with Smead Manufacturing Company in the 
California territory. 

* o * * * 

Ralph Kettler of Federal Stationery Company, St. Paul, 
has sent out catalogs and now is in readiness to do business. 


* * * * . 


Ed Erickson of Hibbing, Minn., extended an invitation 
to travelers and others to attend his expansion show and 
display April 8-10. 

* . * = * 

Our friend Charles Cordray of Codo Manufacturing Cor- 
poration has been doing quite a job of reporting for Rich- 
held (Minn.) News and it was felt that his most recent 
column should be sent into trade publications. He wrote, 
in part: 

“It is said God made man and then rested. Then he 
made woman, and since then no one has rested. 

The Sioux Falls Lions Club is buying two lion cubs and 
donating them to the local zoo. Incidentally the zoo 1s 


located on Kiwanis Street. Perhaps one could suggest that | 


they be kept in a rotary cage. 

Wonder why people insist on bringing kids into a night 
club or bar. Disgusting. 

Work hard and save your money and when you are 65 
you can retire and have the things that only young people 
can enjoy. 

Swimming was popular in ancient Greece, but then fell 
into disuse for many years as it was thought to be um 
healthy. 

Remember, the best way to get what you are itching for 
is to try scratching for it.” 





Verifax Promotes Ray Roberts 

Ray Roberts has been promoted to Verifax technical rep 
resentative for the Dallas branch of the Eastman Kodak 
Company. He assumes charge of Verifax printer sales, im 
stallations and maintenance.—JHR 
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wn w= TUBE INK 

Y » Wha 

3 cxio VG for GESTETNER DUPLICATORS 











@Fits the Express Inker PERFECTLY — 
NO ADAPTORS REQUIRED 


‘* Fi x\ , @ MORE COPIES PER POUND 





* @FREE FLOWING 

‘S . @FASTER DRYING 
.% hy 8 MEN Will not damage silk screens or waver roll- 
“' ° y SW ers...will not clog pump. 

ses °° i * a . Available in the following colors: 

*. aan), N . 


4 RED * GREEN * BLUE * BROWN 
YELLOW * ORANGE * BLACK 
: \ GRAY * PURPLE 


“» 
b, "Sie, Ve; 
ie > 


AND... 


The world famous KLEAN 





”, WRITE “Crystal” Stencil is now custom 
: E made for the Gestetner and all other foreign 
: duplicators. ONLY KLEAN WRITE QUALITY 
. can assure you of the following features: 
ny STATIC FREE... PERFECT FIT... LONGER RUNS 
3 ( ... THE NEW AND REVOLUTIONARY “JET” 
* Stee GREEN COLOR! 

ae. pe 

Vi} 7 


| FRANKEL CARBON 
: RUBBON CO... 


285 Rio Grande Blud. Denuer, Colorado 


> 
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K I S C oO shows you how! 


CONTROLLED AIR CIRCULATION 


No matter how ingeniously an office may be planned, minds must be kept clear for agile 
thinking, unhampered by “dead air depression.” 
Refreshing Cool, tata Comfortable Air is always present with an ORIGINAL KISCO CIRCULAIR 
. better known as the “Successor To The Fan.” 


Ilustrated you 
will find several 
of the KISCO 
Poplar Models: 
REGAL-AIRE JR. 
REGAL-AIRE 
LO-AIR 
Double-Duty 
REVERSIBLE AND 
PORTABLE 
Window Fan 
Finished in Rich 
Baked Erramel, 





Fully Guaranteed. 











KW 20C WINDOW FAN 








KISCO CIRCULAR aids and improves the efficiency 








THE ADJUST-AIR FLOOR FAN 





of Mechanical Air Conditioning by stepping up and 
creating Added Circulation. 


DESIGNERS AND MANUFACTURERS OF COOLING AND VENTILATING EQUIPMENT 


KloCU COMPHMY inc. 


ST. LOUIS 4, MISSOURI 


2400-40 DEKALB STREET ° 


DD 20 WINDOW FAN 
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SrH District Notes 


E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 





press the 8th Region NSOEA con 
April 22, 23, in Tulsa, Okla. The 
¢ by Governor John J. Brain, Jr., of 
associates of the region and Mid- 


west Travelers ‘ hould result in a profitable gathering. 
* * > * * 

O leep sv! are extended to the Consolidated 
Printing Com} Salina, Kans., upon the recent pass- 


“Bill” Montgomery—a most genial and 

d very successful leader, whose pass 
oI to our industry, and particularly 
the Kansas di it. To Bill’s family and business 
ympathy. 


ing of its preside 


popular personalit 


ng creates a 


* * * * * 


dent, Hutch-Line, Inc., Hutchinson, 
some while ago that he has sold 


Lee B. Hausam, 
Kans informed 


ind his fa ests in that firm to three associates, 
ind has m« ( fornia to join an uncle out there 
1 business wl much to Lee’s liking, but entirely 
fore to oul lust | understand that Vic E. Keller, 
orme¢ vice-pres the firm, becomes directing head 
of the business Art Stockman as manager of Office 
Furt depa 
. * om * . 
The St. Louis ry suffered the loss of the long-time 


active associatiot Alex J. Bartens, vice-president of Shall 
itionery Company, who (after 50 years 


March | to spend a short vacation in 


ross Printing 


Ce T e) retire 


Florida before 1 to St. Louis to continue the pub- 
lication of his price guide book for stationers. 

His new addr his price guide activities should be 
ynnounced to hi scribers by Mr. Bartens in the near 
All of us miss Al’s counsel and daily contact, 
but to him go our t of good wishes for a long life of ease 


* * * * * 


sly announced, Harley J. Wantz, sta- 
Skinner & Kennedy Stationery Com- 
any years, retired late in 1953 after 
industry, and seems quite happy 
bouncing around hot in the way of Mrs. Wantz. 
Succeeding Mr. VW in charge of the stationery depart 
ment is Walter Lenz, who has been assistant in that de 
partment for several years past and is quite capable of its 


airectio! 


tionery manager 
pany, St. Louis, for 


OY years service 


* * * * * 


Mrs. Francis K. Adams, widow of the late vice-president 
Adams Company, St. Louis, spent 
local hospital in March, undergoing 
serious operation. She is reported 


+ 


treasurer < > 


in 
icouple of weeks 
i paintu but not 


igain in good he altt 
* * . * * 


The Office Furniture Association of St. Louis at its 
ionthly meeting in March elected a new slate of officers 
to serve through this year, namely: 


W. “Jack” Wiehe, manager, office furniture department, 
’. G. Adams Cempany, president; Dale Wering, E. A. 


Holscher Office Furniture Company, vice-president; “Jim” 
Miller, office manager, Comfort Printing & Sta- 
tionery Company retary, and Charles Peeper, Clark- 
P ected treasurer. 


reeper ( ompany 
The association m<¢ 


lay of each montl 


ts for noon luncheon the second Mon- 
the York Hotel, 11th floor private 
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Write for full information con- 
cerning the new Victor desk stapler 
—today’s best value in stapling 
machines. 


IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


VAIL 
MANUFACTURING 


COMPANY 


asa 
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THE LINE OF 


“MARKING. DEVICES” 


‘AROUND 
—_ THE 
WORLD 


> ey 


) 








— PLUS — 
A NEW ITEM that is in great demand 


by GROCERS-CHAIN STORES-SUPER MARKETS... 


THE NEW “CROWN HERCULES” 


PRICE MARKING KIT and PRICE MARKERS 


Available in two sizes of type and Four 
different band arrangements. 
J 
FOR FURTHER INFORMATION 
WRITE DEPT. PM 











R. A. STEWART: CO. INC. 


80 DUANE STREET NEW YORK 7, N. Y. 
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dining room. All visiting office furniture men are welcome 
on a “Dutch treat” basis. The price is very moderate. 


* * * * * 


The Stationers Association of Greater St. Louis, at its 
March meeting at the York Hotel also held election of ofh- 
cers to serve through 1954. The balloting was made very 
easy, however, by resolutions presented and adopted that 
all current officers be unanimously re-elected. 

Hence, Louis Blair of Blair Ofhce Supply Company re- 
mains the president with John Griffith of Ace Office Sup- 
ply Company, vice-president; Chester A. Kennedy of Wm.} 
J. Kennedy Stationery Company, secretary, and Bob Burk- 7 
hart, Miller Printing & Engraving Company, “watch dog} 
of the bank balance.” 


McCabe Starts Business in Middletown, N. Y. 

Charles H. McCabe, P. O. Box 190, Middletown, N. Y.,9 
has gone into business for himself in Middletown. He has} 
secured a Smith-Corona Inc. franchise for his section and in 
addition is handling office equipment, safes, desks, files and 
chairs. 

His business career dates back to 1929 when he started 
with Underwood in Buffalo, N. Y. With that company for 
five years he then went to Middletown where he became 
associated with Robinson & Cunningham, Inc., serving the} 
firm for 20 years until going into business for himself on the 
basis of his 25 years’ experience in office equipment andj 


machine industry. 


Mrs. J. E. Groner Fractures Hip 

Mrs. J. E. Groner of Powells, Tenn., suburb of Knoxville, 
fell on March 16 while attending the Powell Methodist 
Church services and fractured her left hip. 

The 83-year-old woman, mother of Mrs. W. AA. Johnston,] 
is reported making good recovery despite her advanced age.} 
She will be remembered through attendance at many of} 
the NOMDA conventions with W. AA. & Mrs. Johnston 
and has made trips with them to Mexico and Canada. She 
lives with a daughter, Mrs. S. E. Brown, in Powell. 


. Two meetings in the current sales schools spon- 
sored by the dealer sales division of Remington Rand Inc. were 
held in Texas branches recently. Top photo shows the bright class 
room faces of Houston dealers and their sales personnel and at 
bottom is the Dallas contingent. The sessions were conducted by 
H. W. Barnes, director of sales for Remington Rand. 


School Days. . 
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EXTRA SALES! EXTRA PROFITS! 


For the first time! A paper Shredding Machine designed especially 
for office use! Quiet, dust-free, compact, portable, streamlined! 












Portable Shredding Machine 


Quickly, easily, effectively DE- 
STROYS confidential papers and 
obsolete records. 


LOW LIST PRICE WITH FULL DEALER 


DISCOUNT. The big new extra sales, 
extra profits product your salesmen 
have always wanted. You sell it just 
like typewriters or adding machines. 
(Just about same size and weight as 
business typewriter. ) 


NATIONALLY ADVERTISED IN: 


Burrough’s Clearing House 
Dun’s Review & Modern Industry 
Management Methods 

Office Magazine 


EASY TO DEMONSTRATE! No instal- 
lation! No special wiring! Anyone 
can operate! Just feed in papers and 
records. Unreadable shreds come 
out. Features greater cutting width, 
speed, capacity, and power. Big na- 
tional demand! Hard-selling sales- 
promotional material available! 


FULLY GUARANTEED against defec- 


tive material and workmanship. 


Priced well within budget of all 
businesses—large or small! 


F R E E Write for circular #10 giv- 
ing full details on the new SHREDMASTER 
BANTAM 10, and your extra sales, 
extra’ profits dealer terms! 









PAPERS GO IN HERE 


OFFICE RECORDS/CORRESPONDENCE/ 
CARDS/DRAWINGS/COUPONS/CHECKS/ 
CERTIFICATES/ 




























UNREADABLE 
SHREDS COME 
OUT HERE 










Also available: 
Larger office and 


, 

al Soa) ‘ 
KAP 
She oy REDMASTER ¢ fic valle Ai 


ION OF SELF WINDING Cl * 


industrial type 
SHREDMASTER 


machines. 






215 Willoughby Avenue, Brooklyn 5, N. Y 
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SELL this amazing pen with 


ART-MAGIC! 


_— —— Ria 


Drawn with 
MARSH 77 Pen 


by 
we {,or r* 


. I 


V/ 










kK ne? 





Show how the 
MARSH Felt-Point 
creates 


NEW ART EFFECTS! 


Here’s a quick turnover item that’s a real 
profit-maker for you! Dealers everywhere ac- 
claim the Marsh 77 as the Felt-Point pen that 
sells on sight. Powerful National Advertising in 
SATURDAY EVENING POST, LIFE, and 
AMERICAN ARTIST pre-sells prospects for 
you...all consumer inquiries and orders are 
referred directly to local dealers. See for your- 
self the sales appeal features of the Marsh 77 
Felt-Point pen . . . the PEN with the FIRM 
Felt-Point that marks or writes smooth, fine 
lines on any surface with instant-dry ink. 


DEALERS: Mail coupon today! 
sa een enee —— oe oo ee oe oe lll | 
1 MARSH STENCIL MACHINE Co. Fea gj 

83 Marsh Building 
| i 

Belleville, Ill. , 
. Gentlemen: Attached is our business letterhead. We want to sell the , 
MARSH 77 Pen. Send us prices and complete information. , 
1 NAME A len cr eck aeee i 
} company i 
| ADDRESS 
, COTy.... -« ZONE STATE ! 
Ciaran —— ee Fhe OU ee ne sn 






128 












9OrH District Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX, 














Overton H. Crawford, for many years with ]. C. Bair 
Company in Austin, is now store manager and buyer for 
Maverick-Clarke at Corpus Christi. Overton is very happy 
to be in south Texas and with Tommy Tucker. 

j * * * #& & 


J. B. (Happy) Alpuente, formerly at El Dorado, Ark, 
is NOW assistant manager of Clarke & Courts in Beaumont, 
Tex. Ray Womack 1S giving all his time to outside sales, | 

* * * * ef 

James Ruple has been transferred from the Odessa store § 
to take over the buyer’s desk at West Texas Office Supply | 
in Midland, replacing Vic Chancellor, who has left the firm, 


* * ” * * 





McCharles Huff is dishing out the orders at Buchanan 
Stationery Company at Wichita Falls and doing a good 


iob of it. se 6 a 


Fred Holland is the new stationery manager for West 
Texas Printing Company, at 315 Fisk St., Brownwood, Tex, 


% * * * 


Otis Hobbs has been appointed manager of the furniture 
department at The Dorsey Company, Dallas. 
‘* * @ & 
Dick Moore, Esterbrook Pen representative and _head- 
quartering at Baton Rouge, La., reports a daughter, Nancy 
Faye, who is taking the spotlight away from her two 
brothers. Congrats. 
x : * * : 
Phillip Hess, Lake Charles Office Supply, is trying to 
keep up with Eddie Cantor. A fourth child has just been 
born to the Hess family, making four daughters in a row. 


* * * 


Charles Shettleworth, West Texas representative for The 
Dorsey Company, has just married Nadine Reed, daughter 
of Dave Reed, West Texas representative for Stationers 
Distributing Company. You never can tell what will happen 
when two competitors get together. Congratulations to the 
newlyweds. 

* * * - ? 

The Texas Travelers’ wives planned their annual pre 
convention get-together with the Dallas dealers’ wives in 
their meeting on March 17 at the Preston Hollow Country 
Club. At the February meeting which was held at the 
home of Lyndall Grant, Irene Jungbluth brought the mem- 
bers up-to-date on the history of the club. It was organized 
in February of 1949 with 19 members and at the present 
time there are 45 active members and one honorary life 
member—Iris Fleming—who was also one of the founders 
of the club. 

* * * eo = 

Stationers, Inc., going into its third year of business, has§ 
moved from 1416 Fannin St., in Houston, to a space nearly 
three times larger at 1420-1422 Fannin, which is a cornet 
location. W. C. (Speedy) Moore is president; Bernard 
Sampson, vice-president, and Jean Lesser, secretary-treasuret. 
Irvin Waldman is employed as an outside salesman. 

ee ¢ e@ Oe 





Wayne Garner has opened up the Garner Office Equip 
ment Company at 409 W. Illinois St., Midland, Tex. 
featuring Invincible steel desks and files, Central wood desks, 


Sturgis steel chairs and Jasper wood chairs. 
ees ¢ OF 





S. W. Freeman has opened the Freeman Office Equip 
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i} SPEED-O-PRINT — 


DEPENDABILITY 


Worlds Fiuest Duplicators PERFORMANCE 


AT THE 









Liberator 300 
Electric 


85 49°° 


(PLUS EXCISE TAX) 


SAVES TIME— SAVES MONEY 


Reproduces forms, letters, bulletins, 
memos, post cards, manuals. In fact, 














Truly the finest in Duplicating equipment. A 
machine for hairline registration—with heavy- 


d duty standards. Inspect its operation and you'll anything that may be aa ; 
find itis truly the World's Finest Duplicator. Avail- traced or photographe on a stencil. 
able in futuramic grey or black wrinkle finish A duplicator t has been time 
with open cylinder automatic dual brush inking. tested to produce millions of copies 

free of service. 


POST CARD TO LEGAL SIZE 


Liberator 200 
WMauual 


AUTOMATIC FEED 
$77 G50 


(PLUS EXCISE TAX) 


New and greater engineering developments 
to an already fameus model. The quietness 
and ease of operation gives this hairline 
registration duplicater a newer high in stand- 
ards to be found only in the Liberator 200. 


NEW 1954 MODEL 
Liberator 100 
AUTOMATIC FEED 
$73950 


rd (PLUS EXCISE TAX) 


we = SPEED-O-PRINT 


Corporation 
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FOR 
FILING 
SUPPLIES 


And, we do mean service. Our staff and plant 
are geared to our dealers’ demands and require- 
ments. When GUSSCO dealers want merchan- 
dise, they get merchandise and not excuses. 


And, we do mean complete. The carefully se- 
lected items in the GUSSCO catalog enable our 
dealers to meet practically all customer require- 
ments with stock items. The need for specials 
is materially reduced, but when specials are re- 
quired GUSSCO dealers get the kind of service 
they want. 


Every item in the GUSSCO Line is a sound 
value guaranteed to give customer satisfaction. 
GUSSCO products are uniform. They are 
priced right. You can pay more but you can’t 
get more for your money. 


Here’s a sales and profit combination hard to 
beat. Write now for the GUSSCO catalog. 









Other GUSSCO Products are 


TRANSFILE Fibre Board Transfer Files . GUIDE-O- 
FOLDER, the hanging folder with adjustable metal tob 

. . GUIDE-O-TRAY, the personal file for the deep 
drawer of desks . . . GUIDE-O-FILE, the personal file 


with sliding disoppearing top—both with and without | 


stand 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 


130 


NEW YORK 13, N. Y. 
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ment Company at Newport, Ark., with coverage of 14 For faster turnover . ai bigger profits aN sell 


| counties for the Underwood typewriter and Marchant cal 








culator 
c-8 #22 © 


John R. Crawford and Tinsley Penick with Archer Wil- e 
son, Jim Curtis and Fred Olson have formed the Crawford 
Penick, Inc. at 112 Congress Ave., Austin, Tex., a corpo 
ration for the purpose of dealing in printing, office supplies, 
furniture and equipment. 
* * « * * 
M. L. Bath, Ltd. at Shreveport, La., is installing air 


conditioning throughout the entire building. 





’\ 


* * * * * 


Abilene, Tex., has had several changes: Hughes Printing AMERICA’S FINEST 


& Stationery Company has moved from 453 Pine St. to 


133 Cedar where Jack Hughes is the owner; Mayfield Paper Low COST 
Company, owned by Jack Mayfield, has moved from 1020 


N. Sth St. to 908 N. 8th St.; and Bailiff Office Supply has _ | ADDING MACHINE 


opened for business at 1020 N. 5th St. 








. * > * * 

Olen Marshall, formerly with Arkansas Printing & Litho. 

n Littlke Rock, Ark., has purchased the Jordan Printing & 
Stationery Company at 313 W. 7th, Little Rock. 





J. A. Collins and Lewis A. Griffin have opened up the | Precision-Byilt 
Collins & Grifhn Typewriter Company at 200 East Ander- | by Victor, World's Largest 
son, Brownwood, Tex., and will handle office supplies and Exclusive Manufacturer 


equipment. of Adding Machines 


> > * * * 

Craig Printing Company, in business since 1904 in Rayne, 

La., after 12 years at 114 N. Adams St., has moved into 

a nice modern store at 206 E. Texas with plenty of display 

space. W. Erle Craig is the owner of the business and his 
son, W. E., Jr., is associated with his father. 


* * * * * 


Patterson’s Business Machines and Supply Company, 
Buster Patterson reporting, has moved from 406 Williams 
St. after eight years in small quarters, to 615 Mesquite St.. 
n Corpus Christi. The new location has 10,000 feet of 
Hoor space and will be air-conditioned. 

. . * + * 10-KEY MODEL (7-6-0 

writes numbers jus? os 

dies ds : ;, x 

Albert Carlin has purchased the one-half interest of his — 





previous partner and is now the sole owner of the Lafayette 
Office Equipment Company, Lafayette and Main, Lafayette, 


; : FULL-KEYBOARD MODEL 
La. One of the first steps in improving the appearance of (6-6-0) prints zerces av 
| . . ° : ° ‘te il Is 7 co 
he business is a complete painting of the building which — - 
an exceptional corner location with 100 feet of plate | 
glass display windows. 9-column-capacity Champions available at slightly higher cost. 


* * » * * 


Dine and Eat—No Dancing 6 REASONS WHY IT’S EASY TO SELL THE CHAMPION 


[wo most modern spots tor your comfort are offered 1. Easy to use — simplified key 4. Low price — Compare! Champion 
this 1 WT aeters y ‘ J . 4 arrangement, natural-angle “‘feather- can’t be beat for value! Built to last 
month. _Western Village, hotel and inn, 11332 East cous” tava. Sor yeanst 
\dmiral in Tulsa, Okla., offers complete hotel Ss = 2. Easy to carry — lightweight, 5. Quiet — fewer moving parts, no 
the “Master Host” manner. An 18-hole golf course and compact. Carrying case available. “hammering” type to make a clatter. 
lovely swimmin mm Wi ‘aban: ites ¢ Dice 3. Modern design—attractive in any 6. Choice of keyboard —both 10- 
. 5 ol ith Cabana suites and tre pac al office, store or home. key and full-keyboard models. 


gardens are in process of completion. At the inn, you can 
get pheasant, stuffed with wild rice and walnuts, ham and 


VICTOR ADDING MACHINE CO., CHICAGO 18, ILL. 





r the finest steaks. Brand your own. This is a must. 

- Also, on the outskirts of Midland, Tex.. you will find In Canada: McCaskey Systems Limited, Galt, Ontario 
“ he Desert Inn where you can get room service from the | ppg == === <= — ee — == = == ~y 
eee sanch "np de owbaniia eal of West Texas. Victor Adding Machine Co., Chicago 18, Dept. OASS4 ! 
: ‘ Send details on how. I can become a Victor Cham- j; 
—_—_—————_———— pion dealer. 
New Firm Opens in Austin 
1 : Name ..._... 2 ! 
The Crawford-Penick Company, Inc., new printing and 
office supply firm, has been opened at 112 Congress Ave., iii IS be eee ! 
Austin, Tex., by John Crawford and Tinsley Penick. Other 
stockholders are Archer Wilson, Ford Olsen, and Jim Curtis. aes State 
ee a RI 5 
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TIFFANY, above all, STANDS for highest 


quality at lowest annual cost. Tiffany builds the 
finest office machine stands available and has 
































@ world-famous reputation for quality. 


Tiffany Stands have such unusual features as 
the adjustable open top, “s” 
construction and heavy iron castings that cover 
casters. No wonder Tiffany is first choice of 
office workers and management every where. 


Models “S” and “’S-Biller 


also available 


in 35%" height for stand-up work or 


demonstration purposes. 


Tiftan 


7350 FORSYTH 
S*? LOUIS 5, MO 


T 
» ae Co, 





thick angle steel 








11tH District Notes 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y ST., VANCOUVER, WASH, 





The dealers in Spokane were kept busy in March with 
a fair share of Travelers in town. Among those present 
were Charley (W.-J.) Nunn, Ray (Smead) Thompson, 
Clint (Mfrs. Agt.) Martin, Augie (Sanford) Ericksen and 
your reporter. 

Clint’s room at the Ridpath was the arena for a little 
game of skill the same evening that Oregon State Cagers 
played the U. S. C. for the Pacific Coast championship, 

Wes Melior of Kershaw’s and yours truly, in the real 
Pacific Northwest spirit, were rooting for Oregon State 
while Martin, just to show us that we should never bet 
emotionally, made us a small wager that U. S. C. would 
win. Okay, Martin—you proved your point. 


¥* * * * * 


Department of vital statistics: Mr. and Mrs. George 
Scheeler of the Ofhce Supply Company, Helena, Mont., 
have proudly announced the arrival of a baby girl. This 
evens up the Scheeler family as they have a boy. Good 
luck, Carol. 

* * * * * 

George (EbFaber) Simmons, the genial treasurer of the 
Oregon Trail Travelers, was busily covering Montana dur- 


ing March and announced that his competitor, Gerry | 
(American Pencil) Whitcomb had preceded him over the] 


state, but that he had left a little business for George. 


We were happy to learn from George that his wife, 


Nellie, is recovering from her recent illness. The best of 
good health to you, Nellie, and a speedy recovery. 


* * . * #¢ 


Joe (Parker Pen) Ogden and Bill (Charles R. Barry) | 


Gagnon also were carrying the message to the buyers of 
Montana. Joe was doing a great business with the new 
Parker “Jotter” and we are only sorry that he was so short 
of samples. We would like to report to Lee Adams that 
this boy Gagnon really works. In fact, Lee, he needs a 
small boy just to carry his bags, to say nothing of a stenog- 
rapher to handle his mail. However, I’m sure the small 
boy would cause less trouble in the Gagnon household, 


* * * * # 


The city of Great Falls, Mont., can be justly proud of 
having two of the most modern stores in the entire state. 

Last fall the Tribune opened their newly remodeled 
store and it was a beautiful job. Now, the Dundas Office 
Supply Company has moved into a new store that is the 
last word. It is located at 514 Central, a fine Main street 
location and they held their grand opening March 5. 

Les Christison and Gene Von Dieck put in a lot of work, 
but the results are most satisfying. We heartily recon 
mend it to any dealer that finds himself faced with 4 
remodeling program. 

* * 7 * # 

When you Travelers that belong to the B.P.O.E. call on 
Trott Printing Company in Billings Mont., give George 
Trott the sign. George has just been made Grand Exalted 
Ruler of the Billings Lodge. This is quite an honor, espe} 
cially for a young man. 

eet OF 

When a Boston boy marries an Idaho girl that’s news- 
or so we believe. This is by way of announcing the wed 
ding of Leo (W.-J.) Campbell and Jean Shields of Idaho 
Falls. Miss Shields has been working for Marshall Scot 
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| Take a 15 Minute Break! 
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n, ‘ a« Co , 
. add years to your life 
1d e o 

Leading corporations recognize the value of reg- 
He ular periods of relaxation for busy executives. 
- They know a few minutes of rest or napping helps 
P refresh tired muscles and nerves restores effi- 
“dl ciency. That's why more and more top business- 
ate men have Swing King chairs in their offices... 
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RECORD STORAGE FILES 
- made of chemically hardened __ 
corrugated fibre board. 
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Convoy Files are shipped assembled ready 
for use. They'll stack to ceiling without 
shelving, yet operate freely. Mate together 
vertically, have positive drawer stops. 
Steady profit makers. Some good areas are 
still available for franchised dealerships. 


CONVOY, INC. (” sox aie" © 


CANTON, OHIO 


in Idaho Falls. Congratulations, Leo and Jean. 
* * * . : 


Chet (Y and E) Williams has discovered a two-handed 
pinochle game and has been eager to try it on all his 
pinochle playing friends. 

* * * * «¢ 

We continue our salute to the Old Timers in the Pacific 
Northwest who have seen 50 years of service in the sta- 
tionery industry, in this the 50th anniversary of the found. 
ing of NSOEA. 

Will Ortell retired from active duty on January 1, 1953, 
after having spent 55 years with Shaw and Borden Com 
pany. Will was with the firm almost from its 1890 
founding. He joined them in 1898. At the present time 
he is in Phoenix, Ariz., enjoying a well earned vacation, 

James Davison of the Jasper Ofhce Furniture Company 
completed 50 years in the industry this year. 

Jim started with Y & E in 1904, left them in 1906 to 
work for Wilson-Jones Company. He was with W-] until 
1933. Still active, he now represents Jasper Office Furniture 
Company and resides in Saratoga, Calif. 

“OUT WHERE THE HANDCLASP IS A LITTLE 
STRONGER.” 





Silver Stationery Modernizes Building 

“A Story in Seven Stories” is the title of an attractive 
brochure issued by the Silver Stationery Company, Inc., 119 
Fulton St., New York City, on the completion of moderniz- 
ing its entire building. The project entailed the refurbishing 
of seven floors, “streamlining to create better service for 
our customers,” announced Silver Stationery. 

Seven floors and warehouses are used for complete inven- 
tory of commercial stationery. Printing plants are equipped 
for letter press, lithography and engraving jobs. 


Open Hegler Firm in Columbus 

Newest office equipment firm in Columbus, Ohio, is 
Hegler’s Office Equipment, at 2660 N. High St., recently 
opened by Fred Hegler. He was local representative for The 
Friden Calculating Machine Company, Inc., for the past 19 
years, and his firm has been named an authorized dealer for 
adding machines, cash registers, and portable typewriters by 
a number of companies.—AK. 








Honor for Clary Salesman . . . William Watkins (left), Son 
Francisco branch manager for Clary Multiplier Corp., lends of 
sistance to Albert K. Barlow in displaying th latter’s “Sammy’= 
distinguished salesman’s award—at the 1954 Sales Builder Clinic 
ceremonies. Barlow was one of 18 outstanding salesmen honored 
by the San Francisco chapter of the Sales Executive Assn. 
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. THE “CONVERTIBLE” 


(PATENT APPLIED FOR) 





%0 ® MODERN DESIGN 

. ® CLEVER STYLING 

® MAXIMUM STURDINESS 

re ® COMPLETE FLEXIBILITY 

E ® LIMITLESS VERSATILITY 
® SUPERIOR QUALITY 

‘9 ® COMPETITIVELY PRICED 


or the most talked about chair line 


n in the industry ... the 





he BE YOUR OWN DECORATOR! The extremely simple interchangeability 
by of seats and backs from chair to chair allows the creation of countless color 


_ combinations with one basic chair. As deftly as the artist with his brush, the 








radiance of the rainbow can be reproduced in all its beauty of color with smart 
and unusual upholstery materials. The spectacular effect of Swedish Modern (as il- 


lustrated above) is accentuated by the eye-catching bronze or chrome leg ferrules. 


ORIGINATED AND MANUFACTURED 
EXCLUSIVELY BY 


| THE B. L. MARBLE CHAIR COMPANY ¢ BEDFORD, OHIO 


: Jf DESIGN % important, only WOOD will suffice 


See us in Booths 72 and 73 during N.O.F.A. Convention 
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“Before” and “After” in an Executive O flice 





Package Selling - - - the 1954 Approach 


by GEORGE H. 
TLIC YAA JR. 


Ideas, Inc. 
Detroit, Mich 





@ A MONTH does not go by that 
something isn’t said or printed about 
the more competitive market we find 
ourselves in today. This, added to the 
other various problems that daily face 
the small office outfitter, means but one 
thing—something new in selling must 
be added to survive. That something 
new in selling, as far as Ideas, Incorpo 
rated is concerned, lies in the package 
office sale. 

A carefully color-co-ordinated, prop 
erly-laid-out office that is not only ef 
ficient but also an attractive place to 
work is what we call a package sale. 


Need for Professional 


We have found that you must offer 
a professional service when it comes to 
correctly meeting your customer's re 
quirements. Our combined office equip 
ment background and experience in the 
techniques of office interior decoration 
permit us to offer a service not readily 
found in our market. 

This service has meant that Ideas, 
Inc., has grown from a three-room office 
suite in the Fisher Building of Detroit 
to our present 13,500 foot location on 
Gratiot Avenue. We house under one 
roof our showroom, general offices, 
decorating and artist’s studio, ware 
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President, 


house, garage and woodworking shop. 

Our personnel includes three decora 
tors, a qualified artist, three warehouse 
and delivery men, an office staff of 
four, plus the three officers of our cor 
poration. This staff, plus our cabinet 
shop operation, lets us render our 


unique service to our many customers. 


Sale Clincher 


It is this package office sale that we 
have offered to both large and small 
firms, and that has meant the difference 
between getting an order or losing a 
customer. We otherwise would have 
been forced to meet the close compet 
tion on standard selling and would have 
been forced out of the market had we 
not sold on the complete setup arrange 
ment. 

If it is a complete general office in 
question, we find it advantageous to 
chart the work flow through the use of 
Glebe-Wernicke Techniplan modular 
furniture. We outline their phone and 
electrical equipment needs, arrange for 
the correct seating, select the proper 
tools to best do the work required, and 
coordinate the colors of the floor, walls, 
furniture and upholstery into a har 
monious theme. 


One Package 


Thus, through analyzing their overall 
requirements by properly planning and 
delivering one order—one package—one 
complete office with the economy and 
convenience of “all from one source” 
buying we do a better job for our 
customer and a more profitable job for 
ourselves. 


If it is an executive suite, such as the 


typical suite pictured here, the same 
professional assistance is needed except 
that it is geared to one person in place 
of many. 

It will be necessary to have at least 
two personal interviews with the indi-} 
vidual whose offices you have been} 
asked to redecorate to find his color 
likes and dislikes, to check his working | 
habits and to determine the necessary | 
tools that he requires to do his job. 

After you have analyzed his require: | 
ments, you must put together a layout] 
of the proposed new office. This means | 
showing a detailed scaled floor plan of 
the room with its new furniture; ard 
having a rendering submitted that will 
illustrate your proposal. 


Coler Co-ordination 


With this layout and rendering you 
submit a complete color scheme with 
regard to the floor, wall, furniture 
finish, upholstery materials, draperies 
and the small niceties such as pictures, 
lamps, and other accessories. Accom 
panying this, it is recommended that a} 
formal quotation be submitted to show] 
what the complete job will cost. 

To offer this complete packaged f 
office service you, as a small dealer, will 
need the aid of a competent interiot 
decorator that can handle the color co 
ordination, painting, carpeting and 
draperies. 

Artist's Sketch 

You also will need the services of af 
artist who can put on paper the idea 
of the decorator and yourself. Thea 
with your sources of standard or custom 
furniture you will be able to submit 
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GENERAL OFFICE 
SUPPLY COMPANY 
IN NEWARK, N.J. 





® AN INTENSIVE STUDY of busi 
ness methods used by a customer is a 
sales approach which meets with in 
stantaneous interest because it shows 
how office efficiency can be improved. 
Such a presentation is being used profit 
ably by General Office Supply Com 
pany, Newark, N. J. 

Proposals are implemented by such 
useful data as a study of the floor space 
with suggestions as to efficient use of 
space, analysis of methods in sales and 
inventory control, territorial records and 
so on, or any other areas of operation 
which might be bettered by office equip 
ment or arrangement. 

The preliminary survey which goes 
into a scientific diagnosis of office con 
ditions is bound to elicit a favorable 
response from a prospect since it indi 
cates a careful appraisal of his needs 
It is integrated selling with emphasis 
on the favorable use of the product for 
the benefit of the purchaser instead of 


mere reference to item alone 


Buyer Benefits 

“Our merchandising plan,’ explains 
P. H. Meyer, president, 
methods engineering, by which I mean 


Th 1 
1S based on 


the intelligent use of office equipment 
geared to the maximum benefits of the 
buyer. This is altogether different from 
commodity selling in which a desk or 
chair is offered alone without relation 
to its environment or use! It means that 
we are offering suggestions and advice, 
based on sound office engineering prin 
ciples, to fit a particular need at a par 
ticular time.” 

The spearhead of this type of cam 
paign is a force of six outside salesmen, 
all of whom have been trained in the 
various categories of office equipment 
use. They can discuss problems intelli 
gently with buyers because of their ex 
tensive background in office supplies 
and systems. Their knowledge is con 
stantly supplemented by current infor 
mation on product improvements and 
additions made to the lines they repre 
sent. Thus, they are in an excellent 
position to diagnose and prescribe for 
systems problems, suggest office layouts, 
advise on records keeping or any of the 
other details that an office manager 1s 
beset with. 
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This group is backed by home office 
issistance which can provide a complete 
office layout including floor plans, 
swatches of upholstered material, color 
plates of equipment and other needed 
issistance to make the presentation that 
much more effective. Through this as 
sistance, General Ofhce Supply was 


ible to introduce use of color in its 
territory, supplementing layout charts 
ind renderings with display folders in 
which Kodachrome photographs pre 
dominated. 

The most powerful selling tool em 
ployed, however, is a combination cata 
log and methods manual which repre 
sents a pooling of effort by the entire 


staff. It provides all 


specifications on 
basic office supplies used by the organi 


zation. 


The book, which is in loose-leaf form, 


is made up of five divisions, all identi 
fied by celluloid tab indexes. They are 
made up as follows: Stationery Sup 
plies; Office Furniture Equipment; Sales 
Aids and Catalog Covers; Loose-Leaf 
Binders; Records and Filing Supplies; 
and Methods, Office Layouts, Systems, 
Pendeflex. This comprehensive listing 
sets up standards and is intended for 
use as a methods manual. As such it 
is highly prized by the executives who 


ret it. 


~ 


Loose Leaf Advantages 


stands out immediately 


Che book 
because of its attractive cover. Its title, 
function and firm’s signature lines are 
in gold lettering and it is decorated in 
silver and gold on a blue background. 
Since it is made up in loose-leaf form, 
new methods sheets are inserted when 
required, or obsolete sheets taken out. 

A nother advantage ol the loose-lea! 
form is that certain sections of the book 
which are the only ones that might be 
of interest to that particular recipient 
ire sent to him only, thus eliminating 
a lot of waste in distributing the entire 
manual. For example, the Sales Aid 
Division section is often sent out sepa 
rately with a special cover. With its 
record forms, card samples and specifi- 
cations incorporated in it, this manual 
serves as its own silent salesman. 

The 


table encyclopedia of office equipment 


manual is furthermore a veri 


Uses the Methods Approach 





P. H. Meyer, President. 


information. Since it is so comprehen 
sive it requires in addition to the tab 
classifications a cross-index in front of 
about 18,000 items and some of these 
are cross-indexed about 10 times be 
cause of the many terms involved. The 
book, therefore, can be used as a means 
of setting up standards on office sup- 
plies and equipment. Or if there is a 
need for floor reference 


more space, 





may be made to layouts showing re- | 


arrangement of equipment, model lay- 


outs, charts, and so on. 


Recipients of Manual 


on the 
basis of the value of the account serv- 


The manual is handed out 
iced and is presented to either office 
manager, comptroller, purchasing agent 
or whoever is responsible for the office 
management and buying. Some select 
customers are given the entire manual, 
others only those sections which they 
can find use for. 

Supplementing the routine of calling 
and General 


on customers prospects, 


Office Supply engages in a vigorous 
mail order campaign for business, send- 
ing out a distinctive piece about every 
six or eight weeks. These mailings are 
all on a high plane to a list made up of 
all industrial users and business organt 
zations in the state. 

One of the most effective of these 
pieces was a four-page brochure, the 
front page made up of an open letter, 
the middle spread photographs of Steel- 
case equipment, and the back page an 
impressive roster of corporations using 
this material. 

The letter was headed by an atten- 
tion-getting query: “Which Would You 
Choose?” It went on to stress the ¢& 
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man’s attention only to those people 
who have indicated interest and who 
may conceivably be in the market for 
his wares now or in the future. 
Another effective method of promo 
tion is use of classified telephone direc 
tory advertising under several captions. 
Procedure is to emphasize the trade- 
mark of 
handled, thus benefitting by the prestige 


nationally known brands 
and national advertising of these man 
ufacturers. The methods engineering 
approach here is evident by a line in 
the ad, “Specialists in Recording Sys 
tems and Methods.” 

The company occupies its own two 
story building in the main business area 
where over 18,000 items are stocked. 
The salesroom on the ground is com 
paratively small and is designed merely 
to display some of the leading lines and 


take advantage of drop-in street traffic. 


It is illuminated seven nights a week 
until midnight. Executive offices are 
upstairs with a warehouse on a nearby 
street, out of which four trucks operate 

There are 31 employees with depart- 
ment heads including: K. B. Stephens, 
purchasing agent; Henry Steffanelli, of- 
fice manager; George Cleaver, assistant 
sales manager; P. H. Meyer, Jr., vice 
president; Mrs. E. Schermerhorn, ac- 
counting manager; and Harry McDon 
ald, stock and warehouse manager. 

Mr. Meyer established the company 
in 1922 with the assistance of the late 
I. H. Howland. He is prominent in 
local business and civic activities. 

The General Office Supply Company 
was one of the first systems and supply 
organizations to introduce vertical visi- 
ble filing records exploiting three points 
of visibility on each card record.—dy 


Albert S. Keshen 





OFFICE FURNITURE IN THE HOME 


an interview with 


ROBERT E. WEST, 


West's, Davenport, lowa 


® LOCATED AS IT IS in the center 


Da enpor ti the city’s largest 
t and a dime store 
West's is in a particularly 
pitalize on daily 
trafhe. But 


none, We 


ivs Robert | 


depend on this 
on direct mail,” 
co-owner. “From 
lts we v that we’ve secured 
the office in the 
e as well a the standard office. 
the trafic that 
any description 
re kind. This gives 
never at a 


Dasic st that 1s 


Because ofhice e in Davenport 


is been constrict West's has had an 
llent chance to sell office equipment 
or the home. he space is now loosen 


ling to Mr. West, 
1 to lose sight ol 


some, 


is ul 
but Wwe don't 
he permanent ket in this field. 


“We have be 


to sell a number 
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his connection that 
lave attempt to classify our 


rospects by | For instance, one 


pe of bus . rages and filling 
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stations, is about ready now for filing 
and bookkeeping systems. 

is the 
works for an 


“One excellent market here 


insurance man who 
agency. This man needs furniture and 
filing systems. The days have just about 
gone when a man could file business 
records in his pocket. 

“Another line worth attention,” ac- 
cording to Mr. West, “is that of the 
state distributor. Whether he deals in 
appliances, insecticides, fixtures or farm 
machinery, his only office often is in 
his home. 

“Even those people who already have 
an office,” Mr. West continued, “often 
like to have an extra one at home.” 
These individuals, too, offer a source 
of continuous volume—all they need 
is convincing. 

The home buyer, when he comes into 
the store the first time, is impressed 
with the staff’s attention to accuracy of 
detail. If a salesman doesn’t know the 
answer to a customer’s question and 
can’t find it, he has been instructed to 
consult one of the owners. Such insist- 
ence on accuracy establishes a feeling of 
confidence in the home buyer just as it 





Classifying a Growing Market 


does in the regular commercial buyer. 
It also contributes to the impression of 
friendliness on the part of the personnel 
who are pleasant and unhurried. 


In addition to outside selling, which 
is supervised by co-owner Charles W. 
West, the firm uses newspaper advertis- 
ing and direct mail to build up its 
business. A considerable volume of 
mailing pieces is sent to a_ selected 
list. Instead of developing them itself, 
as it did in the beginning, West’s now 
depends on sales literature furnished by 


manufacturers. 


It also uses an advertising firm to 
process this material and send it out. 
Their effectiveness has been proved by 
increased store traffic, a noticeable lift 
in sales and numerous telephone in- 
quiries, 

Although these many - sided efforts 
have contributed largely to the store’s 
growth in the past seven years, the two 
Wests feel that the keynote of selling to 
home buyers is an awareness of them 
as a favorable market—and a determin- 
them.—by Donald C. 


ation to reach 


Taylor 
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“Dealer must adjust chair 
to user’s needs” 





“Only five inches of human 
back bends” 





“As much range in prices 
as in seating area” 
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IF YOU SELL 
POSTURE CHAIRS 
YOU ARE ALSO 


@ “THE MOST EFFECTIVE sales 
weapon a dealer has at his command 
when selling posture chairs is the chair 
itself. With such equipment, it is truly 
the performance that counts—and no 
amount of sales talk can equal proven 
customer-satisfaction.” 

So says Lordly Jones of Hamilton, 
Ont. He should know because he has 
specialized in selling posture chairs for 
20 years. In that period, as Lordly 
Jones Co., Ltd., office equipment sup 
pliers, he has run up against almost 
every type of sales opportunity and en 
countered almost every form of non 
buying argument. 

The genial president of the Station 
ers’ Guild of Canada, Inc., not only 
sells posture chairs; he believes in and 
uses them. “One should sit down to 
rest; sit up to work,” he states. “This 
isn’t merely a sales line; it is a rule for 
good health. The results are more 
energy for work and for recreational 


time.” 
Satisfy User 


He thinks dealers should continue 
the practice of selling posture chairs 
because they provide more productive 
results in business, satisfaction to the 
user and profitable customer-relations. 

“The whole method of getting the 
importance of the posture chair across 
to the buyer seems to have deteriorated. 
Today, some manufacturers put almost 
anything on a frame and call it a pos 
ture chair. In the early days we con 
centrated and stressed health and per 
formance. Exhaustive studies were 
made by manufacturers who produced 
charts of the functions of the human 
body, showing the distortion of the 
body due to poor posture. The logic 
ol proper seating became a constant 
sales topic. While this state of affairs 
often produced a lot of intimate chatter 
with the customer, particularly if she 
was a stenographer—it also produced 
extra sales. 

“Tt is a fact, however, that poor pos 
ture actually does crowd the organs, 
thus making the sitter restless. Only 
about five inches of the human back 
actually bends; a person is only as 
strong as the strength of his back—and 
all muscles are pulling muscles.” 


Selling 





Lordly Jones got into the posture 
chair end of things back in the early 
30s when a market for such equipment 
“suddenly became evident. Our pros- 
pects were all offices, and many new 
sales were made to girls changing jobs 
who had become accustomed to the ad- 
vantages of posture chairs in their for- 
mer locations. 

“It was—and still is—an interesting 
business. Some potential buyers are 
sensitive about their seating comfort. 
Each posture chair has to be properly 
adjusted to the user; the relationship of 
chair to desk, chair to floor to secure 
maximum results. Chairs have become 
as different in size and shape as the 


eventual occupants.” 


Consider Effects 


Too many dealers overlook these | 


facts, he thinks, just as some manufac- 


turers seem to have forgotten their | 


original thoughts on chair construc 
tion—essentially the matter of the pres- 
sure points of the human body, and 
their effects on the comfort and efh- 
ciency of the user. 

To sell posture chairs, the dealer 
must present his sales story to depart- 
mental heads, as well as to the office 
staff. He should stress the fact that it 
takes proper tools to do proper work; 
that comfort and efficiency are the re- 
sults of posture chair purchasing, but 
Mr. Jones advises against getting “too 
technical” in your sales presentation. 
“You can become involved when talk- 
ing about the functions of the human 
body—and it isn’t difficult to create an 


embarrassing situation.” 





“Posture seating actually proven 


health preserving 


OA — 5/54 


Pr 


Ho 





dealer 
| itis ¢ 
| correc 
functi 
you < 
diaphi 
ing W 
o'clock 
He 
to pro 
large 
in lar 
stance 
stallat: 
ured. 
"| 
play < 
overco 
in site 
condit 
ant. 
health 
offices 
thus 1 
turnov 


The 
ture ch 
spread 
ent st 
ina tu 
execut! 
comfor 

He : 
to be 1 
longer 
and m 
snag h 
tne sill 


“Met 


girls 


OA -! 





ww 





4 








Productive Power 


lowever, N nes does advise the 
point t to the prospect that 
if a person sits 
the body thus 
nection prope! that, if you slouch 
intake and your 
ramped, produc 


known as ‘four 


that dealers explain 

rospects that there have been many 
posture chairs 

ompanies, for in 


stance where tl results of the in 
accurately meas 


“Tt has beer n that such chairs 


1y a remarka role in helping to 
ercome thx ee problem—even 
situations where other working 
ndings are pleas 
Posturt ting has proven so 
girls in many 
fices are hay r and more contented, 


reducing tl igh cost of staff 


Wide Range 


ls of proper pos 
Jones, “and a wide 
There are differ 
stvlings fferent materials, 

1 full line—for rks through to top 
\ lesicned for health, 


rend today seems 
toward t resiliency. No 

onger are tl hard as boards 

irs, having a no 


ppeal greatly to 





“Metal legs hy 


girls apprectial 


no-snag benefit 


OA—5/54 


As for chair adjustment to user, “we 
used to have a lot of fun in our sell- 
ing,” he recalls. “The routine was to 
adjust the chair’s mechanism to the 
stenographer’s hips—and half of them 
either didn’t know where their hips 
were, or hated to admit it. This would 
often create humorous situations and, 
incidentally, help toward building up 
an easy-selling situation. Today the 
elbow has become the guidepost to 
chair adjustment. You adjust the back 
of the chair to the elbow. This over- 
comes the necessity of getting involved 
with the prospect physically.” 


Worth Effort 


While fitting the chair to the user 
may seem an extra labor, Mr. Jones is 
convinced that the dealer owes that 
service to his customer. It also builds 
user satisfaction that brings the cus- 
tomer back for more. Similarly, it is 
important that the salesman understand 
and get across the point that posture 
seating really is different. 

He should explain that there are lots 
of cheaper seating equipment available, 
but posture seating is an investment in 
the health, comfort and efficiency of his 
staff. 

These same factors also should be 
stressed to the girls who are going to 
use the posture chairs. 


Reduce Fatigue 


“Make them aware that their boss 
is not spending extra money just to be 
a good fellow but to assist them to do 
better work with less fatigue.” He re- 
called one case where the firm at the 
moment decided they couldn’t afford 
a posture chair installation; girls in the 
office turned the deal by offering to 
buy them personally. 

One can sit up properly on any chair 
without using the back but it drains 
energy, Mr. Jones points out. 

“Relaxation is not possible without 
slumping which brings on fatigue. A 
properly adjusted posture chair should 
permit an erect sitting position without 
effort. The chair back should do the 
work and not the muscles of the body. 

“This saving of energy reduces fa 
tigue and allows greater concentration 

(Turn to page 215, Please) 


“One sits down to rest 
sits up to work” 


“Stress the mechanism but 
don’t get too technical” 











“Most effective sales weapon— 
the chair itself” 
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D. C. WOODEN OF 
KALAMAZOO REVEALS 
SUCCESS FORMULA 





@ IN ANSWER to the question 
“What is the secret of success?” D. ¢ 
Wooden of the D. C. Wooden Con 
pany, Kalamazoo, Mich., replied 
“Hard work, forethought and integ 
rity.” 

The D. C. Wooden Company has 
handled the General 
metal business furniture 
1920, and is listed on the honor roll! in 
the 50th anniversary issue of the GF 
News. 

When asked what advice he would 
anyone wishing to establish 


Fireproofing 
line 


since 


give to 

an office appliance business, his answer 
was a quick “Don’t. All the best 
are sewed up. Better to work for some 
one else four or five years and learn 
what lines are available 


suitable 


ana 


Stick With It 


started don’t let complex 
problems hamper effort. A 
shouldn’t start a business unless he has 
the fortitude tc stick through several 
years of no profits, self-denial and hard 
work, 

“In my first year I took only $5 per 
week out of the business for support 
of my family. For many months it 
was nip and tuck to keep ahead,” hx 


“Once 
man 


continued. 

Starting in an 8 x 10-foot office room 
in his living quarters in Kalamazoo 
in 1916, his first delivery wagon was 
a red push-cart with black wheels. This 
was used for the service of the cus 


tomers and deliveries were made as 


far as three miles away. 


Buyer Experience 


Before establishing his own business 
Mr. Wooden was head store buyer for 
Doubleday Bros. & Company. Acting 
in this capacity he bought the first 
steel files purchased in Kalamazoo. 
This sold him on the safety and con 
venience of metal office furniture 

The D. C. Wooden Company office 
and plant has been moved four differ 
ent times. At present it is loc: 
344 Henrietta St., a very convenient 
location. 

Each 


larger quarters, and each time 


time the firm moved into 


were quickly outgrown and with each 


move more help was needed. Obtain 
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ing efhcient help is one of the big 
problems of business. 

Were it not for several proficient 
ind faithful employees who have stood 
by through thick and thin, the D. C 
Wooden Company could not have at 
tained its present size. 


have been 


The following people 
with the company more than 25 years: 
Peter Van Haften, secretary and fac 


tory manager; Mrs. Bernice Raymond, 
ofhce manager and assistant treasurer; 
Rolfe Shanley, 


factory employ ees. faithfulness 


Russell and Bernard 
Their 
much appreciated. 

Che business was incorporated under 


the D. C. Wooden name 


a brief two-year partnership 


in 1921. Ex 
cept tor 
it has always operated as the D. C 
Wooden Company. 

Starting as commercial printers and 
ofhce suppliers, many and varied have 
been the firm’s experiences. On finding 


Kalamazoo 


Bread Company should have had the 


that an order for the old 


blanks perforated, a crisis was at hand. 


Takes Ingenuity 


Without funds enough to rerun the 
order, the company rigged up a couple 
of gadgets made from hacksaw blades 
to be used as perforators and tearing 
off sheets. These unique gadgets were 
held to the desk with a piece of string. 
The obliging firm used the order but 
requested that in the future orders be 
perforated on press. 

When quarters were located at the 
N. Church St. office, 
Oak 
overheated — endangering the 
Water 


heater, producing a 


a jacketed Round 


heater in the basement became 
whole 
thrown on the 
bath 
so much steam that the fire depart 


ent was summoned by 


setup. was 


steam and 
a bystander, 
who thought the place was on fire. 
hnremen 


Promptly the department 


A Good Business Takes Work 


came running—much to the surprise 
of D. C. Wooden. 
The 


business 


General Fireproofing metal 
furniture 


in 1920 and has been sold ever since 


that time. D. C. Wooden ( om pany 
sold the first four-drawer steel letter 
files purchased in Kalamazoo. Since 


then many complete factory and busi- 
ness places have seen fit to standardize 
on the General Fireproofing line. 

The General Fireproofing Company 
has many large national contracts for 
ofice equipment in the United States 
and the D. C 
helped to 


Wooden Company has 
The 


home plant 


make this possible. 


] 


present personnel at the 


numbers 19 at this time. 


Printing Plant 
The D. ( 
| 


has a good-sized 


produces “Kwik-Out” rotary offset 
printed forms with one-time carbon. 
Wooden started manufacturing these 
forms in sets of two to 12, in 1948, 


t’s a big business that puts out one and 


one-half million sets of 


month. Shipments are made to all 
sections of the United States. 
The present building was started 


during the depression of 1929, but was 
halted for a year as business as a whole 
was not too good. At that time the 


basement and wall were completed 
only. The contract was cancelled and 
a year later was recontracted at a con- 
siderable savings 

In the beginning D. C. Wooden was 
delivery-boy and 


had 


salesman, 


that 


owner, 


janitor. At time he never 


heard of an eight-hour day. 
He now says, “A man never succeeds 


alone—many must be the helpers along 





line was taken on |! 


' 


Wooden Company also | 
printing plant which | 


forms per | 


the way.” This pertains to the people | 


who work for you and also the ones | 


who buy from you.—éy Ilva Parrish 


To determine the customer's needs, ask a few well-phrased questions 


to lead the customer to explain his wants. Pay close attention to his 


reactions and comments about the first merchandise shown. 


Eliminate 


as quickly as possible any items which clearly do not suit his needs. Con- 


centrate on those which appear to meet his requirements. 


—J. K. Lasser 
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Installations 


Private Office . . . Reynolds Metals 

o., Louisville, Ky., chose a Mode- 

Maker desk and table, and Goodform 

iluminum chairs by General Fireproof- 

ng Co. The Geo. G. Fetter Co., also 

f Louisville, made the installation which 
ided lounge furniture. 


Philadelphia Office . . . Desks, filing 
cabinets and other equipment by Co- 
umbia Steel Equipment Co. furnish the 
ew offices of the Allied Discount Co. 
samuel Galespie Co., also of Philadel- 
phia, handled the complete installation. 








ze 


a 


Board Room .. . Chairs in walnut 
and top grain leather by the W. H. 
Gunlocke Chair Co. and directors’ ta- 
bles by Mutschler Bros. were selected 
for the First National Bank of Joplin, 
Mo. Betty Barnum of the Joplin Printing 
Co. handled the installation. 


Partial View . . . The advertising de- 
partment of one of the nation’s leading 
soap manufacturers uses Globe-Wer- 
nicke Techniplan work stations to save 
space. Globe Office Equipment & Sup- 
plies, Inc., Cincinnati, Ohio, worked out 
the layout. 
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For Extra Profit Possibilities 


® THERE’S NO BUSINESS like 
more business, and more and more peo- 
ple in business and the professions are 
realizing the extra profit posssibilities 
in modern office design and furnish- 
ings. This especially is true in making 
the high cost per square foot of space 
and personnel salaries pay off in added 
efficiency and boosted morale. 

Today, the business or professional 
man quite often finds it pleasurably 
difficult to distinguish between his own 
living room and his office. He finds 
the same eye-pleasing color design, 
high quality floor coverings, harmon 
izing draperies, and furniture made 
from the same fine woods. 

Have you ever noticed how the for 
mer “waiting room” now has become 
the “reception room?” Many business 
men and professional people discovered 
some time ago that customers and cli 
ents must be in a receptive mood before 
they will listen or buy. 

Gone are the cold, monotonous walls, 
nondescript furniture, and indifferent 
Hoor coverings which stifled a relaxed 
buying atmosphere. 
today all the comfort and livability that 


Instead, we find 


modern architecture, design, lighting, 
and color can 
greater office efficiency and receptivity. 


provide to promote 


Modern Finishes 


Take ofhce furniture. Yesterday’s 
| 


heavy, stuffy, dust-catching desks and 
chairs have given way to clean, modern 
colorful items. Once available only in 
dark mahogany, oak and walnut, or the 
glass and metal “modernistic” horrors 
of the twenties, they now can be had in 
many contemporary wood finishes and 
shades, including bleached mahogany, 
limed oak, and silver walnut. 

One typical finish is known as 
“Softone.” This is a new, scientific 
colortone which reduces eyestrain, and 
provides a neutral finish to harmonize 
with most color combinations. Wood 
desk posts are densified to prevent 
marring and splintering, and the con 
sequent damage to nylons or tweed 
trousers. 

Take lighting. Exposed bulbs that 
wasted instead of directing light, have 
gone their dreary way, replaced by 
more efficient types of electric and 
fluorescent fixtures. 


Floor coverings: Wall surfaces? Rub 
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ber and plastic tiles, woolen and cotton 
carpeting now ease the foot and ear as 
Where 


previously dulled the eye and mind, 


well as the eye. “office tan” 
now bright, warm colors are employed 
to stimulate office performance. 
What’s sauce for the boss makes 
sense for his employees, too. The pro 








has to be expertly planned. The aver- 
age executive shrinks from such a spec- 


1 


ialized, time-consuming task. Fortun- 
ately, there is a solution at hand. 

A number of office furniture dealers, 
located in major cities from coast to 
coast, now are offering a Certified Of- 
fice Planning Service co-ordinated by 


. 


Top: An Office That “Just Grew” Like Topsy. Below: The Same Office Area 


after Co-ordinated Planning. 


gressive executive knows that efficiency, 
morale, and profit go hand in hand. 
Where once the boss boomed forth his 
orders from behind the only mahogany 
desk in the only air-conditioned, sound 
proofed office in the place, his staff 
inembers now enjoy the equivalent in 
wood furniture and atmosphere. 
That is why, for example, meticulous 
care has gone into the design of wooden 
secretarial chairs to make them snag 
proof, restful, work-stimulating. 


But an inviting office environment 


the Wood Office Furniture Institute. 


Such dealers are equipped to pro- 
vide a one-source counselling service 
for co-ordinated furnishings, lighting, 
floor coverings, color schemes, and 
floor layout to meet any need or de 
sire. It is a boon to the harassed busi 
ness or professional person who until 
now has hesitated in going to the effort 
of calling on so many suppliers. 

The entire job of refurnishing from 
ceilling to wall to floor is now centered 


in the qualified furniture dealer. 
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AIR-CONDITIONING THE OFFICE 


an interview with 


VORLEY GOLDBERG 


South Bend, Ind. 


| 
| Business Systems, Inc. 
| 


gs “THE OFFICE SUPPLY frm is in 


ll air-conditioning 


the hest oOsit 


Morley Goldberg ol 
126 S. Main St., 


Our sak into the offices 
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personnel. The cleaner and fresher air 
delivered by the unit should be empha- 
sized. People with hay fever can con- 
tinue to work efficiently since much of 
the pollen is eliminated from the air. 


Dust is eliminated from the air 
brought into the room and this also 
should be pointed out to the prospective 
customer. This keeps the office cleaner, 
a big factor with some people. 

Size of units sold should be carefully 
controlled to be sure they will meet the 
demands of the particular situation, 
Mr. Goldberg said. Size, number of 
people usually in the room, open door 
ways, insulation, number and location 
of windows, shades and awnings must 
all be considered in rating the space 
to be served by the unit. 


If the rating is near a borderline, the 
larger unit should be recommended. It 
is better to lose a sale, according to Mr. 
Goldberg’s thinking, than to underrate 
a unit. An underrated unit will be the 
source of much dissatisfaction with the 
customer and will be returned. This 
causes expense to the store and a lost 
customer. 


Custom Fitting 


The idea that air-conditioning must 
be fit to the space is a new one for 
many business men. They occasionally 
call in the midst of high temperatures 
and order a unit sent over immediately. 

The problem of installation and serv- 
ice can be a great one. The average 
dealer does not have enough business 
to keep a full time crew busy. The 
slack winter season adds to the problem. 

The Business Systems firm meets 
this by working closely with its dis- 
tributor. Where this is possible, it gives 
a very satisfactory solution. The distrib- 
utor takes care of installation and serv- 
ice on a full-time basis. He maintains 
24-hour, seven-day-a-week service which 
helps the dealer very much in maintain- 
ing good customer relations. 


Emphasizing Year-Round Comfort 


This type of dealer - distributor co- 
operation is especially necessary in large 
installations where electricians and 
plumbers are involved as well as work- 
men making the installation in the 
room or rooms. Some installations are 
comparatively simple and could be 
handled by an efficient workman alone. 

Some dealers might be able to make 
an arrangement with an independent 
installations but 
whether or not this would be satisfac- 
tory would depend upon the efficiency 
of his crew and his availability. 


service man to do 


Filters Air for Health 


Occasionally some prospective cus- 
tomer brings up the idea that air-con- 
ditioning is not healthful, bringing on 
colds or sinus trouble. Mr. Goldberg 
points out that doctors do not agree 
with this idea but rather emphasize the 
fact that this is filtered air which is 
more healthful. He also stated that for 
the most comfort there should not be 
more than 12 to 15 degrees difference 
in temperature between the outdoors 
and inside. 

Sometimes the suggestion is made 
that air-conditioning in an office makes 
a person very uncomfcrtable in the 
evening when out of the office. This is 
met with the thought that it is better 
to be comfortable part of the time and 
efficient during working hours even if 
the person is not comfortable in the 
evening. 

Office sales very often lead to home 
sales, Mr. Goldberg said. The man who 
finds air-conditioning units making his 
office comfortable begins thinking about 
them in terms of home comfort. This 
leads to another sale. Sometimes it leads 
to even more sales because other office 
personnel are ready to buy for their 
homes. 


He cited an example of chain sales 
when the original sale took real sales- 
(Turn to page 214, Please) 
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M-1961-S 
Side Chair 


Another selling advantage 


A {| ||) RON 


..ethe chairs match the desks in design 


Andi in “can't be beat” prices 











Futuronic Chairs give Morval dealers a bid-winning advantage in today’s 
growing movement toward completely coordinated office furnishings. No 
‘‘sore thumbs’’ here. Desks and chairs are perfect mates—designed alike 
and finished alike so that all units blend in perfectly coordinated groupings. 
M-1961 Offered at unprecedented prices, Futuronic chairs are made exclusively for 


Guest Chats Morval by one of the nation’s top producers of high-quality chairs. Comfort 





and durability features are outstanding. Covering is U. S. Rubber’s famous 
Elastic Naugahyde — available in choice of five striking colors and optional 


on Swivel, Arm and Side Chairs. 


INTERESTED? Write now for selected dealer territory availabilities and liter- 


ature on Futuronic Desks and Chairs. 


M-632G MORVAL 
Executive 
Adjustable Chair 














oe 
a 
by 
MORVAL CORPORATION 


Herkimer, New York 


Backed by 68 years of 
quality office furniture manufacture 





M-707 
Clerical Desk 


M-1960G 
Desk Chair 


M-688 
stenographic Chair 
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BETTER BUILT FOR BETTER “BUSINE 


: - ASE files are distinctive in design, superior in con: 
Ny unequalled in attractive, lifetime finish. Here you find ¢ 
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ee ALL- STEEL EQUIPMENT INC. - Aurora, Ilinois 


franchise opportunities 
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This is the age of true office comfort, or, more 
properly, the age of U.S. Koylon Foam 


Cushioning. For the manufacturers of today’s 
finest office furniture it is a new era of design 
that combines the pure comfort of U. S. Koylon 
with perfect posture control. For their customers 
it is the end of “office fatigue”... a new 
relaxation that’s good for business. And the 

U. S. Koylon Foam Cushioning label, as always, 
is the buyer’s guide to the finest 

in office furniture. 


Wood Furniture Manufacturers 


STOW AND DAVIS FURNITURE COMPANY 
Grand Rapids, Michigan 

B. L. MARBLE CHAIR COMPANY 

Bedford, Ohio 

W. H. GUNLOCKE CHAIR COMPANY 
Wayland, New York 


HIGH POINT BENDING & CHAIR CO. 
Siler, North Carolina 


STATIONERS MANUFACTURING CO. 
Fort Worth, Texas 


JASPER CHAIR COMPANY 
Jasper, Indiana 


Metal Furniture Manufacturers 


GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio 


ROYAL METAL MANUFACTURING COMPANY 
Chicago, Illinois 

HARTER CORPORATION 

Sturgis, Michigan 

THE STURGIS POSTURE CHAIR CO. 

Sturgis, Michigan 

ART METAL CONSTRUCTION CO. 
Jamestown, New York 

METAL OFFICE FURNITURE CO. 

Grand Rapids, Michigan 


DO MORE CHAIR COMPANY 
Elkhart, Indiane 


UNITED STATES RUBBER COMPANY 


ROCKEFELLER CENTER + NEW YORK 








IF YOU WANT TO SELL MORE CHAIRS 





No. 7110 





ln the complete Boling line of chairs there 

is just the right style, price, and design 

to appeal to every one of your prospects. 

From tasteful modern to time-honored traditional, 


Boling Chairs are easily recognized as outstanding ee 
in comfort and value. 
A history of 50 years of customer satisfaction 
is your proof that here are the chairs that 
will help you make ‘54 your best year. DOr 
Drop us a line today if you don’t have our catalog. ANNIVERSARY 


High Point Bending & Chair C mpany of Siler City, NC. 


. or mail your order for a sampling 





of America’s fastest-selling chairs. 


High Point Bending and Chair Company 
SILER CITY, NORTH CAROLINA 





— 
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leading trade publications 





Ads like this appear in Business Week and 








every month 








Ask Your LYON Dealer! 


e No need to fish around for the best in steel 
equipment. The Lyon Dealer is your man . 
for two big reasons. First, he offers the world’s 
most diversified line of quality steel equipment 

more than 1500 standard Lyon items. (A 
very few shown below.) Second, he can show 
you how to get the most out of steel equip- 
ment in terms of time, space and money. Why 


not ask him to stop in with his 76-page cata- 
log —chock-full of equipment and ideas. 
LYON METAL Propucts, INC. 


General Offices:528 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 


Lyon also has complete facilities for manu- 
facturing special items to your specifications. 





_ for BUSINESS- INDUSTRY - INSTITUTIONS 





Ww all | STEEL KITCHENS for THE HOME 



































A PARTIAL LIST OF LYON STANDARD PRODUCTS 


isp 
if 


* Shelving Kitchen Cabinets © Tool Toters © Economy Locker Rac 

* Lockers Cabinet Benches ©° Bar Racks © New Freedom Kitchens 
* Stools Storage Cabinets © Tool Boxes © Toolroom 7 

* Bin Units Drawing Tables ° © Wood W 


Parts Cases 
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The new administrative building for BAYWAY 
REFINERY, ESSO STANDARD Olt COMPANY 
— specifically designed by Lathrop Douglass 
to accommodate modular, functional office 
furniture. Complete installation of hundreds 
of Arnot OFFICE-ettes by Charles J. Lane 
Company of New York City — an Arnot fran- 
chised dealer. 
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FREE-STANDING a 


I PARTITION-ettes’ ant OFFICE-ettes 


INSTALLED IN AMERICA’S LARGEST 
CORPORATIONS FROM COAST TO COAST! 





Sold as office furniture by office furniture dealers — that’s the big point 
about Arnot PARTITION-ettes, a new item in the office furniture store that opens 


up new possibilities for increased sales and new avenues for profits! 


YOu, M “9 


vu in'\y are in the office space division business when you sell 


revolutionary new Arnot PARTITION-ettes! 


All your customer needs to erect free-standing Arnot PARTITION-ettes is a screwdriver! He will 
welcome this strictly do-it-yourself item that is installed without plaster mess, requires no 
anchoring to walls, floors or ceilings and causes no interference with air conditioning ducts or 
other such equipment. The interchangeable panels of Arnot PARTITION-ettes can 


be combined to satisfy almost any office space division requirement! 


That's half the deal. To complete the picture are Arnot OFFICE-ettes . . . the best, most 
efficient and economical packaged offices available anywhere. Designed for use as free-standing 


units or to interlock with Arnot PARTITION-ettes ... this modular functional furniture 





represents the greatest advance in office furniture since the change-over from roll-tops. 


Sell Arnot PARTITION-ettes and you sell the furniture that must be enclosed by them! And, 
remember, too, that every office furniture prospect is an Arnot PARTITION-ette prospect. It works 
both ways and adds up to a deal for the dealer no matter how you look at it. Available 


in steel, custom-colored to your customers’ specifications and in genuine Oak or Walnut. 


A limited number of exclusive Arnot franchises are now available to office 





furniture dealers. For complete information write to: 


Partition-ettes; Arnot Functional Office 


ih}! f. 4. ARNOT - ‘OWN DIVI |. 4 PRODUCERS OF: The new Arnot 





AETNA STEEL PRODUCTS CORPORATION ceipeesr Geis Comma 
: . as Equipment; Under-Counter Bank 

’ ; ; 2 STREL Equipment; Aetna Stee! Doors and 
*T.M. Rea. Pat. Ps New ork Propects Frames; Kahr Bearings; Boyle Metal 
a ghd eee Jamestown, Y ae reewecrs Frames, Kahr Bearings; Bove 
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Here’s one of the secrets of PEERLESS’ 
— —_——«*Outstanding Performance 





The small fitting pictured above weighs only a 
few ounces, yet it plays a most vital role in 
Peerless filing equipment. 


Torsion plates, such as this are welded into 
each corner of all drawer openings to eliminate 
any possibility of sway or drawer binding. It is 
your ... and your customer’s . . . assurance 
that Peerless equipment will last—really last, 
even after years of rough continual use. 


It is only one of the exclusive features of design 
and manufacture which makes Peerless filing 
cabinets known throughout the country as 
dependable grade “‘A”’ equipment. 








Peerless Filing Cabinets in 
the famed series ‘‘6600’’ line 
are available in 2, 3, 4, and 5 
drawer heights. Write for the 
Peerless Catalog. 


PEERLESS steer EquipMeENT Co. 


New York Chicago Dallas Los Angeles 


6602 Hasbrook Avenue, Philadelphia 11, Pa. 
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S WHATS IN 
ERE THAT COUNTS 
backing valet 


2 FULL ROWS OF BALLS 
2 UNINTERRUPTED RACEWAYS 


NOELTING 


OFFICE FURNITURE 


CASTERS 


GLIDES AMD CUPS 


YOU BOOST SALES 


In addition to supplying 
you with the best engi- 
neered Furniture Casters, 
Faultless helps you reach 
and sell more customers 
than ever before. This way 
we both take the waste- 
motion and guesswork out 
of caster selling. 

1. Only “time-tested” 
items have been selected 
for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 

Casters and Glides, on convenient 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 
an active stock of ‘best sellers."” You 
pay only regular prices for the 
merchandise—the Display is FREE. 


FAULTLESS CASTER CORPORATION 


Atlanta, Boston, Chicago, Cleveland, Dallas, Detroit, Grand Rapids, Hi gh P« 


nt. Houwstor 


Canada: Stratford, Ontari« 


DEPT 


HELPS 


2. Every type of pop- 
viar Furniture Caster 
will be found on the 
pages of this new cat- 
clog. A complete—a 
condensed—a quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 

3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in a new 
catalog. Modern de- 
signed, precision work- 
manship and fine fin- 
ish throughout. Ask for 
a supply of Form No. 
201B and boost your 
Glide sales. 


Oo EVANSVILLE 
4 Ph, 


ete! 


elf 


} 
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are helping executives to 
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Armor-Weight Elastic PRICED TO RETAIL IN 
Boltaflex Covering ARMOR-WEIGHT ELASTIC 
BOLTAFLEX 


Stratoloungers for office or home can 


be selected in luxurious new Armor- 4 OO 
Weight Elastic Boltaflex, guaranteed 
against ripping. Bolta’s exclusive con- 


trolled lamination has the advantages 
of both the heavy-duty backing and the Available in other fabrics 
tough, resilient supported vinyl. from $99.50 
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STOP “COMMITTING HURRY-CIDE!’ 






more and more exeeutives are 


taking 10-minute “*Daily Vacations” 


in their offices on 


(SYlratoloumg aw 


RECLINING LOUNGE CHAIRS 


Wise business managements are encouraging their 
executives to “lie down on the job!” This trend to the 
energy-restoring catnap is creating a vast new market for 
you and Stratolounger Reclining Lounge Chairs. 


Only Stratolounger, at a popular price, has the famous 
Lorenz patented mechanism that provides simultaneous, 


independent three-way action! 





CHICAGO DALLAS 
Immediate delivery \ CLEVELAND SAN FRANCISCO 
iran Geratalcunacs DETROIT PORTLAND 
; MINNEAPOLIS SALT LAKE CITY 
warehouses—in the DENVER BOSTON 
following cities | KANSAS CITY PITTSBURGH 
LOS ANGELES BUFFALO 


STRATFORD FURNITURE CORPORATION 
932 American Furniture Mart, Chicago 11 


EASTERN PLANT: 
Hoffman-Stratford, Souderton, Pa. 
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read 
Automatically adjusts to 
r body's most relax- 
ing position. 





relax 
Follow your doctor's 
advice to relax—take a 
restorative catnap daily. 





reeline 


When your feet are up, 
the pressure on your 
heart is down. 


See STRATOLOUNGER 
N. O. F. A. SHOW 


Booths 14 and 15 
HOTEL SHERMAN 


MAY 8 thru 11 
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No. 926 EZ Arm Chair with Johnson Easy-Seat—foam 

rubber cushion covered with leather with perforations +45 

thru both the cushion and the seat for extra coolness <a 
fort : 

and comfort. No. 925EZ Arm Chair 


Dollar for dollar... you just can't beat this 
) JOHNSON BANK OF ENGLAND SERIES 


Py) 
—- 


A\ || 


Without a doubt, you'll be able to offer your customers 
MORE for their money when you suggest one of these 
Johnson BANK OF ENGLAND Chairs. 





A sturdy, exceptionally well-built chair that never seems 
to lose any of its popular appeal thru the years. It’s a 
chair that “goes well” in any type of office. 


The Johnson BANK OF ENGLAND Series has plenty 


of unbeatable quality . . . modern styling . . . day-long 
comfort ... years of added service . . . MORE in every 
way. 

All this . . . and at a lower price, too! 


Dollar for dollar the Johnson BANK OF ENGLAND 
Chair is a value that’s hard to beat. 


OFFICE EQUIPMENT DEALERS: Let us show you 
how you, too can profit with this BANK OF ENGLAND 
SERIES as well as the score of other fast-selling num- 
bers of the big JOHNSON CHAIR LINE. Write for 
our new catalog and price list, today. 





No. 925W Arm Chair 


JOHNSON CHAIR COMPANY 
4401 West North Ave. Chicago 39, Ill. 
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or- >be 


help you sell INVINCIBLE 
siness Engineered" 
executive office suites! 


Designed to suit the most discriminating taste, Invincible metal office 
furniture offers outstanding beauty, quality construction and maxi- 
mum efficiency features that are sure to win favor with any executive. 
Yes, Invincible executive office suites are “Business Engineered” 
. to help you clinch more sales. 
See how you'll make more sales, more profits when you display 


and stock this popular line. Write today for details. 





Remember! Your profits are pro- 
Se, 7 o ] tected under Invincible’s dealer 
—- sales policy! 
age aati © Invincible relies on you to do the 
: ae retailing job. We do not sell direct- 
/ ® be ly to the consumer. 


; @ Invincible products are backed by a 
cv e national advertising program in lead- 
\ ing consumer and trade publications 
.. with all inquiries directed to you. 





Invincible Metal Furniture Co. © Manitowoc, Wis, 
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NEW! 


Modernaire 

Bookcase 
Top is linoleum cow 
ered to match desks, 
Two adjustable 
shelves are furnished. 
Available with or 
without sliding glass 
doors. 


NEW! 


Modernaire 
Telephone Stand 
Linoleum top matches 
desk. Adjustable non- 
rust glides on base 
can be set to level 
stand . . . eliminate 
rocking and vibrating. 
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MODEL 66 








Let the Chair 
Fit the Executive 





MODEL 67 














In the full Harter line there’s a chair that’s right for every man in 
your prospects’ offices. The executive armchairs shown here 
range from the luxurious Harter 65 to the budget priced MODEL 68 
model 68. Regardless of price all have full measure of Harter 
quality. All have the comfort of molded foam rubber 
cushioning. All have four easy, precision adjustments to fit 
them exactly to the individual. 

That’s the beauty of the Harter line. You sell quality and still 
have the right chairs for every installation and every office 


budget. Send for full information. 


HARTER CORP., 525 Prairie St., Sturgis, Mich. 


HARTER 


POSTURE CHAIRS 
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‘You can’t put a 


A Personal Message f° 


sjeelAae Dealers 


from 
our Hillstrom 
D Arm er 
. ol Manned 
: d Gener 
> President an 
wn Mfg. COFP- 
Corry-Jamesto 
Corry: Pa. 
iF E FIRST piece of Steel Age furniture and I were 
bort t the same time. So some of my earliest 
chil recollections are of my father and his asso- 
ciates talking about the importance of being proud of 
the pt ts they made. That idea stuck, and I soon 


learn that people began looking upon Corry- 


Jamestown as a builder of fine, high quality products. 
The construction and performance of our 3000 Line 
Desks and Grade ‘‘A’’ Files stood solidly behind 
that reputation. 

We realized, however, that many businesses had a 
definite need for less expensive furniture, particularly 
files. And we knew we had an obligation to help you 
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price tag on Pride’”’ 






supply this market. We wondered if we could pos- 
sibly make a file to sell for less than our best grade, 
and still retain, in full measure, the fine construction 
and pride of workmanship in our Grade ‘‘A’’ Files. 

Yes’, was the answer. Our engineers found those 
features that could be redesigned without sacrificing 
traditional Steel Age quality. Today, along with the 
Steel Age Grade ‘'A”’ File, we proudly offer you the 
Steel Age Commercial Grade and the ‘‘Corrian”’, each 
with its own market and each, we sincerely feel, the 
finest file in its class. 

We know now that there’s no price tag on pride. 
You can’t buy it, you can’t create it. It comes from 
the hearts of men who do their best on every job. 

All of us are looking forward to seeing you at the 
NOFA Convention, Chicago. Please look us up in 
Booths 133 and 134. 


O)Amsur flildlion 


163 

















Kool! Office Furniture 


Helps you Sell New 
Customers for Bigger Profits 


‘“‘Lookers”’ become “‘buyers”’ when you 
show them the functional beauty of Leo- 


pold Office Furniture. 


Constructed of the finest woods, Leopold 
Office Units are finished to perfection... 
have an air of dignity, durability and ef- 
ficiency that will convince your customers 
that Leopold Office Furniture is what 


they need. 


Write us today for complete details. 


Photograph above: The Northwestern Office of First Wisconsin 
National Bank, Milwaukee, Wisconsin. Installation by S. J. 


Olsen Company, Milwaukee, Wisconsin 


These Leopold Extras Help You 

Turn Prospects Into Dollars 

e a complete line of distinctive office furnish- 
ings 

e designs to suit each prospect’s taste 

e prices to fit his pocketbook 

¢ tools to offer complete office planning serv- 
ice 

e dynamic new sales and promotion helps to 


make your selling job easier 


Member: Wood Office Furniture Inst 





116 LEq00/0 ‘inrant 
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BURLINGTON, IOWA 
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the chair 
ith the 
Fiber Glass Base 


Yep! Positively no tipping! Even when 
you ride one caster off the chair mat 
you won’t tip or wobble. The flex char- 
acteristics of the fiber glass base are 
such that your weight always keeps all 
four casters firmly planted on floor and 
mat. It’s kind of amazing but it’s true. 
Nine Sturgis executive and stenographic 


Life and Minimum Maintenance , ; , 
. chairs are now available with self- 
takes a lifetime of swiveling. 


marfect fie for tana tills leveling fiber glass bases in gray, 

















ersize ball bearings, extra wide rubber wheels. green, walnut or black. 
10 to 20 times as abrasion- 
resistant as other finishes. 

yA ~---—--—-—-—-—-—~—----- 4 

o/f 
5} THE STURGIS POSTURE CHAIR COMPANY 
4 ¢ General Sales Offices, 154 East Erie St., Chicago 11, Illinois i 
We'd like a copy of your illustrated folder on | 
chairs with fiber glass bases. | 
S : Name . 
—~ | Firm Name | 
POSTURE CHAIRS JU cscs 
| 
. South Carolina | City State | 
’ MICHIGAN eR Se Sea 3 
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Installations 


In Sharon, Pa. . . . Offices of the 
General American Transportation Co. 
feature Crestline equipment by Se- 
curity Steel Equipment Corp. Sharon 
Office Equipment Furniture Co. han- 
dled the installation. 


Time-Engineered . . . Kilgore & East- 
erday, Racine, Wis., handled this in- 
stallation of Shaw-Walker equipment 
for the Racine Bldg. & Loan Assn. 
Balanced color contrast was achieved 
by use of wood panelled walls and 
Silvertone desks and counter with ten 
linoleum tops. Equipment includes the 
Triple-Duty counter with Fire-File pro- 
tection, Work-Organizer desks and Cor- 
rect Seating chairs. 


Indianapolis Bank . . . Sidman Office 
Supply Co., Indianapolis, Ind., handled 
this installation for the Indianapolis 
Morris Plan Bank. Desks were manv- 
factured by the Imperial Desk Co. 


General Offices . . . Precision Metal 
Workers, Chicago, Ill., recently remod- 
eled and refurnished throughout. Style- 
Master associate desks and Empire fil- 
ing cabinets, both by Yawman and 
Erbe Mfg. Co., were chosen. C. G. 
Stiles, manager of Y ond E’s Chicago 
branch, supervised the installation. 
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REMODELING AT 
BRAUN & RUTHERFORD, 
NEW YORK CITY 





g WORDS OF HEARTY welcome 
oupled with a strong handshake typify 
the atmosphere at Braun & Rutherford, 


164 William St., 


rich elegance of 


New York City. The 
the newly remodeled 
this 


friendliness that needs no heavy follow 


premises has served to enhance 


up to cinch the sale 


Richard A. Braun started the busi 
ness in March, 1917, at 99 Water St. 
Charles F. Rutherford joined him in 
1920. In the beginning the capital was 
small and the company did a good deal 
of repair work in order to increase the 
clientele. The work day started at 7:30 
4M. and often wound up late in the 


evening. The two men handled their 


own deliveries hauled office furni- 


ture themselves, often carrying out 


chairs stacked eight high. Their first 
lelivery truck was a second-hand Ford 


and they built a body of oak on it 


large enough to take care of delivery 


requirements. 





First Floor Furniture Showroom 


The company prospered and 10 years 
igo purchased the six-story building 
now occupied on William St., which is 
the “heart” of the insurance district in 
downtown New York City. 

Recently, the company decided on a 
complete exterior and interior remodel- 
ng. A new modern front was installed 
to utilize the full plate glass windows 
tor full vision of the interior of the first 
floor showroom. 

The interior was streamlined through- 
out. The floor covering is the dominat- 
ng factor, in which a pastel coral inlay 
{ an aqua and a white block are used 
coral. The wall pat- 
block effect in 
half dark 


to emphasize the 
tern follows out the 
eige for the upper and 
rown below. 

The light flooring achieves startling 


results in conjunction Ww ith the all-wood 
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Develops Purchaser Interest 


executive display. It appears to make it 
come alive in added appeal bringing 
out the beauty of rich walnut tones. 
The window often shows a complete 
office idea from leather chair and desk 
to pictures on the wall. This type of 
office layout has created wide comment 
and develops wider transient trade. 

Although someone is always avail- 
able, the shopper is left to wander about 
and make a choice without pressure. 

Braun & Rutherford contract part of 
their deliveries but also maintain their 
own trucking facilities for immediate 
service in the territory. 

Today, four outside salesmen solicit 
the trade and the firm outfits an office 
“from the floor up.” 

Direct mail and other advertising 
mediums are used but the firm believes 





Can Be Seen from the Street. 


it is the personal approach and friendly 
atmosphere that “does the business.” 
Thirty-six years of successful operation 
and the warmth with which customers 
greet members of the firm prove the 
point.—dy G. Beyers 





Color and Full-Page Advertising 


® THE PROMOTION of color in 
office furniture, particularly in office 
files, and the use of a full-page adver- 
tisement in a metropolitan daily, are 
classed as features having to do with 
the success of a recent important sale 
conducted by the Miller Desk & Safe 
Company, a California firm operating 
three stores in the Los Angeles area. 
The sale was a 35-day event in honor of 
the company’s 35th anniversary. 

A demand for color in office files 
prompted the theme for the whole pro- 
motion, Leo Miller, general manager, 
states. The theme turned out to be a 
good one for the acceptance of color 
continued throughout the 35-day 
period. 

While Mr. Miller does not go into 
detail, it seems evident that more than 
mere appearance is involved in the use 
of color in an office. There is little 
doubt that color is both satisfying and 
stimulating to office workers. Most 
people do better work in bright sur- 
roundings. Homes are not drab, cloth- 
ing is not drab, so why need offices be 
drab? Of course, if color is used pro- 
miscuously it can give a cluttered effect. 
Color should not be allowed to violate 
that smoothness of appearance in an 
office that always is indicative of a 


measured and well channeled procedure. 

Gray gives an atmosphere of efficiency 
and looks smooth. However, there are 
other very subtle elements of satisfaction 
that can come to many people only 
through color. The sense of the artistic 
is another natural human trait that 
need not be overlooked when furnish- 
ing an office. 

The use of a full-page advertisement 
in announcing this 35th anniversary 
sale in one of the country’s largest 
newspapers was an unprecedented step. 
Mr. Miller pointed out this had never 
been done before on the West Coast in 
the office furniture industry. Not only 
were the results considered worth while 
but the general public was given an 
idea of the size and development of the 
industry. Care also was taken to keep 
not only the full page ad but all subse- 
quent advertisements on a dignified 
scale. 

Many other general tendencies in to- 
day’s thinking were definitely revealed 
by this sale. Among these was the ac- 
ceptance, even the demand for, the 
L-shaped desk. This style of desk, cus- 
tomers frequently said, not only en- 
hances the appearance of an office but 
it also adds to functional efficiency.— 


by ]. Edward Tufft. 
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The 
Extra 
Touch 


General View of the Bank’s Interior . . 








St. Paul Federal Savings & Loan Association of Chicago, 


® ALL THE DETAILS from leather 
accessories that matched the chair up 
holstery to carpets that harmonize with 
counter trim—this is package selling 
at its best. And it is this kind of a 
complete refurnishing job that the 
Contract Division of Marshall Field & 
Company, Chicago, recently handled 
for the St. Paul Savings & Loan Asso 
ciation of Chicago. 


{1 Private Office. 





L. W. Rouzer, representing Marshall 
Field Contract in 
a sales capacity ac- 
tively participated 
in the entire mod 
ernization pro- 
gram. That he 
was well-equipped 
to supervise such 
a lavish program. 
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Among the 
to be installed wer 
the Taylor Chair ¢ 
upholstered in 
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NEW \for the Office 





30 SERIES DESK 
Security Steel Equipment Corporation, 
Avenel, N. J. 


The firm’s new space-saving desk, the TDSF-60, features 
a flat top measuring 60 x 30 inches. Other measurements 
include 26% inches for knee space and a 16-7/16-inch 
pedestal width. Also available in the new 30 Series is the 
TDTPL-60 left pedestal typewriter desk and the TDTPL-60 
right pedestal typewriter desk. Both of the latter have 
knee space of 21'2 inches and a top size of 60 x 30 
inches. All desks are 29 inches high. 





POSTURE CHAIRS 
Metal Office Furniture Co., 
Grand Rapids, Mich. 


The C-181 Steelcase executive posture chair is a junior companion 
to the C-191. In addition to a back pillow of foam rubber, the 
new chair is fitted with a Collier-Keyworth double spring mechan- 
ism permitting the seat and back to move with compensated action. 
Five easy adjustments have been included in the styling for posture 
comfort. The seat measures 2012 inches wide at front and 18% 
inches deep. The back is 16 inches high and 15% inches wide. 
Height of chair seat ranges from 1714 to 20% inches. The C-39 
saddle seat posture chair features six posture adjustments. The 
seat is constructed of die-formed steel, covered with %4-inch foam 
rubber. Specifications include a seat size of 16% x 15 inches, an 
11%-inch high back that is 15% inches wide and a seat height 
that is adjustable from 16% to 19% inches. 
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FIVE-DRAWER FILE 
Corry-Jamestown Mfg. Corp., 
Corry, Pa. 


Approximately two inches shorter than 
the normal five-drawer file, the new 
unit is available in both letter size 
(No. 8A52) and legal size (No. 8A54) 
It features a specially designed drawer 
divider—available at no extra cost if 
installed at the factory—which is ad- 
justable at one inch intervals, front to 
back. Positive spring clips are designed 
to hold file material firmly in place. 
The lower height of the file, achieved 
by a new flat bottom drawer styling, 
places the top drawer within easy ac- 
cess of the person of average or below 
average height. Units are equipped 
with Steel Age grade A hardware, in 
cluding thumb latches. 








STRATOLOUNGER 
Stratford Furniture Corporation, 
American Furniture Mart, Chicago 1i 


Several models of the Stratolourger are available for different body sizes. 
These come equipped with extension foot rests and extra high backs if 
required. A snap-fastened apron is said to allow easy access to a simple 
control mechanism of two wing nuts that are adjustable by hand, thus 
individualizing the chair to the sitter’s weight. Styling also includes thick 
moulded foam rubber over tempered steel springs and rubberized hair 
filler for seating comfort. The chair measures 3812 inches high, 36 inches 
deep and 32% inches wide. Fabrics available include textured friezes, 
tweeds, matelasses, Naugahyde and plastics. 


NO. 23 CHAIR 
Harter Corp., 
Sturgis, Mich. 


The No. 23 chair is one of 15 new 
models available in Harter’s No. 2 
Line of posture chairs. Chairs in this 
new line are available with five types 
of seats, five types of bases and two 
types of backs. 
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CHAIRS 
Indiana Chair Co 
Jasper, Ind. 


The firm’s new group of chairs includes the No. 381 pic- 
tured at left, the No. 382 arm guest chair, the No. 383 
armless revolving chair and the No. 384, pictured at right. 
The all wood chairs are available in walnut, light golden 
oak or softone oak finish. Features of the No. 381 include 
an adjustable seat height, a rubber seat bumper and plain 
bearing casters. It measures 18% inches between arms. The 
seat is 20 inches wide and 16’ inches deep. Back height 
from the seat is 17/2 inches. The No. 384 has a seat height 
of 18 inches. The seat is 17% inches wide and 15 inches 
deep. Back height from the seat is 17% inches. Another 


feature is the corner block construction. 





SPRING-REST CHAIR 
The Sturgis Posture Chair Co., 
154 E. Erie St., Chicago 11, lil. 


Model No. 1205-G, a new executive posture 
chair, combines full spring-back action with 
the Sturgis Follow-Flex back support. Other 
features include a foam rubber cushioned 
back rest; deep coil spring seat, padded 
arm rests, and newly designed casters with 
a wider plate-type wheel of two-inch soft 
rubber. The fiber glass base comes in gray, 
green, black or walnut. The new chair also 
is available with the conventional stream- 
line steel base. Metal parts are Bonderized. 
The steel frame is available in a Sturlon 
finish in four colors or in infra-red baked 
er:amels to match standard steel desks. 


TEXTOLITE TOPS 
All-Steel Equipment, Inc., 
Aurora, Ill. 


Available on All-Steel’s com- 
plete desk line, the new Texto- 
lite tops come in gray, tan and 
mist green to blend with ASE 
desk finishes. It is made by 
General Electric by a special 
laminated construction — tough 
plastic impregnated sheets are 
built-up in layers and then 
bonded together. The new plas- 
tic surface material is said to 
resist heat and stain, to be long 
wearing, to prevent eye strain 
and to reduce maintenance cost. 


MODULAR BOOKCASE 








sizes Nucraft Furniture Co., 
cks if 
inal ADJUST-A-DESK 1615 Eastern Ave., SH... 

ae: Jasper Table Co., Inc Grand Rapids, Mich. 

thick Jasper, Ind. Styled to match popular desks, the new sec- 
| hair Designed for typing efficiency, the new adjustable typing surface a eee and poe oa oom 
inches | is said to improve posture, reduce eye strain and result in less — Se ee oe ~~ See 
iezes, | Units may be had with open sections, slid- 


typing fatigue. A counter-balance spring type mechanism allows 
fast accurate height adjustments of typing surface from 26 to 30 


ing glass doors or wood doors. As illus- 


trated, the bookcase uses a No. 630 top; 
No. 610, 612 and 614 units of differing 
heights, all with glass-door closures; and a 
No. 601 island base. 


inches, adjustable in inch adjustments. The No. TA234 at left 
and the No. TA334 at right feature plain cut oak veneered tops. 
All other parts are of selected plain oak. The desks are finished 
in blond, natural, light oak or school brown. The slide size is 
% inches thick, 10% inches wide and 16% inches deep. Type- 
writer platform size is 1 inch thick, 14% inches wide and 15% 
inches deep. Inside drawer dimensions of the TA234 are 97% 
inches wide, 134 inches high and 14% inches deep. The TA334’s 
inside drawer dimensions are 9% inches wide, 4% inches high 
and 1414 inches deep. Panels are 3-ply, % inch thick with a 
grain vertical. Posts are 1% inches square, rounded on exposed 
edges. Drawers are dovetailed front and back, with 3-ply bot- 
toms framed in. They are equipped with plastic pulls. 





DESKS IN COLOR 
Haskell, Inc 
303 E. Carson St., Pittsburgh, Pa. 


The firm’s steel desks are now available in a choice of colors and 
color combinations. Colors for desks include burnt amber, sea- 
foam green, Haskell green, mallard gray, Haskell gray and dark 
gray. The four colors for the lincleum tops are mist tan, mist 
green, dark green and gray. Color charts and complete details 
may be had by writing to the company at the above address. 
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NEW \for the Office 


ADJUSTABLE LINE 
Royal Metal Manufacturing Co., 
175 N. Michigan Ave., Chicago ], Ill. 


A steel adjustable desk for typing and business ma 
chines, a steel bookkeeping desk and a matching posture 
chair have been introduced for high schools and com- 
mercial colleges. The typing desk features a platform 
adjustable from 26 to 30 inches high so that the machine 
can be raised or lowered until the keyboard is at the 
most comfortable height for the individual. Designed to 
promote correct posture, the desk features an all steel 
base and cabinet which permit installation of the extra 
wide platform on either the left or right. A rubber 
capped handwheel on the front adjusts the platform. 
The latter is designed to move on a built-in, precision- 
machined worm gear which locks at the desired height 
All desk parts are steel except for the platform and 
work surfaces which are natural birch finish 7-ply hard 
wood. Rubber floor glides have been provided to pre 
vent the desk from creeping and to protect floors. Royal's 
new bookkeeping desk matches the typewriter desk in 
appearance and construction features. It has a 22 x 
36-inch top and a heavy gauge steel utility drawer, 16 
inches wide. The posture chair, with 7-ply bent plywood 
seat and back and tubular steel legs is designed to 
match the desks. Its seat is contour-shaped and _ its 
back adjustable up, down, forward and backward. 





FIRE-FILE 
The Shaw-Walker Co., 
Muskegon, Mich 


have passed the Fire-Impact 


trolling all drawers. Among 


bronze hardware. 
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The new Fire-Files carry the Under- 
writers’ C label certifying that 


Test. They also carry the Shaw-Walker 
Certified Protection and S.M.N.A. labels. 
Available in 2-, 3- or 4-drawer heights, 
letter or legal size, the file is equipped 
with a signal plunger key lock con- 


features are free-coasting slides, time- 
saving wobble blocks and solid cast 








DOUBLE PEDESTAL DESK 

Jasper Industries, Inc., 

Jasper, Ind. 

The No. 2854-DX executive type desk features one double 
file drawer, five single drawers and one center drawer. 
Pictured is a maple desk. Other finishes that are avail- 
able include natural maple, blonde maple, honey maple 
and walnut. 











RECLINING CHAIR 
La-Z-Boy Chair Co., 
Monroe, Mich. 


The La-Z-Boy chair was designed for the busy executive 
who realizes the value of relaxing occasionally in order to 
keep up with today’s accelerated business pace. When not in 
use, the foot-rest disappears into the front of the chair which 
then looks like a conventional office easy chair. All models 
are available in genuine leather, U.S. Naugahyde plastic, 
gros point fabrics or combinations. They are all equipped 
with the firm’s patented Otto-Matic reclining fixture which 
allows the: back-rest to recline from sitting to full bed posi- 
tion. It allows fully extended leg support even when the 
occupant is in a sitting position. 


ARISTOCRAT CHAIR 
Wells Chair Corp., 
Michigan City, Ind. 


Designed especially for the ‘active’ desk 
man, the No. 274 executive posture chair 
is said to be completely adjustable for 
correct posture and maximum comfort. Ex- 
tra-thick foam rubber seat, rugged all 
welded frame construction, cast aluminum 
satin finsh base and hooded ball-bearing 
casters are some of the features announced 
by the manufacturer. Arms and back may 
be upholstered in elastic Naugahyde, New- 
port or gros point fabric, deep buff or top 
grain leather. The new model is part of 
the Aristocrat line of the firm’s luxury office 
chairs. 
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SCREEN TOP SMOKER 
LaSalle Products Co. 
2216 Clybourn Ave., Chicago 14, Ill. 


Available in jewelers bronze, solid brass, 
chrome and the new decorator colors, the 
new No. 190 smoker is now in production. 
Features include a heavily weighted base and 
a large ash receptacle. 








GLIDING DESK CABINET 





ouble Cole Steel Equipment Co., Inc., 

ower. | 285 Madison Ave., New York 17, N.Y. 

a A filing cabinet, typewriter stand and storage cabinet all in 
a one is this new unit by Cole. The ball-bearing, retractable type- 


writer desk is built in and protected by a locked outer door. 
Other features include three letter-size drawers, two storage 
compartments, heavy gauge steel construction and an olive 
green or Cole gray baked enamel finish. The No. 379 also is 
available with a plunger type lock. Legal size drawers are 
featured on the No. 879. Similar to these is the No. 479 with 
two double index drawers replacing the top letter size drawer. 
These units may be had in a grained walnut, mahogany or 
knotty pine finish at additional cost. 
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HOLLYWOOD COUCH 

Grand Rapids Leather Furniture Co., 

201 Front Ave., N.W., Grand Rapids 4, Mich. 

The No. 104 couch is part of the firm’s Modern Holly- 
wood all-foam line. It measures 74 inches long, 30 
inches wide and 25 inches high. Seat height is 17 
inches 





SIDE CHAIR 
Maso Steel Products, 
53 W. Jackson Blvd., Chicago 4, Ill. 


The No. 750 side chair boasts an especially 
designed, heavy gauge steel, vented saddle 
shaped seat, padded with Goodyear’s Airfoam 
latex rubber. Other features include a con- 
toured backrest padded with Airféam, uphol- 
stery of Naugahyde plastic fabric in a choice 
of five colors and a high-temperature baked 
enamel finish in office gray, green, brown or 
duotone. Heavy gauge furniture type steel is 
used for the legs, with the front legs rounded 
and tapered. Stretcher braces of square steel 
tubing are electro welded at all joints. Rubber 
cushioned, chrome plated, steel glides are pro- 
vided for more noiseless seating and moving. 
The seat measures 15 x 14 inches, the backrest 
14 x 10 inches and the height to the top of 
the backrest is 33% inches. Chairs are packed 
two to a carton, S.U., with a shipping weight 
of 34 pounds. 





SLIDING DOOR CABINET 


STEEL STORAGE CABINETARE Parker Steel Products, Inc., 
ia Merwe! Meta! Products Co.. 56 Columbia St., Brooklyn 2, N. Y. 
chair 3843 W. 43rd St., Chicago 32, Ill. The new steel sliding door cobinet comes with adjust- 
f : ; : able shelves for storage use that can be easily con- 
e for Designed as a low-cost unit, this new office storage cabinet verted to wardrobe use. Made of heavy gauge furni- 
& is equipped with six shelf spaces. The bottom shelf is ture steel, the cabinet is electrically welded through- 
i all- adjustable to three positions. Both doors of the Cabinetare , : 9 
; ’ out. The doors operate on large roller bearings de- 
ninum also are equipped with shelves and hooks for the storage : : . 2s : 
: : , - signed for continuous smooth operation. Finished in 
aring of small office items. Decorated with chrome strips and naled en enamel tae oon or teen, Ge att 
unced easy-grasp chrome handles, the cabinet is finished in a nate eum ton Geel wk ae oe additional $6.00 
. may heavy-duty baked gray enamel. It is constructed of heavy per unit. Cabinets are shipped set up, ready for rae 
New: gouge steel, with a specially recessed toe-space area in nodinte on ‘ y 


yr top front. The Cabinetare measures 66 inches high, 28 inches 
“5 wide and 14 inches deep. It will retail for about $29.95. 
office 
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SNOOP-PROOF 
COMBINATION DIAL 

Mosler Safe Co., 

320 Fifth Ave., New York 1, N.Y. 


Counter-Spy dials are now available 
for the first time on all burglary- 
resistive money safes. Combination 
numbers are on the edge of the dial 
instead of the face. Thus, digits are 
visible only to the safe owner whose 
body automatically screens the dial 
from prying eyes. A stainless steel 
shield covers most of the dial’s cir- 
cumference so that it is impossible 
to get a side view of the combina- 
iton’s numbers. Heretofore, the 
snoop-proof dial was confined to 
the firm’s line of fire-resistant record 
safes. 


NEW \for the Office 


E-Z JUST CLIP 


Frontier Mfg. Co., 
10600 Hines Blvd., 


Dallas, Tex. 


A newly featured item on this 
firm’s commercial shelving line 
is a fabricated “T” type post, 
permitting use of the new E-Z 
Just clip. The manufacturers 
assert that the clip is used in 
preference to bolts and nuts, 
providing quick adjustability of 
the shelves. To place a shelf in 
position it is simply laid on the 
support ledge of clips in each 
of the four corners. Accompany- 
ing cutaway illustration shows 
male and female parts of clip 
before assembly. 


SWIVEL CHAIR 


Precision Manufacturing Co., 
831 Chicago Ave., Evanston, Ill. 


Expanding the swivel chair line from two to six 
chairs, Precision now offers a selection ranging 
from a stenographic chair to an executive swivel 
these new chairs feature 
are wide spread 


arm chair. Two of 


fibre-glass bases. All 
to provide stability and to prevent accidental 
tipping. Chairs are available in satin chrome to 
blend with the trim on steel 
proof Saran webbing, which offers the unique 
Ventilated comfort, is 
This is attached with Precision’s 
which is designed to make 


able for cleaning or replacing. The manufacturer 
claims that although in the low price field, the 
chairs are built with top quality casters and a 
tilt mechanism, both 
bearings to eliminate 
not require lubrication. 





in nine colors. 
exclusive clip 
instantly remov- 


feature nylon 





CONSTRUCTION FEATURES 


Yawman and Erbe Manufacturing Co., 
Rochester, N. Y. 


Numerous developments in steel desk construction will 
be incorporated in all models in the 6000 and 7000 
lines of Style-Master desks in current production. Among 
the new engineering features are nylon bearings on 
drawers for effortless and quiet drawer operation; a 
spring controlled card drawer stop, simplifying drawer 
removal; a kick-out mechanism providing positive and 
effortless locking and unlocking; and a sliding refer. 
ence.shelf which may be reversed to provide a utility 
drawer, with a glass top or pin tray available as op 
tional equipment. Other features include slotted card 
drawer sides for installing partitions on one-inch cen 
ters for filing cards of any size; vertical drawer par. 
titions having shoulders at the top and tenons at the 
bottom for rigidity and easy installation; a gravity-type 
locking mechanism to prevent sticking or binding; end 
panels which can be used in either right or left post 
tion; and a recessed back, easily interchanged with the 
flush type back, offering knee space at the back of the 
desk. 


The wear- 





which do 


FASHION-AIRE TABLE 
Western Mfg. Co., 

532 N. Highland Ave., 
Aurora, Ill. 

Now in production is this 
new table designed as part 
of the Fashion-Aire series. It 
comes in two sizes: 48x30 
inches or 60x30 inches. 
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JUMBO FILE 

Atlas Stencil Files Corp., 
16716 Westfield Ave 
Cleveland 10, Ohio 


Newest addition to the firm’s line of ver- 
tical filing cabinets is the B Jumbo model. 
it measures 52 inches high, 18% inches 
wide and 28 inches deep. The two-drawer 
suspension model fills the void between the 
firm’s A Jumbo model which is 16 inches 
wide and the C Jumbo model which is 26% 
inches wide. The new unit will file 14 inch 
wide hangers. It will accommodate sten- 
cils, plates, x-rays and so forth. 


CHAIRS WITH BUILT-IN COLOR 


The General Fireproofing Co., 
Youngstown, Ohio 


Color anodized finishes have been added to other 
features of Goodform institutional chairs. By an elec- 
trolytic process any color of the spectrum can be made 
to go right into the aluminum itself. Thus anodized 
color is said to be free from chipping and scratching. 
For the present, GF proposes to furnish this new 
rugged finish in only four colors: gold, bronze, copper 
and ebony black. On a volume basis, however, the 
company will color anodize the institutional chairs in 
any color specified. 
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For the General Electric Company, Stew- 
art Office Supply, Dallas, Tex., recom- 
mended Standard Furniture’s 5100 Group 
genuine walnut desk. Measuring 87 x 45 
inches, the desk is placed in a setting of 
pine green, tan and brown. 








| Retrospect Prospect 


een from OFFICE APPLIANCES’ half century mark . . . this is what we've 
anned for you next month. There will be articles on the basic divisions of the 
ndustry, written by leading men in the field. There will be stories of the asso- 
iations, how they've grown and what they're planning. From OTHER LANDS 
sme comments on our industry around the world. A GOLDEN GALLERY 
f individual and firms will feature those who have been in the field for 50 
ears and more. But rather than take away all of the surprises, we'll resist 
1ying more. In the meantime, we hope this is enough to make you look for- 
ward to our big special June anniversary issue. 
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Beautiful Wiltshire 
Modern Walnut 
installation in the 
American Nation- 
al Bank, St. Cloud, 
Minnesota—by the 
Typewriter Shop, 
St. Cloud. 
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It's a Wiltshire Modern Setting 
..-in an old, firmly founded bank 


In choosing these handsome Wiltshire Modern fine walnut finish wood 
desks, American National Bank of St. Cloud, Minnesota, displays sound 
judgment. Literally building its future upon the rock . . . the red granite rock 
which was first commercially quarried in St. Cloud in 1868 . . . American 
National chose this warm, dignified, friendly bank furniture as most in keep- 


ing with its own banking policies. 


Wiltshire Modern Walnut is durable too. There is no extra premium for 
the many years of service . . . yet it always appears new—up-to-the-minute 
in mode. You too can build a firmer foundation for future business . . . by 
stocking, displaying and selling Wiltshire Modern. Send for details now. 


Hoespeerial | Join COPS Now—For Greater Profits 





Regular monthly ads in 
these popular business pub- 








SEE OUR 
EXHIBIT 


NOFA 
SHOW 


BOOTHS 
131 and 132 


Hotel Sherman, 
Chicago 


May 8, 9, 10 
and 11 








Bennppesciaal 
desk company 


EVANSVILLE 7, INDIANA 


lications “pre-sell’’ Wiltshire 
Modern for you. Imperial w 
backs its dealers—helps them MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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Certified Office Planning Service offers you the ammunition 
to bag the biggest game — the prospects 
who should modernize but think they can’t afford it. 


Subscribe to the COPS program and get: 
1—COMPLETE DECORATING SERVICE 


Authoritative information about draperies, 
floor coverings, upholstery, wall paints, and 
wood paneling. Up-to-date facts about color 
coordination by one of the country’s out- 
standing color experts— Faber Birren. 


2—COMPLETE LAYOUT PLANNING SERVICE 


Comprehensive data on making surveys and 
setting up scientific layouts for offices by 
Kenneth Ripnen, an authority employed by 
America’s largest firms. 


3—COMPLETE SELLING TOOLS 
The Port-A-View—a portable slide projector 
to show the beauty of modernization. 


The Pre-Viewer—an acetate visualizer to show 
64 coordinated color schemes that are func- 
tional as well as eye-pleasing. 


The Scale Model Kit—a portable planning 
kit with 3-dimensional furniture models to 
show office layout effectively. 


The Model Office Center—for “‘in-the-store” 
display of actual samples of fabrics, floor 
coverings, upholstery, paint chips, wood 
paneling, and furniture finishes, plus a large 
magnetic planning board on which to work 
out space-saving layouts, and a planning cor- 
ner in which to coordinate selected materials. 
The Operating Manual—a reference book 
covering every factor of office planning the 
COPS way with plenty of creative selling 





CREATE MORE SALES 
WITH COPS! 


ideas, a sales training program, and plans for 
your own store modernization. 


4—NATIONAL ADVERTISING 

Ads in TIME, BUSINESS WEEK, 
NATION’S BUSINESS, and other similar 
magazines, many full page and color ads 
listing your name as a COPS dealer and giving 
you pre-sold prospects for big installations. 


5—CONTINUING SUPPORT 

Fresh sales materials; new selling aids; com- 
plete sales training programs; monthly 
supplements to the Operating Manual; ideas 
that make your staff “Office Engineers.” 


6—FACTS AND FIGURES 

Proof that your prospect has no good reason 
to operate in an obsolete, time-stealing office 
when a modern, efficient one will quickly 
return its cost in greater productivity, im- 
proved morale, and added prestige. 


COPS makes it possible for you to sell com- 
plete offices built around the natural warmth 
and friendliness of wood—the office furni- 
ture that time has proved durable, demand 
has proved desirable, and modern designing 
has proved efficient. 


Sell your prospects the benefits of moderniza- 
tion with well-designed wood office furniture 
through the single-source program of CERTI- 
FIED OFFICE PLANNING SERVICE. 


Sell yourself the benefits of today’s most 
challenging opportunity to greater profits in 
the office equipment industry. 


For complete details about the COPS program, contact 


ALMA Desk Co. 
Ciemco Desk Mera. Co. 


CHAIR Co. 
HoosigeR Desk Co. 
IMPERIAL Desk Co. 
LNDIANA CHAIR Co, 
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INDIANA Desk Co. 
JASPER CHAIR Co. 
: DoTeN-DUNTON Desk Co. JASPER Desk Co. 
ANNING fy cH Powr Benpinc & Jasper Orrice Furniture Co. Co, 
: . Oe JASPER SEATING Co. 
JOHNSON CHAIR Co. 
THe LEopoLp Co. 
MyrtTLe Desk Co. 


ROCKWELL-BARNES Co. THE PRESTON 
THOMAS FURNITURE Co. Co. Tae 
WELLS FURNITURE MFG. 


IN CANADA— Ltp.) 
ArT Woopwork, LTp. 


WOOD OFFICE FURNITURE INSTITUTE 


730 11th Street, N.W., Washington 1, D.C.—supported by the following manufacturers of wood office furniture: 


FURNITURE 
(associated 


with CANADIAN OFFICE 
& ScHOOL FURNITURE, 


PRESTON-NOELTING, LTD, 


Orrice SpeciaLty MFG. STANDARD Desk MePFrs., 


Co., Ltp. LTpD. 
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NATIONAL LOCK 
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ularly suPpP 
..- products - liance trade 


to the office @PP 


NATIONAL LOCK PRODUCTS 


Casters, Furniture Glides, Standard 
and Special Fasteners, Pulls, 
Locks, Hinges, Label Holders, 
Locker Hooks, Lift Handles. 
Everything for Office Appliances 
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‘THE LATEST INVENTION | 
IN OFFICE EQUIPMENT 








{U. $. Patent $166860) 























































































































€> FUNCTIONA OR OFFICE, 
mau r yD ¥;-HOME 
IS : 
DESIGN Os 4 THE MOST BEAUTIFUL MOBILER FILER IN THE WORLD 
~~ All units equipped with 25 hang folders in 
< . 
<7 “| top section, ready for instant use. Top 4 
an = section protected by lock and key. a 
___ Outside Dimensions _ Outside Dimensions 
No. Description Width Height Depth _ No. w Description Width Height Depth 
- +- —— 15%” 133ia”| 22” SLR4 1 drawer letter and 3 card drawers ” ” ” 
_SLR1_—s|_- 1 Grawer letter and 1 storage compartment =| 2a “ = (3x5—-cap. 4500); 1 storage compartment 15%” |33%”| 22 
_SLRIC | _1 drawer legal and 1 storage compartment —s——ss | 18%8” 133%4”| 22” AVAILABLE WT laa oe ie isu laa oo 
SLR2 2 drawers letter and 1 utility drawer _ 15%” |33%4”| 22” IN FOUR - —+— tO 
~$LR2C 2 drawers legal and 1 utility drawer 18%” |331%4” 20” FINISHES: SLRS5C 1 drawer legal and 6 utility drawers (Not Hl.) 18%” |33%” 22” 
SLRI-——| 1 drawer letter and 2 card drawer ¥%” |33%4”| 22” SOFT GREY, “SLR6X | 1 drawer letter and 1 combination a a ag 
3x5—cap. 4500; 4x6—cap. 3000) | oe" pew] = \ STANDARD GREEN, lock storage compartment 15%” |33%4") 22” 
SLR3C 1 drawer legal and 3 card drawers Se - iis FROST TAN AND / ——- | 
| : 2p. 4500) (Not | Ore [ees oe FROST GREEN SLRGCX | 1 drawer legal and 1 combination - 
| EXTRA / | k storage compartment (Not II! 18% 33 
IF ADDITIONAL LOCKS DESIRED ON DRAWERS, nagar’ 
ADD LETTER “‘L'’ TO CATALOG NUMBER. LITERATURE AVAILABLE. 


art steel sales corp. 
170 w. 233rd st.n. y. 63, nn. y. 
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LEADING IN SALES 
The All-Wood Bedford 








sate 


433% 


CASH IN ON THE BOOMING 
BUDGET CHAIR MARKET! 


Check this list for high volume 
wood chair sales. 


Here’s Recognized Valle ai. unmatched 


in today’s budget chair market. You can make the Bedford line 
your quick-turnover profitable sales leader. It’s a “bread and 
butter” item with 101 different sales possibilities year ‘round. 


The Bedford is a full-sized flat back chair...no skimping on C Lobbies 
dimensions. It’s a full line, too, designed with or without arms (CJ Meeting Rooms 
in leg chairs or swivel models. Features oak or birch construc- CL) Clubs 
tion and a variety of finishes. C) Hotels 


CL) Waiting Rooms 
[] General Offices 
C] Stores 


ue lAYylor CHAIR COMPANY, Bedford, Ohio —-_ [1 Public Buildings 


C1) Schools 


ALL MODELS AVAILABLE FOR IMMEDIATE DELIVERY 
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THERE ARE MILLIONS OF PROSPECTS FOR FUNCTIONAL STEEL BUSINESS FURNITURE 


OLUMBIA 


DISTINCTIVE OFFICE FURNITURE 



































BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 









; | COLUMBIA SOLD WRITE 

: =| FURNITURE . _ EXCLUSIVELY —a FOR LATEST 
— | sere: | THROUGH LITERATURE — 
ga DEALERS . TODAY ) a 


COLUMBIA STEEL EQUIPMENT COMPANY 


PHILADELPHIA 7, PENNSYLVANIA 


Executive Office: Lincoln-Liberty Building - Phone: LOcust 7-7545 


Plant No. 1—Third Orianna, Annsbury & Wingohocking Streets Plant No. 2—Americon, Bodine & Wingohocking Streets 


Plant No. 3—Americon & Philip Streets 
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Modernly functional, Carlton-Surrey office furniture 
reflects the silent awareness of incomparable refined 
taste. Personifies unmistakable distinction while pro- 
viding genial surroundings for important business de- 
cisions. Carlton-Surrey accents impressively the decor 
of the office for the executive of consequence. 


As manufacturers of fine furniture, we have the facili- 
ties and experience to develop and execute special 
designs or ideas in custom-built executive furniture. 
For expert help on that difficult contract job, write 
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EXHIBITOR BLDG., GRAND RAPIDS, MICH. 


a distinguished name to discriminating buyers 
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One Key in One Lock . . . Locks Everything! 


exclusive new UNILOCK provides 


central locking on H-O-N UNIFILES 


The UNILOCK is a central locking mechanism that locks all 
drawers and doors on H-O-N UNIFILES — (combination cab- 
inets) — with one lock and key. Now you can give your cus- 
tomers plunger-lock performance at a much lower cost. This 
UNILOCK feature, together with other recent construction 
improvements, makes H-O-N cabinets a new high standard 
of quality at a moderate price. 


Shown at right is the 32-AU with UNILOCK. The UNIFILE 
line of 15 different models provides a wide selection of com- 
binations and locking arrangements, including the latest addi- 
tion of a dial lock security compartment. 


Write for new, complete H-O-N catalog. 


if 


THE H-O-N CO. =4-©>-B] | muscatine, ows 


OFFICE EQUIPMENT 
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NOW AVAILABLE... 





with tops of FORMIca 


Now you can answer the popular trend to this durable 
surfacing which is amazingly resistant to scratches, alcohol, 
fruit juices, and is cigarette burn-proof. When the pref- 
erence is for Formica tops, show them an ALMA Desk... 
with its many other Wise Economy features. All ALMA 
Desks are now available with Formica tops and edges to 
blend with the grain and finish chosen. 


With a representative ALMA sampling on your floor, you'll 
find even the toughest sales are easier . . . and the profits 
more satisfying! Order today and enjoy this extra appeal 


to a volume market. 





1866-86F4 





BETTER DESKS 
ARE MADE OF WOOD 





ALMA DESK COMPANY High Point, N. C. 
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#652 JUDGES CHAIR 
Genuine walnut. Full 
foam rubber seat and 
back. Kalistron uphol- 
stery. list price $160. 


Made by 








FURNITURE COMPANY, HIGH POINT, N.C. 


Leading the field in smart, distinctively 
styled office furniture, with superb tailor- 
ing and craftsmanship. Thomas Furniture 
helps you build volume, increase profits, 
make highly satisfied custom- 


ers for your store. Thomas 





wood 
OFFICE FURNITURE | 
wirirure 


Office Furniture is a real 


Member =... /es-making line for you. 
KALISTRON, INC. DECO SALES DIVISION 
OA—5/54 


The Chair with 
two-way 


Gale Appeal 


Covered by 


/Kalistron 


For the look of Luxury and Longer Life 


Again Thomas chooses Kalistron ... for the ultimate in 
beauty, wear and cleanability. Here’s why: 


CLEAR, PURE VINYLITE ON TOP 


Never, never any scratch or scuff shows—never any rub or 
wear shows, even on arms or seats — because there’s no 
pigment, glaze or finish in or on the surface, and no scrape 
or bruise can get through miracle-tough Vinylite to 


THE COLOR UNDERNEATH. 
Unmatched, natural 


3-DIMENSION BEAUTY 
You see the colors through the Vinylite 


THE FABRIC BACK STRETCHES 8 WAYS 
Now, a new standard of drape and pliability plus 
strength—for perfect tailoring, longest shape retention, 
complete seating comfort. 


55 WEST 44th STREET, NEW YORK 36, N. Y. 
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Sell Finest Executive Type Posture Chair 


186 


... for 
less 
than 
$9 00 


New Murphy-Miller COMFORT-MASTER Chair 


Builds Quality Business — Quantity Profits 


x 

USE THIS 
FULL-COLOR 
POST CARD 


Full-color post cards, 
exact size of above 
illustration, have 
your sales message 
printed on back. Just 
imprint and mail to 
boost sales! 





Sell this finest value Comfort-Master executive type posture chair to 
every customer and prospect. . . ai G price that brings you volume business 
and profits. Now, for less than $90.00 you offer an unmatched chair value 

.. make a wide profit margin . . . build worthwhile business. 

Made in genuine walnut or selected oak—choice of Softone or Solid 
Walnut finish — covered in maroon, avocado, ginger or green Elastic Nav- 
gahyde. Back tension easily and fully adjustable. Fine-textured Gro-Point 
covers the luxurious foam rubber seat. Glides smoothly on sturdy 2” ball- 
bearing casters. Extra wear-protected with tough plastic scuff plates. These 
features sell because they offer the best for less. Write NOW! 


Ny hy 


OWENSBORO, 
KENTUCKY 








INCORPORATED 





OA — 5/54 











Berge 
Steel F 
feature 
super: 
Structi 
Perb fir 


_— Fa A 




















These BERGER plus features are 


to 
ness 


alue 


‘olid 


Jau- 





oint | 
pall. | 


hese 


RO, 
Y 


5/54 











Berger Vertical The complete Berger line includes 
Steel File Cabinets a wide selection of Stee! Storage 
feature all-welded, Cabinets, Steel Wardrobes, Steel 
super-rigid con- Bookshelf Units, Plan Drawer 
struction and su- Assemblies. 

perb finish. 






Channel iron frames of 
Berger Steel Transfer 
Case permit unusually 
high stacking 


Tables to match Berger 
Steel Desks feature “eye 
comfort’ tops, con- 
cealed center drawer, 
stainless steel trim. 
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PRE-SELLING for you 


@ EFFICIENCY 

@ DURABILITY 
@ CONVENIENCE 
@ COMFORT 

@ BEAUTY 


These plus features are helping build an enthusiastic 
acceptance for the complete Berger line of steel office 
equipment. They are pre-selling to help you make 
volume sales... to help you write orders for complete 
offices, rather than for one single desk or one single 
filing cabinet. 

Tie in with the well-known Republic and Berger 
names. Stock, display and sell the complete line of 
Berger Steel Office Equipment. For more information 
on what this profit line can do for you, write: 


REPUBLIC STEEL CORPORATION 
Berger Manufacturing Division 
1058 Belden Avenue, Canton 5, Ohio 


GENERAL OFFICES . CLEVELAND 1, CHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


> 


OFFI: EQUIPMENT 
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| Sectional Bookcases that are outstanding in qual- 
| ity — the finest materials to be found anywhere 


are used plus fine workmanship of skilled 
















poked Gor .0-3 3. 


FINEST watercale 
awd (RAFTSMANSHIP 






| 

| craftsmen with years of experience in the use of 
wood for their rich tones of warmth and beauty. 
) 


The QUAINT ENGLISH Case No. 3496 
This style has been a rare combination of quality 
and value for many years. Sections made years ago 


can be matched today. 


OUR NEW LINE — The No. 800 


The MODERN DESIGN Case No. 513H 
Sliding glass instead of doors: no mechanism to 


get out of order. Noiseless and virtually dust proof. 
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We are pleased to announce that we have added a Non 
. ‘ — ‘ — ‘ 26! 
No. 800 Line of Sectionals that will inter-member with 
GLOBE-WERNICKE units of same style, stock numbers 
and finishes. 
STOCK INSIDE DIMENSIONS 
NO DESCRIPTION HIGH Wide DEEP 
850 lop (modern sloping front) .... 
851] lop (conventional style) ...... 
81] Book Sec. (receding door) ..... 10%” 32” 10” 
811-2 Book Sec. (sliding glass doors) . . | oe ang 
813 Book Sec. (receding door) ..... iZm” de 10” 
FINISHES — Listed book- 842 Modern Design Base ........ 
cases available in Quar- ine > 
iv" 845 EO are ae ee ae 
tered Oak, Genuine sae ‘ 
Walnut, Imitation Wal- 84, Leg Base .........++e0-- 
nut and Imitation Ma- 
hogany. WRITE US TODAY FOR FULL INFORMATION ON OUR 
COMPLETE LINE — THE BEST IN BOOKCASES 
* 
F. E. HALE MANUFACTURING CO., Herkimer, New York 
0A—5, 








DIRECT FACTORY SALES 
TO DEALERS 


DISTRIBUTORS OF: 


Steel Filing— 
Storage and 


General Purpose 


Cabinets 





Anderson-Hickey 


all PRODUCTS 


— | 






































) 1400 Line 1700 Line 1200 Line 1800 Line 1900 Line 





a Non-Suspension Full-Suspension Non-Suspension Full-Suspension Full-Suspension ] 
262 inches 26V2 inches 28 inches 28 inches Thumb Latch 
th deep deep deep deep 28 inches 
deep 
rs 





WRITE FOR COMPLETE CATALOG 
AND INFORMATION TODAY 

















SOUTHERN SALES: NORTHERN SALES: 
-Hi Anderson-Hick 
Anderson-Hickey erso ey staliitine 
SALES COMPANY COMPANY INC. 


Storage-Cabinets 
78 inches high 
P. O. BOX 8006 18 & 24 inches 


deep 


915 CHEROKEE AVE. 


NASHVILLE 7, TENN. 
Phone 2-0473 — 2-9827 
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a Hew addition to the 40 WINKS SOFA... 
x". 

the Ail TWO-SEATER 
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"it’s a Snap to take a Nap” 


The 20 WINKS Two-Seater is a space saver. Designed 
especially for limited space yet offering the same widely 
accepted lounge features of the big 40 WINKS Sofa. Takes 
only a few seconds to convert into comfortable lounging 
unit. One or both arms fold down. Sell this double duty 
adjustable arm sofa. Sell business comfort and relaxation 
. . . then watch your furniture sales soar. 


Foam rubber seat, back and arms. Available in top grain or 
machine buff leather, Kalistron, Naugahyde and Fabrilite. 


Height of Back 29”—Height of Seat 16%2”—Outside Length when 
let down 76”—Inside Length 49’—Depth of Seat 23”. 


Dealer Inquiries Invited 


“ Upholsterers lo 
emerucan Business’ 


MANUFACTURING CO. 


1414-20 W. TUCKER STREET, FORT WORTH, TEXAS 
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Visit 








CHAMPION 
«» SUSPENSION 





Ps ee 


“ 


; when you 
CHECK and COMPARE™ 
...it’s AILLSIDE ~. 


all the way! 









QUALITY “eh 


Cover the name plate 

and find the top Brand 

Name manufactured products. 
CHECK and COMPARE* 








‘s PRICE 

S The prices speak for themselves! 
g If you think this is just 

y for sales talk... 

n CHECK and COMPARE* 

Qt MARKUP 


No fictitious lists or padded 
delivered transportation costs — 
affords maximum dealer markup. 


CHECK and COMPARE* 





qut SYMBOL OF py, 


*Send for ‘‘CHECK and COMPARE”’ catalog 





Vee y* 
Visit us at NOFA ® booths 123, 124, 125 © OFrice unt’ 


| ESD aaa 
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Quality Shows 
Cash Profits 

















Craftsman Chair No. 1700 


The National Office Furniture Association show in Chicago is THE quality 
showcase of the industry. But quality that assures customer satisfaction 
is more than materials or design alone. Important as these are, it’s the 
skilled craftsmanship of blending finest materials into THE wood office 
chair design producing the utmost in comfort, ease and efficiency . . . that 


makes quality. 


That's what the customer looks for and finds in Craftsman Chairs. That's 
why the Craftsman No. 1700, one of the long line of Craftsman Chairs, 
is so fine in comfort, style, elegance, beauty, dependability and service 
construction. Like all chairs in the Craftsman Line, it is made of genuine 
American Black Walnut and Indiana White Quartered Oak. Just feel 
the satin smooth finish, the satisfying resiliency of soft foam rubber in the 
seat and back. 


Is it any wonder that the Craftsman No. 1700, and all the rest of the 
Craftsman Chairs, are such popular profit builders? See them at the 
N.O.F.A. show in Chicago. You'll want to stock them—sell them—get in 
on your share of their volume profits. 





SEE OUR DISPLAY AT N.O.F.A. 
BOOTHS 161-162-163 


(In connection with Jasper Desk and 
Thomas Furniture) 


HOTEL SHERMAN — CHICAGO 
May 8-9-10-11, 1954 
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OVER A MILLION READERS receive 
these influential business publications 


12 months per year (totals based on 
certified ABC and CAA audits.) 
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i bility 

ili termine sto 
neg “¢ aren and investment 
ies — is the prime essential to 


i vings and 
successful operation of a saving 


i ility is 
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CHICAGO FEDERAL 
SAVINGS & LOAN Assoc. 


orrice FURNITURE HOUSE, 


Chicoge 
construction 
ons Mastercrafted 
——l yr vo warmth of naturally 
e 


kson 
ake your Jac 
ds.--™ nee Gor cout old- 
e desks! 


beautiful woo 
Desk Dealer the man poeee 
fashioned values in UP 


FOR YOUR 
OWER OFFICE costs 
Jackson Desk Dealer. 


wrITE DEPT. N-8 
FREE GUIDE TO | 
and name of your 


MEMBER or WOOD OFFICE 
w FURNITURE INSTITUTE EDN De 
% 
URNITURE CO- 2. 
u. $- . 


AN A. 














FEATURE THE LINE that leads in 


extra-value backed by 
full-time, full-scale and EFFECTIVE 
advertising—and you can bank on 
drawing highest buyer interest that 


insures more, and MORE PROFIT- 
ABLE sales! 


rf 
teatures 


That's why Jackson Desk Dealers 
enjoy an ever-better business. Ad- 


vertisements like that above appear 


throughout the year . . . . telling 


your best prospects why one lead- 
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ing firm after another selects Jack- 
son Mastercrafted Desks. 


Every Jackson Desk ad offers added 
proof of continuous acceptance that 
pre-sells prospects. Every one in- 
vites a personal call—we send po- 
tential buyers the name and address 
of our nearest dealer. All you have 
to do to profit from this “pioneer- 
ing” is to BE that Jackson Desk 
Dealer! Write for full details... . 
TODAY. 






LENDING A BIG SALES HAND 


to Jackson Desk Dealers 


... desks designed with 
jp daa 
BUSINESS,IN MIND 








JASPER orrice rurnsrure co. 
Jasper, Indiana 
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CONVENTION 











We’re setting up in space #2 
O.F.A 


AT THE N. 
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The control tower for your business is your office. To 

keep pace with the modern production methods and increased 
eitite| speed of this mechanical age, it needs to be 

. designed to make most efficient use of floor space and 
your office around personnel. Browne-Morse office equipment is especially 
designed to expedite work in the modern office. Its beauty, 


BROWNE-MORSE comfort, convenience and durability make your day’s work 


f n faster and easier. Such careful office engineering and a 
urniture 42-year reputation for quality have made the Browne-Morse 
Company known as Architects of Efficiency 


for America’s Offices. 





/Ebrowne 
a orse 


COMPANY 
MUSKEGON, MICHIGAN 
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Its many features are amazing— 





in construction, in versatility, in economy. 


Booth 


See it at the NOFA Exhibit 
Hotel Sherman, Chicago, May 8, 9, 10, 11 








METALSTAND COMPANY 


7516-24 STATE ROAD, PHILADELPHIA 36, PENNSY.VANIA 
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Photograph Courtesy of Executive Furniture Guild 


..»». or the profit of 
GENUINE UPHOLSTERY 


Leather 


@ Upto 5 times greater profit on every furniture 
sale is yours, when the covering is genuine 
upholstery leather. This has been proven in 
actual dollar comparisons between leather- 
upholstered office furniture and identical pieces 
covered with substitute materials. 

Genuine upholstery leather, on executive 


suites and all other office furniture, practically 
sells itself because no other material adds so 
much value and prestige for so little more. 


WRITE FOR THESE SALES-TIPS 
The new, f booklet, “All About 
: y Leather," is yours for 

f convincing fact 
rove its value to you 


fomers 





Only Genuine Upholstery Leather 
Wears as Well as It Looks 


AMERICAN LEATHER MANUFACTURING CO., Newark, N. J. 
THE ASHTABULA HIDE & LEATHER CO., Ashtabula, Ohio 
BLANCHARD BRO. & LANE, Newark, N. J. 
EAGLE-OTTAWA LEATHER CO., Grand Haven, Mich. 
GARDEN STATE TANNING, INC., Pine Grove, Pa. 

GOOD BR LEATHER CO., Newark, N. J. 

THE LACKAWANNA LEATHER CO., Hackettstown, N. J. 
RADEL LEATHER MANUFACTURING CO., Newark, N. J. 
RASER TANNING CO., Ashtabula, Ohio 

Suppliers of finished leather. 


S64 26. 2.¢ 


© 
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Leather actually improves with age . . . develops 
a rich patina unmatched by any substitute. In 
addition, genuine upholstery leather becomes 
softer and more comfortable with time—resists 
tearing, flame and rugged wear— is easily cleaned 
with a damp cloth. And its colors remain 
beautiful and fade-free for years. 

The value of genuine upholstery leather 
more than offsets its slightly higher initial cost 
and offers many times the profit of substitutes. 
So why sell less? 


other material can match the value 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
! 

















| 

| THE UPHOLSTERY 
| LEATHER GROUP, INC. 
7 141 East 44th Street, New York 17, N. Y. 

| Please send your new booklet, “All About Genuine 
| Upholstery Leather.” No obligation of course 

| Name 

Company 

| Address 

City, Zone ee 
L 


Be ee ee 
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WATSON 


ESTABLISHED 1887 


Immediate Delivery 


on many hard to get items. 
Check the Watson Stock Line! 


Freee pe eerT ere rere rr rrr reer ewe re eTE 

















800 Line HORIZONTAL UNITS 


3234” wide by 18” deep 


91 COMBINATIONS for Floor Cases, Book Cases, Busses, Vaults and 
Safe Interiors. 


400 Line HIGH LINE and COMPANION UNITS 


71%” and 317%” high 


27 COMBINATIONS of Document File Cases, Roller Shelf Cases, Curtain Cases 
and Legal Blank Cases for state, county and municipal buildings. 


3100 Line COUNTER HEIGHT UNITS 
417%” high by 2812” deep 


56 COMBINATIONS of Counter Height Units including Panelled and 
Streamlined Counter Fronts and Continuous Linoleum Tops. 


4100 Line VERTICAL UNITS 
2812" deep 


58 COMBINATIONS of Files including Tabulating, Ledger, Tariff, Bill, 
2-, 4- and 5-drawer Legal and Letter Files, and All Standard Size 
Drawers. Inserts Available. 


For a Complete Line of Stock Files Lown We 44 G nh #/ 


WRITE DEPT, A-12 and Custom Built Equipment— 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 





198 OA — 5/54 











54 























Extensive thought has been given by the 
Jasper Desk Co. to the dealer problem 


of developing a program designed to 


stimulate sales and to support general 
sales effort. In simplified form, it can be 
broken down into four basic steps. 


(1) Give the salesmen a proven office 
furniture line, manufactured by a de- 
pendable company willing to back 
up its product. 


) Carry an established name product 
with a line broad enough to suit 
every need. 

The 6FC84 shown above is the 


executive desk in the Jasper 
Desk Co., Cosmopolitan Series. 


HOW A SALES FORCE I$ 
SPARKED INTO ACTION 


The Jasper Desk Company 
supplies more than product 


(3) Make it possible for each salesman 
tO meet competition on quality or 
price in traditional or modern design. 


(4) Provide your sales force with a va- 
riety of effective selling tools. (cata- 
logs—direct mail folders—mat -and 
electro services, etc. ) 





For further information and literature, 
write to Dept A-44, Jasper Desk Co., 
Jasper, Indiana. 


COMPANY...... oeneoeccessutsiaibdinnebiiesshens>eananensliinnn 
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available 


to progressive 


desk 


atelilhiclaiaces 


200 


LAMINATED VENEERS CO. 


lami-lok 





SELF-EDGE PLASTIC TOPS 


Laminated Veneers Co., America’s largest fabricators of 
self-edged plastic tops, is now expanding its facilities in order 
to service desk and office equipment manufacturers. 

All leading brands of plastic laminates, including Formica, 
Parkwood, Panelyte, Pionite, Reiss, etc. are available... 
and all tops feature our exclusive Lami-Lok construction. 
Get in touch with us now and let us show you 

how we can help you with your particular problem. 

Let us help you engineer a better, more modern, 

more salable product at a lower cost. 

















100-05 92nd Avenue, Richmond Hill, L. I. 18, N. Y. 
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for 3 sq. ft. of 
display space 
on your floor 
for two weeks! 


This new protectall display is so unique and arresting 
that it actually sells safes for you . . . right off the floor! 


To prove it, we'll pay you rent for the space it takes. 
Just order a Protectall ‘‘Challenger" Safe. Deduct $5.00 
from regular wholesale price for rent. You get the 
display, FREE! 


Why are we so confident? Simply because it works! 


Retailers wl put this Protectall display out where 
customers Can see it are moving safes faster and 
easier than the er believed possible—and taking 


i fat profit on ea¢ h one! 


It’s a real opportunity! National publicity has al- 


read CONVINCE your customers of the need for 
record protection. Show them America’s most at- 
tractive and -priced *“*C”’ Label Record Safes, 
and you're in the number one spot for sales! Hurry! 
Mail coupor vith your order for a_ Protectall 
Challenger’ Record Safe, today! Deduct $5.00 


irom regular dealer price as rent for your display 


's ; 
space *(O ne rental deduction allowed per retaite 


(7 


mat 


Protectall Safes 
Hamilton, Ohio 
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We'll pay you +500 RENT 











need 6 ' 
‘ 


I'll protect your vital business records 
: through severe fire exposure as attested by 
my Underwriter’s Laboratories, inc., C” Label. 


Protectall Record Safe 








— 


One of the largest-selling “C" Label Safes in the world. The “Challenger,” 
like all Protectall Safes, is modern, streamlined, built to give maximum 
usable space. Bears Underwriters’ Laboratories, Inc. ‘““C”’ Label, certify- 
ing fire-resistance up to 1700° F. for one full hour. Has precision-made 
combination lock, concealed casters. Bankers Gray, Office Green or 
Persian Black. Over-all size: 31” high x 19” wide x 24” deep. 


HURRY! MAIL COUPON, NOW! OFFER LIMITED! 


| PROTECTALL SAFE CORP., DEPT. 940E, HAMILTON, OHIO 
(check one or both) 
[") Here is my order for one “Challenger” Record Safe and display at wholesale 
| price, minus $5.00 for rental of my floor space. 
0 Please send me free catalog and full details about the profits I can make selling 
| Protectall Safes. 
| 
| NAMI 
| FIRM NAME 
| ADDRESS 
cIry ZONE STATI 
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These modern wardrobe units keep wraps open to light and air, dry and 
in press. They reduce floor space requirements to a fraction; are so 

designed and finished they fit in any available space; are fireproof, vermin- 
d proof and built for lifetime service of welded heavy gauge furniture steel. 
They have become standard equipment in offices, factories, public build- 
ings, schools, churches, institutions and homes—wherever there is a wraps 
problem. 












No. $-6 
Office Valet Costumer 


Replacing costumers in private 
and small offices accommo- 
dates 6 coats, 6 hots, um- 
brellas and overshoes. 








No. 3-U 
Office Valet Rack 


Accommodates 3 
people per sq. ft. or 6 
per running foot in 
double back-to-back 
units. Any length, by 












TED 


SLL 


MAAR Velet Wall Rock 


Mounts on wall accommodates 
3 coats and 3 hats per foot. 
In cabinet wardrobes or closets 


‘ 
























Combine best 
feature of both 
lockers and racks. 
Keeps wraps 
aired, dry, in 
press. 12” x 12” 
x 15” lock boxes 
keep personal 
effects private. 














Stores away like 
folding chair. Set 
up anywhere with- 
out tools in a min- 
ute. Holds 24 hats 
and coats on hang- 
ers (or 32 on hooks) 
in 4 ft. 





the foot. 
— gives checkroom efficiency. 
No. 6-12 
No. $-4-CT 
Lockerette No. D-4-CT 
Checkerette 
Checkerette 


More capacity than 
any other 4 ft. rack 
(up to 64). Fold- 
away, adjustable 
height shelves, 
caster base and 
other features. 





































No. H-4-CT 
Checkerette Hatter 


Holds 50 hats. Also 
widely bought on 
casters as portable, 
stationary, display, 
gathering service 
and vault rack. 
Fold-away feature 
Also made in 3 ft 
unit. 








Checkerette Wall Rack 


Most flexible rack built. Lengths 
to fit in anywhere. Hangers or 
hooks, single or double hanger 
bars and end bars. Mounts any 
height. Extends only 11” from wall. 


Write for Catalog Sheets showing 
modern wardrobe equipment for the office, factury and home. 


VOGEL-PETERSON COMPANY 


1121 West 37th St. e 








Chicago 9, Ill. 


No. 98 
Checkerette Stormrak 
Placed at door saves floors 
and carpets. Holds 8 um- 
brellas, 9 pair overshoes. 
No. 4 
Umbrella Rack 
Sizes to hold 24 or 16 um- 


brellas. Compact efficient re- 
movable drip pon. 





All these modern wardrobe 
units will be exhibited at the 
NOFA Show in space No. 198 
(first floor). 
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CHICAGO LOCKS 


illustrated are some of our many types. 


MANUFACTURERS: Write for engineering co-operation on your lock needs. 


Ask for our complete catalog. 
fol ite Vcto we Rela Gide 


2024 WN. RACINE AVENUE © CHICAGO 14, ILLINOIS 
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Supplying New Ideas 
and Quality Fixtures 
to the Industry 


Seng Fixtures add sales value to office furniture 
because of their extra strength and their exclu- 
sive features. Fine design and careful engineer- Just One of Many 
ing combined with best materials and expert 


craftsmanship to assure users efficient operation —_— 
and trouble-free service. BF | ‘ F . , 


To avoid complaints and adjustments insist 





on Seng Equipment for all office furniture you 
carry in stock. 
Revssseeneee — 
for Office Chairs: _ Lina 


Specially designed chair action controls for 
every type of office chair. 


Plus-Profit Producers 


Progressive Indiana Chair dealers produce 


for Stools: 


Revolving fixtures and action controls for com- 


mercial and home use. plus profits with this complete line of high 
° ’ quality wood office chairs. Indiana Chair 

for Typewriter Desks: 7 
national advertising produces the prospects 


Mechanisms to suit any type or style of home 


osaites Gache. . alert dealers realize the results! Let us 


tell you how to earn these plus-profits starting 





NOW. Write for complete details today! 





The SEM Company 


1450 NORTH DAYTON ST - CHICAGO - 22 - ILL. 


SINCE 1874 WORLD'S LARGEST SPECIALISTS 


w/ JAS Fae INDIANA 
M R WOOD O S 
reanitis) o7. EMBER OF OOD OFFICE FURNITURE INSTITUTE 
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Mosler leads again! 





A Special Announcement by 


The Mosler Safe Company 


itt 


N f osler Record Safes, which have always been 
recognized as the world’s finest protection, will 
now provide even better protection — at no extra cost. 


All new Mosler Safes, with the exception of the small, 
fixed-interior “C” Label safes, are being equipped with 
a special Underwriters approved relocking device, 
which will give them greater security against attack 
and a greater discount on burglary 
insurance than any safe has ever had. 


by burglars . . . 


At present, Mosler Record Safes bear the “T-20” 
burglary label, which earns a twenty percent discount 
on Mercantile Safe Burglary insurance premiums. With 
the new Underwriters’ approved relocking device, an 
additional ten percent discount will be granted on 


these premiums. 


At this moment these improved safes are being pro- 
duced in our Mosler factory, and will immediately 
give every dealer who handles the Mosler line an 


important competitive advantage and a greater sales 
potential than ever before. 


We at Mosler announce this development to you with 
the assurance that you will see in it a new opportunity 
to make more sales and profits. And another indica- 
tion of the way Mosler keeps its position as the world 
leader in modern protective equipment. 





Although The Mosler Safe Company does not 
advocate the use of a record safe for the pro- 
tection of large sums of money or valuables, there 
are, of course, instances where the sale of a 
round door armored steel money safe is not 
practical. We believe, therefore, in supplying our 
dealers with the most advanced record safes it 
is possible.to build .. . to earn the lowest possible 
burglary insurance premiums. 











IF IT'S MOSLER .. . IT'S SAFE 


% Mosler Safe “”” 


World’s largest builders of safes and bank vaults . 


. . Mosler built the U.S. Gold Storage 


Vaults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 


you get your share of this sales volume. 


Mail Coupon Today 
THE COLSON CORPORATION 
ELYRIA, CHIO 





Please send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan. 


Company —— 


| 
| 
| 
a . 3 
| 
Address__ } 

| 






ELYRIA, OHIO 





Look What Myrtle 
7s Dotug 


To HELP You SELL 


As Advertised in Full Color in 
BUSINESS WEEK - MAY 8 





A complete package pro- 
motion of the “Myrtle 
Package Plan”—your key 
to increased sales and 
profits. 


BETTER DESKS 
ARE MADE OF WOOD 


MYRTLE DESK COMPANY 





HIGH POINT, NORTH CAROLINA 





OA — 5/54 














ee 








5/54 








A LOW PRICED CHAIR 
FOR A HIGH PRICED 
EXECUTIVE 











Gregson No. 505 
Executive Posture 


Plenty of room for executive growth 

Lots of comfort to dispel brain weary fatigue 
Made to sell at a price to please even a 

Scrooge that’s the new Gregson executive 

posture cnal! 

Available in Top Grain Leather and Gros 
Point or Naugahyde and Gros Point combi- 
nations; in walnut, mahogany, light oak or 
softone oak finish. Seng Syncro-tilt mechanism 
gives firm, gentle posture support. Spring edge 
and foam rubber seat. 

The Gregson 505 executive posture is a lot 
of chair for little money. 


Dealer Inquiries Invited 




















GREGSON MANUFACTURING COMPANY 


Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Come and see us 
at the N.O. F. A. Convention... 
you'll see 10 reasons why 


HERRING - HALL- MARVIN 


Makes MORE THAN HALF 
of All The Fire-Resistive Units* 





THE PRIMARY reasons are the safes them- 
selves (there will be 10 of them on display); 





their styling; their features; above all, the extra 
dollar value built into every model. 

But here’s another important reason for our 
,supremacy in the fire-resistive field: all Herring: 
Hall+ Marvin safes are sold by recognized office 
appliance dealers. Working in protected terri- 
tory, with a worth-while markup, these are 
dealers who sell fire-resistive safes in profitable 


volume. 


Choice franchises are open, so make our con- 
vention exhibit a “must-see” in Chicago. There 
will be a special display in our Chicago show- 
room, too, conveniently lo- - 
cated at North Michigan Ave. 








* based on 1953 records 


NEW! IMPORTANT! | 


Small safes get a lift with the introduc- 
tion of this modern wrought iron base. 
See it at Chicago or 
write for catalogue 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST F NT 














WHEN DOES 1 DIVIDED BY 1 
EQUAL 27 


One large room can easily become two by 
letting us install one of our Modern Flush fas 
Partitions in your office, factory or showroom. 


“ 
Here are two examples of the flexible, portable 
Flush Type Partitions we manufacture, sell and 


install. Above is the functional bank height, 5’ 6”. 
Also 36”, 42”, 7’ 2”, 8’ 6” high. 


Re 


. And this is the popular ceiling high partition 
—a private office without the addition of unnec- 
essary and costly space. 


DEALERS PROTECTED 
All Flush Type Partitions are portable, 


have sturdy clip-on construction; no screws, no 
nails. Steel & glass, 2”, 234” & 3” thickness. Perma- 
nent, baked on finish; all colors. Packed with glass 
wool insulation. Ready for immediate delivery and 


installation. 


Tell us your needs. Our expert lay- 
out specialists are at your service. 


IRWIN CASPER, une. 


New York 13, N. Y. 
WA 6-4218 


401 Broadway 
WAlker 5-2555 
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Desks that have won 
acceptance and 

are backed with 
effective advertising and 
powerful selling helps. 


F owe > >< ~" 


- 


ort 
« 


<n e 
* 2 


3 Natio ny Busi wnye 


Top Sales |!/entity 


... 10 Build More Business 


On this Indiana Desk top are the nation’s top 
business and executives publications. During the 
entire year, we use these periodicals as contacts 
with your prospects and customers. 

We show them—we tell them—about the finest 
quality, attractive, durable wood desks, identi- 
fied by the ID pridemark of skilled craftsman- 
ship. That’s the first half of this top sales ID. 


The second half starts with inquiries from the 
advertising . . . turned over to our Indiana Desk 
dealers. It NEVER stops . . . because after a 
dealer closes the sale, he has another satisfied 
customer for year-after-year repeat business. 

Powerful direct mailing pieces, attractive 
color display cards, catalog color photos . . . 
and helpful hand-out literature for your sales- 
men — are im- 
portant parts 
of this same 
top sales ID. 
Put them ALL 
to work for you 
— NOW! Write 
—we’'ll send 
the details. 


3 c Wood Office 
ig ys Furniture 
ee 0; institute 
JASPER, iINDIANAD 
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Class ““A’’ 
Certified 


FOUR-HOUR 
SINGLE AND 
DOUBLE-DOOR 


SAFES 


No better sofes ore 
made for the protection 
of valuables in case of 
severe risks. Built for 
great strength and life- 
time service, they meet 
maximum requirements 
of Safe Manufacturer's 
National Association, 
Underwriters’ Labora- 
tories, and United States 
Federal Specifications 


AA-S-81-a. 














W's a sate bet .. 
yeuenn moke money | 


with ivi EINK 








EO + 





7 | 
‘OF MODELS AND SIZES with unlimited 
Maa dion. porters ond anon | 


PRICES TO APPEAL to your customers and give 
you a sound profit: 


- PROMPT DELIVERIES. Write us for literature and 


& 
i let us help you MAKE MONEY WITH MEILINK, - 
: auminum oo 


Class “’B’’ 


: chairs Certified 


ve SINGLE AND 


. | CUTTING COSTS DOUBLE-DOOR 


n- SAFES 





—— ye 








ts As a dealer you are primarily in the business of helping 

| Better protection...a 
ne your customer to keep his office efficient. fact proven in scores of 
D. catastrophes since our 
LL In these days of the “hard sell,” you can help the cus- | founding in 1899! Meilink 
DU oF J “B" Label Safes carry 
| tomer cut his costs by pointing out the long range savings the Underwriters’ Labo- | 
ite P ; : ratory and S.M.N.A. “B” 
rd which are possible through proper seating. ichele, chen atte ath 


7 the Federal Specifica- 
Your job is easier with FINE-REST. FINE-REST is more than tions AA-S-81-. 


a chair — FINE-REST is a cost-cutting office tool. 


«| Ee Sac 





17 $. CHERRY STREET > AKRON 8, OHIO 
> oe AETNA SAFE CO., 46-50 29th St. N. Y. 
A Dishibuler METROPOLITAN N.Y 6 EXPORT DISTRIBUTOR 
SAFE & EQUIPMENT WHOLESALERS, 260 FIFTH ST., PHILADELPHIA 6, PA. 





EASTERN PA. DisTaisuTOR 
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Locker Installation . . . Steel-Pride lock- 
ers by Steel Service Mfg. Co. are used 
at the Steubenville YMCA in Steuben- 
ville, Ohio. 


Insurance Offices . .. Mutual of Omaha 
uses 57-S chairs manufactured by Har- 
ter Corp. Chas. J. Lane Corp., New 
York City, specified chairs upholstered 
in gros point. 








Installations 


TV Station ...R. E. White, sales mana 
ger of WSAZ, Huntington, W. Va., goes 
ever a program with a_ prospective 
buyer in the station’s new viewing room. 
The eight-foot long sofa, covered in 
deep red Naugahyde and finished in 
Nubian oak, was made by the Hunting- 
ton Chair Corp. The No. 196 revolving 
chairs are also by Huntington. 


In Skokie, Ill. . . . This attractive office 
of the Powers Regulator Co. is one of 
several which has been completely 
equipped with Steel Age desks made by 
Corry-Jamestown Mfg. Corp. Most of 
the desks in the picture are 3000 Line 
executive models. 
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FROM A SPEECH 

BY HOWARD A. 

NEWMAN, 

NOFA ATTORNEY 





@ QUESTIONS ASKED at the New 
England Area Conference in Hartford 
have indicated a keen interest in the 
problems attendant to the leasing of 
office furniture and equipment and the 
“leasebacks” of the merchandise. Nor 
is this interest apparently confined to 
New England. 

A “leaseback” of furniture, as dis- 
tinguished from a simple lease or rent- 
ing, is a renting of furniture to a cus- 
tomer with an option to the lessee to 
purchase the furniture at a later date 
upon payment of a certain sum, usually 
giving credit toward the purchase for 
all rental payments already made. 

The classic example of a leaseback 
is where you lease the furniture on, 
say, a 12-month basis where the cus- 
tomer is charged as rental one-twelfth 
the full value of the furniture per 
month for 11 months and then the 
furniture is sold to the lessee for one- 
twelfth of its value during the 12th 
month. Many variations, both as to 
time and method, of this plan or 
scheme of leaseback have been reported 
in use or under consideration. 


Usually Legal 


There seems to be an impression that 
some of these leaseback arrangements 
are illegal. That is usually not so. 
There is nothing illegal in leasing fur 
niture and giving the lessee an option 
to later purchase the furniture. 

Such contracts could be enforced 
against the lessee in a court of law and 
are usually perfectly legal agreements 
to enter into with your customer. I 
have deliberately used the word “usu- 
ally,” as each arrangement would be 
passed upon on its own state of facts. 


. However, the usual leaseback arrange- 


ment that we now have under discus- 
sion is perfectly legal. If you are con- 
templating putting into operation some 
leaseback plan you have masterminded, 
my advice would be to discuss it with 
your personal lawyer or accountant be- 
fore putting it into effect. By doing 
that, you will be certain that under 
your peculiar state of facts, everything 
is according to Hoyle. 

The prime reason leaseback arrange- 
ments are entered into is that the cus- 
tomer is often under the mistaken im- 
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pression that he can pay rent for 
furniture for, say, 11 months and dé- 
duct these payments taxwise as a busi- 
ness expense and that when he exer- 
cises his option, as in our classic case, 
by paying the 12th month’s rent for 
title to the merchandise he believes 
that taxwise he is only making a capital 
investment of a small amount equal 
to one month’s rent. 

If at the time you enter into the 
leaseback arrangement with your cus- 
tomer, you tell him that he will be able 
to do this, you may later find yourself 
in trouble. The customer may have a 
lawsuit against you for misrepresenta- 
tion when he finds out that the Internal 
Revenue Bureau has treated the whole 
matter as an installment sale, has dis- 
allowed the rental payments as a busi- 
ness deduction and has held the whole 
transaction to be a capital investment 
on which the customer can only take 
an allowance for yearly depreciation. 

If you do discuss your contemplated 
leaseback arrangements with your law- 
yer or accountant, I would suggest that 
you call his attention to the East Coast 
Equipment Company case (21 Tax 
Cases No. 13). This was a decision 
handed down by the U. S. Tax Court 
on October 22, 1953. In it the Court 
clearly sets forth the principles govern- 
ing leasebacks. 


Rental or Sale 

In summation of the principles gov- 
erning leasebacks, we may say where a 
lease of furniture contains an option to 
purchase, the question arises as to 
whether the instrument should be 
treated for tax purposes as an install- 
ment sale contract, rather than a lease. 
If it is regarded as a sale contract, the 
“rental” payments will not be deducti- 
ble by the customer. He will be re- 
quired to capitalize these payments 
and will be entitled to deduct only 
depreciation. 

Where the option price agreed upon 
is nominal or only a small percentage 
of the total rental payments, the in- 
strument is apt to be treated as a sale 
contract. 

The fact that the periodic rental is 
large in proportion to the value of the 
furniture will also be considered as in- 


Furniture Leasebacks and the Law 


dicative of a sale. The whole transac- 
tion is considered in its entirety and 
one of the determining factors is 
whether or not the user of the property 
obtains an equity in it when he makes 
“rental” payments. 


Court Case 


In one case before the tax court, 
there was no provision in the rental 
agreement for application of rental 
payments on the purchase price or for 
automatic passage of title on termina- 
tion of the lease by paying an amount 
equal to the last month’s rent. The cus- 
tomer leased equipment under three 
separate leases which ran for 44%, 5 
and 7 years. The respective option 
prices under the leases were 11%, 12% 
and 9°% of the aggregate rentals. The 
tax court apparently did not consider 
that these option payments were sub- 
stantial enough to overcome the effect 
of the lease agreement as a sale con- 
tract. The court concluded, with one 
judge dissenting, that the “rental pay- 
ments” were payments on the purchase 
price and accordingly denied the cus- 
tomer a rental deduction, noting that 
in another case before it the court had 
arrived at the same result even though 
the option price was considerably more 
substantial, being 23° of the aggregate 
rentals, 


1?) 


It is therefore my considered legal 
opinion that extreme caution should be 
exercised in putting into operation any 
leaseback plan, both for the benefit 
taxwise of yourself and your customer. 
Consult your own lawyer and account- 
ant first. 

For the Customer 


There are, of course, many advan- 
tages to a customer in a straight leasing 
of office furniture without options to 
buy and such transactions are looked 
upon with favor. 


Under the usual rental plan, the 
lessee rents the furniture and equip- 
ment for a minimum period of three 
years. The rental is a diminishing 
yearly rental payable in quarterly or 
monthly installments. 


The typical rental rates are these and 
are based on the list price of new 


(Turn to page 217, please) 
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Gibb’s 
five-Point 
Program 


® THE MARKET FOR office furni 
ture is active, receptive, and agreeably 
profitable for the office appliance re 
tailer who aggressively 
possibilities. 

That is the experience of Robert Gibb 
of Gibb Associated Stationers, Inc., of 
Seattle, Wash. Since he undertook to 
seriously promote the sale of office fur 
niture about four years ago, Mr. Gibb 


pursues the 


has recorded a substantial sales increase 
for each succeeding year of operation, 
and has quadrupled sales of office fur 
niture during that period. 
now accounts for about 40°/ of total 


Furniture 


sales volume for the firm exclusive of 
printing sales. 

Last year marked Mr. Gibb’s 10th 
year of operation as an office supply 
retailer. He purchased an established 
Seattle firm in 1944, which he renamed 
Gibb Office Supply Company. In 1950, 
he purchased Associated Stationers and 
closed out his original location, con 
solidating the two operations. At that 
time also, he expanded his office furni 
ture promotion program. 

The Gibb program covers these five 
main points: 

1. Personal service. 

2. Adequate display room. 

3. A varied assortment of merchan 
dise. 

4. Leg work. 

5. Window display. 

“Personal service is probably the most 
important point of all in our selling 
program,’ Mr. Gibb explains. “You 
must give your prospects plenty of 
yours—or your salesmen’s—time, must 
get to know them personally, share their 
problems, and study their needs. Since 


212 


One Window Devoted Exclusively to Office Furniture 








nearly every sale of consequence must 
be closely ‘tailored’ to the individual 
need, you must learn your prospect’s 
problems, usually even better than he 
does himself. 

“Many times, in tact, about all the 
prospect knows is that he is going to 
need some new office furniture. He is 
only vaguely aware of such problems as 
type of furniture, amount, or space 
limitations. He will learn about them 
quickly enough if he is sold furniture 
that does not meet his individual office 
needs. We try to make sure that we 
give him the kind of furniture that 
means full customer satisfaction and 
word -of- mouth advertising to other 
prospective buyers. 

“The kind of spadework that is re 
quired with some sales, is illustrated in 
the case of a company that was in the 
market for 80 office chairs. The com 
pany had already purchased their desks 
from another firm, but wanted steel 
chairs with a certain type of leather 
seat. We undertook to find out the 
manufacturer who could make them, 
and the price. We found them all right, 
and closed the sale, but it took some 
seven to eight months of repeat calls 


and services before it was concluded.” 


Representative Display 
Adequate display room for the Gibb 
assortment of merchandise is provided 
by a basement room with approximately 
1,000 square feet of floor space. 
“We try to keep a representative 
assortment of types, styles, and colors 
Mr. Gibb 


states. “That doesn’t mean that we must 


in this room at all times,” 


have on display every item in the lines 
we carry, but it does mean that we 
must have enough so the prospect can 
get. We 


may have typewriter desks available in 


visualize exactly what he will 


our warehouse in several different styles 
and colors, but one or two may be 
sufficient for display. 

“We will have other types of office 
desks in the other principal colors, 
consequently the prospect can choose 
the type of desk he wants, and selects his 





. Basement Display Room 


color by looking over the other desks 


in the room. And furniture in the new, 
attractive colors, is finding a lot of 
favor with businessmen - customers. In 
this connection, I find it necessary to 
be alert to all principal new develop- 
ments in furniture styling and to be 


” 


able to offer new items to my customers. 





Robert Gibb Demonstrates a Desk 
Starting with a Drawer. 


Leads for new sales are provided in 
many cases by referrals from satisfied 
customers, Others are turned up mainly 
by legwork and by the process of keep 
ing alert. By this, Mr. Gibb refers to 
contemplated changes in locations and 
other business activities such as new 
stores or office buildings and remodel 
ing. Leads may come from various 
trade sources but as often as not, the 
firm’s first knowledge of the change is 
when Mr. Gibb or one of his employees 
sees construction work start. In such 
case, he or a salesman makes it a point 
to find out what is taking place and 
whether the business owner concerned 
is in the market for office furniture. 
Promptness is essential, and uncovers 
a number of prospective buyers while 
they are still prospects. 

Window display is likewise effective, 
Mr. Gibb believes. The store’s left-hand 
window is reserved exclusively for dis- 
play of office furniture, with merchan 
dise changed often enough to keep the 
displays interesting. It also provides the 
medium for introduction of all new 
items, which immediately find a place 
in the window.—by Edward R. Lucas 
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Ideas 
That Mean 
Furniture 


Sales 


by JOHN D. 
HANSON, 
Hanson-Flotte Co., 
New Orleans, La. 





e 


@ AN ORDER FOR a desk, chair or 


file is always welcome—especially when 
you remember that enough individual 
sales in the aggregate will build a fair 
size volume The bonus, however, 
comes as a direct result of the sales 
man’s ability to create new volume. It 
comes as a result of his selling prospec 


tive buyers on the idea of the complete 


ofhce turnitur« nstallation. 


Many large installations are made 
moving, remodeling 


new building. But these 


when a client 
or building a 
large installations are very competitive. 


Various dealers are requested to make 
bids on a list supplied by the prospec 
tive customer. And only one dealer can 


secure the orae! 


\ field much more lucrative and 
practically unexplored is that of the 
unapproached prospect. If the idea of 
completely refurnishing his office has 
been suggested at all, it was only a 


passing inquiry for consideration when 
in the market. It is here that the well 
trained, alert office furniture salesman 
can change the pattern of thinking by 
bringing to the surface the unacknowl 


edged desire for new furniture. 


While we do not recommend the by 
passing of the small supply buyer, it is 
well to remember that the man to see is 
the man who spends the money. To 
get the ball rolling, the shortest and 
most direct approach is to talk to top 


ma nagement 
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Hanson-Flotte Installation for Industrial Finance & Thrift Co. 


Next, we must have a plan to sell the 
idea. Shall it be appearance, office 
morale, space saving or what? Any of 


these subjects can be counted on to 
stimulate interest. For background ma- 
terial, the salesman can refer to the 
numerous articles and aids that are 
constantly appearing in our industry’s 


publications and in manufacturers’ lit- 


erature. Once these fundamentals have 
been absorbed it is up to each salesman 
to develop his own particular technique 


for capitalizing upon them. 
Another important factor to remem- 
ber is the importance of the trade-in. 


The allowance on old office furniture 
and equipment is as important to the 


prospect as it is on auto and home 


appliances trade-ins. It is such an im- 


portant factor that now even the home 


builders are campaigning for allowances 
on antiquated or unsuitable houses. 

With these ideas in mind, the pros- 
pects for office furniture sales are un- 
limited. When I first entered the field 
in 1914 I thought it might be a mistake 
to give up insurance selling. ht seemed 
as though a saturation point had al- 
ready been reached on the sale of office 
furniture and equipment. But I soon 
realized I was wrong. 

As population increases and old 
equipment ages, more and more cus- 
tomers develop through the years. Our 
company closed 1953 with the largest 
sales in its history. I am sure that by 
1963, last year’s sales will appear small 
in comparison. For I am sure that our 
city, our state and our nation will con- 
tinue to grow and move forward toward 
an ever greater future. 





‘= 


President's Office . . . Roy E. Hegg, presid 





ent of the San Diego Federal Savings & Loan 
Co., San Diego, Calif., selected furniture by Carlton-Surrey, Inc., for his office. 
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THE WELL-ESTABLISHED SLOGAN 


The Clegg Co., 
San Antonio, Tex. 





® ONE OF THE more consistently 
valuable assets which the office furni 
ture dealer may depend upon is a well 
established, easily-recognizable slogan, 
according to W. C. Clegg, Sr., head of 


The Clegg Company in San Antonio. 


In addition to handling a dozen lines 
of top, nationally known office furni 
ture, the firm has specialized in “maxi- 
mum quality” since its beginning. Mr. 
Clegg relates that sales promotion has 
been geared to the business firm that 
“wants the best—and is willing to pay 
for it,” after skillful salesmanship has 


been applied. 


Through years of such specialization, 
the Clegg Company has built up an en 
viable reputation for impressive deluxe 
office furniture installations. These have 
ranged all the way from individual ex 
ecutive offices, up to the general offices 
on several floors of large headquarters’ 


buildings. 
Stress Quality 


Generated directly from this outlook 
on the office furniture market is the 
company’s slogan, “Quality is not an 
Accident.” Repeated in newspaper ad 
vertising, on the firm’s letterheads, in 
voices, and in the telephone directory 
ad, the slogan is used wherever the 
name Clegg appears. It is also linked 
closely with pictures of beautifully 
planned offices so that it has assumed a 
provocative value—providing that some 
thing extra for the prospective pur 
chaser to anticipate. 


One of the first things to be pointed 
out to a client are the little touches that 
make an office more efficient as well as 
more attractive. It is also a pointed out 
fact that every Clegg installation is 
carefully engineered before a single 
piece of furniture is decided upon. This 
includes alternative choices in desks, 
chairs, tables, files and other basic units. 
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an interview with 


W.C. CLEGG, SR. 


Getting maximum quality into every 
installation depends upon just such en 
gineering, Mr. Clegg indicated. For ex 
ample, it is possible to provide the bare 
essentials for an executive office at one 
price, minus such additional touches as 
wastebaskets, proper arrangement ol 
drawers, or additional security space in 
wall files. Whenever the client is se 
lecting furniture, emphasis is given to 
efficiency accessories. By pointing out 
that a few dollars of additional expense 
spent here and there will add greatly 
not only to the furniture’s efficiency, 
but to a natural pride of ownership, the 
prospect is invariably started on the 
right track toward maximum quality. 


Economy Factor 


The Clegg Company, like most other 
major office furniture dealers, has no 
ticed a growing trend toward econ 
omy in the selection of office fur 
nishings, due to the high cost of doing 
business at a time when income may 
remain at a static level. 

A most effective means of stressing 
the wisdom of purchasing the best pos 
sible quality in office furnishings, is the 
use of model offices. Throughout the 
Clegg showroom, every display office 
has been worked out to the smallest 
detail—every accessory, such as files, 
lamps and desktop equipment, is all in 
place. The salesman points out the ex- 
tra touches first, before explaining to 
the prospect the more commonplace 
elements, such. as the size of the desk, 
the materials used or background of the 
manufacturer. 

Conversations along this line invari 
ably start a trend of favorable thought, 
often causing the customer to come up 
with ideas of his own. Many business- 
men, for example, feel that desk space 
is improperly arranged for their own 
purposes, with waste space in many 
drawers and not enough in others. 


Building a Valuable Asset 


Ability to switch desk drawers around, 
to provide custom design so to speak, 
is a strong selling point. Prospects have 
mentioned that while some offices may 
look impressive to the visitor, they can, 
nevertheless, prove inconvenient. 

Such suggestions are always jotted 
down, and utilized to work out the 
office layout which will incorporate all 
of the customer’s suggestions. In every 
case, the Clegg Company emphasizes 
outstanding quality in the extra touches 
just as much as in the basic layout. 
They try to feature as large a choice 
in accessory items as in the furniture 
itself. 

Through the years, the company has 
consistently made installations at a 
higher unit price than many competing 
firms, all traceable to the strict adher- 
ence to the “Quality is Not Accidental” 
theme.—by Robert A. Latimer 


Year-Round Comfort 


Continued from page 147 





manship to sell a one office unit to a 
man. He was so pleased with it that he 
decided to put air-conditioning in the 
rest of the offices. 

The same man is now building a 
new home and is air-conditioning the 
whole house. This is just one instance 
of the opportunity the office supply firm 
has to build sales from one transaction. 

“If you get it into the office you get 
it in the home,’ Mr. Goldberg said. 

“We have access to many offices be- 
cause of our office supply business so I 
feel that we are in a better position than 
the average appliance dealer when it 
comes to selling air-conditioning units 
to offices,” he concluded. “I feel that as 
the public becomes more educated to 
the possibilities and has more experi- 
ence with the use, that there will be an 
even greater demand for the units.”— 


by Leslie E. Dunkin 
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Selling 
Productive Power 





Continued from page 143 
with increas ency. Proper sitting 
posture pre good carriage and 
ilertness 

Sales oftet t from the recom 
rendatior hiropractors and os 
teopaths, he finds, but the most fre 
quent sales influence is the satished 
customer ‘ osture chair tends to 
become a per thing, particularly if 
it has been pr riy adjusted. The most 
difficult part elling a posture chair 
is getting it into the prospect’s office 
for a realistic test; from that point on, 
f the dealer s his part, the chair 
sells itself 


Know the Product 


‘To sell off rniture of any kind,” 
Mr. Jones emphasizes, “a knowledge of 
the product is obviously necessary. The 
dealer shou ike sure that his cus 
tomer is buying the right unit for the 
purpose intended. Certain types of 
desks, for instance, are required for 
specific purposes—just as certain types 
of posture chairs have definite applica 
tions. 

‘Tf the de going to be used for a 
ot of heavy yping jobs, the dealer 
should find out the size and make of 
the machine ! recommend a desk 
suited for that eration.” 


Study the Market 


He urges t iler to make a thor 
ough study ¢ fhee furniture products 
and the market and said he thought 
much plagiari I existed today in the 
production of office furniture. Many 


manufacturers were still copying the 
lines of others instead of spending a bit 
of money in their creative departments. 
The result, he thinks, is that there are 
many abominations on the market. 
Competition remains keen, he 
thought, and there has been a steady 
rise in the market for new installations. 
He had personally found that the 
purchases often were made by the firm 
president who hadn't the slightest idea 
what the unit of furniture was sup- 
posed to accomplish. This circumstance, 


he believes. requires that the dealer 


exercise tact and intelligence to assure 


customer satisfaction. 
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Chicago Installation . . . The new Chicago Federal Savings & Loan features 20 units 
of the Senior Office Master line by Jasper Office Furniture Co. Spitzer's Office Furniture 
House specified the furniture. 











At New TV Station . . . Pittcraft Office Supplies, Pittsburg, Kans., specified furniture by’ 
Art Metal Construction Co. ABOVE: Executive office of KOAM-TV features a New 
Century line executive conference desk and aluminum chairs upholstered with Koroseal 
plastic fabric. BELOW: Programming office uses New Century secretarial desks, four- 
drawer Speed files and Art Metal aluminum seating. 
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Headlined the “Executive Danger Zone” a recent ad by 
The Jasper Desk Company brought in a heavy response. 
Beneath the sketch of a modern office the question was 
asked, ““When is an executive worth a better office?” 
The simple working formula given in the ad answered, 
“1. When his working surroundings lower his position of 
prestige and leadership with employees affected by his deci- 
An A d sions. 2. When executive confidence is affected. Self-assur- 
ance, sometimes the final element in good or bad decisions 
_s can be weakened by an atmosphere of conflicting values.” 
That Brou ht Another question asked by the ad was “At what level do 
a4 | your salaries call for more appearance effort?” A coupon was 
given at the bottom so that interested executives could send I 
R / for Jasper Desk’s free chart. ‘ 
CSU [s “Expenditures Guide to Executive Office Interiors” was a 
produced under the direction of the Jasper Desk Co. The t 
brochure was prepared with the help of “recognized authori- I 
ties in the field of office design.” a 
The chart is broken down according to salaries. Among 
the office items taken into consideration are: furniture, appli- M 
ances, lighting fixtures, accessories, wall, floor and window y 
coverings and acoustical treatment. fe 
The advertisement, announcing the chart, appeared in r 
several national magazines. fi 
tu 
m 
ti 
bi 
> nc 
z de 
m 
= fo 
= One of Three . . . Illustrated is one of 
= three installations of Dolin steel trans- 
fer files at Hamilton Standard Propeller 
= Div., of United Aircraft Corp., Windsor q 
= Locks, Conn. The installation was han- . 
- dled by The Gustave Fischer Co., Hart- ol 
= ford, Conn., Dolin Metal Products tor 
dealer. ble 
als 
the 
wh 
the 
up 
in 
bee 
up 
nes 
T 
wit 
colo 
is a 
him 
For Record Handling . . . Cities Serv with 
ice Oil Co., New York City, recently abot 
installed 31 Mosler Revo-File rotary each 
card files in its stock transfer depart- the 
ment. Developed by the Mosler Safe a 
Co., the files hold approximately 6,000 
cards. As installed here, two units are back 
placed on each side of the desk» one | 
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The Stress 
is on 


Style 


8 RECOGNITION OF PRESENT- 
DAY 


demand for smart styling in 


office furniture is an important sales 
Wester, buyer of 
department of Miller 


Fourth St., Minne 


asset, says Harry J. 
the furniture 
Davis, 219-221 S 
apolis, Minn. 

The furniture department of this 
well-known firm, established for many 
years as a leader in office outfitting, 
features a wide selection of quality 
merchandise in modern stylings and 
finishes. 

“It is the semi-modern streamlined 
furniture which is in the greatest de- 
mand today,” said Mr. Wester. “At one 
time we sold more period furniture 
but, while it is still being made, it has 
not the wide sale of the semi-modern 
design. We carry more of the latter in 
more different finishes to meet the trend 
for colorful, modern-styled offices.” 


Wide Array 


In the furniture section on the street 
floor, Miller-Davis presents a wide array 
of appealing modern stylings in soft 
tones blondes, natural walnuts, 
bleached walnuts and blond oaks. It 
also shows a greater number of sizes 
than formerly, varying from those 


which go into physicians’ offices to 
those with over-hanging tops in sizes 
up to 42 x 84 inches. 

The majority of desks displayed are 
in the medium-priced range for it has 
been learned that this price desk makes 
up about 95° of the bulk of the busi 
nese Mr. Wester 


stated. 


Desk Groupings 


The desks are displayed as to group 
with one of each kind in each size and 
color. Grouping them in this manner 
is a service to the customer, enabling 
him to make comparative selection 


without undue amount of walking 
about. Sizes are graduated in display in 
each group with the largest placed at 
the front. If that is too large for the 
customer’s needs, it is easy to work 
back to smaller sizes until the desired 


one is found 
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Steel furniture is displayed together, 
grouped in the same manner. The bulk 
of steel furniture carried has modern 
styling with island base and roll top. 
Steel is carried in practically the same 
size as in the woods. The department 
tries to carry four finishes in steel gray, 
green, desert sage and mist green with 
gray or jaspe linoleum tops. 

In floor display, chairs, lamps, desk 


Furniture showroom at Miller-Davis. 


and water sets, ash trays and other 
accessories are shown with desks. All 
are carefully chosen for correlation of 
smart styling, design and color. 

The firm is planning to set up four 
model offices on the floor as a further 
aid in selling styling in office furniture, 
utilizing backgrounds to bring out 
smartness of design, style and color.— 
by Ethel Corbitt Pitkin 





Furniture Leasebacks 


Continued from page 211 


equipment covered by the rental agree- 
ment: 

3°% per month of the list price the 
first year; 

249% per month of the list price the 
second year; 

1Y,°% per month of the list price the 
third year; 

3°% of the list price per year for all 
ensuing years over three. 

It takes no CPA to figure out that 
the lessee pays as rental 36% of the 
retail price of the furniture the first 
year; 30°% the second year and 18% 
the third year. The lessor at the end 
of three years has therefore received 
84°% of the list price of the furniture. 


Taxwise, both have benefited. 


The usual lease of furniture provides 
where the furniture is to be used and 
that title remains in the lessor. 


The only liability that the customer 
has is to return the equipment in good 
condition, reasonable wear and tear 
excepted. 


Customer advantages are plain: 


and the Law 


1. As his business expands tempo- 
rarily, rental rather than purchase fits 
his needs better. 


2. The customer does not tie up his 
working capital in fixed assets. 

3. If the customer is handling a cost- 
plus contract and needs additional of- 
fice facilities quickly, he can rent furni- 
ture and legitimately charge off the 
rental cost against the job. 

4. Rental payments are charged off 
by the customer taxwise as operational 
expense. 

If you keep the furniture and equip- 
ment for 10 years, you will have paid 
105°% of the list price of same but will 
have been able to charge off every cent 
of it to operational expense. If you had 
bought the furniture outright, you 
could only have charged off, say 10° 
deprecation each year for 10 years. 


There seems to be rather a trend 
toward its expanding use in the indus- 
try. Any such trend is worthy of seri- 
ous thought and consideration in fu- 
ture plans. 
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Installations 


When the Dallas Chamber of Commerce remod 
eled the first floor of their building, Standard Furni- 
ture Company’s modern walnut desks were selected. 
Complimenting the desks are chairs by the W. H. 
Gunlocke Chair Co. The office pictured is that of the 
advertising manager and secretary. Stewart Office 
Supply Co. of Dallas, Tex., handled the installation. 





Want Ad Section . . . Mist green 
furniture by the Metal Office Furniture 
Co. is used to furnish the offices of the 
Grand Rapids Press. The newspaper is 
Grand Rapids’ largest daily. 


Conference Room .. . Wyandotte 
Chemical Research Blidg., Wyandotte, 
Mich., is furnished with 100 square 
tubular steel arm chairs by Royal Metal 
Mfg. Co. Ideas, Inc., of Detroit, speci- 
fied chairs finished in gray plastelle 
enamel and upholstered in gun metal 
gray Royalpoint fabric. 


Finance Office . . . Cosco chairs by 
the Hamilton Mfg. Corp. were specified 
for the offices of Ayres Finance Corp., 
Baltimore, Md. American Office & 
Equipment Co., also, of Baltimore, 
handled the installation. 











Esso Service . . . For the convenience 
f employees and callers alike, Esso 
tandard Oil Company, Linden, N. J., 

equipped with chairs by the Mil- 
waukee Chair Co. Approximately 300 
vodular units similar to the one pic- 
tured are furnished with 600 Milwau- 
kee upholstered chairs. The installation 
was supervised by Raymond Blau, Blau 
& Sons of Newark. 


Softone Oak . . . Chairs by The Leo- 
pold Co. are upholstered in pine green 
top grain leather and finished in sof- 
ne oak to match the Leopold desks. 
rchard & Wilhelm Co. of Omaha, 
Nebr., made this installation at the 
nited States National Bank, Bank Loan 
enter, Omaha. Walls are a soft yel- 
w-green to set off the furniture. 





— ates 





Directors’ Room . . . Foster-Badman 
Office Supply Co., Akron, Ohio, speci- 
fied chairs by The Taylor Chair Co. in 
this installation for the North Akron 
Savings Assn. in Temple Square, Akron. 


Refinery Offices . . . Frosted glass di- 
vides departments while clear glass is 
used to separate co-workers within a 
single working group. Charles J. Lane 
Corp., New York City, made the in- 
stallation of Partition-ettes and Office- 
ettes by Arnot Jamestown Corp. for the 
new Esso Standard Oil Administrative 
Building in Bayway, N. J. 














WEIGH THE value 
WEIGH THE quality 


WEIGH THE price 


MURPHY is the BUY everytime! 


There’s a Murphy Chair for every purpose. 
Be sure to write for your copy of the NEW Murphy 
Chair Catalogue, Office and Contract, 1954 Edition 





| SCC WS at the N.0.F.A. Convention » Hotel Sherman + Chicago 


Murphy (hair (Gmpary 
| an pen. 172 


MANUFACTURERS 














OWENSBORO , KENTUCKY 














Kasy to sell 
Profitable, 
(oo! 





No. 134F—ISLAND BASE 





rr All Spence desks are smartly designed and made to 

YOU ARE INVITED! sell in today’s competitive market. Soundly built — 

Be sure to stop in and smoothly finished. Tops are 11/4,” thick. Drawer 
see these desks at the | ee) . : a : 

| sides are especially coated to insure easy opening. 

NOFA CONVENTION Your customers will appreciate the extra fine finish 

BOOTH No. 3 PP 
we give these desks—in walnut, oak and Softone. 








Spence desks are easy to sell at a price to make 


Qrence FURNITURE COMPANY every dealer a good profit. Immediate shipments. 
GREENSBORO, N. C. Write for our catalog and prices today. 
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La Salle Products Co. takes pleasure in announcing 


A COMPLETE NEW LINE OF SCREEN-TOP SMOKERS & ASH TRAYS 


to be shown for the first time at 


Booth 135—N.0O.F.A. Convention in Chicago 


— 


Metal Smokers and Ash Trays in 
Solid Brass 


Bronze, Bronze Plated, Chrome, and 


Genuine Jewelers 


Decorator Colors 


Walnut Smokers and Ash Trays with 


metal liners and solid brass screens. 


The screen is so fine, ashes will not 
cling; yet so sturdy, it will retain 
its graceful lines; and so easy to lift 
—note center knob. 


Metal trays and liners all protected 
with wear-defying burnproof lacquer. 











WRITE FOR OUR NEW ILLUSTRATED CATALOG 


2 PRODUCTS CO 2216 NORTH CLYBOURN AVENUE 

LG atte e CHICAGO 14, ILLINOIS 
DESIGNERS AND MANUFACTURERS 

SMOKING STANDS, ASH TRAYS, COSTUMERS FOR OFFICES, INSTITUTIONS, RAILROADS 























CAN I! GET 
PROMPT DELIVERY? a) ; 
renee vo’ Guardsman-Valentine 
U 
T WHO ES ro ME aer® cP ® ’ 
oul Cdl drivers 
wae MAK — COLUMBUS? 


depository 


NEW SALES! 
NEW PROFIT! 








This chest is especially de- 
signed for use by drivers, 
ticket sellers and others 
who bring in coin and cur- 
rency at hours when the 
head cashier is absent or 
otherwise engaged. 


maa 
= INDEX 
4 ISSUE 


Here’s where 
to find it 


“E” COMMERCIAL 


RATING LESS 10% 
FOR RE-LOCKING DEVICE 


UNDERWRITERS’ LABEL 


Available with delivery and 
receiving doors on opposite 
sides or both doors on the 
same side (as shown in the 











Write today for Catalogue above illustration). 


(GUARDSMAN-VALENTINE INC. 


LA PORTE e INDIANA 


This is your ANSWER 
BOOK to all your Buy- 
ing Needs 


USE IT OFTEN e 
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America’s Most Popular 


STEEL TRANSFER CASES 


GRAY or GREEN 
oven-baked finish 


IMMEDIATE 
DELIVERY 


@ Brass finish cardholder and 
handle 

@ Four rollers for ease of 
operation 

@ Index guide rod with brass 
knob 

@ Self-locking follower 
available 

@ Positive stacking feature. 
Cases can be stacked to the 
ceiling 

@ Available in all sizes 


Series 25 R 


formerly distributed 
by Vanguard 








) ro] 
*!| —~, Top FLIGHT PRODUCTS €O., INC. = =| 
ba MANUFACTURERS OF STEEL OFFICE EQUIPMENT a } r=] 

—— [2] 




















a 6224 S. Oakley Ave. WAlbrook 5-7100 Chicago, III. 











UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 












1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
COMPANIES. (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 
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AN ECONOMICAL EMECO’S NEW 


—— 9s 
OSUULE (an | 


DESK 


A SPACE SAVER 
50% MORE DRAWER ROOM 


ADD 
TO 
YOUR 
PROFITS 





Clerical 
Posture Chair 
s f ‘ Model 1008 
Dealers who have investigated the merit and sell- 


ing ease of the Worden Secra-Type desk, tell us 





| of the many sales of other items to satisfied users SCULPTURED 

who return to their store. MASTERWORKS 

V Worden uniform quality merchandise brings re- BY 
peat busines: 


EMECO 
CRAFTSMEN 


i \ 
ss : ON DISPLAY v 
vo at NOFA Exhibit, ae 


Many patterns available for your showing. 


Posture Chair 


Booth No. 20 mon Ve 


Hotel Sherman, 
Write for catalog. Chicago. 


Inquiries invited for May 8-11. 
special made wood 
products. 





CORPORATION 


Sculptured Masterw k 
Alum y F 





di g/ CLIP THIS COUPON 
zeé 








il for More Sales and Profits 
Ww ' 
a orden Company | | ino CORP., HANOVER, PENNA. I 
P.O. Box 805 ¢ Holland, Michigan Please send me the complete Emeco Catalog 
¢ ! POE reicectenerenincetentnstipnaenneniiagtienenbicniinsiiinndgane ee : 
6 Eee ee , 
TRADE ay MARK a | EPR RSS IPA ETE TS . 
a | SR Se: ae Pe . 
me ! ! 
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“NEW ADDITION 


TO WESCO’S FAMILY CIRCLE! 





room you need! 


12 additional inches of filing space! “Oiled for 
life” rollers! These plus all the other famous 
Wesco construction features, combine to offer you 
the biggest value yet for your filing dollar in the 
new “1900”. Send now for detailed information. 


cand “Fashion —Prity 


Ee 





FOR ECONOMY 
IN ACTION! 


See Western's 
complete line 
at the N.O.F.A. 
show, May 8 
thru 11. Booths 
7&8 Sherman 
Hotel, Chicago. 


ESTERN MEG co 







Easy on the eyes and the budget. Beauty, 
economy, ruggedness are automatically 
yours with a Fashion Aire desk. 
Inquire about the complete line. There is 
one to meet your special need. 


WESTERN MANUFACTURING 


AURORA. iLL; 








COMPANY 


AURORA * ILLINOIS 
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AMERICA'S LEADING 
HOTELS 


.... Buy Chairs with the Most 
Skilled Deliberation 
and Care 








Ballroom of the famous 
Palmer House, recently 
furnished with Rest-All 
Model 500 Aluminum Chairs. 


MORE AND MORE ARE 
CHOOSING REST-ALL ALUMINUM CHAIRS 


@ STRENGTH, DURABILITY, BEAUTY, 


low cost maintenance and repair, facility 


= of stacking and ease of handling, com- 
=x fort — these are some of the major points 
t * of seating equipment which the buyers 


for the nation’s leading hotels check 
rigidly before making their purchasing 
decision. It is significant that Rest-All 
Aluminum chairs are coming out on top 
after such careful deliberations, as first 
choice ‘of an increasing number of these 
famous hotels. Recent Rest-All purchasers 
in the hotel field include the Roosevelt, 
N. Y., Palmer House, Chicago, Deshler- 
Hilton, Columbus. It seems reasonable to 


expect that you, too, will find top quality 





of design and construction in the Rest-All 
Line. As a dealer, it may well pay you 
to investigate. Write for literature, com- 


plete details. 





2» HI 
HAI R 8 | 





28 W. MADISON AVE., YOUNGSTOWN, OHIO 


a 
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No. 812 
Office Valet 





ALUMINUM and CHROME 






P.O. Box 266 
Lindenhurst, N. Y. 





MANUFACTURERS OF 


COAT TREES WARDROBE RACKS 
SAND URNS SMOKERS 
WALL RACKS UMBRELLA STANDS 









o¥0000000000000000005 
SEND FOR SPECIAL | 
voli 3 LOW PRICE 1 
1954 ; $10.50 List => 
CATALOGUE $ (6 or more) : 
$ | 














No. 300 
Coat Tree 


No. 119 
Umbrella Stand 











NO. 9800 SOFA 
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CRAFTSMANSHIP 


BRIGHT! 


Fashioned for luxurious 











Styled for perfect harmony. 
wear. Customed for lasting comfort and pleasure. Priced 
for every buyers purse. These are the factors which make 
BRIGHT creations a joy and satisfaction to every one 
who buys. In a large selection of genuine leather and 
Elastic Naugahyde and a wide range of styles you will 
find just what you want for every customer. 





NO. 90 EXECUTIVE 
POSTURE CHAIR 


WRITE FOR CATALOG! 








NO. 1000 


CLUB CHAIR 133 BLEECKER ST. NEW YORK 12, N. Y. 
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eVBAUE, adjustable IMMEDIATE SHIPMENT 


STEEL SHELVING 


U. S. Pat. No. 2,621,800 





Extra Value Features 
To Help You Sell 


NEUBAUER “TWIN-POST” 
Adjustable Steel Shelving is 
stronger, more rigid at the vital 
oints — corner posts. NEU- 
AUER “TWIN-POST” de- 
sign is actually 2 posts with 3 
strong corners (see inset). 
Shelves fit tightly . . . every- 
thing stays in line. Smooth, 
beautiful and strong—adaptable 


for most shelving needs. 
mf 2 eae ave {SMALL PARTS CABINETS 
range in 25 sizes from 24”x9” 


to 48x24”, 16 ga. posts from 








6’ to 10’. Olive Green Air- 
line Grey baked-on enamel No. 1810 SMALL PARTS CABINET | OTHER SIZES 
—— —, — Built Cabinet: 3356” W. x 11%” D. x 10%” H. } AND STYLES 
to last, priced tc ta “ 
wonderful repeat eoller builder 18—Adijustable Compartment Drawers AVAILABLE 
(5¥o" W. x 10%” L. x 2%” H.) 
36—No. D3 Dividers COMPLETE SHOP 
$23.00 BOX AND SHOP 





i EQUIPMENT 


No. 1816 SMALL PARTS CABINET | f sccoours on 


Cabinet: 335%” W. x 17%” D. x 10%” H. } REQUEST. 
18—Adjustable Compartment Drawers 


























(5¥%o" W. 16%” L. x 2%” H.) ‘Phone - Wire - Write 
FREE ESTIMATES 36—No. D3 Dividers i ° 
. . we'll quote through you $27.00 BAldwin 9-1805 
Write today for complete in 
formation 
Ask about NEUBAUER 
Etc ae| BAY PRODUCTS INC 
for school and factory locker » 
rooms : 
2017 Central Ave P ° 
PLU LULA, PRA Minneapolis 18, Sleneeate ] 1621 W. Indiana Ave. Philadelphia 32, Pa. 














| 
| 
| 

| 





TOPS IN 
BEAUTY 
COMFORT 
QUALITY 


another big value 

in Jasper Chair Co.'s 
complete line of 
quality office chairs 


Every Jasper Chair Company chair 
is a leader in its class. Illustrated 
is Chair No. 288, a Steno Posture 
Chair designed for day-long com- 
fort—comfort that means day-long 


efficiency. 


DON’T FORGET! 


VISIT US AT THE NOFA SHOW—BOOTH 182 HOTEL SHERMAN MAY 8, 9, 10, 11 


—dJasper Chair’ 








JASPER, INDIANA 


CHAIR Co 
sot* Mp. 





+ 
} 4 REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR. 

FRED & GEORGE C. DEUTSCH R. A. BROWNE, (WEST) R. J. FREEMAN AND JOHN R. FREEMAN 
(SOUTHWEST) 7207 NORTHAVEN RD. 2925 REVERE AVE (EASTERN) .385 MADISON AVE . 
DALLAS, TEXAS OAKLAND, CALIF NEW YORK, N. Y ee 

. » EST W. H. BROWN (CHICAGO-MIDWEST) — 

a * JAMES S. FOWLS, (SOUTHERN) JACK S$. DORAN (NORTHWEST) 

SPen-smore 327 SUNSET DRIVE, NORTH 2925 REVERE AVE 666 LAKE SHORE DR 
\ ST. PETERSBURG, FLORIDA OAKLAND, CALIF CHICAGO, ILL. SPACE 844 
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chair 
rated 
»sture 
com- 


-long 


11 
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FOR THAT EXtra Measure 
OF FILING PROTECTION 


SCHWAB 


Insulated atese O Safe File 


LETTER AND LEGAL SIZES 












2-3 AND 4 DRAWER FILES 


1700° for 1 hour. Insulated between each drawer, making each drawer 
afe A’’ grade insulation, reinforced. Heavy ball bearing extension slides. 
k compressor. 2534” clear drawer depth. Modern hardware. Smooth, baked 
h, green or grey. All files drilled and tapped so casters can be attached 


Manufactures of: FIRE & BURGLAR PROOF SAFES +* BURGLAR PROOF CHESTS « VAULT DOORS 


SCHWAB 


SAFE COMPANY 
LAFAYETTE INDIANA 


2 
















No. 1316 








new 


UIPTO 


BOOKLET 


Helps lick toughest 
storage problems! 





Here’s “must” reading for anyone who plans, buys, or 
uses storage equipment. Shows how you can have 
custom-arranged facilities, yet pay only the price of 
standardized units. Learn how to survey, make floor 
plans and elevations of your own particular require- 
ments. Change arrangement of components anytime. 
Buy only what you need; expand as you go. Mail 
coupon today for your free copy. 


POSS OOOO SOSSSE88E88E882ES88E88828888282E82S2885 

















' 
' EQUIPTO — 812 Prairie Avenue, Avrora, Illinois : 
' Please send me copy of new Equipto Booklet entitled “How to ' 
| & Solve Your Storage Problems’. |! understand that there is no 4 
| ' charge or obligation of any kind. ' 
' 
| . ie. i asicinatiina cla ; 
Ch. ae Se eee : 
: ADDRESS____ RS pte tS ' 
' a ZONE ee intttdintintsidintem : 
' p of t 
' Ivision 
; hor [quipment Company : 
1 812 Prairie Avenue, Aurora, Ilinois ' 
lame (eee eee eee ee oe 





Manufacturers and Designers of nationally- known Smokers Accessories - 
Smokers Stands - Ash Trays - Urns - Lamps 
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Here’s Why It Pays to Sell 


— wl 


PERSONAL 






UNLIMITED 
PROSPECTS 


Every householder, professional 
man, farmer and business execu- 
tive needs SENTRY protection — 
yet 95% own no personal safe. 
SENTRY'S amazing LOW PRICE 
makes them all your prospects .. . 
all year ‘round. 











LOOK AT THESE 
BIG-SAFE FEATURES: 





LIFETIME STEEL 





* Fireproof VERMICULITE* NO COMPETITION DRAFTING TABLE 
Insulation A SENTRY costs you 35% to 50% 

* Tamperproof less than other comparable small TOOL & SHALLOW DRAWER 

* Handsome, Compact safes. You set your own list, take OPERATE ON BALL-BEARING ROLLERS 

from the profit line of STACOR LIFETIME STEEL 


SDS Ceeetentton a big mark-up, and still undersell 
all competitors. And here's a sell- 


* Built-in Combination Lock ing tip: SENTRY offers lifetime 
Inside Dim: 15” x 12” x 13” protection and convenience for 
less than the 2-year rental of equal 
safe deposit box space! 


DRAFTING & OFFICE EQUIPMENT 
Write today for illustrated catalog 


es 
Oe) =) EQUIPMENT _ 


770 East New York Ave. 
Brooklyn 3, TW. Y. 











*As required for U.S. Army field 
safes 


INQUIRIES INVITED; WRITE DEPT. OA-5 





DEALER |. 


t 
"sares’  BRUSH-PUNNETT CO. 


F 
ass Se teak 545 WEST AVE., ROCHESTER 11, 

















cr PALUALIBER CHAIRS... 


for HIGH CALIBER MEN 


Cramer Ul Motels C 


FIFTY MODELS 
TO FIT ANY REQUIREMENT 


A draftsman or an engineer is 
a top level employee. His tools 
are expensive. He does impor- 
tant work. Seating him com- 
fortably is important. He must 
be able to work at his high 
table with as much comfort and 
ease as if he were seated at a 
desk. The chair illustrated is 
the famous Cramer “‘Standing- 
Sitting’ Chair, with forward tilt 
seat to allow full table reach. 
Both seat and footring are ad- 
justable. (Casters or glides as 
job requires.) Dealers can turn 
the complete Cramer line into 
real profits. Write for literature. 


Engineered a y 
for ENGINEERS a > 


Cramer POSTURE CHAIR CO. Inc. 


1205 CHARLOTTE KANSAS CITY 6, MO. 
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beautiful one piece FIBRE GLASS BASES. 
Unbreakable — Scuff proof — Self leveling. 


comfortable they ever used. 





ENGINEERED FOR LIFE TIME WEAR 


Top quality swivel and tilt mechanism 

Double row ball bearing hooded casters 

Large easy rolling caster wheels, have oil- 
less bearings 

Wide spread bases give tip-proof safety 


Saran webbing is resilient and wear proof, 
and gives everlasting comfort 


Tubular steel frame in scuff proof 
Satin Chrome or chip-proof lacquer finishes 


MR. DEALER Are you ready to meet to-day’s PRICE-QUALITY market? 
Sell the World’s Finest Swivel Chairs 


The only Swivel Chairs that give complete back support with 
all over Ventilation of back and seat for lasting comfort. 


Precision expands its swivel chair line and adds 


Top executives using these chairs acclaim them as the most 





6 Models 


F.0.B. Evanston, Ill. 


$24.95 to $44.95 list 


Choice of Fibreglass or Tubular Steel Base 





See us in 
Booth 146 NOFA 


PRECISION MANUFACTURING CO. 


831 CHICAGO AVENUE EVANSTON, ILL. 
Telephones DAvis 8-4254 * DAvis 8-6892 











The 
WISE DEALER 
KNOWS 
WHEN 
OPPORTUNITY 
KNOCKS! 


Who better than The Dealer knows a good thing 
when he sees it! More Dealers everywhere are find- 
ing their BIG DEAL in —— 


ESTEY METAL 
PRODUCTS 


Bins (Open & Closed Type) 
Cabinets 
Superb Baked Enamel Finish 
over “Bonderized” Rust-proofed Steel 
For Beauty, for Durability, FOR PROFITS! 











Write for illustrated color catalog 


ESTEY METAL PRODUCTS, Inc. 


1 CATHERINE ST. RED BANK, N. .J 
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This 
STORAGE 
CABINET 


WITH RADIUS CORNERS 


is a real 


“BUY” 


Our No. 3678 Cabinet 
will answer your stor- 
age problems in every 
way. It is finished in 
baked-on olive green 
or office gray enamels, 
and has adjustable 
shelves. Spot welded 
assembly with lock in handle and insulated doors. Set 
up only. Shipped one per carton. Size 36’’ wide by 18” 
deep by 78” high; weight 175 pounds. 


List price 850.00 each 


LESS DEALER’S DISCOUNT 
Fr. 0. 8. ST. LOUIS, AG. 


MIDWEST METAL MANUFACTURING ek 





1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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Remember .. . 









a ae " in Upholstered furniture 
GOOD DESIG what you DON’T SEE is more 
pighen important than 
Museum of Modern PYREX GLASS ; hat d 
Art, New York SAND URN ji what you ao see... 
Hot. Dia 





#850 18 8%, 
+ 


» 


24 


e@ Sand Urns so BUY 
@ Ash Receivers NIEMANN 
@ Smoking Stands and deliver 


e@ Waste Baskets maximum 


value both 











inside 
and out! 
| 
No. 285 
Handsome Nie- The Niemann Label! on furniture means Custom 
mann chair to : * ” — ”“ 
eeniauniein iebete Built quality from “the inside out.’ The finest | 
modern office fur- materials and the best workmanship in the 
ater, frame—interiors—construction and finish. 


2 Tiemannif 


WAuman Bea . F. 12Y 
ea Lat og zsrsecl Aeleitixaw 


| ig FAST OHIO ST. AT LAKE SHORE DRIVE, CHICAGO inte ILL. | 


327 East 103rd Street New York 29, N.Y. 
ATwater 9-8604 














r 


eoast SERVING all INSTITUTIONS | | a proved 


me OPT 400-Durgoce | PROFIT ITEM 
FOLDING TABLE Zine | FROM 
7” | | GOODFREND 


MIRROR-LIKE 








TOP RESISTS HEAT THE ' 
AND ALL 

LIQUIDS quality i 

LINE ; 

— I 




















b 


@ CHOICE OF STYLE TOPS 


Features roomy secret compartment 
with lock and key of its own! JUMBO d. 








@ ALL POPULAR SIZES @ Space for over 2000 documents ag 
@ Equipped with titled envelopes for insur- 7 te 
@ FOLDING BENCHES ake eas. ie : 
& THER E IPMENT @ Double-size filing compartment with com- 
— aus = FAST DELIVERY plete set of rire A 
‘ , _ GOODFREND in 
@ Automatic snap-lock prevents spilling PRODUCT 


Write for Illustrated Literature See, learn how Goodfrend combines quality d: 


with easy on-the-pocket pricing for volume tt 
(ween wee Oe fe ee Cee mew oc eee oe 1 selling. 4 
THE JAMES P. LUXEM CO., Box 175 SUITE 840 & 841 f sh 
3345 N. Lincoln St., Franklin Park, Ill. HOTEL NEW YORKER al 

} 


New York Stationery Show—May 16-21 
FREE! lilustrated, informative catalog. Write QUALITY 
for yours today. 


Attach to 
il would like to have, without obligation, 
your letter illustrated details of your table line. 


head and IG Cha eke 6indv ad bésw devas ceseceasases 
ELL today Address 


i 
GOODFREND METAL PRODUCTS CO. | | * 


14815 South Loomis Street . Harvey, — es lo 








Cee ee eee eee eee ee eee ee 








Piece hoe ee. fee eee eee ee? cee eee 2. ee 








mmr rwr nm wr nm — ~- - - ee et rer re er er rr er er eww ew ew ewe 
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Meetings and Dinners 





Continued from page 74 


to work with local dealers. The responsibility of dealers 
includes giving manufacturers’ representatives a chance to 
train local salesmen to be good business and advertising men 
and to impress upon them the importance of maintaining 
clean and orderly places of business. 

Pointing out that the gravy train is not running any more, 
Mr. Brown concluded with a challenging statement: “Busi 
ness is good for those who go out after it.” 

Bill Dick, Integrity Typewriter Company, president of 
the Milwaukee Office Machine Dealers Association, spoke 
briefly. He was followed by Ed Rudolph, Advance Type- 
writer Company, Milwaukee, chairman of the board of the 
Milwaukee group, who invited the Chicago association 
members to meet jointly with the Milwaukee association on 
25, at Pabst Hall in Milwaukee. The invita- 
tion was enthusiastically accepted. 

President Miner spoke briefly on the subject of fair trade 
and then Rocky Jones, Shipman-Ward Manufacturing Com 
pany, announced that his firm was doing all the rebuilding 
of IBM electric typewriters for the midwest. Shipman-Ward 
has established facilities for that rebuilding at Springfield, 
Mo. Mr. Jones is convinced that electric typewriters will 
replace manual machines in the next five or six years. 

Steve Kantor of Shipman-Ward, gave a brief report of 
the Minneapolis Office Machine Dealers Association meeting, 
held Tuesday, March 2. The Minneapolis association hired 
shoppers to check up on any fair trade violations. Suit is 


Tuesday, May 


being brought against an electric appliance house. 

The meeting was adjourned on a note of good fellowship 
and approval of an organized session that moved rapidly and 
interestingly from start to finish. 





Chicago OFA Hears Two Speakers 

The Office Furniture Association of Chicago held their 
April meeting in the Blue Note Club at 3 N. Clark St., 
Monday evening, April 5. President Henry Otto, Office 
Furniture Clearing House, presided and kept things moving 


at a spirited ACC 


I 

Mr. Otto opened the meeting by asking for and receiving 
a moment’s silence in respect to members who have passed 
on. He then turned affairs over to Hal Johnson of Guniver 
Industries, activities secretary, who started his short talk 
on a gay note by inquiring for the owner of a “little black 
book” which had been found by the hat check girl. 

With the press and state’s attorney evincing no interest 
in this particular “little black book,” it was returned to 
the owner without being subjected to public scrutiny. 

The first speaker, introduced by Mr. Johnson, was Ted 
Sherman of the Eagle-Ottawa Leather Company, Grand 
Haven, Mich. Mr. Sherman held his listeners with a 
concise history of leather extending back to the sandal 
days of the Roman empire. 

He reviewed the steps in tanning from the raw hide 
to the finished product and stated that his company was 
proud of the fact that it had “made the cow beautiful.” 

\t the present time he said Eagle-Ottawa is engaged 
in research that will cut present tanning time from eight 
days to four minutes. He predicted that within three years 
be perfected and the cost of leather slashed 
Sherman stressed the durability, flexibility 
and comfort of leather. 

The next speaker was introduced by Norman Ginsburg 
of Joseph Ginsburg, Inc., chairman of the board. He was 
John L. Tenis, executive secretary of National Shippers and 
Receivers Association with whom the OFAC recently 
formed an afhiliation. 


Mr. Tenis’ talk was witty and to the point. He dwelt 


the process W ill 


sharply. Mr 
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EVERY BUSINESS 
HAS BEEN WAITING 
POR We... 


COLORS — 
GREEN, 
GRAY, 
GRAINED 
WALNUT, 
MAHOGANY 





parker 
sliding 
door 


cabinet 
ee 


TWO SIZES AVAILABLE 
72" x 36” x 18” 
42” x 36” x 18” 











HEAVY GAUGE STEEL 


ORDER YOUR SUPPLY OF STEEL 
SLIDING DOOR CABINETS, NOW! 


. . - well ship immediately 


A NEW STEEL SLIDING DOOR CABINET—It's a must for busi- 
ness concerns. Saves valuable space—only one of its kind. 
Sell its many fine points—you'll profit! Sliding doors glide 
on ball bearings. Electrically welded. Four shelves adjust- 
able every two inches. Available with lock, optional. Avail- 
able in baked enamel finish: Green, Gray, Grained Walnut 


and Mahogany. 


WRITE FOR DEALER INFORATION 





PARKER 








STEEL PRODUCTS, INCORPORATED 
60 COLUMBIA STREET +¢ BROOKLYN 1, NEW YORK 


SEE OUR DISPLAY—NOFA CONVENTION—BOOTH 159 
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A Profitable 
Opportunity! 









With the 
automatic, 
electric 


Score 


opens 200 to 
300 Letters 
per minute 


Patents 
Applied For 


—_— 


= J F.O.B. Factory 


plus excise tax. 
Stacker optional at 
nominal price. (Prices 
subject to change 
without notice.) 


built right — priced right 


for thousands of small and 
medium-sized businesses 


NOTHING ELSE LIKE IT! Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 
—fast. Designed to handle from 200 up to 2000 
letters per day. Small, compact—readily used on 
any desk or table. ‘Scottie’ weighs only 9 pounds, 
— it’s easy to carry from desk to desk, can be put in 
any convenient corner when not in use. Opens all 
sizes of envelopes,—no clipped corners or damaged 
mail. Takes a clean slice off tops of envelopes, with 
adjustment from 0 to %” for width of trim. 


OPENS A HUGH NEW MARKET — The Scottie Letter Opener 
does a lot more than open mail — it opens the huge 
market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 
lines. 


OPENS A RARE SALES OPPORTUNITY — Reports from es- 
tablished Scottie sales representatives are excellent. 
Thousands of smaller businesses offer a practically 
untouched market for this speedy, low cost machine. 
If you are experienced on specialty equipment sales 
—look into the Scottie for steady, future profits. 


ARNOLD MAC KENZIE, Inc. 
3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 















@ ARNOLD MacKENZIE, INC. 

3133 Overiook Drive, Minneapolis 20, Minn. 
@ I am experienced in sales of specialty o fic e equipment. Send full 

information on Scottie Letter Opener. fy territory is 
® a 
e * 
Ee anc was ss eeens 6: * 
te Sos Se wine B es ccnndics cnc dateeeeaves weal e 

6 

° ee ee i. 2 ee ee BMAD. 00 évicv<essveveseceoces 
@eeteeeseeeneenenee? e eee ‘e e * e®eee#ee6 
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on the heavy burden that high freight rates occasioned and 
pointed out how dealers could cut costs materially through 
the medium of pooling shipments. He quoted figures to 
show that by adopting the latter plan, available to dealers 
through the affiliation of the two organizations, charges 
could be reduced up to 60%. 

Both speakers concluded their talks with a question and 
answer period that provoked lively discussions. 





New Jersey Stationers Hold Annual Dinner 


Some 250 members and guests attended the annual dinner 
and St. Patrick Day party of the Stationers Association of 
Northern New Jersey held March 17 at the Robert Treat 
Hotel, Newark, N. J. 

After the cocktail hour, guests were served a delicious 
beef steak dinner in the grand ballroom where the spacious 
arrangement of tables permitted all to see the floor show that 
followed. 

President Abe Siminoff, Colonial Stationery & Supply 
Company, Newark, N. J., extended greetings. He remarked 
that the Stationers Association of Northern New Jersey holds 
interesting and informative meetings each month and he in- 
formed his listeners that plans are under way to hold future 
meetings along educational lines. 

Announcement was made of the death of the 
beloved treasurer for many years, Martin E. 
Clinton Stationery Company, Newark, N. J. All present 
stood with bowed heads in respect to his memory. His son, 
Martin E. Escofher Jr., is carrying on the work of his father 
as treasurer of the association and had charge of ticket sales 
and seating arrangements for the dinner. He and other com- 
mittee members were thanked for their work. 

An excellent floor show was presented under the direction 
of Lionel P. Stapleton, well known producer and father of 
Vivian Blaine, television and motion picture star. The show 
included a number of Irish songs appropriate to the occa- 
sion. Music was furnished by Al. Pickar and his popular 
orchestra. 

Officers of the association are: President, Abe Siminoff, 
Colonial Stationery and Supply Company, Newark, N. J.; 
first vice-president, Jerry Santry, Boorum & Pease Company; 
second vice-president, Al. Pickar, Acme Stationery Company, 
Newark, N. J.; secretary, Rupert L. Jacobus, Edward 
Madison Company, Montclair, N. J., and treasurer, Martin E. 
Escofher Jr., Clinton Stationery Company, Newark, N. J. 


association’s 
Escofher Sr., 





Chicago and Milwaukee Bowlers Contend 


On Saturday afternoon, March 13 at the Skokie Lanes, 
Skokie, Ill., 50 members of the Stationers Bowling League 
of Chicago and the Milwaukee Stationers Bowling League 
gathered for a bowling tournament. Because the Milwaukee 
boys were one man short and the Chicago contingent one 
man over, Joe Dewey was loaned to Milwaukee. 

Responsive to the law of averages the Milwaukee team was 
given a handicap of 235 pins. Despite this the Chicago 
bowlers threw themselves into the fray and ended up by 
overcoming the handicap and recording 337 additional pins 
above the Milwaukee total. 

After the tournament the bowlers and their ladies to the 
tune of 64 gathered at Krier’s Restaurant nearby. A de- 
licious dinner was followed by an informal program with 
Joe Falbo, Manufacturing Corporation, master of 
ceremonies. 

Mr. Falbo introduced the following guests: Mr. and Mrs. 
3enny Allen, American Pencil Company; Mr. and Mrs. 
Harry Rafferty; Art Meinell, Commercial Stationery Com- 
pany, Chicago, and his guest, Mrs. Hart. Greetings were 
given by Stewart McDonald, Commercial Stationery Com- 
pany, Chicago, and Irwin Doepke, S. J. Olsen Company, 


Codo 
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the quality duplicator in the low priced field 
NOW IMPROVED! 








plus F.E.T. 
F.O.B. Chicago assures greater sales volume plus more complete customer 
satisfaction with its... 


@ NEW Single Control Lever for all side guide 
adjustments or combination of adjustments. 


° @ IMPROVED Polished Aluminum Handle with 
sure-grip, colorful knob. 
@ IMPROVED Roller Release Pressure Lever of 
FOR polished breakproof aluminum. 


FULL @ NEW... Copy-rite embossing side casting for 
added beauty. 


INFORMATION 


And the Copy-rite L-53 retains all the sure selling features 
of Visible Fluid Supply, Automatic Master Lock and Auto- 
matic Feed. (Can also be hand fed for running various sizes 
from the same master.) 


WOLBER DUPLICATOR & SUPPLY CO. 






CHICAG( 
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you're always right with ie 
we're OLD FASHIONED that way! ‘ i 
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Milwaukee. A no-accordion player functioned pleasantly, 


accompanied some enthusiastic community singing. 
Dancing follows or the balance of the evening. 

Che committe charge of the successful event follows: 
Eldon Just, Just & Son, Chicago, chairman; Joe Falbo, Codo 
Manufacturing Corporation, co-chairman; Harry Hoffman, 


Joseph Dixor ( 


facturing Comy 


ible Company; Al Cote, Reyburn Manu- 
iny; Dave Rucker, Bert Hallin & Associates, 
Chicago and Harry | idelke. 





Western Manufacturing Holds Sales Meeting 


Midwester: representatives for Western Manufactur- 
tly met in St. Louis, Mo. An open forum 
it the Statler Hotel on February 15. 


ission included dealer requirements and 


ing ¢ ompany ! 
discussion Vi 


Topi § und 





Front row: M. D. Parish, R. R. 
Back row: 


Meeting at the Statler 
Bentson, president; George Desmond and Carl Kuse. 
R. Singer, Lou Farber, R. Sheble and E. L. Patelski. 


sales aids and sales planning for the balance of 1954. A 
number of product improvements were revealed at the meet- 


ing which ended with dinner. 





OMAC Holds Seminar, Business Show 


The 12th annual seminar and business show, sponsored 
by the Ofhce Management Association of Chicago in con- 
junction Northwestern University, was presented 
March 8-11 at the Conrad Hilton Hotel, Chicago. 

The heme, “Modern Management Horizons,” 
was developed during the three-day meetings by an array 
of prominent speakers, all recognized specialists in their 
respective 


with 
seminat 


helds 


George L. Clements, president of Jewel Tea Company, 


Inc., Barrington, was the keynote speaker at the opening ses- 
sion Monday noon. The seminar closed with a banquet 
Wednesday night at which Robert F. Hurleigh, news analyst 


and commentator on the Washington staff of the Mutual 


Broadcasting Company, was the principal speaker. 


For the four-day OMAC Business Show, more than 100 
office equipment manufacturers and service companies leased 
all available space in the recently-enlarged exhibition hall. 





Elect New Officers at CVSA Meeting 


The annua ting of the Connecticut Valley Stationers 
Association with election of officers was held February 24 
in the Hotel B Hartford, Conn. Approximately 50 


dealers and travelers enjoyed the dinner meeting which was 
ocktail party. 
Pape, Adkins Printing Company, New 


ided and called on Garry Dell, Burt & 


proceeded by 
President Bi: 
Britain, Conn.. 


Dell, Hartford, Conn., lieutenant governor of District 1, 
NSOEA, to sj briefly on the forthcoming convention to 
be held in Poland Springs, Me., on June 4 and 5. Mr. Dell 
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Business Is 
Booming! 


for stationers pushing 


FLO-MASTER 





THE MOST WIDELY 
ADVERTISED 
FELT-TIP PEN 

IN AMERICA! 


Just glance at the magazines 
illustrated at the right. 
They’re doing a job to 
help you sell more 
Flo-masters. 










Every field is covered 
—industry, business, art, 
education, retailing 

and the home. 


And remember—every 
sale of a Flo-master leads 
to other sales, for people 
proudly boast about this 
most versatile of all 
writing and marking 
instruments — the one 

. instrument that writes on 
1 everything—the one 
instrument available with 
special inks (in 10 colors) 
that are instant-drying, 
waterproof, smudge-proof, 
non-toxic. 


4 

: The best way to 
: take advantage of 
/ Flo-master national 
| advertising is 





to display Flo-master 
permanently on your 
counters and in 
your windows. 








CUSHMAN & DENISON 
MF . J . 
Dept. H-26 
153 West 23rd St. 
New York 11, N. Y. 



















PENNE yLN 
ecrwn 


Flo-master 


FELT-TIP PEN 








then gave a brief history of the Connecticut Valley Associa- 


. Widtht GO UP tion, founded in 1918 and now having 112 members. Paul 
Burbank discussed the 50th anniversary year plans of 
NSOEA. 
WHEN YOU SELL ENNIS PRODUCTS Mortimer H. Chute of Bainbridge, Kimpton & Haupt, 
Inc., guest speaker, discussed “The Function of the Whole- 
saler in Today’s Market.” 
Election of officers resulted in the following being named: 
President—Burton H. Knust, Burt & Dell, Hartford, 
Conn. 
PRINTED-TO-ORDER First vice-president — Joe Fitzgerald, Mead Stationery 
Company, Greenwich, Conn. 
Manifold Books Second vice-president—Julian Shoor, Plimpton’s, Hartford, 
Salesbooks “a | : cae 
Third vice-preside Vick Kilpatrick, Hartford Office 
Guest Checks unite Naunas. ae aang, 7 


Deposit Books Fourth vice-president—Ralph Gerard, Sanford Ink Com 
Tags pany. 
Board of directors—Charles Hennion, Jr., Mattatuck Sta- 
Add to your tionery & Furniture Company, Waterbury, Conn.; Ray 
volume... add Scheppach, Scheppach & Goeckler, Inc., New Haven, Conn.; 
to your profits Harold Stahl; Sid Challenger, Frank H. Fargo Company, 
a os Bridgeport, Conn.: Ed Granheld, New Haven, Conn.; Ford 
Chidsey, Bradley & Scoville Company, New Haven, Conn.,; 
STOCK ITEMS Jim Feeley, Springfield Office Supply Company, Springfield, 
Mass.; Bill Pape, Adkins Printing Company, New Britain, 
Salesbooks Conn. 
Guest Checks 
Teller Cash Jacobsen Talks to Chicago Stationers 
Tickets At the first regular monthly meeting of the Stationers 


Club of Chicago, under the jurisdiction of new ofhcers, 21 
members and guests were present to hear Harold W. Jacob 
28 Styles Stock sen, president of Horder’s, Inc., venture some opinions on 
Printed Tags the outlook for 1954, 
ALSO President Gerald A. Berk, Berk Office Supply & Equip 
MANUFACTURE ment Company, called the meeting to order and conducted 


Blank Tags 


a brief business session. Mr. Berk reported that in response 
Index Cards to a questionnaire members indicated an interest in the 
File Folders forum type of meeting. Approval also was given to the idea 
File Guides of sponsoring a training course for retail salesmen in the 
Ring Book stationery field 


heet y , 
preets Walter Lennartson, editor of Orrice AppLIANcEs, and 
Figure Pads 


president of the Great Lakes Travelers Club, was present as 
Steno-Books 
lelvite ame] iar T ae) 
Adding Machine 
Paper 

Legal Ruled 
Pads On the premise that a primary requirement for this year 
is salesmanship, Mr. Jacobsen told his listeners that he 
thought a slight recessional atmosphere might be a good 
thing because it could have the effect of pushing people into 
intelligent selling. The result could very readily make 1954 


a guest and was given the privilege of introducing Mr. 
Jacobsen. Mr. Jacobsen responded gracefully to the introduc 
tion and then made some very interesting “observations on 
1954 business.” 


the best sales year on record. 


The market potential is tremendous, Mr. Jacobsen pointed 
out, but the potential cannot be reached if office supply 





salesmen keep on teaching customers to buy on price only. 
This year offers opportunity to make the profitable change 





of selling products and services rather than a price tag. 


A lively question and answer period followed before 
President Berk made some closing remarks and adjourned 





the meeting. 


SALESBOOK CO. Write today 


for Catol i j 
Factories at Ennis, Texas « Chatham, Va. og N. J. Stationers Hold Celebration 
and Sompies— . : ; : ca 
Manufacturers for Dealers Only ate ie Proceeding along the lines of their slogan “It’s Always 
Branch Offices and Warehouses at Hous- ENNIS for Fair Weather When N. J. Stationers Get Together,” the 
ten, Dallas, Birmingham, New Orleans, Quicker Stationers Association of northern New Jersey staged a gay 
Les Angeles, Denver, St. Louis. Turnovers! affair on St. Patrick’s Day March 17. The night of fun, 


food and frolic was held at the Robert Treat hotel in Newark. 
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IDEAL FOR ANY 
| MAN AT A DESK— 






No. 4042 
PENDAFLEX 


desk drawer outfit 





and ideal for starting the | 
PENDAFLEX PURCHASING HABIT! 


This Oxford Desk Drawer Outfit often is the enter- 

ing wedge to big profit-protected Pendaflex sales. is ( 
The man or woman with Pendaflex in the deep 
desk drawer shows it off. What more natural than \ \ N\ 
to extend its speed and convenience to the gen- 

eral filing operation where Pendaflex can save its 
cost many times. 











Try this technique. Follow up each sale of a Desk 
Drawer Outfit, and you will follow through with a 
surprising number of full scale file installations 
of Oxford Pendaflex. 








Ask us to help with window stickers, newspaper 
mats, and circulars—and send along your stock 
order, too. 


Oxford 


ete 


FILING SUPPLY COMPANY, INC. 
Garden City, N. Y. -t- St. Louis 6, Mo. 














AFTER PENDAFLEX® | 





FILING FOLDERS - FILING GUIDES - FIBERBOARD FILES - INDEX CARDS - RED FIBER ENVELOPES - PENDAFLEX 
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Your offier is People 


Save their filing time 
and you'll lower costs 


Is your office plagued by costly 
delays and annoyance in handling 
correspondence, orders and general 
routine? Ask your office people why. 

They, like Shirley Lamb, probably 
will point out the importance of 
modern filing systems. As secretary 
to the President of nationally-famous 
Interstate Bakeries Corporation, 
Kansas City, Mo., Shirley uses the 
streamlined Steelcase progressive- 
suspension filing system pictured 
below. Reliable, day-in-day-out 
companions, these files are part of a 
complete family of Steelcase desks, 
chairs and service units designed, 
engineered and color-harmonized to 
boost employee morale and increase 
efficiency in the modern business office. 

Steelcase files are styled and priced 
to meet the needs of every business. 
Make it your responsibility to learn 
full details from your Steelcase dealer. 
He’s listed under “Office Equipment” 
in the Yellow Pages. Call him today. 


METAL OFFICE FURNITURE CO. 
Grand Rapids * Michigan 


STEELCA 








From the 





Steelcase series 








appearing in 
BUSINESS WEEK 


NATION'S BUSINESS 








MANAGEMENT METHODS 


‘ - and OFFICE MANAGEMENT 


Ne 





Sow mines $s eEG@UtiPNMEN T 


















free Office Guide 


“Tooling Up Your Of- 
fice" is a colorful FREE 
booklet crammed with 
modern office planning 
ideas. Attach your let- 
terhead, mail to Dept.D 








OA — 5/54 











sae A ee A 


ss we 


SC 


pa 
M 


Sel 


be 
G: 
Wi 


Co 
fol 
wh 


ap] 


Ma 
cee 
ma 


OA 





” 


NT 


54 








SEEN & HEARD IN 
SOUTHERN CALIFORNIA 


by J. EDWARD TUFFT, 
2012 Huntington Dr., S. Pasadena, Calif. 











The regular dinner meeting of the Southern California 
Office Furniture Association was held at the Nikabob Res- 
taurant March | with an attendance of 40 members and 
guests. 

President Floyd A. Fenn presented two new members, 
Herman Green of the Green Upholstering Company and 
Max Spak of G. & R. Appliances. 

Louise Whiting of Pacific Stationer & Office Outfitter was 
a guest 

Mr. Fenn announced receipt of a letter from John R. Gray, 
executive director of NOFA, urging attendance at the Chi 
cago convention May 7-11 of as many members of the 


Southern California Association as possible. Mr. Fenn ap 
pointed Bill Tonkin as chairman in this endeavor. 

Frank Booz, program chairman, introduced the guest 
speaker, George Carmen, manager of the general office 


service department of the Lockheed Aircraft Corporation. 
Mr. Carmen gave an interesting and informative talk on 
organizational planning and budgeting in the purchasing 
of office equipment. Mr. Booz also introduced Wally Thor 
of the Anderson Desk Company, who displayed and dem 
onstrated some of the Anderson products. 

Rudy Weimann of the Upholstery Leather Council is the 
scheduled guest speaker at the next regular meeting. 


* o * * * 


Otto Christensen, sales manager for the Los Angeles 
agency of the Friden Calculator Company, reported that 
10 Friden men have qualified for and will attend the com 
pany sponsored Siesta de Los Conquistadores at the Bellview 
Biltmore Hotel, Bellaire, Fla., the week beginning April 26. 

The Los Angeles group includes H. E. Williamson, man- 
ager; Mr. Christensen; T. R. De Bruler, J. R. Devereaux, 
A. M. Farnsworth, T. M. Hampson, J. C. Kaplan, C. A. 
Moseley, M. N. Pollard and S. W. Terry. 

* * * * * 

William Sommers, formerly in charge of the Pasadena 
office for the Marchant Calculating Machine Company, on 
February | opened his own calculating machine business 
under the name of the National Calculating Machine Com- 
pany at 3219 E. Foothill Blvd. Complete lines of Marchant, 
Monroe, and Friden Calculators are carried. Rental and 


service are also maintained. 


* + * * 
Merle Schwantes, 262 W. Wedgewood, San Gabriel, has 
been named by the Clary Multiplier Corporation, San 
Gabriel, as one of the corporation’s 22 national sales award 
winners. Mr. Schwantes’ award is a week’s holiday in 
San Francisco, Yosemite and Hollywood. 
. * * * 
Ray Alba, proprietor of the Compton Office Equipment 
Company, 416 E. Compton Blvd., has returned to work 
following an absence of one month due to illness, part of 
which time he was hospitalized. Mr. Alba expresses his 
appreciation of SCOMDA’s health insurance plan. 


* * o * * 


Robert Van Note was recently appointed head of the 
Marchant Calculating Company’s Pasadena office. He suc 
ceeds William Sommers, who has established his own office 
machine business 

** * * * 


An all-state eeting of the California Office Machine 
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CONSOLIDATED 


A Complete Line of 


CARBON PAPERS 


and 


INKED RIBBONS 


for all Office Machines 
and Purposes 


RIBBONS CARBON PAPER 

e HECTOGRAPH e GENERAL 

e TYPEWRITER HECTO-SPIRIT 

e MISCELLANEOUS « PENCIL 
MACHINES e PEN 


‘Everbest” and “Challenge” 
Brands are popular wherever 
Carbon Papers are used. 


CARBONIZED ROLLS 
FOR ALL MACHINES 


Specialists in... 


DEALER “Personalized” 
IMPRINTED CARBON PAPER 














Write for Details & Prices 


CONSOLIDATED 
RIBBON 
& CARBON CO. 


Manufacturers 
ESTABLISHED 1893 
DEP’T D, 2900 W. MEDILL AVENUE 
CHICAGO 47, ILL. 
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EASE OF USE, 
CLEAN, SHARP 
REPRODUCTION 





NEW DRI-RITE 100 


@ NO offset, smudge, slip- 
sheeting. Dries as it stacks 
on mimeo (and some rag 
stocks.) NEW formula 
and processing give sharp 
BLACKER work. Posi- 
tively will not harden on 
pad in any climate. 


PREMIUM BLACK 


@ Maximum sharpness 
with minimum penetra- 
tion and offset. Premium 
workability without price 
premium. 


332 BLACK 


@ Very black, all-purpose 
ink. Your economy lead- 
er for office bulletins, 
forms, memos, mimeo 
and sulphite stocks. 


GESTETNER TUBE PAKT 
for GESTETNER MACHINES 


@ Gives 15 to 20% more 
copies than any previous 
inks. Tube makes per- 
fect connection with ink 
pump. No drip from silk 
screen. Washes off hands 
with soap and water. 12- 
oz. tubes. BLACK AND 
8 COLORS. 


Ask about the 


Extra Profits For You in Private Label Packing... 


INK SPECIALTIES CO., INC. 








Dealers Association is scheduled for Saturday, May 29, and 
Sunday, May 30, at the Miramar Hotel, Santa Monica. 
The afternoons will be devoted to panel discussions and 
a dinner dance will be held Saturday evening. A Sunday 
morning brunch will be held at 11 o'clock at the Santa Inez 
Inn, according to Henry Van Dalfsen, president of the 
Southern California Association. He states that all dealers 
are invited to attend whether they are members or not. 
Hal Pettit of the California Typewriter Exchange, past 
president of the Southern California Association, will pre- 
side. 
* * * * * 
David Hendler, proprietor of the Wilshire Office Equip- 
ment Company, 142 S. Western Ave., reports that his son 
Frank who is a Lieutenant (JG) on the SS George Mec- 
Kenzie at Long Beach, will conclude his service in the Navy 
in August of this year. He will then pursue his work as 
an architectural designer. 
* * * * * 
Warren Schoenneman recently opened an office equip- 
ment store at 3468 W. Sixth St. under the name of Schoen- 
neman Office Equipment Company. A complete line of 
furniture, files and desks is carried. An office machine rental 
department is also maintained and a repair shop has been 
established at another location. Mr. Schoenneman formerly 
had his office headquarters at 408 S. Spring St., Los An- 
geles. For a number of years he operated a typewriter service 
in Chicago. 
* * * * * 


Exhibits at the Southern California Business Show spon- 
sored by the National Association of Cost Accountants, 731 
S. Spring St., Los Angeles, April 19 through 23, included 
a number of products shown for the first time anywhere 
in the United States, according to Walter M. Colley of 
Pacific Clay Products, 306 West Avenue 26, chairman of 
the publicity committee. 





Ay. 
Proclaim Business Show Week . . . Mayor Norris Paulsen 
of Los Angeles, Show Queen Jackie Blanchard and Show Chair- 
man Frank Lowe. 


The accompanying photo shows Los Angeles’ Mayor Nor- 
ris Poulson, Show Queen Jackie Blanchard and Show Chair- 
man Frank Lowe, reviewing the mayor's proclamation 
which established the week of April 19-23 as Business Show 
Week. 

* * * * + 

Harold Mann, executive secretary of the National Office 
Machine Dealers Association, says he believes his office 1s 
one of the busiest places in the world. At this writing, Mr. 
Mann is supervising the revision of the association’s Blue 
Book of Trade-in Allowance Schedules and planning a new 
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YOUR LIFETIME OPPORTUNITY «¢ The most valu- nonce 


able business asset in this industry—the Shaw-Walker fran- 
chise —is available in a few cities. Perhaps you qualify for it. 
Inquire! Shaw-Walker, Muskegon, Michigan. This may lead 
you to the greatest profit move you ever made. 
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Did her first problem on a MARCHANT calculator 
at 10a.m.....running it like an old hand by noon 


~ 


The fully-automatic 
MARCHANT 
Figuremaster 












No wonder the office manager is happy. He’s found 
that anyone—with brief instruction—can turn out fast, 
accurate figurework with a MARCHANT calculator. 
With MARCHANT?'S three sets of check dials, all 
entries are verified at a glance . . . no need to re-run 
any problem to make sure the answer’s right. Savings 
in costly staff-hours quickly pay fora MARCHANT. 
* Call the local MARCHANT MAN. He'll be 
happy to show—by a time-test run on your own 
figurework—that for simplicity of operation... 
for guaranteed accuracy...for time saving... 


Any way you figure —IT’S MARCHANT! 


NT a: 


MARCHAN 


Find out how a MARCHANT calculator will help cut your figure- 
work costs and lighten your figuring burden. Mail this coupon 
with your business letterhead for free... 


AMERICA’S FIRST 


Index to Modern Figuring by Marchant Methods. . . . [] 


Descriptive literature on Marchant Calculators . . . . . CT 





MARCHANT CALCULATORS, INC., OAKLAND 8, CALIFORNIA P-5 
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Who's Who in 


names of all 


the office machine industry. The latter will 
members and list the products carried 
as pertinent information on each product. 
» be devoted to names of manufacturers 
their products. 


carry 
by each 
4 section wi 


as wt 


and trade names ol 

g reports on the association’s extensive member- 

coming in from all sections of the country, 

Mr. Mann states, and he also adds that groups in 62 new 
Dp NOMDA’S financial ‘plan. 


Gratifyin 


ship campaign 


ating in 


Funeral services for James A. Reid, 64, sales manager 
of the California Ink Company, 2939 E. Pico Blvd., Los 
Angeles, were held March 3. Mr. Reid, who died February 
at 7751 Henefer St., Westchester, was a 
nati Falls, S. D., and had been a resident of 
Los Angeles for years. He leaves his widow, Esther; 
\. Jr. of Los Angeles; a daughter, Mrs. Mar- 

Oxnard; and four grandchildren. 


rrr F & 


) meeting of the National Office Management 

Angeles chapter, was one of the largest 
ling to Howard J. Mackin, president. Two 
hundred seventy-eight members and guests were present 
and enthusiasm was at an all time high, 


a son, Jame S 


yOric Machabx 


[he Marc] 
Association, 


ever held, iCcCOI 


and intense interest 


ne says 





Export Statistics 


of U.S. office machines, 
equipment and supplies 





Machines Accounting Nondescriptive except 


Punched card New 462 598359 
Machines Accounting Descriptive except 

Punched card New 95 1776575 
Machines Listing—Adding except Punched Card New 2977 463593 
Machines Calculating Non-Listing except Punched 

card New 2005 707391 
Machines Accounting Etc., except Punched card New, 

Nes 228 67435 
Machines Card Punching and auxiliary New 136 535814 
Machines Accounting Etc. Used and Rebuilt 1186 113456 
Parts for Accounting Etc. Machines 1326069 
Addressing Machines 106 9837! 
Accessories & Parts for Addressing Machines 38192 
Machines Duplicating Ex Lithographic Offset i 403 52517 
Machines Duplicating Lithographic Offset 4| 7950! 
Parts for Duplicating Machines 50222 
Cash Registers New ae 89! 291759 
Cash Registers Used Rebuilt 256 29140 
Parts for Cash Registers 372779 
Typewriters Standard New Except Electric 5909 712577 
Typewriters Standard Electric except Automatic New 398 109535 
Typewriters Portable New . 4452 254319 
Typewriters Used Rebuilt except Automatic 2125 113411 
Typewriters Nes 169 94083 
Parts & Accessories for Typewriters 527201 
Staplers for Offic 44279 68243 
Dictating Mac hines 548 116263 
Mail Handling Mach nes s Parts ” 42083 
Check Handling Machines & Parts —. 30942 
Office Machines & Parts Nes. 151134 
Mechanical Pencils Afl Materials (Doz.) 34227 208731 
Mechanical Pencil Parts 10040 
Pencils Ex Mechanical Black Lead (6r,). 35783 111444 
Pencils Ex Mechanical Nes. (Gr.) . 8996 30365 
Pencil Leads 29080 
Crayons 55132 
Fountain Pens Ball Type (Doz.) 63017 207310 
Fountain Pens Ex Ball Type (Doz.) 60620 821008 
Ball Pen Refill Ink Cartridges (Doz.) 40989 74628 
Fountain Pen & Bal! Pen Points Nes. 180548 
Fountain Pen Points (Gr.) 18207 125711 
Carbon Steel Pen Points (Gr.) 9210 10679 
Desk Pen Sets 16517 3808 | 
Ink Writing 229599 
Ink Nes 317625 
Carbon Paper (Lb 123947 128018 
Ribbons Cloth Inked Office Machines 47709 
Office Supplies Nes 287297 


(Nes.—Not elsewhere specified) 
Figures for December, 1953, Released in March, 1954 
by the U. S. Department of Commerce 


A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States De- 
partment of Commerce, Washington 25, D. C.) 
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INCREASE PROFITS — 
SAVE PRODUC TIME 


i ith 


lop Quality 


UNDER-COUNTER 


WHI iW | CASH DRAWERS 


EASY TO INSTALL IN NEW OR OLD EQUIPMENT 


@ Made of kiln-dried Indiana 
hardwoods. 


@ Smooth finish 
out. 





inside and 


@ 4-roller mechanism. 


®@ Warning gong rings when 
drawer opens. 

















e FULL DEALER @ High-grade disc tumbler 
DISCOUNT lock. 
MODEL V-1 
5 coin, 5 currency 
compartments with 


bill weights. Overall 
size 184%4"x14%"x4\o" 
high. Shipping weight 
approx. 19 Ibs. Natu- 
ral (Basswood) or 
Office Gray finish 
(specify). List $26.50. 






MODEL R-1 


with REMOVABLE 
METAL MONEY TRAY 
with Lock-on Lid. 6 yy 
coin compartments, 34 ' 
currency compoart- 
ments and 1 ticket 
compartment with 
hinged bill weights. 
Overall size 18%” x 
1056’’ x 4%’ high. 
Natural (Basswood) 
or Office Gray exterior finish 
(specify). List $44.50. 






Extra trays available 
at additional cost. 


MODEL G-1 


De luxe Model usually 
used as bank drawer. 
Lower drawer has 10 
currency compartments. 
Sliding tray has 10 coin 
tills. Overall size 2142” 
x 20%" x 6%". Interior—smooth 
lacquer finish. Exterior—Natural 
lacquer (Basswood). List $68.75 


All prices f.o.b. Shelbyville, Ind. 


Order one today — or write for details. 


We design and build special Cash Drawers for production-run fixtures 


INDIANA CASH DRAWER CO. 
P.O. BOX 236-F 


Shelbyville, Indiana 
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 MELIORITY’ 
of JUSTRITE 


ENVELOPES 
is proved DAILY! 


— 
“a 





BANKERS 


WRITE FOR 
PRICE LIST F-5 


*(me-lyor’ i-ti)—the quality or state of 
being better. 

Everyday, the superiority of Justrite Enve- 
lopes is proved by the increasing demand. 
Business men everywhere have discovered 
that Justrite quality, variety and service is 
the only answer to all of their envelope 


needs. 
The Northern States and Justrite factories 
can furnish any style envelope at any time. 


Over 85 standard types of envelopes are 
always in stock for quick delivery. 

If you need a special type of envelope Just- 
rite will design, make-up samples and sub- 
mit prices promptly. Contact your nearest 
Justrite plant today! 

Where quality and fast service are es- 
sential—JUSTRITE Envelopes are your 
best source of satisfaction. 


for JUSTRITE service... 
NORTHERN STATES ENVELOPE CO. 


300 E. 4th St, St. Paul, Minn 


JUSTRITE ENVELOPE MFG. CO. 


58-60 Gilmer St., S.E., Atlanta, Ga 





244 










——————————————— 


AIR MA! 


NOMDA Exhibitors 
Continued from page 52 





event being held at the Chase and Park Plaza Hotels, 
June 20-23. 

All indications point to the fact that there will be a wider 
variety of machines on display in St. Louis than has ever 
been seen including some products that will be making their 
maiden appearance before the dealers of the country. In ad. 
dition to a host of American machines there will be a gen- 
erous showing of foreign makes of many kinds. 

Displays of allied lines that can be profitably handled by 
office machine dealers will also be very much in evidence. 
A booth of unusual interest will be that of the Trans-World 
Airlines where a picture of all those attending the convention 
will be taken and a print delivered to the participant. 

A list of companies having made their selections previous 
to March 23 follows: 

Booth Number 
Addo Machine Company, INC.........2-sseccceces 30, 31 
J. E. Albright & Co............. soscccece josererens 32 
R. C. Allen Business Machines, In¢ (6 ¢eseeun . 40, 41 


American Dictating Machine Co In 5 
o4 


Exhibitor 


Ames Supply Company......... ' et oe 
Beutler-Brown Industries .... ee ree oe 
Pe ee co Ce wee sab a ees ons dos ene hans faxed San we 55 
Burroughs Corporation sical ace ; re 
Clary Multiplier Corporation eg » misver ate se 
Commercial Commodities Co., In¢ oneen b ae ne 42 
Weety BIR see cadicdn yn ein ene< ‘ re 
Hennus Company ..... 2 ee 53 

48 


Indiana Cash Drawer Co...... 
Lathem Time Recorder Company nek ee 


Maso Steel Products, Inc.. ; 1 
National Cash Register Company 34, 35 
Old Town Corporation....... ‘ , 33 
Olivetti Corporation of America nian occ cee, an 
Pearl] Engraving Corp.........- ‘ 0+ ee 
Polk Bros. Typewriter Company 7 
Precisa Calculating Machine Co., In« ‘fe To. 
Print-O-Matic Company, Inc.. : - coe ae 
Reliable Typewriter and Adding Machine Company 50 
Remington Rand Inec........ a 8, 9,10, 11 
Royal Typewriter Company, In¢ ‘ 2 
Safeguard Corporation ....... , n'a 
Shipman-Ward Manufacturing Company 44, 45 
Bwmsth-COTONRS INC... cccscceess ve . eB 
Speed-O-Print Corporation .. ; i ; : 3 
Swift Business Machines Corporation 46 
Tiffany Stand Company....... : 18, 19 
Tippa Products Company, Ltd.. es coe 24 
Trans World Airlines.... ta ie ° > aie: 
Underwood Corporation..... ; ; ‘ 4 
Von Soosten & Company..... 47 


Dr. William Alexander to Give 
Principal Talk at NOMDA Meeting 

Dr. William Alexander, the only man ever to be asked 
to fill a return engagement at the National Stationery & 
Office Equipment Association convention, is to be the prin- 
cipal speaker at the opening luncheon of NOMDA’s 29th 
Annual International Convention & Trade Exhibit to be 
held at the Chase and Park Plaza Hotels in St. Louis, 
June 20-23. 

According to most who have had the privilege of hearing 
him, Dr. Alexander is the top convention speaker in 
America. He hails from Oklahoma City and has thrilled 
audiences all over the nation. 

“We are most fortunate to be able to bring Dr. William 
H. Alexander to St. Louis for our convention this summer,” 
stated William Simpkins, program chairman. 

“It has been my privilege to hear him on two occasions 
and both times his audiences gave him one of the greatest 
ovations I have ever heard a speaker receive. Every man 
and woman in the crowd just leaped to their feet and kept 
up a din for several minutes after the good doctor finished. 
! know for sure that this man’s talk will be worth far more, 
all by itself, than any cost of the trip to St. Louis for the 
convention. He is sensational and every office machine 
dealer in the country should make it a definite date to hear 
him,” concluded Mr. Simpkins. 

Dr. Alexander will be the only formal speaker on the 
agenda of the meeting. All others will talk on subjects 
during the panel discussions and will be more informal. 


OA — 5/54 








0. 


itors 
































ge 52 
lotels, / 
wider 
Ss ever 
x their 
In ad 
a gen- 
led by 
dence 
World 
ention 
it. 
evious 
jumber 
40, 41 
54 
l 16 
l 14 
42 
7 
4, 35 
51 
io, 11 
‘9 
$4 45 
16 
18,19 
24 
23 
17 
* oe iE 
FIRE PROTECTION WITH A “NEW LOOK”! 
adkell Yes, here for the first time is a safe that outmodes Here are some of the other features that make this 
nery & previous concepts of safe manufacturing. Here is your safe easier to sell: 
prin opportunity to offer your customers the very latest in P 
*. 20th , rege e s 1 New rounded edges and corners 
é safe design...the very finest in “tone hour” record 
¥ be protection. 2 New swivel front casters 
AUIS, ° ° ~ 
The new VICTOR “600” safe combines certified fire 3 New concealed casters 
hearing protection with modern streamlined styling. It intro- 4 New combined handle, dial, lock 
ker im duces an innovation in safe design...there are no P ; : : 
chrilled ee gible! 5 New manipulation resistant 4 tumbler lock 
in¢ 8S OW Card i isl . 
V illiam Four way certification too! The Victor “600” carries 6 New lock-handle position above center is easier 
nme” the Underwriters’ Class C one hour label, T20 certifi- to read and reach 
cation and Relo king Device label plus the S.M.N.A. Drill proof plate around lock 
asions one hour label and the Victor certification. . : . : 
a ail é nes . 8 Separate relocking device outside the lock 
preates Sell the modern small safe,with big safe protection, ; ‘ , ial 
7 oe the VICTOR “600”. Remember, no other safe manu- 9 Offset spindle protecting against driving of lock 
id kept i handle 
nished. | factured anywhere offers greater protection in its class “ 
r more, | than a VICTOR. Write for additional information. 10 Permanent dry insulation 
ror the i 
nachine VISIT OUR EXHIBIT-BOOTHS 140 AND 141— NOFA CONVENTION, CHICAGO, MAY 8-11 
to hear 
VvicrT OR 7 Mtand 
oa thell Remington. 
' om € 
hiects | 
a0 es SAFE AND EQUIPMENT 315 FOURTH AVENUE * NEW YORK 10 
Thal 
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This National-designed, highly func- 
tional display case is your answer to 
self-selection. It helps build volume, 
cuts clerk selling time, reduces cost 
per sale! 

From the same basic unit consisting 
of base cabinet, center peg-board and 
overhead lighted sign, three different 
displays. can be assembled. Various 
display combinations can be added 


including 9 swinging glass panels, 


Ai 


= 
=a 

ies & 
ss 

= 


shelving combinations, partitioned 
trays and a smaller side unit. The 
center peg-board provides a striking 
background for featured items, and 
the entire back of the unit is peg- 
board for island display. Your Eye- 
Ease Forms, Tumbler Bound Books 
and Pads, Payroll Records, Loose 
Leaf Binders and other 
items will look their best and sell 
their best with these displays. 


National 


For specifications and prices see your National representative or write 


NATIONAL BLANK BOOK COMPANY 


HOLYOKE, MASS. + BOSTON NEW YORK 


CHICAGO SAN FRANCISCO ATLANTA 





QUICK FACTS 


Modernizes_ store 


appearance 


Helps clerks learn 
line 


Keeps stock order- 
ly, speeds inven- 
tory 

Makes best use 
limited space 


Saves clerks’ time 


e Shows complete 


line, sells extra 
items 
NATIONAL 
‘* 
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CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 





“Selling is the 
S. Porter, 
Toronto, i 


greatest profession’ in the world,” Donald 
iging-director, Wm. E. Coutts Co., Ltd., 
the annual “Boss and Slave” night dinner 
meeting oO Stationers’ Guild Club of Toronto. 
To win particularly tough, competitive deal and to 


have your buyer become your friend as a result was the 


most stimulating and richly rewarding experience that 
could occur, he said, advising members to remember that 
the “real boss” was still the customer; “he’s the fellow 


who really pays your salary, your commission cheque, the 
overhead and the dividends. Cultivate him and nurture him 
gently. He is not an interruption in your work but the 
purpose of it. He is not a cold statistic but a flesh and 
blood human being with feelings and emotions like our 
own. Most important of all, he is a friend.” 

We are now in a salesmen’s market; a good year for good 
believed. “There will be lots of hard selling 
required this year but also plenty of business for those who 
so after it with courage and determination. This year is 


~ 
one for mountain-climbing in the selling field; not for sleigh 


salesmen, he 


riding.” 


\ new firm in the office equipment 
supply field, Mills-Gurnsey, Ltd., has 
opened for business in Kingston, Ont. 
Principals are W. T. (Bill) Mills, for- 
merly manager of the Kingston branch 
of H. H. Popham & Co., and F. J. 
(Fred) Gurnsey who was assistant to 
Mr. Mills before the recent change. 
Also associated with the new firm is 
Muriel Newell, formerly in charge ot 
the ofhce at Popham’s Kingston store. 
New firm handles a complete line of stationery, office sup 


plies, furniture and equipment. 





W. T. Mills 


* ¥* * * * 


Millions of dollars have gone into research, machinery 
and methods as the wood pencil industry arrives to improve 
its products and extend their uses, Ross C. Imrie, Eagle 
Pencil Co. of Canada, Ltd., Toronto, told members of the 
Stationers’ Association of Hamilton, Ont. The wood pencil 


is a tool that cannot be put out of business, though one of 
and least appreciated pieces of merchan 
dise in the world, he said, pointing out 
that for many years now sales of wood 
pencils have shown a steady increase. 

Reported Mr. Imrie: “Fountain pens, 
mechanical pencils and ballpoint pens 
enjoy a favorable position but a recent 
survey shows that 90 per cent of all 
handwriting instruments manufactured 
are wood-cased lead pencils. In 1952 
the total sales of wood pencils in the 
United States were 1.1 billion; in 
were relatively as high. The importance of 
business offices today remains very pro 
erage consumption of wood-cased pencils 
ngaged in banking and commercial work stands 
icils per person per year. The more people 
larger our economy grows the more pencils 


the most used 


Ross Imrie 


Canada the 
such proat cts 
nounced. T! 
by persons ¢ 
at about 20 pet 
there are and tl 
the market wi consume.” 

ee Ss & 


inager of the Kingston, Ont. branch of H. H. 


Co., Ltd., Ottawa, is Robert J. Crothers. He was 


\ppointes 


Popham 
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Pressboard File Folders 
with BARKLEY Plastic TAB 


—is the Answer! 


U.S. REG. PAT. NO. 2,248,355 DI28118 
= 


Barkley pressboard file folders are designed for the strain 
and stress of the busiest filing department. These folders 
are made of durable high quality 25 point gray press- 
board with a one inch strong cloth gusset '"W" shaped 
at the bottom to permit ready expansion. The Crystal 
Clear BARKLEY PLASTIC TAB in *colors—distinguished 
by its smooth contour surfaces and angled for perfect 
reading, provides the utmost efficiency in the file. 

Letter Size—No. F955-8—2" Wide Tab 5 position 


No. F953-8—3'' Wide Tab 3 position 
10'' Guide Height—Made in legal size also 


*Amber color furnished unless otherwise specified 
Write for Illustrated Literature 
Established 192] 


L. I. BARKLEY & CU. 
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QUALITY 


INKED RIBBONS 


If your business is profits, make it 
your business to find out how 
Codo’s High Quality Carbons, Rib- 
bons, and Hectograph Supplies win 
new customers and hold old ones! 


AS A CODO DEALER 
«+-you are served by an efficient 
organization 
--- you benefit from a 32-page, 
highly informative GUIDE BOOK 
«+s you can offer your customers 
Codo’s exclusive Carbon “Gripper” 
and 
«+. you have many “Dealer Helps” 
to assist you in building volume 
sales. Write NOW for information. 


rt  —_ MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
40 E. 40th St. 401 Wood St. e 564 W. Monroe St. 
New York 16, N. Y. Pittsburgh 22, Pa. Chicago 6, Ill. 
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previously with the Kingston works of the Aluminum Co. 
of Canada, Ltd. He served overseas with the Royal Cana- 
dian Navy during World War II. Appointed to the store’s 
sales staff is George Holloway who spent two and a half 
years with the Royal Air Force. 
* * * * * 
Chicago Printed String Co., Chicago, is opening a Cana- 
dian subsidiary of the same name at Whitby, Ont., suburb 
of Toronto. In charge of Canadian operations is Clarence 
Olsen, general manager of the Chicago organization. 


* * * * * 


Two Canadian carbon paper firms, Peerless Distributors, 
Ltd., and Carbon Paper Service Bureau, both of Toronto, 
are currently offering a $1,000 diamond ring in a contest 
open to all stenographers in the Toronto-Hamilton area. 
Contestants are required to test free samples of carben paper, 
then to write a letter telling which carbon sheet they liked 
best and why. Judging is on the basis of interest and sin- 
cerity, rather than literary skill. Winning stenographer’s 
firm gets bonus gift of 25 free boxes of carbon paper. 

* * * * * 


Lordly W. Jones, Hamilton, president of the Stationers’ 
Guild of Canada, Inc., and Fred R. Smart, secretary-manager 
of the Guild, were guests of the Stationers’ Association of 
Montreal meeting. Mr. Jones told the group that the sta- 
tionery industry in Canada and the Guild were enjoying 
a healthy growth. He cautioned against what he termed 
the “squeeze play” in business whereby costs and selling 
price get too close together thereby reducing profits. “In 
Canada, controlled price maintenance is unlawful but it is 
still not unlawful to make a profit,” he reported. 

Secretary-Manager Smart announced that Horace J. Fuller, 
professor of pharmacy administration, Faculty of Pharmacy, 
University of Toronto, will be one of 
the guest speakers at the mid-May con 
vention of the Stationers’ Guild of 
Canada, Inc., being held at Toronto. 

Mr. Smart outlined what he saw 
ahead for °54, detailed plans for the 
convention - product exhibition of the 
Guild, and said that price maintenance 
problems, store layout ideas and adver- 
tising possibilities, would be among yy gyi 
topics up for discussion at the annual 
meeting. He asked for dealer co-operation in the Guild’s 
cost of doing business survey and warned that the year might 
see a levelling off of volume of business, a narrowing of 
operating margins necessitating greater care by management. 
Another special guest was Lawrence F. Beattie, St. Cath- 
arines, Ont. Mr. Beattie is a past-president of the Guild. 





er 


* * * * * 


International Envelope Ltd., Montreal, has announced the 
appointment of C. W. J. Willett as vice-president. President 
of the firm which has plants in Montreal and Toronto and 
sales offices in the Maritime Provinces, is F. A. Senecal. 


* * * * * 


“Do not increase your profits at the expense of the re- 
tailer,” Arnold B. Rands, national secretary, Retail Mer- 
chants’ Association of Canada, Inc., Toronto, told a gather- 
ing of advertising executives in that city. 

Nearly all trades are currently subject to increased oper- 
ating costs in the face of decreasing markups, he said, “but 
the retailer is the key figure in the distribution channel. He 
must be kept healthy, strong and in sufficient numbers to 
adequately service the highways and byways of the nation. 
Prices must therefore reflect honest value and remain within 
the reach of the masses. 

* * . * * 


G. H. Wood & Co., Ltd., Toronto, now distribute the 
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na | | Sau, GATHERING RACKS Advertised To 
urb | .< Your customers in 
7 ) Your customers can cut the time and cost of AMERICAN BUSINESS 
collating in half. Racks come in 8 models, THE OFFICE 
2 styles—with 6, 12 or 18 sections. Each sec- 
" tion holds 500 sheets at inclined angle for MANAGEMENT METHODS 
~—— rapid collating. Evans SPEEDY JOGGER OFFSET 
nto, fits on end of any TU Rack as shown, and DUPLICATOR REVIEW 
test makes it possible for one worker to gather 
ete more than 3,500 sheets an hour! Whether GRAPHIC ARTS MONTHLY 
m8 your customer collates daily or now and then INLAND PRINTER 

per, —he is a ready prospect for one or more 
ked | Evans Gathering Racks, with or without a ° f 
sin- Jogger. Jogger is $10.00. Racks are $10.00 
wert to $25.00. ee hb py mg ty PART Even) 

| OF THESE R AIL P ! Qi Tip DESK FILE 
j * 
ers’ é e ADIUSTABLE DIVIDERS rest in corrugated strip in 
sons channel on each side, and can be spaced as user needs @ 
3t As many as 20 Dividers can be used @ Each Divider has 
tof LUCITE LABEL HOLDER at top, ready for identifica- 
sta- tion tabs e@ File holds Papers— AND Ledgers, Reference 
ing or Telephone Books, Catalogs, Magazines. File is all 
ned ALUMINUM, acid treated to prevent smutting of Jepere 
F or hands. Permanent satin finish ¢e RUBBER CORNER 
mg CUSHIONS prevent marring of desk, and keep file where 
“In wanted. Size 9x13x9%4” high. RETAILS at $4.75. 
. = Write for Dealer Franchise Today 

| EVANS SPECIALTY CO., INC. 

| 404 N. Munford St., Richmond 20, Va. 











Now FAULTLESS brings you 
LITHOGRAPHED Columnar Sheets! 


ild’s ~~ « LINES CAN’T SMUDGE 












ight 
ré a ¢ INK ERADICATOR WON'T 
ent. | REMOVE LINES! 
ath- Now you can offer your customers something 
| really new! FAULTLESS Lithographed Columnar 
+ * Sheets! Here at last is the perfect Columnar 
the | Sheet . . . of fine quality ... highly legible... ae 
lent lithographed in brown and green on white stock — 
and to reduce glare and eliminate eye strain. Made oe 
by modern offset lithography, the new FAULT- pee or 
LESS Columnar Sheets are a vast improvement aS ee 
= over old style sheets. Lines are always uniform ere ay 
re- ... register is perfect! pet 
Aer- What an opportunity to build sales! Tell your as 
her | customers about FAULTLESS Lithographed tt 
) Columnar Sheets . . . demonstrate their superi- ;—H 
per | ority .. . and watch your profits increase! a 
‘but ma eae 
He Edad 
5 to cee 
ion. en) 
thin : pee 
} STATIONERS LOOSE LEAF CO. ad 
, MILWAUKEE 1, 524 NORTH BROADWAY 1s ae 
the | NEW YORK 3, 114-116 EAST 13th STREET 16 a a 
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YOUR COMPANY 


ANYWHERE, U.S.A. 
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THIS 1S A STATEMENT OF YOUR EARNINGS ANO DEDUCTIONS 
EMPLOYEE PAY STATEMENT 


























Pay Checks Are Profitable! 
Do You Get Your Share? 


Pictured above is only one of the many Master-Craft products which are Master-Craft’s standard pay checks are easy to 


available through no one other than our exclusive franchised dealers. sell because: They help the operator maintain 
machine speed ¢ by elimination of loose carbon 





It may be available in your city. Write today for free catalog. ps = fb 
’ ? * by precision printing and « by uniform clear, 


sharp copies. Six handsome stock designs at 


MASTER-CRAFT CORPORATION | pices mde possiie by quantity production, 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN 














i Finer quality and 
workmanship 
ATTRACTS 
Comparison 


with others 


PROVES 


More for the 
money 
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STATIONERY RACK HORIZONTAL FILE 





with pull-out shelves An all-purpose heavy gauge It will pay you 
Six 1” compartments for letter | steel file with rubber feet to to feature this 
size stationery and two com- | protect the desk, and holes 
partments for #6 and #10 | provided to hang on the wall. HALVERSON 
envelopes. Baked-on finish in | Available in one to six shelves. 


hammertone grey or office Baked-on finish in hammer- 


| DOUBLE DOOR 
green. Rubber | tone grey or 


MY peg te lan aeeen. MODEL 62-DD 
ae aechen our ae DUPLICATOR CABINET 
legal size. $49.50 LIST Show your customers the spacious, 


dust-proof cabinet that easily houses 















Order Order Liberal Discounts all equipment. Point out the all- 
today a steel, welded construction that as- 
q now For Ball Bearing Caster Sure Bg ner pe rigidity and smooth, 
6BC (2 locking) add $7.50 list. SO0UNd-proof operation. Talk about 
#61 #6H the Rich Hammerloid Grey liquid- 
Prices slightly higher in resistant, baked-enamel finish, the 
Mountain and Western big, rugged 29” x 1912” working area, 
: a pee oe Dae ! States the adjustable-height glides (281%” 
> a4 that . ” 

Send for new des« riptive catalog! to 30”) that also assure perfect level- 
Shipped completelyset up, ing on uneven floors. Tell ‘em and 

wt., 60 Ibs. you'll sell ‘em! 





PRODUCTS COMPANY 


oo HALVERSON SPECIALTY SALES 


Culver City 
Calif. 1221 W. Chestnut St. * Chicago 22, Illinois 


Subsidiary of MIM-E-O STENCIL FILES COMPANY 






Factory Fresno, 
California 
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Wesley Ltd., London, Eng. The British 
house has been selling in the Canadian 


i 


products of Har 
stationery sup] 


market [or years. 


* . > . . 

Walter Smith, Miller Stationers Ltd.. is new president of 

Edmonton Stationers Association. Ernest cc Warner, 

Willson Stationery Co. is vice-president; Fenton H. Sharp, 
of Sharp-MacNe Ltd., secretary-treasurer. 


* * * * * 


Opportunities exist tor more suppliers 
to arrange speaking dates for their 
travelers before the membership of Que 
bec Stationers’ Association, Paul Dery, 
president of the group has announced. 
He said such trade talks had proven of 
increasing interest, attracting new mem 
bers among the French-language per 
sonnel of the many Quebec City trade 
outlets. The bilingual aspect was one 
requiring careful consideration although 

provided by some suppliers had partly 
helped to « ome the language problem. Best solution 
however, were guest speakers, representing English-speaking 
who could address the group in the French 





Paul Dery 


notion pict 


manufacture! 


| 
language 


Credited with a cautious approach to the problems of de 
termining prices and the promotion of good selling methods, 
Paul Dery joined the staff of La Librairie Langlais Ltee, one 


tationery and school supply firms in Quebec, 
He is the son of J. A. Dery, president ot 
is believed the youngest purchasing 


of the oldest 
three years igo 
the frm. Paul, 28, 


manager in the Quebec capital. 


” * * * * 
F. R. Verner has been appointed district sales manager of 
Toronto, manufacturers of dictating and 
Appointed Toronto 


Sonograph, Ltd., 
recording equipment. 


s M. M. Alcock. 


other magnet 


sales manager 

* * * * * 

R. L. Sheppard, divisional manager of Willson Stationery 

Co., Ltd., Calgary, has announced the appointment of Phil 

Redman as assistant divisional manager. Mr. Redman has 

experience with the Willson Co., and comes 
from the Edmonton division. 


had 25 years 


to his new post 


* * * * * 


T he Acco } 
group of 75 people who supervise punch-card installations 
in Toronto business firms, is affiliating with the National 
Machinery Accountants’ Association of the U. S. The To 
be the largest chapter in the organization. 


Machinery Supervisor Association, a 


ronto group will 


Hugh W. Robertson has been ap 
manager of the Vancouver 
Specialty Mfg. Co. 
Ltd., whose headquarters are in New 
market, Ont. Mr. Robertson, who has 
had many years’ experience in the office 


pointed 


} 


branch of Ofhce 


equipment industry 1n Canada, succeeds 
J. D. McMartin, branch manager since 
1912 who retired last month. 

Dorion J. Brisbois, president, Peerless 
Distributors Ltd., Toronto, has con 
hrmed the following territorial assignments: Albert E. Lomas 
as sales manager; Ralph M. Coates as regional sales manager 
tor Hamilton and Niagara Peninsula; Jack E. Wilson, Walter 
C. McGibbon and S. D. MacDonald to handle Toronto sales 
Mr. Lomas and Mr. Coates have been with 
nization for over a quarter-century. 


H. Robertson 


activities. Bott 
the Peerless ore 


* * * * a 


Sparks f the Anvil: Moyer School Supplies Ltd., To 
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PARIS BRYUD 


INDEX 


Like the wise old owl, sales- 


wise buyers must “keep 





their eyes open” — for 
quality and economy. 
Park Brand Index Cards are 
noted for their superior col- 
or, smooth surface and 
toughness. This stock is 
made of the finest quality 
100% sulphite pulp to our 
own specifications insuring 
unvarying uniformity. Fur- 
nished in all standard sizes, 
weights, rulings and colors. 
Attractively labeled and 
boxed. 








Send for Samples and quotation 


Impertal [ffethods (0 
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FOREST PARA, 
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enpoave lhe yohs ! 
\EW BEAUTY 


"DU0-FAST 
Pocket Stapler 


Only this PEN SIZE stapler has 
so many enthusiastic users— 
Salesmen * Insurance Men 
Office Workers + Teachers 
Lawyers + Doctors + Claim 
Agents - Auditors « Students - 
Shop Foremen + Nurses 


Ilomemakers. 


wows 


GIFT BOXED 


a aS 


“lip off caP oe ° 
~~’ 
Helpful Sales Aids—To help you with 


your job, we furnish diplay cards, 
envelope stuffers, newspaper mats. 


FASTENER CORPORATION 
860 Fletcher Street, Chicago 14, IIl. 
Please send the following to company below— 
Quantity 
__ Dozen DUO-FAST POCKET STAPLERS 
Cartons Refill Staples No. 154, 24 pac ks of 1000 ea. per 
display carton 
0 Please send Additional Dealer Information 


Store Name 
Your Name_ 


Address___ — = 
EE a | 





ronto, expect new ultra-modern office and warehouse prem- 
ises in suburban Toronto to be ready for occupancy early 
in June. It will provide some 16,000 sq. ft. of warehouse 
space. . . . Montreal office of Luckett Loose Leaf, Ltd., 
Toronto, is now located at 360 Craig St., W., Montreal. ... 
James Fareay has joined the sales staff of Lewis Stationery 
Co. Ltd., Calgary. He has been in the office stationery trade 


tor the past 25 years. . . . Sherbrooke Paper Products Ltd., 
Sherbrooke, Que., is erecting a one-story addition to provide 
extra warehouse space. . . . Hughes Owens Co., Ltd., Ed 
monton, Alta. branch, is now in new quarters. Manager of 
the branch, now in its fifth year, is J. C. Beggs. . . . National 
Cash Register Co., Ltd., branch at Fort William, Ont., is 
now located in new premises in that city. . . . Baldwin- 


Beckwith Ltd. has opened a New Brunswick Office in St. 
John, N. B., to handle the sale of nationally known lines of 
office appliances and furniture. Manager of the new outlet 
is C. A. Craig. . . . Entering the stationery trade in the town 
of Newmarket, Ont., back in 1934, Elman W. Campbell 
recently celebrated his 20th anniversary of business on the 
town’s main street. This is worthy of special note because 
Mr. Campbell is blind, having lost his sight as the result of 
an accident while a student of the University of Toronto 
while planning a future as a chemical engineer. . . . W. J. 
McArthur has been appointed manager of London, Ont. 
branch of Dictaphone Corp., Ltd. He was previously with 
the company’s Vancouver sales office. . . . Ballpoint pens 
have been sanctioned for public school use in Kitchener, 
Ont., by the local school board, the first such approval to 
be granted in Canada, authorities state. 


Brewington Merges Services 

The Brewington Typewriter Service has consolidated its 
three enterprises at the firm’s new location at 2608 Fannon 
St., Houston, Tex. R. D. Brewington, the owner, has built 
his company in 24 years into one of the largest in its field 
in Texas. The company specializes in sales and service of 
new and used typewriters and adding machines. 





The King and V.P.D. . . . Yul Brynner, star of the hit Broadway 
show, “The King and I”, relaxes in his dressing room between 
performances by looking over his clippings and photos which he 
keeps in Joshua Meier Co. V.P.D. Spel-Binder albums and V.P.D. 
Flip-Files. Mr. Brynner divulged that he has a stack of these prod- 
ucts standing in his dressing room. An avid amateur photographer, 
he fills the acetate envelopes of his Flip-Files with candid snap- 
shots of backstage scenes. 
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house 


Ltd.. 


JUMBO Hang-A-File fold- 
ers play a vital role in busi- 
ness accommodating over- 
size material . . . valuable 
X-Rays, Blue Prints, Adver- 
tising Material, Photographs 
(Jumbo) Extra Large Size 
Records, Punch Card Con- 


tinuous Forms, etc. 


onery 
trade 
Ltd.. 
ovide 
, Ed 
rer ol 
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it., 1S 
dwin 
in St. 
es Of 
outlet 
town | 


Hang-A-File folders are 





ipbell | also available in LETTER, 
n the | LEGAL, and INVOICE sizes 
gy with Hang-A-File metal 
_ frames, floor and desk units 
W. J. 


to accommodate each type 
of folder. 


Ont. 
with 


pens YEAR "HI-WAY" OF FILING , 
ener, me, 


val to HANG-A-FILERS and FRAMES for all sizes of .A- a I E~ 
ed its 


HANG-A-FILE FOLDERS 
Write for Descriptive Catalog 
e 
a Louis H. Farber Co. 93: «. concress ST., CHICAGO 5, ILL. — TELEPHONE WEbster pen 
ul 


; held 
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262-D.P.S. 


282-A.7.6% 











Also manufacturers of Office Desk Pads, Home-Style Desk Pads, Work Distributors, 





adway Telephone Book Covers, Office Chair Cushions and Acetate Products, including Sheet 
‘ch be Protectors, Card Holders and Protective Holders. 

V.P.D. 

Lar: CHICAGO DESK PAD COMPANY, INC. 
| snap- 15 NORTH JEFFERSON STREET CHICAGO 6, ILL. 
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Who are your h Avs prospects? * 






You'll Find The Answer In 


HOW TO SELL 
NUMBERING 
MACHINES 


The easy-reference chart listing 64 categories of large 
users of Hand Numbering Machines & Metal Daters and 
_ showing models they purchase is only one valuable 
‘sales help in this unusual handbook. Contains 60 
pages of other profitable information; 50 photos. 
Supply limited — send for your free copy at once. 


WM. A. FORCE. 


216 NICHOLS AVENUE, BROOKLYN &, N.Y. 


SALES OFFICES: NEW YORK, CHICAGO, SAN FRANCISCO and CANADA 





PREMIER CUTTING BOARDS BELONG IN EVERY OFFICE AND PLANT 








AND HERE’S WHY! 





Feature for feature Premier Cutting Boards are outstanding in every way 
—best buy in cutting boards for every office and factory, large or small. 
| Representatives 


| Henry Deutsch, Cox Lane, Route 
No. 5S, Box 747, Dallas 9, Texas. 


6 exclusive features: 


Precision ground steel blades for true | \,./-) Henkel, Assoc., 
cuts. 1355 Market, San Francisco. 
: E. J. Mitchel! ‘ 
Removable Blades for easy sharpening. | 329 Beit Ave., St. Louis, Mo. 
Milton Stone, 320 Broadway, Room 
Adjustable vertical guide for absolute | ©25, New York City, covering N. ¥ 
square alignment. S. Lichtenstein, 223 South 10th St., 
Micro - Measured vertical, horizontal Jock Lube, 5240 Sheridan Rd., 
scoring. Stan Mollerstrom, South Eastern 


Atlantic States. 


“Non-Drop” safety knife. 


| 
Sire alah Ginaseets eter teen I Photo Materials Co. 


Sizes Range from 8” to 30” inclusive 334 N. Bell Ave. Chicago 12, Ill. 
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LET THESE 


2 FREE DISPLAYS 


INCREASE YOUR HIGGINS 


DRAWING INK SALES! —— 





In 10 Colors! 


TWO handsome easel-back 
cards for window and counter 
displays are now available — 
yours for the asking. They 
show the wide range of bril- 
liant colors in which Higgins 
American Drawing Inks are 
made (in addition to the 
famous Waterproof Black)— 
and the various instruments 
with which Higgins Drawing 
Inks are most commonly used. 
To get either or both of these 
display cards, ask your jobber 
or write us direct. 




















HIGGINS ish co. ING 


271 Ninth St.. Brooklyn 15,N_Y 


Pittsburgh Cut Wire Co. 


1120 GALVESTON AVENUE «+ PITTSBURGH 33, PA 
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Promotione at Victor 





Continued from page 92 


assigned t« home ofhce as assistant to the director of sales 


training. 

Martin Kelly has been named national accounts sales 
manager, a newly created position at Chicago. He will co 
ordinate the activities of all national account specialists and 


also will be harge of store owner operations. 


\lfonso Vanacoro and Stanley Schlossheimer have both 
been assigned to sales training positions in the New York 
branch. Schlossheimer has been promoted to senior sales 
supervisor and Vanacoro to supervisor, 

Similarly Harry Spellbrink, Jr. and George Karr will have 


charge of sales training activities at the Chicago branch. 


Karr moves up to senior sales supervisor and Spellbrink to 
sales supervisor. Paul Kalvin has accepted a similar position 
as supervisor in the Brooklyn branch. Joseph Donato has 


been promoted to national accounts representative for the 

Philadelphia area 
\ll promotions 

Bakewell. 


were announced by vice-president A. F. 


Desmond Wins Western’s Sales Contest 


The winner of Western Manufacturing Company's annual 
sales contest 1953 was George Desmond, Independence, 
Mo. The cont 


In announcing the winner, Robert Bentson, president of 
Western, revealed that the 1953 winner had shown a 100 


t includes sales personnel from 12 territories. 


sales increase. All returns were tabulated the first of the year. 


Wesco’s annual sales contest is an additional incentive to a 
regular monthly bonus plan. 


Two Salesmen Join Robel Press 

David Hofheimer and Thomas W. Bowman recently 
joined the Robel Press as salesmen, Robert Benet, a partner 
in the frm, announced. Mr. Hofheimer was formerly with 
Perry Printing Stationery Company, Inc., and Mr. Bow- 
man was with Stromberg Time Corporation. The Robel 
Press are printers, engravers and stationers of 47 East 44th 


St., New Yorl 





President Arthur Young of Curtis-Young Corp., 
New York City, seated, expresses his approval of an illustration 
to Tod P. Curtis, executive vice-president. The two executives 
were selecting art work to accompany promotional brochures. 


“'l Like This” 
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HERE THEY ARE... 
The powerful sales tools 
You asked for! 


putt Addu 


ew 





point of sale displays" 


MASTER LIQUID gee : 
DUPLICATOR DISPLAY LOWEST PRICED 


Printed in 5 colors including Da- 
Glo Red, this new display fea- 
tures the popular fast-selling 
Master Liquid Dupli- 
cator in easy-to-demon- 
strate fashion. Display 
emphasis is on low price, 
ease of operation. Dis- 
play free with order for 
2 Master Liquid Dupli- 
cators. 













Postmaster 

Postcard printer display 
Here's a real “traffic stopper.” 
Lighted top panel flashes .. . 
work samples printed on Post 
Master are displayed . . . Printer, 
storage case and supplies ore 
easy to demonstrate in seconds. 
Printed in full five colors. Dis- 
play free with order for 6 Post- 
master Postcard Printers. 


*Master Addresser Display also 
available. Ask us about it. 


During recent months many of you dealers have com- 
plimented us on our unique new Master Addresser 
Display Piece, asking that we supply similar displays 
for all our products. Well, here they are. . . two 
more powerful “silent salesmen” to help you sell 
more Master Addresser products. They are yours for 
the asking. 


And they're available NOW! 


Send cou below for complete information 
- on the Master Addresser Line and/or these 
new displays. 


flier rhttdredee C2 


6500-D West Lake St., Minneapolis 16, Minn. 


Gentlemen: Please send me complete information on these dis- 
plays. . Have your salesman call too. 


Firm Name 

Address 

City = State 
Signed 


255 











n the Merry Month of 
May...orin any month of 
the year... you'll find the 
envelopes to meet ANY 


seasonal or special 
purpose at... 


uality 


ark 


(400 styles, sizes, stocks and weights) 


for instance... 





Champion 


Clasp... 


CHAMPION CLASP envelopes with wide 
gummed seams and reinforced flaps are 


in 24 sizes, 
string and button fa 


available 
stock 


Parkraft or Cameo 


steners 


available on all sizes at slight extra cost. 


a 


Coin, 
Policy, 
Catalog... 











COIN, POLICY, and CATALOG envelopes 


in Cameo or Parkraft stock with 


heavy 


gummed flaps and wide seams that give 


added protection to valuable contents 
range of sizes. 


SOLD THROUGH DEALERS ONLY 





. Wide 


%& General Office and Factory, Quality Park, St. Paul 4, Minnesota 
%& Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 








“Passed Away 





George Bergmann, 


president of the Peerless Steel Equip- 
ment Company of Philadelphia, died 
Friday, March 19 in the Memorial hos 
pital in Hollywood, Fla. Mr. Berg 
mann had with the 
office equipment business since 1915. 

Mr. Bergmann’s story was the fa 





been associated 


miliar American one of a foreign-born 
boy making good by hard work and 
initiative. He came to the United States 
at the age of 13 with his family from Beyreuth, Germany. 

His early working career was one of small jobs and hard 
work, then bigger jobs and harder work. 

In 1915 Mr. Bergmann organized the Bergmann Manu 
facturing Company, a forerunner of the Columbia Steel 
Equipment Company which he steered to success and which 
he headed as president from 1919 to 1927. 

In the latter year he felt free to travel and see more of his 
loved adopted country. He resigned his office, but his rest- 
less spirit could stand only one year on the sidelines. 

Back into harness he went and in 1929 he organized the 
present Peerless Steel Equipment Company. Then, without 
warning in the same year, came the stock market collapse 
and with it disaster to business. 

Here was his biggest challenge. He met and conquered 
it in carrying his company to secure foundations. 

Mr. Bergmann also found time to take an active interest 
in both social and civic affairs. He was vice-president of the 
German-American Society of Pennsylvania, an organizer of 
the Olney Symphony Orchestra, a Mason and director of the 
Porters Lake Hunting & Fishing Club. 


Wesley Plunkett, 

one of the “old guard” at the Friden 
Calculating Company, San Francisco, 
died recently in the west coast metrop 
olis. Mr. Plunkett, known familiarly 
as “Wes” to his countless friends in 
office equipment circles, was 73 last 
October. 

He joined up with the late Carl M. 
Friden and John M. Lund to form a trio 
that pulled Friden through the trying 
days of the depression and into its present high niche. 

For more than 30 years Wes Plunkett was associated with 
the Hearst Publishing empire in the capacity of business 
manager in San Francisco, Oakland and Los Angeles. His 
“fourth estate” friends were legion. 

When the plant facilities of the first Friden factory on 
12th St., Oakland, were outgrown, he was delegated to find 
a site for a new and larger factory. He settled on San Lean- 
dro and his choice was approved by the company directors. 
At the grand opening in May, 1936 Mr. Plunkett was host 
and greeter. 

From that time on one of his major assignments was the 
supervision of new buildings and the maintenance of exist- 
ing properties. More than 15 times he huddled with manage 
ment, architects, industrial engineers and contractors to 
outline plans for major expansions. 

With all these responsibilities, in addition to being com- 
pany treasurer, Mr. Plunkett still found time to engage ac 
tively in civic duties for the betterment of his community. 

He is survived by his widow Harriet, three sons, Friden 
research engineer Gilman of San Leandro, Walter of Palo 
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“I! 10 THAT BIG BUYER! 
Ge Machines 
Ewe | | NoCarb Tissues... 


ste | Another New Item From 


—_ ae " ” 
anu | 7X52 TYPERITE Index Tabbing U.S. 
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A product that countless offices can use . . . intro- 





Stec 
er WITH PICA SPACED INSERTS , duce it! 
lich — TT 
| at 70 | X Nora NoCarb tissues are thin processed tissues that become 
5 sq DRED Py | i 
f hi SAVES 56% Ssaeees weauir i second sheets without the use of carbon paper. 
7 TYPING TIME! ( An economy priced profit-maker for you, Mr. Dealer. 
, | Just clip this ad to your letterhead for free samples 
| the When You Can Tell Mr. Big Buyer of . | . . . judge for yourself! 
hout strip tabbing, you can show him in 3 minutes or less how he can save 
lapse 56% oe time by using AICO’S new TYPERITE TABBING, you'll get 
. in. It’s the pica spacing that does it. Typists type 1, 2 or 3 iine titles | For Domestic & Export Trade 
without using the soft roller, just the line space lever. Ads are run- | 
ning in 7 Business Magazines and free sales aids with samples are 


ered available to help you. Use this miracle-working door opener to pave | 
the way for other sales. | ‘ i x - 
erest Onder Your Supply Today! | INCORPORATED 


haps: AIGNER ‘er cinldiciee Vdabbiie il, 621-623 CHERRY STREET PHILADELPHIA 6, PENNA. 
t the INDEXES 426 S. Clinton St., Chicago 7, Ill. Established 1895 




















READY 


ACCO FASTENERS wae 


ACCOBIND FOLDERS 

$] 775 
ACCOPRESS BINDERS oneamilé 
INCLUDING 


ACCOFLEX BINDERS TELESCOPIC 
ACCO PUNCHES 


and other Acco products 












Business never 
needed Acco 





Products so much 
arith as it does now, 
iness with the tremen- 
His dous volume of 

papers to be kept 


y on and filed safely. 


find 








Be sure to place 
an 
your orders ear- 


Takes all ‘copy up to 20 inches 


tors. 























host ly for these easy A money-maker that is easy to sell. 
sellers. = We ‘ Now the RITE-LINE Copy holder has 
A, the new Telescopic Eyeguide at no 
» the . extra cost. Takes all widths of copy 
xist EYEGUIDE CONTRACTED from a machine tape to 20 inches. 
o cTs. Inc. aoe aa Self-contained, all-metal, compact, at- 
lage ’ ’ ’ 
me ACCO PRODU YORK 20" Jtractive. Requires no installation or 
OGDENSBURG, NEW service. Illustration shows it with LINE 
son Co., Limited, Toronto : : MAGNIFIER attached. Magnifier is 
om In Canada: Acco Canadian C0., 11 EYEGUIDE EXTENDED extra equipment you can sell. 
Pe a ‘ For full particulars, discounts, etc., write to-— 
y. RITE-LINE CORPORATION, 1025 15th Street, N. W., Washington 5, D. C. 


iden 
Palo 
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£5 @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


filet ye 


4 ARTY? OC he Cc OWN N 


Build Bigger PROFITS — 


—~ft> 
er m3 if 4, 


with SPYTEDAYO, Se= 


SPONGE RUBBER STAMP PADS 


> eg 





The Only ALL-PURPOSE 
Stamp Pad Line! 


With the fast-selling Speed-Mo line, you can offer your customers 
stamp pads and inks for every purpose — in office, warehouse, 
factory. Speed-Mo is the only complete stamp pad line on the 
market. You need carry only the most common pads. We furnish 
prompt delivery on special purpose pads (up to 20” x 36”). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is 
simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS  ““ite,‘<y, folder showing 
RIVET-O MANUFACTURING CO. 


ORANGE, MASSACHUSETTS 


50 FEDERAL ST., 


In Canada, for complete information write: 





Bossence & Co., 429 Main St., West, Hamilton, Ontario 
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| MILLION 


‘54 STARK CALENDARS are in use Today! 
Did you get your sales share? 


It pays to keep your eyes on 
STARK CALENDARS all year ‘round 


A quality line of stands 
and pads featuring all 
popular styles and sizes. Cal- 
endar pads are lithographed— 
on high-grade bond paper with the 
date in red and the monthly calendar 


in blue. write or phone 


Fast, 2-color lithograph printing enables us to for complete 
give you the best in quality and prompt service. details 
“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS « 


PHONE $035 * JOLIET, ILL. 





100-112 BISSELL ST. - 





HANDY "GLIDEX”’ 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 


AG 








Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, ete. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 

WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 








4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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\lto, Tor Napa and his daughter, Mrs. Harriet Clark of 
Napa 


Ed Beckmann, 


70, secretary and general manager of Indiana Chair Com 
pany, Jasper, Ind., died March 30. He helped organize 
the Indiana Chair Company 25 years ago in 1929 and at 
that time ippointed to the positions which he held 
until his death. He was ill for the past several years and 
had been e since January of 1953, 


tr t & + 


Grant F. Olson, 


vice-president in charge of foreign 
service and defense for the W. A. 
Sheaffer Pen Company, was killed in 
1 tragic plane crash March 13 at Singa 
pore, China, which took 33 lives. Mr. 
Olson, who was on a business trip to 
Australia and the Far East, flew to 
the land “down under” early in 
February. 

A native of Two Harbors, Minn., he 





was graduated from the University of Illinois in 1928 and 
joined Sheaffer's as a sales correspondent the following 
\ugust 

His advancement was rapid. He was named assistant 
export manager in 1930; export manager in 1931; advertising 
and export manager in 1932 and director of advertising and 
foreign sales in 1945. Mr. Olson was appointed a vice 


president and member of the board November 5, 1946 and 
in 1951 became a member of the executive committee. 

He was granted a leave of absence from the company in 
February, 1953, to serve as administrative assistant to Secre 
tary of Commerce Weeks. He worked with Craig R. 
Sheaffer, then assistant secretary of commerce. Mr. Olson 
remained in Washington until last June when he returned 
to his post ice-president of Sheaffer’s. 


- - - + |; 
Edgar Smith, 


managing director of Cushman & Den 
ison Company, Ltd., London, died 
March 5. He had been in ill health 
for more than two years following a 
serious auto accident. 

Mr. Smith was well known to sta 
tionery manufacturers on both sides of 
the Atlantic. Before association with 
Cushman and Denison, he served as 


head of Blick Office Equipment, Ltd., 
wholesale stationers in London. Mr. Smith was a past 


president of the Stationers Guild of Great Britain. 
His son, E. Peter Smith, will assume the duties ot 
managing director for Cushman & Denison in London. 


tk & &F + 


Donald S. Greenwood, 
73, partner with his brother, Fred B. Greenwood, in Green 
wood Office Supply Company, Brownwood, Tex., died 


March 10 in a hospital in his home city. He had been in ill 
health during recent years. 
Born Dec. 24, 1880 in London, England, he came to 


Brownwood with his parents while he was a small child. 
The Greenwood brothers had been active business partners 
since 1907, the year that Donald joined the firm which had 


been established as Greenwood Printing Company by Fred 
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“Did you say 


ULTI-( OP 


ENVELOPES ?” 
“How are they used ?” 


“It’s this simple! Wherever a duplicate record involves an envelope 
. . « for wages paid in cash; delayed service transaction, such as photo 
prints, jewelry repair, laundry, etc. . . . you unite them into a single 
writing set; with one printed copy automatically tipped-on printed en- 
velope for no-smudge carbon copy. 
Carbonized fly leaf and envelope 
are printed in register.” 


On payrolls the employee has the 
record-imprinted envelope for in- 
come tax purposes. Repair or serv- 
ice departments get the imprinted 
envelope with its contents and writ- 
ten imprint covering repairs; the 
customer receives a receipt for mer- 
chandise, a record of cost and prom- 
ised delivery. 





Multi-Copy Envelopes also provide 
record copies within many organi- 
zations; employee, branch, division, 
and general offices—all recorded in 
one operation. There are many time- 
saving systems possible with Multi- 
Copy Envelopes which will interest 
many organizations not now famil- 
iar with these money saving enve- 
lope combinations. 





Multi-Copy Envelopes save time, 
costs; reduce overhead, speed operations, avoid mistakes, ward off mis- 
understandings. They save money now when labor costs are soaring. 


Here are a few Multi-Copy Envelope uses: 


duplicate record for employe and multiple copies for decentralized 
navy, organizotions, 

record for customer and photo- 
house; control for store; mult 
retail store record which “Multi- 
Copy” expedites; 

payroll forms for coal mines and 
textile mills; size 5Y2 coin Multi- 
Copy Envelopes, printed with 
standard pay roll forms, carried 
in stock 


delayed service transaction, one 
operation 


copies for headquarters, branch 
and employee; customer, store 
and repair house—complete record 
for each; 


Any duplicate-record form, with envelope use can be designed for 
made-to-order purposes. Variety of papers, ink, copy, are available. 
Multi-Copy Envelope use can be fitted to addressograph plates (on 
payrolls), accounting machines and many business systems. Multi-Copy 
Envelopes are tailor-made for economy-minded executives who seek 
modern, efficient, accurate controlled operations. 


( h ? TS 
SA. 


Large steady volume 


for stationers and dealers [L- 






Practically unlimited uses; one 
suggests another. Steady Repeat 


business. Dependable service. 
Multi-Copy Envelopes provide sTOCK MAIL-TESTED GOLDTONE 
CLASP ENVELOPES 


Golden-bleached, strong, Mail- 
tested stock packed—100 in spe- 
cial sturdy telescopic-style black 
boxes. 


good profits and are easy to han- 
dle. Write for samples and prices 
now. Wonderful opportunity. Good 


margin. Get the facts now. 


THE WESTERN PAPER GOODS COMPANY 


399 Miles of Established 
Envelopes Daily Nearly 60 Yeors 


1224-48 W. 8th St. Cincinnati 3, Ohio 
Manufacturers of all kinds of Mail-tested Envelopes 
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HERE’S A LINE 
FOR MORE SALES 
AND ADDED PROFIT 


For You 


Kil-Klatter’s aggressive 


PROTECTION 





advertising reaches office 


managers, secretaries, 








king your office quiet- stenographers and typists 
nsure maki , , 
i and more efficient by placing Reet netted dhe tae 
er , 

ound-absorbing protection 


nder all 


hes business publications... 


of Kil-Klatter pads uv 
of your typewriters. You'll find 


s will disappeor and 


paves the way for sales 






for you. 









that error 
e efficiency will improve, 


ffic 
bad pads 


because Kil-Klatter 


make typing easier 







WITH 
ADS LIKE 
THIS 






AND 

e Made from Genuine SALES AIDS 
long-life OZITE felt. LIKE 

© Dent-proof and THESE 


Skid-proof. 
e Fits all typewriters ; 


nd other office 
machines, too. ° CATALOG CuTS 


° NEWSPAPER MATS 


AT YOUR STATIONER 
EALER 


$425 





OR OFFICE suPPLY D 


KIL-KIATIER, iia 









rrecwerted 280 





e 


rs” 3 5 \ 


Order your supply of KIL-KLATTER 
typewriter pads and free sales 
aids TODAY 


AMERICAN HAIR and FELT CO. 


MERCHANDISE MART 
* CHICAGO 54, ILLINOIS 


ertoa quieter offic 


“The Answ pewrite 


may be under your fY 













































260 


in 1897, Office supplies were handled in connection with the 
printing business. When the printing equipment was sold to 
Moore Printing Company in 1944 the firm’s name was 
changed to Greenwood Office Supply Company. 

Surviving in addition to his brother are a sister, Miss 
Florence Greenwood of Brownwood, a niece and three 
nephews. 


Fr fF & + 


Fred Thomas, Sr., 

of Thomas Furniture Company, High Point, N. C., died 
on February 26. He was known to many in the office furni 
ture industry. 


- - - - 
Robert C. Mason, 


died recently after a short illness in 
the New York State Hospital in 
Gowanda, N. Y. He was 74 years old 
and resided in Almond, N. Y. 

Mr. Mason was the founder and 
owner of the Mason Typewriter Ex- 
change in Almond until his retirement 
in 1945. He was born in Woodhull 
and educated there. His son Edward 
bought the business when his father 
retired and immediately embarked on an_ expansion 
program. 

Mr. Mason had a distinguished army career. He enlisted 
in the 43rd U. S. Volunteer Infantry in 1899 and saw service 
on the islands of Samar and Leyte in the Philippines. He 
was a hospital steward at Barugo, Leyte, and was the first 
to bring the world news of the massacre at Catabig, Samar. 

He was decorated with the Order of the Purple Heart, 
was historian of the 43rd Regiment Association and edited 
a monthly bulletin for its members. He also was active in 
civic affairs of his community. 

He is survived by his widow, Agnes, and three sons. 
Burial was in Woodlawn Cemetery, Almond. 





t Ff - - + 

Eli Hammer, 
45, salesman for the Sunset-McKee Business Forms Com- 
pany, Seattle, Wash., died at Doctors Hospital, Seattle, in 
March. Born in San Francisco, Calif., he had come to the 
Seattle area seven years ago and resided with his wife and 
family in Edmonds, Wash. 

Besides his widow, Helen, he leaves a daughter, Susan, 
his mother and a brother, Morris Hammer.—CML 


+ Fk - - f 
Ira Cole, 


a pioneer in the office equipment business, died recently in 
his Park Ridge, N. J., home after an extended illness. Prior 
to his retirement in 1948 he had been vice-president in charge 
of sales for Mittag & Volger, Inc., of Park Ridge. 

Mr. Cole joined M. & V. as a ribbon packer upon his 
graduation from high school and steadily worked his way 
upward to the vice-presidency. He was mayor of Park Ridge, 
president of the historical society and a church elder. 

He is survived by his widow, two daughters and a brother 
and a sister. Interment took place at George Washington 
Memorial Park in Paramus, N. J. 


tt tk & & 


William Lilienthal, 


85, founder of William Lilienthal & Sons, Cambridge, Ohio, 
one of the state’s oldest blank book manufacturers, died 
February 12 after a long illness. He opened a plant in 
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STOP COUNTER CLUTTER! 
Modeai 


ANDY 


STAMP 
RACKS 














Here is « eek, well-built stamp rack that blends beautifully 
th the most modern, up-to-date bank or office styling. 
Made in six siz the Andy Stamp Rack ends the confusion and 
mess resulting from rubber stamps being jumbled on the desk or 
a drawer. All stamps are kept neatly visible and easy-to-use. 
Spring type holders support stamps perfectly allowing them to slip 
in or out sm th 
Sturdily built of aluminum, with crackle-gray finished bose. A 
large tray in the base holds stamp pad, rubber bands, or paper 
clips, and grooves hold pen and pencil. Rubber feet prevent wear- 
ing of any surt 
Model No. and 
Capacity* List Price 
Place your order for these ) ee 
wonderful, convenient racks NOW! Re 7.00 
TD wvscienacnesinneia 8.50 
A , 
i See r+ Same 
» No. 153 showing AS-% .... _ 12.25 
the complete line of “Model Number indicates capac- 
We Faymus bank and AS.12 holds 12 stomps, ete. Ali 
office supplies. orders shipped by prepaid par- 
cel post. 
ry 















eines Faun DIV., Bankers & Merchants, Inc 


3229 North Sheffield Avenue - Chicago 13, Illinois 


GUIDES AND FOLDERS 














MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, we have been off 
our wares through the dealer exclusively 


W rite for our Illustrated Price Lists 


Manufacturers 


SUSPEND-O-FOLDERS e FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCo 
ADVANCO PRODUCTS 


Division of . 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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EXCLUSIVE TERRITORY FRANCHISES 


now being set up for 


COREXA 


portable calculating & adding 
machine 


retails for 


$117 


plus tax 
(case included) 


addition 
subtraction 
multiplication 
division 

8 columns 


Liberal 
Dealer Discounts 


for additional information write 


The HILNER International Corp. 


2900 W. Eighth Street, Los Angeles 5, California 











attention 
dealers... how to turn casual 


prospect interest into sales' 





all types of 


SELECT ROUGH and AMM 
REBUILT MACHINES Ammann 


typewriters 
bookkeeping machines 






INTERNATIONAL 


APPLIAN( 


Se : i Gentlemen: Attached is our business letter i 
=f head. Please send me your dealer price 
list. 


oy» Sn “0. | SEE) yy Sinn 














CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA- PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°x10” PLATE 







1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for !0 minutes 
2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 
3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes 

| 4. Release pressure, extract 
e PLATENS 11x13” all from Eva-Press and 


7 ” have finished Rubber Plate 
¢ INSIDE CHASE 10%x12 More detailed directions 


supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 














PEC. 


The simplified credit handling system 
for small businesses 





REGISTER 
FORMS TRAYS 
INDEXES 
PRINTED LEDGER 
ACCOUNT FOLDERS , 





Here's how to service smal! businesses —- food 
markets, service stations, dry cleaners, florists, 
drug stores, hardware stores . . . any business 
extending limited credit. Feature and promote 
the P.E.C. Combination Bookkeeping and 
Vertical Filing System consisting of a register 
forms tray, indexes*‘and printed ledger ac- 
count folders. Use with register forms, sales 
tickets, will-call tickets, statement forms or 
snap-out forms . 


Vv 
. 


Write today for literature on prices and sizes. 


POSTING EQUIPMENT CORP. 


1026 Niagara St. Buffalo 13, N. Y. 
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A proven way 
¥ to accumulate 





‘STEExS S<7TRONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 











COIN HANDLING ACCESSORIES 
Seal Presses ¢ Lead Seals ¢ Downey Change Trays 
Teller’s Moisteners © Currency Racks 
Manual Coin Counters ¢ Packaging Trays 
Linen Shipping Tags 
COIN WRAPPERS 
Old Style © Rainbow ¢ Automatic ¢ Duzitall 
Kwartet ¢ Tubular « Gunshell 
BILL STRAPS 
Federal ¢ Colored * Banding 


Write for information! 





HANNIBAL, MO. 


THE C. L. DOWNEY CO. 


TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


4 8 Zt a yee * 


—— 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-BEST FOR LESS 


a TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y 
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Cambridgs 1914 and added a retail store about four years 
ayo. 

[wo sons, W 
Mrs. Sarah Keiser, 


Burnham and Henry B., and a daughter, 


survive.—AK 


bok bob + 


John Costigan, 


78, treasurer of the National Blank Book & Supply Com 
pany of Akron, Ohio, died recently after a year’s illness. He 
was a native of Akron and resided at 47 Conger Ave. Mr. 
Costigan was one of the co-founders of the company and had 
Knights of Columbus circles. His only sur 
is a brother, James V. 


been active in 


viving relative 


Fork F Fi] 
Harry Lipsky, 


71, founder of Business Furniture Company, 200 W. 
Monroe St., ¢ hicago, died on Sunday, March 28, at the 
Michael Reese Hospital following an operation. 

Well known in the office furniture industry for the past 
31 years, he had earned the respect of fellow dealers in 
Chicago. 


Surviving are the widow, the former Lillian Lieberman, 
son Alfred P. Lipsky, daughter Leah Johns, and grand 
children Iris Jan Lipsky, Arne and Robert Johns. 


+: - - + + | 
R. M. Grat, 


62, vice-president and treasurer of the School & Office Supply 
Company, Knoxville, Tenn., died recently after a 30-day 
illness. For many years the decedent was connected with | 
Whitacre Paper Company. 

Surviving are the widow, Lucille, and a daughter, Evelyn | 


Grany McCarty. 


| 


tr + 


- - |; 
Charles F. Denison, 


a New York City sales representative of the F. S. Webster | 
Company for a total of 37 years, died March 11 in his 70th | 
year. Mr. Denison had retired from his successful Webster | 
sales career in September, 1953. 

Mr. Denison was a second lieutenant in the 22nd Engi- 
neers of the New York National Guard during and after | 
World War I. He was entirely devoted to his family and | 
work and the sympathies of his many friends are extended | 
to his widow, Marguerite, and his three children, Charles, | 


Ir.. Felicia and Walter, who survive. 


Carl E. Braun, 

62, a partner of George J. Sheridan in the Central Type- 
writer Service, 644 Main St., Cincinnati, Ohio, for 23 years, 
died February He was a salesman for the L. C. Smith 
Typewriter Company for many years. 


bok bt FF 


Mrs. Emma D. Kochheiser, 


80, wife of H. W. Kochheiser, president of the Charles Ritter 
Company, Mansfield, Ohio, office supply firm, died February 
8 after a long illness. 
Two sons, including Earl, sales manager of the Charles 
a daughter, Mrs. Grace Fox, Akron, a | 
husband survive—AK 


Ritter Company: 
brother and her 


- - - - - 
Albert M. Schaaf, 


production manager and plant superintendent of the Indiana 


Chair Company. Jasper, Ind., died March 27 at the age of 
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S ACCURATELY - PROMPTLY: 


DICTATE REPORT 





your car, 


boat or plane 
a “rolling 
office’”’ 


with 





















INVERTER 


for changing your storage bat- 
tery current to A. C. Weaseheld 
ELECTRICITY 


in your own carl! 


ATR INVERTERS . . . especially 
designed for operating stan- 
dard 110 volt A.C.... 


@ TAPE RECORDERS 
@ WIRE RECORDERS 
@ DICTATING MACHINES 


= © ELECTRIC RAZORS 
for 


. 
e? 





mounted 

out of sight 
under dash 
or in trunk 
compartment! 


vf 


@ EXECUTIVES 


me SALESMEN 

@ PUBLIC 
OFFICIALS 

@ POLICEMEN 


@ FIREMEN 

@ OUTDOOR MEN 
@ REPORTERS 

@ FIELD INSPECTORS 
@ DOCTORS 

@ LAWYERS, ETC. 


your jobber or write factory 


EW MODELS / NEW DESIGNS V NEW LITERATURE 
"A" Battery Eliminators, DC-AC Inverters, Auto Radio Vibrators 


AMERICAN TELEVISION & Rapio Co. 
. Zuality Products Since 1931 
SAINT PAUL 1, MINNESOTA—U. §. A. 











please your 


customers 


These Sengbusch desk items 

smarten the appearance of any 

office, save time and effort on 

any desk. 

® Capillary-action Handi-Pen desk 
sets end refilling nuisance. Tre 
mendous fresh ink supply in base 
assures easy, effortless writing. 


® Kleradesk organizes papers — 
keeps desk neat. 


®@ “Build-Up” Desk Tray — used as 
single trays or in stacks of two, 
three or more. Always a neat, 
clean desk. 


® Cata-Rack keeps heavy catalogs 
and books filed, easily accessible. 


® Moisteners — a complete line for 
every need. 

FREE order-pulling promo- 
tional Circulars and Blotters, 
with your imprint. Also attrac- 
tive, colorful Counter and Win- 
dow Cards to help build sales 
in your store. 
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Capillary-Action 


Handipen Desk Set 





Sanitouch 
Moistener 





No-Over-Flo 
Sponge Cup 





ideal Moistener 















Cata-Rack 


**Build-Up"’ Desk Tray 







354 Sengbusch Building 
Milwaukee 3, Wisconsin 






48. Joining the firm’s staff in 1941 he had assumed an im- 
portant role in the plant’s production. He was also president 
of the Jasper Table Company. 

Surviving are his widow, Dorothy, and three daughters. 


Patents 





(Copies of patents can be obtained from the Commis. 
sioner of Patents, Washington, D. C., for 25 cents each, 
Stamps and personal checks are not accepted.) 


Granted March 2, 1954 


2,670,468. Stapling Machine. Herbert W. M Brookly a 
ignor to Wilson-Jones Co., Chicago, | 

2,670,553. Bookrack Page Index Device. W sm 1. Nicholson, Tulsa, Okla 
2,670,679. Duplicator Cylinder Bearing. Pau! A. Stephenson, Evanston, II! 
assignor to A. B. Dick Co., Chicago, Ill. 

2,670,710 Writing Instrument. Nathan Zex tch, Tel Aviv rae 35 
signor to Nahum A. Bernstein, New York, N. Y 

2,670,711. Fountain Pen. Frederick R. Wittnebert, Chicago assignor 
to The Parker Pen Co., Janesville, Wis 

2,670,832. Line Ruling Attachment for Typewriters. Haze! 8. Abbott, 
Washington, D. C. 

2,670,833. Strip Feeding Mechanism. Albert W. Metzner, Dayton, Ohio, 
assignor to The Standard Register Co., Dayt hio. 

2,670,834. Quiet Typewriter. Charles Schrode West Hartf nn., as 
signor to Underw i Corp., New York, N. Y. Illustration 











2,672,930 





ire 
- 
jE 
fe = ‘ 
J La 
i ci 
; te aos 
a 
2.473,604 














2,670,954. Sheet Feed Control Device. John William Bach, Port Chester, 
N. Y., assignor to Pitney-Bowes, Inc., Stamford, Conn. Illustration. 

2,671,003. Cabinet Construction. Charles E. Attwood, Chicago, Ill., as 
signor to Acme Visible Records, Inc., Ct jo, Ill. 


Granted March 9, 1954 
2,671,215. Spring Operated Fastener Applying, Device. Morris Abrams 


New York, N. Y., assignor to Arrow Fastener Inc., Brooklyn, N. Y 
Illustration. 

2,671,271. Measuring and Dispensing Mechanism for Tacky Tape. John W 
Aldrich, Woodbury, Conn., assignor to Derby Sealers, Inc., Derby, Conn 
2,671,391. Means for Compiling and Justifying Colurnns of Written Matter. 
Victor C. Heybourne, Tonawanda, N. Y., assignor to Reminat Rand In 
New York, N. Y. 

2,671,668. Letter Opener. Richard S. Krause and Ernest H. Seibert, Ch 
ago, I!l., assignors to Autopoint Co., Chica ‘ 

2,671,676. Binder. George J. Rundblad, Elmhurst, IIl., assignor to Wilsor 
Jones Co., Chicago, Ill. 

2,671,734. Nonsmudging Transfer Sheet. Carl Rosenblum, Union, N. J. 
assignor to Rose Ribbon & Carbon Mfg. C In Elizabeth, N 


Granted March 16, 1954 
2,672,092. Ink Ribbon Feeding and Ink Ribbon Pes saggmigal Meshanmm for 
Printing Machines. Horace S. Beattie, Poughk ie, N signor ¢ 
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mm OSHEET 
NE PROTECTORS 
For 2 and 
3-Ring Binders 


e METAL EYELETS— 


we le an exclusive 
Amfile feature 





iD wees They glamorize proposals, 
| 2 =—y pricelists, testimonial letters, 
4 any letter-size papers. Held 
0 s/f,’ presentation material fiat, 
LZ - free from dirt and smudges. 


Each Protector comes with a black mount, all punched to fit 
binders. A one-inch ring binder accommodates up to 25 protec- 


tors. Available with or without metal eyelets. 


Made of heavy-gauge, non-inflammable acetate, .005 thickness, 


and are easily cleaned by wiping with a cloth. 
Packed 25 to box. 125 to shipping carton. 


Write for prices and dealer discounts 


es AMBERG FILE & INDEX CO. 


Kankakee, Ill. 








CATALOG CASES 


ZIPPER RING BINDERS 
BRIEF BAGS— PORTFOLIOS 


Priced to Assure Good Dealer Profits 


A Quality line, smartly designed for School, Business and 
Professional Use. It satisfies particular customers. 






No. 804 
Sample Case 







WRITE FOR 
ILLUSTRATED 
CATALOG showing 
our complete line. 


CHICAGO SADDLERY CO. 

















105 SO. JEFFERSON ST. * CHICAGO 6, ILL. 
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Activate Control Systems 
with 














Show your prospect how to 
bring a control system to life. 
Let him see how Graffco products 
classify and spotlight the facts for 
instant action. Activated systems 
sell faster. And there’s no easier 
way to build your unit sale profit. 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 















SIGNALS 
and MAPTACKS 


For SUPERews.. 


Always buy 


SURERDEX 


The Quality Line of Filing Supplies 
& Gummed Specialties 


* Vertical File Guides 

* Guides 

* Folders 

*® Index Cards 

* Index Tabs 

* Transparent index Tabs 

* Blank Index Strips 

* Rolled Labels 

* Protex Loose Leaf Patches 

* Adding Machine Rolls 

* Pakneat Sealing Tape 

* Pin Tickets 

At Leading Stationery Stores 
Throughout the Country 


THE WARSHAW 
MANUFACTURING CO., INC. 


1 MAIN ST., BROOKLYN 1,N.Y. 
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Extra Profits for You 


on this Fast-Selling Line of 


PORTFOLIOS—BRIEF BAGS 
BRIEF CASES—RING BINDERS 
SALESMEN’S SAMPLE CASES 


Practical, Eye-Appealing Styles. 
Available in Top Grain Cowhide, Splits, or 
Equally Long-Wearing Leather—Simulated Materials. 


This Brief Bag 
is one of the 
many attractive 
numbers shown 
in our BRISTOL 
CATALOG. 


Send for your 
Free Copy 
today. 








Fast Delivery, As You Need It. 





We make Special Cases and do 
Special Order Work of All Kinds 


Bristol Mz. Company 


1670 MORROW STREET GREEN BAY, WIS. 














» “this 


4 Saks 


Vycrease 
CLIP BOARD 
DISPLAY 


does the trick” 
say Office 
Equipment 
Dealers 
Every- 
where 
YOU TOO can Sell More Clip Boards with 
this new Counter Display —it’s FREE with 
our Clip Board Display Package. 


LIMITED OFFER 


Write for Complete Details 
. Manufacturers of 
+ RoBaR? CHAIR MATS — CLIP BOARDS 
HARDBOARD FABRICATORS, INC. 


59 BRANCH ST. 7 ST. LOUIS 7, MO. 








































CHANGEABLE 
DESK NAME PLATES 


in a large variety of styles 





BULLETIN, DIRECTORY and MENU BOARDS, 
CHANGEABLE LETTER SIGNS and CORK-BACK 
BOARDS for THUMB-TACK NOTICES 
* 

WRITE FOR OUR LATEST 
ILLUSTRATED CATALOG 





37 EAST 1274 STREET 
NEW YORK 3, N. Y. | 


x |BULLETIN COMPANY) 























Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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New York. N INustration 
2.672.127. Writing trument. Hans Re ’ i f 


S. A. M 


2,672,128. Clip-Actuated Fountain Pen Self-Filling Device Jean Auffret 


2,672,227. Typewriting Machine Having Selective Circuit Closing Means 
including a Conductive Power Roller. Howard Rabenda, Poughkeepsie 
N. Y B ess Mact Sort New York, N 

2,672,228 Mus Typewrite Eff yer enver, C 

2,672,286. Tota g Key Punch. Hans P. | Armonk, N. Y., assig 

t f New York, N Illustration 

2,672,287. Record Strip Positioning Device. Henry A. Reitfort, Vesta 
ee s! Busine Machine rf New York, N. Y 

2,672,288. Sensing of Perforated Statistical Records. John Perrin, Croyd 

nas A ting Machine, Ltd., London, Eng 

; Ilustratior 

2,672,290. Value Setting and Registering Machines. Alva G. Russe 
tamf Pitney-Bowe r Stamford, Conn. Itustration 

2,672,346. Office Dictation and Intercommunication System. Bruce Robert 
’ The r natic } f 2ctrON Ss * Pr adelpt 


2 ,672,385. Vert y Adjustable Posting Stand Seagal, New Y 
s ¢ Chicag 


2,672,386. Vertically Adjustable Posting Stan Samuel Segal, New 
N hicag 5] ynors t Ww n-Jones C 


Granted March 23, 1954 


2,672,921. Case Convertible to Desk and Seat. Robert E. Herrick, Chicag 
Illustration 


2,672,930. Motor-D Envelope Opener. Frederick C. Ifland, B 
2,672,933. Sliding Envelope Opener. Victor M. Bridy, Atlas, Pa., assig 
g £44 bn Atlas § 


2,673,032. Data Storage, Read-Out, and Comparison Device. Har P 
A N t nter } Busines Machine C rf 


A 


2,673,033. Printing Machine hn H sruver, East Cleveland. N. J ; 
} to A Multigraph Corr Wilmington, De Illustration. 
2,673,034. Sensing Mechanism for Accounting Machines. George A. Smit! 
tnut H t eneral Register Corp., Long Island City 
Illustration 
2,673,035. Social-Security Calculator Jack M. McTeer, Nashville. Tenr 
2,673,099. Calendar P. Ha ton, § Park. Minr 
Granted March 30, 1954 
2,673,365. Floor Mat W. Moor Toledo, Ohio, assigr 
2,673,517. Selective Duplicating Machine. W 2m H. Uhl, Penfield, N 
) tr re k hecter N y 


2,673,547. Moistening Device for Gummed Tape and the Like. August C 
2,673,590. Vertically Adjustable Pedestal Chair. Bertis F. Hamilton. C 
2,673,595. Desk and Seat Combination. Ernest Kume Ir. San Frar 


2,673,680. Two-Way Mailing Device. Herma eutschmeister and Abra 
ham Deut N Y. 

2,673,684 Decimal Point Mechanism. Richard V. Re opert R hester. N. Y 
Illustration 

2,673,782. Filing Cabinet Joint ack Adler. St. | s Me 





Diehl Firm Sponsors Filing School 

Dieh! Othce Equipment Company, Columbus, Ohio, re 
cently sponsored its second annual hling school conducted 
jointly by Diehl and The Globe Wernicke Co. 

Mrs. Norma Hines of The Globe Wernicke Co. covered 
hling procedures and filing department operations at the 
sessions. AK 


Atlanta Company Has New Manager 


William Usinger, manager of the Alabama Typewriter 
Company, Birmingham, Ala., for the past several years. 
has been named manager of the Durrett Typewriter Ex 
change Company at 608 Peachtree St., N.E., in Atlanta, 
Ga. The Durrett concern is headquarters for Victor adding 
machines in the Atlanta area -—EEG 





New York Firm Takes New Quarters 

Office Furniture Warehouse Company moved its ware 
house March | to 345 Broadway, New York City, after 
being located at 573 Broadway since 1930. 

At the new address it is planned to set up a permanent 
exhibit of the lines the firm represents as well as maintain a 
warehouse stock for the convenience of dealers. 
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GO PLACES with Weldon Rotenls Enanand 


Pyramid of The Sun, 
Teotihuacan. 
(Photo Courtesy 








Mexican Government 
Tourist Bureau) 


With Mexican color and grandeur 


there’s also tradition—and this 
includes erasing! Mexicans 
and people the world over, 
(your customers included!) who 
insist upon cleanest, fastest 
erasing, create the universal 
demand for Weldon Roberts 
Erasers which Correct Mistakes 
In Any Language. These 
finest. most uniform erasers 
are made in STYLES, SIZES 
and TEXTURES for all 


erasing requirements. 





Know all about erasers and 
ERASER PROFITS. Write 
us NOW for catalog 





and price list. 


JET ERASER 


Convenient, cylindrical stick eraser in attractive 
transparent plastic holder. Top unsecrews soe 
eraser stick can be moved outward. Red rubber 
for pencil erasing, gray rubber for ink. Pocket 
clip style for general use. Brush whisk style for 
typists. Refills. Tops for typing, accounting, 
drafting, professional and student use. 





WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N. J. 


Worlds Foremost Eraser Specialists 








Waldon Robes 
Enranaus 


Correct Mistakes in Any Language 
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clean 


























PLUS EXCISE TAX 


fast 
accurate 


Mechanical Features... 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets 
Automatic Counter counts only printed sheets. 
Open Drum—self-contained, internal brush inking 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 








TECHNYGRAPH CO. 


TECHNY, TELINOIS 











British Notes and News 


~ Continued from page 54 





printing machinery; Imperial Typewriter Co., Ltd., the rib- 
bon feed of the latest standard typewriter; Kaye’s Rotaprint 
Agency, a press-button printing machine specially designed 
Ltd., a time recorder 
(Turn to page 27] 


for office use: Magneta Time Co., 





Addressall Model 90 hand-operated addresser. 


Art Metal Construction Co., Rollindex. 

Chubb & Sons Lock & Safe Co., Ltd., London. 

Ellams M. 100/E duplicator. 

E. M. |. Sales & Service, Ltd. Emidicta dictation system 
Graphotype machines of Addressograph-Multigraph, Ltd. 
IBM electric executive typewriter. 

Powers-Samas exhibit. 

Punched Card Accessories stand. 

National cash registers. 

New Railex 221 filing system. 

Standard Office Supplies Co. 


N= SONOUSDUNn= 
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= | BUYERS | 
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Your most useful BUYING GUIDE 
Use it often—Keep it Handy 


Contains 5 easy-to-use Buying and 
Reference Sections: 
1. PRODUCT INDEX—over 1,500 products classified 


2. DIRECTORY OF MANUFACTURERS—over 3,000 with names 


and addresses 


3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with 


names of manufacturers 


4. MANUFACTURERS’ ADVERTISING—many use catalog-type 
advertising giving complete product information 


5. TRADE ASSOCIATIONS—City, State and National—names 
and address of officers and meetings dates. 


eee ee I 
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(9 WATCH OEC FOR VALUES! 


TYPEWRITERS * ADDING MACHINES 
BOOKKEEPING MACHINES * CALCULATORS 
ELECTRIC TYPEWRITERS » CHECKWRITERS 


We are one of America’s largest wholesalers. of 
used and rebuilt machines. Famous for high qual- 
ity, low prices! Prompt, dependable service 
anywhere in the world! 


Special offering 
of Reconditioned and 
Select Rough Machines 








Write, phone, wire, today 
for Dealers Wholesale 
Price List #400-H for 
details on these and hun- 
dreds of other unbeatable 
values! Easy-to-read list- 
ings; easy-to-order from: 





OHice Equipment Corp. 


298 Broadway, New York, COrtlandt 7-9091 








‘““SAFE-TEE”’ 
FOLDING CHAIRS 


This lonia Model 40 is a low-cost, all- 
steel, indestructible folding chair with 
@ new safety design. 


Deni 





Again Available! 


Our Model 45—luxury chrome 
finish, leather upholstered 
spring-filled seat and back. 
For top-flight executive use. 











Choice of colors. Write today for 
folder and prices. 


IONIA MFG. CO. « IONIA, MICH. 
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features 


* 
TOP GRAIN 
LEATHER 

e 

CUSTOM DESIGNED 
e 

WEB CONSTRUCTION 
o 


CHOICE OF COLORS 
° 
SEMI DETACHED 
BACK 
e 
TUFTED BUTTONS 
OPTIONAL 





140 GRAND STREET 


a snindonis Eitan WSuilt 
Mile Fuvatiere 
By ALLIED 


Sells on Sight ! 


SOFT CUSHION 


CLUB CHAIR 


SOFA & LOVE SEAT TO MATCH 





NO. 550 


ALSO A COMPLETE LINE OF CLUB and POSTURE CHAIRS | 
SOFAS e SECTIONALS in PERIOD and MODERN 


Write for Our Illustrated Catalog 


ALLIED UPHOLSTERING CO. 


NEW YORK 12, N. Y. 








MANUFACTURERS 
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"SEE US AT THE 7.0.7 +4, SHOW 
BOOTH 84 


NEIMAN STEEL EQUIPMENT CO., 
BALFOUR & VENANGO STS. PHILA. 34, PA. 


Lalit 











Hemember Old Faithful 


Wardrobes, Supply Cabinets, 
Telephone Tables, Telephone 
Cabinets, Costumers, Hat 
and Coat Racks, Umbrella 
Stands, Check Desks, Recep- 
tion Room Tables, Display 
Tables, End Tables, Book 
Cases, Magazine and Type- 
writer Stands 


CATALOG AVAILABLE 


QUIGLEY FURNITURE CUO. 


Phone Utica 6-2416 
WHITESBORO, NEW YORK 


® 
-— FOLDING TABLES 


BUILT IN QUALITY CADDIES 


BUILT IN BEAUTY 


FRET wf 








Pedestal or straight leg tables . . Six types of Fold- 
sturdy and well constructed for a ing Chair and Te- 
lifetime of trouble-free use. Wide ble Caddies, includ- 
variety of sizes and top materials. ing understage mod- 
Safe, positive ‘‘Du Honey 20” lock akc. Gacehte etlaleal 
featured on all tables. enmabeociion. 


MIDWEST FOLDING PRODUCTS ‘x caslog Tet! 
DEPT. O-2, ROSELLE, ILLINOIS principal cities 





’ 
‘ 
‘ 


Don't Waste Time ; Ap ale | 
LOOK IT UP HERE® jysso25| 


This is your ANSWER BOOK 
” all your buying Needs 
. PRODUCT INDEX—over 1,500 prod- 


ucts classified. 

2. DIRECTORY OF MANUFACTURERS 
—over 3,000 with names and ad- 
dresses. 

3. TRADE NAME—TRADE MARK INDEX 
—Over 6,000 with names of manu- 
facturers 


4 MANUFACTURERS’ ADVERTISING— 5. TRADE ASSOCIATIONS-— 





many use catalog-type advertising City, State and National— 
giving complete product informa- names and address of 
tion. officers and meetings detes. 











Keep your copy handy —use it often 
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to record eith zontally or vertically; Manifoldia, Ltd., a 
special accountant recorder eliminating the repetitive entry 
of identical figures: E. N. Mason and Sons, Ltd., a small 
achine which uses fluorescent tubes as its 


photo-copying 
Metchair, Ltd., a new super executive 


light source; 
chair with fully sprung seat. 

For the first time Remington Rand will display a machine 
designed to produce by hand posting method the results of 
a mechanic accounting machine with the exception of the 
machine computations. 

* * * * * 

[he recent Business Efficiency Exhibition held at Leeds 
proved to be an exceedingly profitable one for the industry. 

Railex (Frank Wilson & Company) introduced a new 
dwarf cabinet with roll-shutter front, designed to hold one 
two rails of foolscap size files. 

21 filing, has continuous lined pockets 


rail of brief size or 
The firm’s new 
which stay permanently on the rail. Papers are kept in thin 
internal folders, which are removed when wanted, leaving 
the pocket still on the rail. 
The new Graphotype Class 6300, was introduced by 
\ddressograph-Multigraph Limited). This machine has a 
standard keyboard and space bar and gives new high-speed 
\ddressograph” address plate embossing. 
IBM United Kingdom, Ltd., showed a range of electric 


typewriters. 


Executive Model 


The IBM executive model possesses not only all the ad 
antages of the IBM standard model but it also embodies 
an entirely new spacing of the typewritten characters. 

Instead of each character taking the same width of space as 
y typewriter, each character on the execu 
tive model takes a known width appropriate to itself. The 
narrower letters such as “i” only takes two units of space as 
compared with, for instance, “w” that takes four units. The 
bulk of the other characters take three. 

The ‘M.100/E duplicator (Ellams Duplicator Co., Ltd.,) 
feeds from a bulk supply of paper, and the feed tray will 
hold at least one ream of heavy substance and considerably 
more than a ream when a lighter weight paper is used. 

Printing speeds range from 40-120 copies per minute. 
Pressure can be adjusted to seven different degrees, and so 
the density of the copies can be accurately controlled. 

\utomatic mechanism provides that only the exact number 
of copies required are duplicated. The copy controlled ink 
ing system is fully automatic, and the motor is of ample 
The machine is mounted upon a mahogany or 
elegant finish and proportions. 


with the ordinar 


power. 


walnut cabinet of 


Stapling Machines 


Samples of stapling machines and staples were shown by 
(The Standard Office Supplies Co.,) including the Ace 
pedestal foot power model 111, and the ace electric stapler 
model 51. 

The Rollindex Rotary filing system (Art Metal Construc 
tion Company) is presented in a wide variety of arrange 
ments and sizes to meet all requirements. All cards used are 
the same simple straight cards as in vertical card filing. 
Loose cards are housed in separate sectors within the cir 


cumference of the wheels and kept in position by a simple 


band mechanist 
(Chubb & Sons Lock & Safe Co., Ltd.) introduced its 
feature is an emergency re-locking device 


guard and ensures re-locking should the 


safe. A specia 
which is always on 
lock be dislodged 


, 
hinge of spe 


by explosive or other means. A continuous 
design makes the hinging of the door to 
the body parti irly strong. 

The “Emp,” the (Powers Samas) electronic multiplying 
punch applies the speed and wide scope of electronics to the 
limits of the needs of accountants, by assimilating the new 
is a true office machine in every respect. 


1 


technique in wi 
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aristocrat NAME PLATES 


individualized in a jiffy! 


The Aristocrat Name Plate 
and Sign Kit doubles as a 
counter display. Storage 
space for 482 formica letter 
and space inserts. Sufficient 
for 15 Name Plates or Signs, 
desk, door or wall type com- 
binations available. Patent 
Pending 


retail price $3.00 ea. 


Write Today! 
south bend METAL PRODUCTS CO. 


831 North Wilber Street a, South Bend 28, Indiana 





@ Frame in smart polished aluminum 

@ Formica Letters in snow white on 
gray ground 

@ Functional and attractive anywhere 
—~Desk, Wall, Door, etc. 











A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 
34” Lip 


Greater 
Foot Space 











5 Colors 







EXECUTIVE MAT 
No. 1502—48"x54” 


Protects carpets—covers worn spots. Made of Durable 
Tempered Fibre. Colors: Brown, Green, Black, Maroon 
and Silver Gray. 


4 SHIPPING POINTS 
Long Island, N. Y. «© Chicago, Ill. * Laurel, Miss. * Cleveland, Ohio 


(\ 


PR 





WooDAL.L [NDUSTRIES [N¢ 


3500 OAKTON ST. SKOKIE, ILL. 


Chicago Telephone CO 7-2600 
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Now—CARD Sturdi-Lite 
BETTER Vault Steps at LOW Prices 


To] ~ ALUMINUM— 

Tubular Frame construction 
STRONG and RIGID, yet 

surprisingly Light. They make 

upper boxes more rentable. 


pice 







Always Bright 


Neat Looking—no up- 
keep cost. Rubber 
feet prevent slipping. 
i NON-SKID Rubber 
Treads on One-Piece 
| Aluminum steps. 10” 
| between steps in 
both models. Top 
steps 934" x 16”. 
Lower steps 9 x 
» ‘Wa. 


3-STEP MODEL—No. 
| 303 30” high, 17” 
wide, 26” long. Price 


2-STEP MODEL — No. 
202 20” high, 17” 
wide, 18%” long. 
Price F. O. B. Detroit, F. O. B. Detroit, 


Mich. $95 Jj Mich. $3750 


Equipped with Casters—Add $5.50 





Dealers: Write for complete details 
and dealer discount schedule. 


D. R. CARD CO. 


829 Merchandise Bldg., MINNEAPOLIS 3, MINN. 














“OUR SEATING MUST 
LAST FOR YEARS | 


... that’s why we chose | 
Krueger over all others!” / 


i 


“LOOK AT THESE FEATURES! 


» @ Double-beaded channel 
steel frame 
+ @ Correct posture seat, 
; backrest 
- ® Positive acting seat guide 
- @ Rigid leg stretchers, 
- @ Rolled seat edges 
@ Extra strong seat brace 
@ Steel gliders or white 
tubber feet 
Joining and ganging 
atures 





rueger features include: 1—Positive acting seat 

insure against collapsing or frame spreading. Write 

B sturdy rigid heavy gauge channel frames 
Werte V-brace folding pivot within channel for 
peert — prevents binding or sticking. 


descri 



































Convoy Appoints Western Agency 

Convoy, Inc., has announced the appointment of Carl W. 
Draper Company, 843 S. Los Angeles St., Los Angeles 14, 
as its representative in the West and far West. 

Dick Vaughan of Draper covers Oregon, Washington, 
and Idaho. Dan Thompson travels northern California and 
Nevada. Carl Draper and Charles Welch are in southern 
Calitornia and Arizona, with O. H. Gregory covering Mon 
tana, Utah, Colorado, and New Mexico. 





oe 


Carl Draper 


Dick Vaughan 


Dan Thompson 


In addition to Convoy’s complete line, Draper represents 
Amberg File and Index, Hamilton Manufacturing Corpo 
ration, Marsh Stencil Machine, Noesting Pin Ticket Com- 
pany, and Reliance Pencil Corporation. 


New Location Taken by Florida Office Supply 

The grand opening of Florida Office Supply’s new store 
was recently held at 171 W. Central Ave., Winter Haven, 
Fla. The firm, which had its beginnings as a small book 
store, has changed location five times since it first opened 
because of its continuous expansion, the latest move being 
to a new and modern structure. 

An interesting innovation in the store is the utilization 
ot a movable partition cutting it almost in half. The sales 
space is now in the front and officials point out that the 
dividing wall can be easily moved toward the rear as the 
business expands, thus giving more room for display. 








Old Town Holds School . . . In a major move to step up sales 
in the inkless duplicator field, Old Town Corp. has graduated 
its first class of specialists from its sales-service school. These 
graduates, with company officials pictured here, are: Lindsey 
Elms, Boston, Frederick Urban, Chicago; William K. Boyd, Jr., 
New York State wholesale representative; George B. Sharpe, 
field service manager; Grant R. Robinson, chief engineer and 
inventor of the Old Town duplicator; George S$. Donaldson, no- 
tional sales manager; William C. Raftery, director, machines 
division; James Ware, St. Louis; James Meredith, Dallas, and 
George Gregoriev, Los Angeles. 
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THE NEW 
“Modern Hollywood" 


All-Foam Furniture Line 
Designed and created by 


of 
Grand Rapids 





CHAIRS — COUCHES — OTTOMANS 
DIVANS — LOVE SEATS 
All with or without 1 or 2 arms 


No. 103 Hollywood Divan, 74 x 30 x 29” high 
Width between ar 62”. Seat heigth 17”. Foam 
rubber sea 2 and = =6back Legs %” round 


wrought iron, t k satin finish 
Upholstere fabric, rubber backed, choice of 
e colors \ able in plastic and in genuine 





} Photos and prices to dealers on request 


GRAND RAPIDS LEATHER FURNITURE CO. 201-20”, front Ave: NW. 


















lle Cali. 


e e Looking jor something New? 
~The ALL-NEW Diplomat Series 


by 
RISHEL 





A century of 
experience in 


( 
| 
manufactur 
ing quality fur- 
niture. 
Write for information TODAY. 






No. 1100 72 x 40” walnut F.T. Desk 
No. 1101 66 x 36” walnut F.T. Desk 


J. K. RISHEL Furniture Company 
Williamsport, Pa. 
oN 





OC r~AA 1 





KING -ossune cunns 


ANNOUNCE THE ALL NEW 


EXECUTIVE ROTARY 
SYNCRO-TILT 
Model 600 


Features a big 19” x 18Y2" x 
4" thick coil spring seat unit 

.. 17" x 17” foam rubber 
padded backrest. Foam rubber 
padded armrests with 21” 
spread between orms. Base is 
one piece molded aluminum 
with 24” caster spread . 
hooded casters. Available with 
Koroseal or Claremont fabric 

. in @ wide color range. 

. Write tor catalog on complete 
King line. 


~ KK ENG posture cnair co. 
© - 956 S. Raymond, Pasadena 2, Calif. 














MR. DEALER 
DON’T LOSE THOSE ORDERS 


NEEDLESSLY! 


IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 


IMMEDIATE SHIPMENTS 
LARGE QuANTiTy oF USED FURNITURE avamasie 


AT LOW PRICES 
OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


WAREHOUSES 
MIAMI. FLORIDA LOS ANGELE CALIF 
830 WILSHIRE BLVD 











NEW YORK 4.N Y 
74 BROAD ST 15 W FLAGLER ST 
BOling Green 9-8231 82-8484 TR-7003 
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one by one... 


wise dealers everywhere 


superiority of A S$ FE 


STEEL OFFICE FURNITURE and EQUIPMENT 


AURORA, ILLINOIS GEORGE S$ LONG 
ASE factory representatives : 
JOHN A. LONG 


CINCINNATI 36, OHIO 





recognize the 


see us at 

BOOTHS 68 and 69 
NOFA Exhibit 

Hotel Sherman, Chicago 











EXTRA PROFITS customers 


» SCHOOLS © CHURCHES © CLUBS etc 


FROM CHA ALE 


WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES a 
CHAIRS — 138 STYLES 7°; 


@ STEEL OR WOOD 
@ FOLDING 
@ NON-FOLDING 








@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
@ 6 Ft. and & Ft. TABLES 
@ SCHOOL DESKS 


AUTO E QOL ae OU 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 


SOLLENS A ees 
Oak Birch 


from 

SIDE and *CEILING TYPES— 
with steel track for mounting 
on shelving, Sling cabinets or 
ceiling. 

“a” ame cSERARY Pd ie 
require 

mounted on wheels with Auto: 
matic Safe es. 

Send for Circular 42-OA and 
dealer discount. 

WELDED STEEL SAFETY 
LADDERS—Made from i” di- 


ameter round furniture tub- 
ing, with expanded metal 
steps. Mou meee on Swivel 














dealer discoun 


Manufactured by 


| 
| 
l. D. co T TERMA 4535 N. Ravenswood Ave. 


CHICAGO 40 











“for a Memor' lik 


Remember! 

Ask your 

Wilson Jones Representative 
to tell you about the Big — 





Defiance /Standard rg 
1955 Calendar and Diary 
ADVERTISING CAMPAIGN 






RIGHT THIS MINUTE... 


ANOTHER “Tpbrman 
LAUNORY 
MARKING FEN 


1S BEING SOLD! 


$415 


Tex incl. 






\\ 


4 
q 
. Vee 


Beautifully merchandised on self-selling 
counter display with 12 pens. Pre-sold 
with national ads—radio, TV, newspapers 










@ WON'T EVAPORATE @ ENOUGH BLACK 
@ WON'T RUN 
@ WON'T WASH OUT 


REFILLS 
INDELIBLE INK FOR 50¢ 


3000 MARKINGS 







At your Wholesaler or write direct for literature and prices 





NO NUTS, SCREWS 
or BOLTS — with 


Rest-A-Phane 


@ PaT’D 






Retails 
y ——"___ $175 
CLIPS ON IN 5 SEC. 


ONE PIECE 
MOLDED CONSTRUCTION 
ELIMINATES ADJUSTMENTS - 


Exclusive Mfg. & Dist. 


REST-A-PHONE CO. 


P. O. Box 8788 Portland 7, Ore. 











The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves no brown stains. 

@ INK-OUT makes permanent eradica- 
* tions quickly with one application. 

5BA @ INK-OUT removes ink, iodine, fruit 

and medicine stains from paper, 

hands and clothing. 





MONTCLAIR. NEW JERSEY 


CARDINELL CORPORATION 
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DAYTON STENCIL 
WORKS CO. *cris™ 









THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St 

DALLAS SAN FRANCISCO 


1913/2 Commerce St. 583 Market St 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 


“1h Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


—>. ELWARD MANUFACTURING CO. 
— Baker Street, Coloma, Michigan 























Item 


SELL MASTER SPEED KEYS 

THE 
Spring - Cushioned 
Typewniter Key 


for old and new typewriters, 
bookkeeping and billing machines. 


* * * 








Don’t Delay 
ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION 2%, 7), cnauney, Suet 
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by train, bus, plane or automobile, 
whether for pleasure, on private busi- 
ness or government service, 


BEACH’S 
“Common Sense” 
Expense Books and Sheets 
are best for keeping track of expense. 
There is a Persona! Expense Book, too, 

for records at home. 


Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 











In many localiti 
: es 2 out of 
3 staplers in use are MARKWELLS. 








Replaces irritating rubber 
fingers and unsanitary 
sponges. When applied to 
the fingers, Sortwik creates 
a tacky film that picks up 
papers easily. Girls love it. 
Used by banks, depart- 
ment stores and offices 
throughout the country. 
Attractive Plastic Case Re- 
tail Price 50 each. 


Lee Products Co. 
2736 Lyndale Ave. So. 
Minneapolis 8, Minn. 











q Columbia 
eS } LOOSE LEAF CORP. 





eee cas MANUFACTURERS 
, . All Styles Loose Leaf Binders 
Screw Post Binders Telephone & 
Ring Binders Magazine Binders 
post einpers _ Mvit-O-Ring Binders Catalog Proposal 
storace sinpers Sheet Holders Covers 
Sales & Advertising Scrap Books 
Prong Binders Flexible Folders 


“For Quality, Price and Fast Service” 
SEND FOR OUR CATALOG 


285 LAFAYETTE ST., NEW YORK 12, N.Y. 
rmona BINDERS WOrth 6-2944 














NICAL ‘ 
SAVES TIME AND WORK! 
TER 


MAKES 8 BASIC FOLDS ON 
SHEETS UPTO 8 x 14 


e time 
-thods; 
‘oof — 
an €x- 

AT A PRICE 


, > EVERY OFFICE 
nanical a CAN AFFORD 


wood 
+ back wa Id (0 , , 
juaran- FULLY ~ e e . 
dealer GUARANTEED @ A mai Ke 

DESK MODEL FOLDING MACHINE 
, CO. Write for Complete Catalog of Duplicating Equipment ‘ 


Manufactured exclusively by PRINT-O-MATIC (CO. INC 





RKILO 
ATM LAMA 


\ Loose-leaf envelopes, punched; card-cases, any size; 
\\ menu covers; factory record protectors; tag holders; 
\ bill-fold envelopes; stamp containers, etc. Made of 










acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicage 9, U. S. A. 
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ike ce AN ASPIRIN Fop 
pat POINT REFi, 






Ball Point 


AS ADVERTISED IN Refills 


H-FOR-ALL iy 7: 


REFILLS BY FISHER 


te 
eteble pen; 





THE AMAZING NEW INVENTION 
THAT FITS PRACTICALLY ALL 
BALL POINT PENS 


FAIR TRADED AT 49c 
Order from YOUR WHOLESALER 







M ' an ds a i MPANY 








BANK LITHOGRAPHING 


Checks . . . Deposit Slips . . . Statements 


| 
Bank forms lithographed to your customer's | 
specifications. Shipped under your labels and | 
imprint. | 
Low prices and top quality work will enable | 
you to sell our line. 


Price list and samples available to well rated 
office appliance stores and dealers. 


FREDONIA LITHOGRAPHING CO. 


FREDONIA, KANSAS 
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FOR 
EVERY 
PURPOSE 






NOTCHING 
PUNCH 








TICKET PUNCHES 






THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn. 









TALLY PUNCH 





Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 4%” wide, %” deep; No. 33, 
not over 14” deep. 

No. 2—For %-%” round holes; 1%” reach. 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 

Talley Punch—Registers number of punchings to 
99,999. Punches 4%”, *%&” or %” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 











Model 1509 (illustrated) — for average 


office use. 5 lb. by 12 oz. Computes 
postage for air-mail, first-class, and 
merchandise up to 4 Ibs. 


Model 1546 — desk scale, with Lustron 
plastic body—2 Ibs. by 1 oz. 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 1515, Heavy duty Parcel Post 
50 Ibs. by 2 ozs. 


Model 158, Hanson, Jr. 8 oz. by 1 oz. 
HANSON SCALE CO. &:: 12 


NORTHBROOK, ILLINOIS 











sORT-()-FILE 


SAVES 20% TO 60% TIME 
30 Models. Systems Sorting Service 


ore Ie odin, biter tivities, arden 


business forms or public docu- 
ments. We make all types from 
tiny desk models to shuttle-carri- 
age machines. Write for illus- 
trated circulars. 

Representatives everywhere. 





The Sorter 
You've Always Wanted 


Associated Industrial Designers 
P.O. Box 12652, Los Angeles 39, California 
Plant: 1248 East Sixth Street 

















FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 
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KOIL-O-MATIK 


Prevents this 





KINKS AND SNARLS WEAKEN CORDS, 
break delicate filament wires in conductor; 
cause shorts that result in electric shocks. 
Frayed phone cords cause noisy line, fre- 
quent disconnects. 

Koil-O-Matik is a RUBBER COVERED, 
tempered steel spring which winds around cord; 
automatically draws up dangling wire into neat 
coils that expand as needed. Fits all cords; 
thin, thick, flat, round. RUBBER COVERING 
prevents spring in Koil-O-Matik from seratch- 
ing desk or table top. For all cords in office, 
home and shop. Guaranteed for | year. 


Colorful counter display carton and free dem- 
onstrator make quick sales. Save salesman’s 
time. Large discounts and ‘‘money back’’ sales 


guarantee. 
THE NEVERKNOT CO., DEPT. 3A 
4525 RAVENSWOOD CHICAGO 40, ILL. 





















TYPE CLEANING MADE EASIER 


with the amazing 


ie 


CLEANS 
© Typewriters 
* Billing Machines 
¢ Adding Machines 














Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
—W's eosy oe oe — ¢ Addressing Plates 
—no liquids to spill. Marking Devices, ete. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free sample sent upon request...write to 


NORTA DISTRIBUTING COMPANY 
1165 Breedway, New Yerk 1, N. Y. 








DON'T 
PASS UP THOSE 

EXTRA... 
COMMISSIONS 


You can earn good 
commissions’ selling our 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms to 
financial institutions, 
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how are your chances of being around in 1999? 





Answer: “Excellent”—And getting better all the time. 
During the first half of this century, medical science 
has added 15 years to everyone’s life expectancy. 
In the next half century, medical miracles 
undreamed of even today are sure to become 
realities, if... and the “if” is a big one. 


The very basis of all health and medical research, 
the foundation without which no hospital or health 
agency can operate, is imperiled. That foundation is 
the country’s compact network of 79 medical schools. 


The threat is real and immediate... the production 
line of well-trained doctors is seriously endangered. 
Lack of operating funds has reduced 

teaching time by 7%, created vacancies in 

one out of every 20 full-time teaching positions, 
caused three private medical schools to become state 
institutions within the past three years . . . and all of 
this at a time when demands of our expanding 
population and rapid scientific advances require the 
highest in teaching standards, and larger enrollments. 


Hundreds of firms in industry have recognized this 
threat in its fullest implication. The contributions 
they are making to the National Fund constitute one 
of private enterprise’s major services to the nation. 
At the same time these contributions serve as 
safeguards for their investments in family, 
community and employee health. Get full details on 
the crisis that faces medical education, and learn 
how you can help solve it. 


NATIONAL FUND FOR MEDICAL EDUCATION 








FACTS YOU SHOULD KNOW 
ABOUT MEDICAL EDUCATION 


e There are only 79 accredited medical 
schools in the United States. 


e They train 82,000 undergraduates, 
specialists and technicians and gradu- 
ate 6,500 doctors annually. 

e It costs from $10,000 to $12,000 to 
train a doctor today. 

e Tuition fees, raised 84% over 1940, 
cover less than 20% of the cost. 

e In the past decade medical teaching 
budgets have risen 143%; administra- 
tion and plant operation 150%. 

e The medical schools need $10,000,000 
annually in additional income to main- 
tain present standards and train the 
necessary number of doctors required 
for America’s growing population. 

e ALL 79 medical schools can be aided 
by a single gift to the National Fund 
for Medical Education. 

e Contributions are distributed through 
annual grants according to a schedule 
approved by the medical schools. 

e The National Fund is a voluntary, 
non-profit organization approved and 
supported by the American Medical 
Association and the Association of 
American Medical Colleges. 


For complete facts on the crisis facing 
medical education write to 


The National Fund for Medical Education, 
2 West 46 Street, New York 36, New York 
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| 
| | — Here is what standardization of 

| business furniture means to you. 
It means that from Royal...a 
single source, you can get 
a complete ‘‘seating package,"' 
reducing your inventories and 
increasing operating efficiency. You 
can offer your customers uniform 
installations for their offices, 
reception rooms, cafeterias and 
plants, plus simplification of 
purchasing and easy replacement. 
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Send for complete information on 
the complete Royal line of superior 
metal furniture. | 


metal furniture since '97 E> 


Royal Metal Manufacturing Co. 


175 N. Michigan Ave., Dept. 55, Chicago 1 
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r hue < an Factories. Los Angeles - Michigan City, Indiana 
Warren, Pa. - Walden, N.Y. + Galt, Ontario 
Showrooms: Chicago + Los Angeles « San Francisco 
New York City 
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It's Better... Here's Why! 


we INSIOE StOFY oF m 
1954 Hoyoe CONQUERS 


SPIRIT DUPLICA 


Now with NEW 
FLUID CONTROL 


and built-in 

LINT ELIMINATOR 

(not pictured) which 
prevents clogging of wicks 
when duplicator is used with 
rough, loose surface papers. 


Here's Why! 


Here's Why! 


Engineering excellence down to 

the smallest detail is the inside 
story made apparent by this picture 
and description of the Model 70 

Its outer case has been removed 

and mechanical features revealed. 
Each part, each point of construction, 
and every mechanical principle 

is designed to contribute directly 

to the smooth, easy operation, 

the perfect registration and printing 
of this ultimate in duplicators. 

A pleasure to own, a pleasure to 
operate, the Conqueror has everything 
you want in spirit duplicating. 


HERE’S THE Other Side OF THE STORY... 


Opposite side of machine 
pictured at left to show 

the following: 

New Fluid Control mechanism 
provides five graduated Low, 
Medium and High adjustments 
for exact metering of amount 
of fluid which reaches the 
paper. Makes possible com- 
pensation for any type paper, 
surface condition or absorp- 
tion factor; also positive fluid 
control under varying atmos- 
pheric conditions found in 
arid Of mountainous regions. 


Gravity Fluid Feed operates directly from tank above by means of a positive valve that 
prevents fluid loss. No pumps to get out of order . . . no rubber hose to deteriorate. When 
tank is in ‘off’ position valve is up . . . completely sealing fluid flow. Rolling tank to “on” 
Position drops valve down (see diagram) to deliver fluid automatically, and evenly and 
continuously to wick and moistening roller. A simple, perfect, efficient system that allows 
your Conqueror to be stored indefinitely . . . placed back in operation immediately. 

Raise and Lower Control built into handle where it is most visible and most useable. Dialing 
of control wheel activates finely engineered worm and worm gear to adjust entire master 
cylinder and raise or lower printing on page. Better, simpler, handier than any other method 
.. eliminates rulers, scissor and other centering tricks. 





“Always Makes a Good Impression” 


Model 70 


Complete only...... 






$19 500 


Plus Fed. Excise Tax 





Underwood Farge. Flde CHAMPION 





This nationally-advertised Under- 
wood Portable actually has many 
big standard typewriter features! 

See-Set Margins... Key-Set 
Tabulation ...astandard-sized 


keyboard... full visibility... 
perfect alignment .. . quiet ac- 
tion. A real CHAMPION in appear- 
ance and performance! A CHAMPION 
in sales! Stock and feature it for 





bigger year-around profits. 







One word 
that sells 
typewriters 
fast * 





‘UNDERWOOD ! 


|... You can’t beat Underwood Portable Typewriter values! 





)... They fill the need of every purpose and purse! 


UN 


Underwood 
Corporation 


Typewriters .. . Adding 
Machines . . . Accounting 
Machines... Carbon 
Paper ... Ribbons 


One Park Avenue 
New York 16, N. Y. 
Underwood Limited 
Toronto 1, Canada 
Sales and Service 
Everywhere 









Underwood LEADER 


‘‘Family Keyboard’”’ easily and 
neatly answers every typing need. 
Ideal for children’s school work... 
Mother’s correspondence . . . Dad’s 





business letters. Light, sturdy, good- 
looking. Has arithmetical signs and 
business symbols. POPULARLY- 
PRICED ...to lead its field. Order 
your stock of the LEADER today. 


It will pay you to promote UNDERWOOD! 








